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Fast facts: The fintech landscape in Australia
Heading 1 - ctrl + shiftFintech
to edit
leader profile

Capital (multiple response – excl. don’t know)

Sector profile
NSW

Base:
54%

VIC

28%

Other
1 year or less

18%
Company age:

17%

4+ years
Full time

20%

Av no. of start-ups
founded:

2.3

No. of employees (median):
5

Part time

Company stage:

57%

25%

Lending
Other (53%)

72%

48%
48%

28% 20%

Commercial
funding

22%

FT events attended:
70% 1-3 per month

Average scale of last capital fundraising

$3.01m

Average capital raised to date

$3.85m

Monthly burn rate

Top 3 talent shortages:
Engineering/software

76%

Design/user experience

42%

Sales

35%

43%

Agree that
attracting
qualified or
suitable talent
is an internal
challenge

21%

Personal
finance/asset
management

End customer profile (excl. don’t know)

only
B2B
41%

76%
Private
funding

Talent

Type of fintech

Both
31%

Average % of
females in
workplace:

43%

Post revenue

only
B2C
23%

41 years

76%

agree government
mandated open data
protocols would be effective

40%

have a financial
licence

69%

agree accelerators/incumbents are
important contributors to the
success of the fintech industry

2

Pre-revenue

54%

13%
female

65% post grad
27% under grad

27%

3 years

Average age:

87%
male
Education:

36%

2 years

Gender:

Government support and the
regulatory environment

Retail consumers

41%

Sophisticated investors

25%

SME and other start-ups

38%

Corporate

38%

Banks and other FSI’s

36%

Government

16%

Outlook: Next 12 months

Average burn rate
(excl. profitable
fintechs)

82%

$84k

Grow
revenue

Top 3 approaches to talent recruitment
47%

Recruitment agencies

13%

LinkedIn

10%

Charging
model

38%

15%

Instalment
based only

Both

53%
No. paying
customers

2% 31%

34%

Transaction
based only

48%
16%

25%

27%

(post revenue)

Relationship with incumbents

41%

nominate “building partnerships with
banks and other financial institutions”
as a key external challenge

None
51 to 500

Revenue last month
Average

$215k

Median

$75k

1 to 10
>500

11 to 50

Expected revenue
growth in 12 months
Average

201%

Median

151%

53%

Grow
employee
rate

53%

Charging model
Founders/ employees/
personal contacts

72%

Find
new/more
funding

Perfect/
finalise
product

38%

Expand
overseas

Globally competitive

64%

agree Australian fintech companies
will be able to compete
internationally

43%

agree Australian fintechs will be
able to win against international
fintechs
EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Welcome to the inaugural EY FinTech Australia Census 2016.
FinTech Australia is pleased to deliver on this important piece of
research in conjunction with EY and EY Sweeney.
This is the most detailed and comprehensive analysis of the
Australian fintech ecosystem to date. Our internal analysis
suggests there are over 250 fintech companies in Australia. So
the 163 respondents represent an excellent cross-section of the
industry.
This research initiative forms a critical part of FinTech Australia’s
efforts to foster a thriving fintech ecosystem. Australia is
establishing important fintech infrastructure and policy
frameworks that need to be robust, stable and forward thinking.
It is thus of vital importance that our recommendations to
governments, regulators, investors, corporates and education
institutions are backed by hard data and insights drawn directly
from the community they are designed to serve.

Drivers of success

Future focus

The fintech sector is evolving rapidly in Australia and
around the world. EY is committed to working with fintechs,
investors, regulators, governments, education institutions and
accelerators/hubs to help the industry realise its potential.
An important part of our commitment has been to deliver
comprehensive, focussed and prescient thought leadership to
help define the industry, identify the challenges and cast light
on the way forward.
The EY FinTech Australia Census 2016 is an exciting
contribution to this commitment. It is essential research
conducted with the Australian fintech community by EY
Sweeney and it builds on the work of Stuart Stoyan and the
Melbourne Fintech Meetup when they launched the first
Melbourne Fintech Census in 2015. It’s exciting because for the
first time, the fintech sector in Australia has been independently
defined and profiled. It delivers a powerful fact base, combined
with broader insight to inform and inspire those involved with
the sector.

This report is also a fantastic step toward defining Australia’s
relative competitive advantage in fintech. We have a robust,
globally recognised financial services sector, and an equally
strong superannuation industry. Australia’s regulatory
environment is gold standard, and the attractiveness of our cities
makes us a great place to launch a fintech start-up.

We are proud to be collaborating with FinTech Australia on this
significant initiative and pleased to be able to share the findings.
Importantly, alongside our report, you can also access and
interact with the data on our microsite, as well as hear from
some of EY’s global leaders in fintech.

We hope you enjoy learning about the dynamic fintech industry
we have here in Australia, and look forward to seeing you here
sometime soon.

Anita Kimber
Partner & FSO Performance Improvement Leader,
Asia Pacific and Oceania

Danielle Szetho, FinTech Australia CEO
Simon Cant, FinTech Australia President
Stuart Stoyan, FinTech Australia Committee Member and
Founder, Melbourne FinTech Census
EY FinTech Australia Census 2016
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About the research
Methodology
Background
FinTech Australia was founded in March 2016 and is the
peak body for fintech organisations in Australia. The
board of FinTech Australia focuses on four major streams
of activity on behalf of its members – advocacy, support,
promotion and connection.
As part of this charter and in recognition of the growing
and dynamic nature of the fintech industry, FinTech
Australia identified the need to profile the organisations
currently operating in Australia to provide definition for the
sector.
In line with EY’s deep experience in fintech, coupled with
the market research expertise of EY Sweeney, EY was
commissioned to conduct a census of fintechs in Australia.
A comprehensive research program was set in place in
collaboration with a FinTech Australia steering committee.
The research was conducted in September and October,
2016.
This report presents the key findings and it will act as a
powerful platform for FinTech Australia when engaging
with members, stakeholders, commercial partners,
regulators and government departments.
A dedicated website providing further access to the data
and insight from EY fintech experts can be accessed here.

1

2

Quantitative research:
163 online surveys

Qualitative research:
15 in-depth interviews

• 15 minute online survey.

• 45 minutes in length.

• Conducted with people currently working in the fintech
industry.

• Conducted with leaders of the fintech community.
Fintech founders

7

Industry leaders

2

Investor

2

• A mix of members and non-members of FinTech Australia.

Government

2

• Contact lists provided by FinTech Australia.

Accelerators

2

• 64% of participants were CEO’s of fintech companies; 15%
were heads of functional areas; with the balance being
CTO’s, directors and in support roles.

3

4

Vox-pops:
22 interviews

Secondary research:
Desk research

• 4 – 6 minute intercept interviews at Sydney fintech hubs
and at an EY Melbourne fintech event.

• Comprehensive analysis of existing publicly available
information.

• Conducted with fintech leaders.

• In particular, two EY reports have been referenced in this
document.

• A summary of the interviews was shown at The Fintech
Australia Conference, 2016.

—— The Fintech Adoption Index
—— UK FinTech: On The Cutting Edge – An Evaluation of
the International Fintech sector
• Both of these reports can be accessed via the dedicated
FinTech Australia Census microsite.

The research program was designed and run by EY’s
dedicated market research practice, EY Sweeney

EY FinTech Australia Census 2016
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Characteristics of fintechs

Defining fintech
Fintech is a diverse and dynamic industry that is continually
changing shape. Defining ‘fintech’ is challenging due to the
fragmented nature of the sector and the breadth of start-ups
offering digital financial solutions. However we can draw on
significant work done by our colleagues at EY in the UK who
developed a succinct working definition.

A working definition for fintech
“In its broadest sense, we define fintechs as high-growth
organisations combining innovative business models
and technology to enable, enhance and disrupt FS. This
definition is not restricted to start-ups or new entrants,
but includes scale-ups, maturing companies and even
non-FS companies, such as telecommunication providers
and e-retailers.”

Common characteristics and description

As an extension of this definition, the C.L.A.S.S.I.C.
framework is used (outlined opposite), which was developed
by EY’s Global fintech leads drawing on the work of
Professors Chuen and Teo. It is a succinct framework that
helps to give structure to what could otherwise be an
amorphous industry.
The working definition and the framework align with the
focus of FinTech Australia which spans – fintech start-ups,
VC/investors, incubators and accelerators.

Source: EY: UK FinTech – On The Cutting Edge – February 2016

Interpreting the report
Terminology... In this report, there are certain terms that will be
used.

Symbols... To help with interpretation of charts, the following have
been included.

• Incumbents – These are banks and other financial institutions.

Indicates that a result is significantly higher (at the 95%
confidence level) compared with other sub-groups.

• RegTech – Technology that is applied to resolve issues that relate
to financial industry regulation.

Indicates that a result is significantly lower (at the 95%
confidence level) compared with other sub-groups.

Sample size… Care should also be taken in interpreting the data
across sub-segments where there are low sample sizes. This has been
flagged throughout the document.

c

Customer-centric
►
►
►

l
a

Simple, easy-to-use, high-convenience products/services.
“Needs-focused” propositions designed around particular
consumer use cases and pain points.
High degree of customer engagement.

Legacy-free
►
►

Purpose-built systems designed around digital channels
and fulfilment.
Little drag from discontinued products, prior acquisitions
or regulatory liabilities.

Asset light
►
►

Low fixed-asset base creating significant operating
leverage.
Balance sheet frequently rented or outsourced to other
parties.

s

Scalable

s

Simple

i
c

►
►

►
►

Scalability built into the business model by leveraging
partnerships, distribution and simplicity.
Low capital requirements.

Fundamentally simple customer proposition.
Highly focused and transparent business processes.

Innovative
►

Innovation across the spectrum, e.g., new business
models, products and services and delivery models.

Compliance light
►

Simple and unbundled models that are often designed so
as to avoid the need for authorisation.

Source: Chuen and Teo, EY analysis
EY: UK FinTech – On The Cutting Edge – February 2016
EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Fast facts: Sector profile
Heading
1 - ctrl + shift to editBiggest competitors
Business based
Overseas
4%
NT
1%
WA
7%

Number of employees (median)

Incumbents

39%

Other fintechs in Australia
with a similar offering

QLD
4%

26%

Overseas fintechs with a
similar offering

SA
3%

21%

5

2

Total

Full-time

Part-time

14%

Other

NSW

7

54%
VIC

Type of fintech

28%
TAS
1%

Lending

27%

3 years

17%

4 years

6%

5 years

Net 5 yrs
or less

89%

4%

>5 years

11%

Company stage

43%

Pre-revenue

57%

Post revenue

Retail consumers

41%

Net B2C

54%

Sophisticated
investors

7%

Data analytics / Big data

5%

Institutional tools

4%

RegTech

4%

Money transfer / remittance

3%

Insurance

3%

Cyber security

3%

Distributed ledger

2%

Digital currency

1%

Digital identity

0%

Other

(multiple response – excl. don’t know)

21%

Payments / billing

36%

2 years

25%

Personal finance/asset
management

Age of company (excl. Don’t know)
1 year or less

End customers

25%

SME and/or other
startups

38%

Corporate

38%

Net B2B

72%
Banks and other
FSIs

21%

36%

Government

16%

Other

15%

EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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The Australian fintech landscape
Charging model*
The fintech sector in Australia is evolving at pace, but it is still
a young industry. Reflecting the emergent state of the sector
is the early lifestage of many of the fintechs involved in the
research, with two-thirds (64%) having only been in operation
for two years or less. They are also lean businesses, with the
median number of employees being seven. Four in ten (43%)
are also pre-revenue.
The rapid growth of the sector and its continued evolution is
a strength, but the short tenure of many of the firms and the
highly competitive global nature of the industry means there
is also some fragility. It underlines the importance of having a
well developed ecosystem in Australia to foster success and to
help the industry realise its potential.
The continued growth of fintech ecosystems should be
considered through the lens of the cities they are predominant
in, with the greatest concentration being in Sydney and
Melbourne.
The core areas of focus for the fintechs involved in the study
are lending (25%) and personal finance/asset management
(21%), which is not surprising given Australia’s strong financial
services and superannuation industry. We are also seeing
some overlap. The end-customer profile is also broad, with the
spectrum from B2C (54%) and B2B (72%) covered.
What is clear in interpreting the data and reviewing the stated
proposition of many of the fintechs is that they do hold true
to the characteristic of having a particular focus on a specific
sub-segment of the financial services sector.

Charging models
The charging models currently employed by fintechs
are roughly split evenly between instalment based and
transaction based models. A number of points can be
made about each model…

53%
Instalment
based funding

48%
38%

(n=61)

Both

15%

(n=24)

34%

(n=54)

Transaction
based funding

• Instalment based…Of those that do operate instalment
based charging, monthly/annual subscriptions based on
either users or usage are most popular; followed by a
flat fee structure.
• Transaction based…This type of charging model is
more prevalent among B2C fintechs. A ‘freemium’
pricing strategy is also employed by a minority of just
under 1 in 10 fintechs and is not a charging model that
has gained significant traction in the Australian fintech
industry yet.

Instalment based charging
Monthly/annual subscription (SAAS)
based on users

29%

Flat fee per transaction

20%

Monthly/annual subscription (SAAS)
based on usage

16%

53%

Transaction based charging
Percentage of transaction

36%

Percentage of funds outstanding/
invested per annum

15%

Freemium
Other
Base:
Q36c.
Note

48%

7%
20%

n=161 (All respondents excl. don’t know)
What is your charging model? (multiple response)
*There were 19 respondents that only selected ‘other’ and
3 respondents that only selected ‘freemium’. These
respondents were not included in the Venn diagram above.

EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Revenue last month (post-revenue firms)
End customers

None

2%

31%

1 to 10

11 to 50

51 to 500

>500

Base:
Q9b.

16%

25%

27%

n=64 (excludes prefer not to say and pre-revenue companies)
How many monthly (or yearly if fees are quarterly or annual) paying
customers do you have?

End customers

B2C

B2B

B2C

B2B

n=27

n=48

n=37

n=61

2%

0%

49%

36%

7%

33%

$50,001 to
$100,000

20%

14%

25%

15%

19%

$100,001 to
$250,000

20%

11%

23%

30%

27%

$250,001 to
$1,000,000

16%

11%

48%

19%

More than
$1,000,000

11%

5%

41%

$50,000 or less

Base:
Q12.

10%

9%

n=79 (Excludes prefer not to say/don’t know)
Approximately, what was your revenue in the last month?

EY FinTech Australia Census 2016
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Number of paying customers

Revenue generated in the last month

Of those fintechs that have realised revenue and are willing
to disclose the number of customers they currently have,
approximately a third have ten or fewer customers. Over one
in four (27%) have in excess of 500 customers.

The average revenue generated by fintechs in the last month
was $215k. For fintechs that have been in existence for
greater than three years, this figure is edging towards double
that of fintechs in existence less than three years ($146k v.
$282k).

Fintechs that service B2C markets are significantly more
likely to have a higher number of customers.

33%

have ten or fewer
customers

Average
revenue last
month:

$215k

Average revenue last month by business age (yrs)

<3 years

3 years+

$146k

$282k

Base:
Q12.

n=79 (Excludes prefer not to say/don’t know)
Approximately, what was your revenue in the last month?

EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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“Australia is a large enough
market that companies can
build a profitable business just
by serving Australia itself and at
some level that can be an inhibitor
to becoming globally competitive.
However, regulated markets
and limited VC availability,
particularly later stage VC, also
represent inhibitors. Streamlining
regulation, changing the culture
and increasing capital are all
important levers in becoming
more globally competitive.”
Simon Cant, Reinventure

EY FinTech Australia Census 2016
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Internal impediments

External impediments

Product development

52%

Creating suitable systems and processes

37%

Maintaining a high performance culture

21%

Managing adherence to systems
and processes

Accessing to private funding/investors

20%

Accessing government scholarships
and grants

14%

Our organisation is yet to face any
internal challenges

12%

Lack of domain expertise

9%

Difficulties with running a business

9%

Co-founder politics

Other

20%

20%

Managing investors

33%

A lack of funding

29%

Insufficient time to devote to the business

41%

Government or regulatory issues

31%

Convincing investors of start-up potential

42%

Building partnerships with banks and
other FIs

41%

Business model viability

50%

Building relationships with channels
to market

43%

Product and market fit

Managing your board

Customer acquisition

47%

Attracting qualified or suitable talent

Base:
Q18a

Future focus

Finding quality suppliers

7%

Lack of adequate mentoring

7%

A suitable working environment/facility

7%

11%

3%

Other

4%

Yet to face any challenges

24%

n=163 (All respondents)
Of the following, please rank the top five internal issues or challenges that your organisation is
currently facing.

Base:
Q19c.

9%
4%

n=163 (All respondents)
Which of the following external issues or challenges is your organisation currently facing?

EY FinTech Australia Census 2016
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Drivers of success
The 5 drivers of fintech success
Commercial success is the holy grail for fintech organisations,
with all aspiring to have a major impact in the specific
segment of the financial services market in which they
operate. Alongside profiling the fintech sector in Australia,
a key area of focus was identifying the main factors that will
underpin success for a fintech and the challenges potentially
confronting fintech leaders.
The topic was explored from a number of angles, including
ranking the main internal and external challenges. What
emerged underlines the complexity inherent in launching
a successful fintech, with a range of forces potentially
conspiring against ambitions being realised. It also throws the
spotlight on where those working to support the sector can
focus to set in place the right infrastructure and conditions to
maximise success.
The top internal and external challenges are captured on page
16. This summary of challenges, combined with a range of
specific other questions, enables five key drivers of success
to be isolated. Importantly, these also build on the extensive
analysis conducted by EY on the international fintech scene.1
These drivers of success collectively create an ecosystem that
will help the Australian fintech industry flourish.

1

Talent

2

Capital

3

Demand

4

Policy

5

Environment

For each driver of success there are a number of variables that
can impact on the fintechs – either at an industry-wide level,
or from an individual firm perspective. We have isolated these
factors as the discussion around the drivers unfolds over the
coming pages.

1

EY: UK FinTech – On The Cutting Edge – February 2016

EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Fintech leader profile
Heading
1 - ctrl + shift to edit Age (years) – (excl. don’t know)
Gender
13%
87%

41
yrs

Male

Under 30

average
age

21%

10%

30 to 44

70%

None

53%

45+

Female

Fintech events attended each month (excl. don’t know)

1 to 3

9%

38%

4+

Highest level of education

Current role

Number of start-ups founded/started by
fintech CEOs

65%

27%

Post graduate

Undergraduate

1
CEO
Head of a
2
functional area

average

3%

5%

Vocational
certificate

High school

64%

2.2

CTO
3

40%

Other
4

15%
4%
15%

30%

Work status

26%

90%

6%

Work full-time

Work part-time

4%

2%

Work on
casual basis

Studying
part-time

5%

0

1

2

3+
EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Talent

The calibre and quality of the people running fintechs
and working on the day to day operational aspects is a
fundamental pillar to success. The vast majority of fintechs
involved in the census run lean (median of seven employees)
and so the importance around the composition and cadence
of the team is all the greater.
In this research, two key talent related dimensions were
explored…
• The profile and defining characteristics of fintech
leadership – who are they?
• The pressures around attracting and retaining great
people – the battle for talent.
Each of these are covered over coming pages.

Fintech leadership
Fintech founders are invariably passionate and enthusiastic,
driven to make their venture (or ventures) a success. It
requires immense commitment and a deep-set belief in
their offer, combined with confidence in their own ability
and that of their team to commercialise it. The risk is real,
the rewards potentially great and the need to be acutely
focussed profound.
The analysis of the profile of fintech leaders in the census
shows that…
• It is a male dominated domain (87%).

• They are highly educated (27% undergraduate; 65%
postgraduate).
• They are engaged in the industry (average of 0.43 fintech
events attended each month).
• Those that are CEO’s of fintechs have started on average
2.2 fintech businesses.
The industry stakeholders interviewed in the research made
a number of insightful observations about the characteristics
of fintech founders/CEO’s…

“There are not enough leaders coming in at the top;
entrepreneurs don’t want to give up salary or take a large
risk despite being talented.”
Reference: EY ‘UK FinTech – On the Cutting Edge’ – Feb 2016

“The biggest challenge has been sourcing the best talent
to help us develop and grow, to find enough people to keep
up with the pace of growth in our business, people who are
passionate about fintech and doing things differently.”
Charlotte Petris, Timelio

• Determined and driven…For founders it is very much a
personal journey. In many cases they will have walked
away from reliable, salaried corporate roles and chosen
this pathway which calls for a commitment of time,
personal energy and funding. As they are confronted by
the various hurdles, obstacles and challenges associated
with this endeavour, a determined and optimistic mindset
is imperative.
• Pragmatic and agile…Often they need to adapt - to
recognise when a particular challenge or hurdle is so great
that a change of approach must be considered. This is
when the flexibility of the founder is critical. Humility was
also highlighted by those in influential industry leadership
roles as vital.
• Resilient and assured…The most effective leaders have
an inner strength that helps them guide their venture
through difficult periods. This self-assurance is ultimately
critical to success.
EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Through all of their emotional investment and positive
disposition, there is an overarching constraint that can limit
the growth of a fintech – time. It’s the one currency that is
the hardest to attain, and usually comes at the expense of
commitments to family and friends.
Overall, one in five census participants nominate
‘insufficient time available to devote to the business’ as
an internal challenge. The challenge of time is heightened
among smaller fintechs. This can be in part because they
may have other forms of employment outside of the
start-up. As fintechs grow in size and revenue, founders
and employees are more likely to devote more time to its
development.

Drivers of success

Future focus

Our Fintech leaders are not “twentysomething techno geeks” as many
would believe; most are experienced,
successful financial services leaders who
are passionate about changing the way
financial services work for the benefit of
customers. The industry at large should
open its arms to collaboration with
these innovators.”
Meredith Angwin
Fintech Advisory Lead, EY

21%

Nominate ‘Insufficient
time to devote to
the business’ as an
internal challenge

EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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“What I see in Australia is we’ve
got these financial services
powerhouses who are really
good at what they do and so
they’re training grounds for these
people, who if we create the right
ecosystem which I think we’ve
started to do, will say ‘Okay, I
could stay in this company and
kind of work my way up or I can
go and try this new thing.”
Toby Heap, H2 Ventures
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Approaches to talent recruitment

Engineering/software

76%

Design/user experience

42%

Sales

Founders/other employees
personal contacts

24%

LinkedIn

10%

Digital platforms
(e.g. Seek, Workible)

10%
10%

Product management

17%

Have not yet recruited
talent

Management

17%

University recruitment

Financial
Project management
Other

Base:
Q18b.

8%

3%

Contacts through fintech
associations

1%

Facebook

1%

6%

Other

10%

n=71 (Those that state attracting suitable or qualified talent is an internal challenge)
When you say it has been challenging attracting suitable talent, what kind of talent were you
thinking about?

13%

Recruitment agencies

35%

Marketing

47%

Base:
Q25.

6%

n=163 (All respondents)
Which of the following is the main way in which you recruit talent?

EY FinTech Australia Census 2016
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Talent: EY’s global assessment
Factors
1. Talent
availability

Attracting and retaining talent
Attracting and retaining the best people is a major success
factor for fintechs and, as such, it is one of the main
challenges for the management team. It is acknowledged
as being a hyper-competitive market in which to secure the
right people – both those who are working in the country
now or those from other regions.
The work conducted on the international fintech scene
by EY2 earlier in the year showed that, overall, Australia
ranked fifth of the seven locations covered. The assessment
factored in both talent availability and the talent pipeline.
The latter also includes a long term perspective in terms of
education policy and the future candidate market.
The challenges identified in that report were underlined
when we engaged with fintechs based in Australia in this
research. A number of key themes emerged…
• Limited pool in Australia…Six in ten fintech (58%)
leaders agree that there is a lack of experienced start-up
and fintech talent in Australia and attracting suitable or
qualified talent is one of the top internal challenges that
they face.
• Specific profiles more challenging…Four in ten fintechs
surveyed (43%) cited ‘attracting qualified or suitable
talent’ as an internal challenge. The majority of these
fintechs struggle with finding engineering/software
expertise.
2

EY: UK FinTech – On The Cutting Edge – February 2016

2. Talent
pipeline

Talent
ranking

UK

2

• Referral the lynchpin…While emerging government
initiatives such as the STEM pathway and entrepreneur
visas are likely to assist in the future, talent is
predominately recruited through contacts formed by
fintech co-founders. As fintechs become larger, reliance on
recruitment agencies increases, as does the importance of
maintaining and positioning the environment – creating a
high performance culture.

CA

1

NY

3

DE

6

Lack of experienced start-up and fintech talent in Australia

AU

5

HK

7

SG

4

58%

21% 21%

agree

neither/nor

disagree

43%

Less supportive

More supportive

1.

47%

Talent availability: the availability of talent to meet
current requirements, including the overall size of the
fintech workforce and coverage across key fintech skill
sets.

2.

Use founders/other employees
personal contacts as the main way
to recruit talent

Talent pipeline: the health of the talent pipeline to
meet future demand with an infrastructure in place to
maintain it.

Source: EY: UK FinTech – On The Cutting Edge – February 2016

Nominate ‘attracting qualified
or suitable talent’ as an internal
challenge

EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Source of capital*
Average burn rate
(excl. profitable
fintechs)

76%

Both

48%

28%

(n=75)

(n=44)

20%

(n=31)

Private funding
(founder/family
and friends)

Base:
Q14c.
Note

48%
$84k

Commercial
funding

n=156 (excl. prefer not to say).
How is your company funded? (multiple response)
*There are 6 respondents that only selected the option of ‘other’ and
they are not shown in the Venn diagram above

Monthly burn rate
$1m or less

23%

Less than $10k

29%

$10k-$50k
15%

$50.1k-$100k

18%

$100k-$500k
>$500k
Profitable

Runway left at current burn rate

Capital raised to date*

1%
14%

$1.1m - $5m $5.1m - $10m

>$10m

n=38

n=37

n=15*

n=20*

16%

3%

7%

5%

55%

22%

20%

10%

18%

30%

27%

0%

5%

35%

40%

45%

0%

0%

0%

5%

5%

11%

7%

40%

18%

16%

9%
4%
7%

38%
44%
28%

n=163 (All respondents)
What is your current burn rate per month?

*Note:

Caution, small sample size – results stated for sample sizes
<30 are indicative only

21%

32%

20%

32%
55%

10%
100%

Unlimited months
Base:
Q17a.

29%

37%

Base:
Q17b.

6 months or less

7 to 12 months

More than 1 year

n=163 (All respondents)
Approximately, how many months of runway do you have left at your
current burn rate?

EY FinTech Australia Census 2016

|

24

Introduction

About the research

The Australian fintech landscape

Drivers of success

Future focus

Capital: EY’s global assessment

2

Factors

Capital is the lifeblood of start-up fintechs and a
fundamental key to success is the ability to raise the funds
and then manage the burn rate each month. A number of
points can be made about both the access to capital and the
management of expenditure of the funds.
• Shallow but growing pool in Australia...The funding of
start-ups is a challenging and complex issue as they need
phases of capital stretching over many years. Venture
capitalists want early stage uncapped upside and various
profiles of yield. Early this year, the global analysis
conducted by EY showed that Australia ranks 5th relative
to other leading fintech markets for access to capital.3
Since then, however, the capital situation has been
rapidly developing with more inflows of venture capital
coming from within and outside Australia.
• Investor patience and flexibility…The evolving and
iterative development of the start-up product concept
itself demands a flexible and patient investor. In many
ways, the capital funding selection is as critical as the
development challenge itself. The two most popular
forms of commercial funding include sourcing capital
from strategic corporate investors and venture capitalists.
• Mixed success rate…Although successfully funded
fintechs outnumber those that fail to raise capital or
couldn’t raise what they desired, this doesn’t account
for organisations that may not be in existence anymore.
Views in this census were primarily collected from
fintechs that remain in existence so there is a skew to
fintechs that were successful in their capital raising.
3

1.
Seed

Capital

Fintechs that have accessed commercial funding are
more likely to have raised the amount of capital that they
required.
• Solid averages…Of those fintechs that indicated they have
successfully raised capital to date, on average each has
raised $3.85m. Fintechs in existence for more than three
years have on average raised in excess of $5m of capital
to date.
• Realising profit…One in seven fintechs stated that they
are currently profitable. Of those that have not started to
realise profit, their current burn rate is on average $84k
a month. Average burn rates are particularly high among
fintechs that have received commercial funding or that
have already realised revenue as they spend more to grow
their business and take advantage of the funds available
to them.
• Managing burn rate…Nearly 1 in 5 fintechs have a
monthly burn rate in excess of $100k and these fintechs
are skewed towards having raised in excess of $10m in
capital to date (i.e. larger, more commercially funded
fintechs). For this segment, the remaining runway is
typically more than a year, but there is still a sizeable
proportion (37%) that only have up to a year before the
cash reserves dry up.

Summarised based on data from the EY ‘UK FinTech – On the Cutting Edge’ – February 2016

2.
Growth

3.
Listed

Capital
ranking

UK

3

CA

1

NY

2

DE

4

AU

5

HK

6

SG

7

Less supportive

More supportive

1.

Seed capital: the availability of capital to finance initial
start-up activities for fintechs, typically provided by
angel investors, as well as through accelerator and
incubator programmes.

2.

Growth capital: the availability of funding from earlystage development into the growth phase, typically
provided by VC funds and corporate venture vehicles.

3.

Listed capital: access for mature fintechs to public
market investors.

Source: EY: UK FinTech – On The Cutting Edge – February 2016
EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Capital raising experience

Scale of last capital funding

Yes, we were oversubscribed

Less than $100k

15%

Raised as much as we needed
Yes, but couldn’t raise enough
Yes, tried but failed

33%
5%
3%

Currently raising

46%

Met
expectations

8%

Did not meet
expectations

24%

$1.1m to $5m

Base:
Q16b.

33%
7%
13%

n=98 (excludes never raised funding)
What was the size of your last round of capital funding?

Revenue last month

Company age

Less than $1m

35%
34%

$1.1m to $5m

Average

$3.85m

14%
18%

Average
Base:
Q16a.
*Note:

$3.01m

17%

$501k to $1m

Capital raised to date

More than $10m

Average

$100k to $500k

More than $10m

29%

n=163 (All respondents)
Has your company tried to raise capital?

$5.1m to $10m

5%

$5.1m to $10m

28%

Never raised funding
Base:
Q15c.

Future focus

<2 years

2-3 years

4 years or more

$50k or less

>$50k

n=35

n=52

n=23

n=24*

n=39

54%

27%

22%

50%

15%

34%

38%

22%

38%

41%

3%

15%

26%

13%

18%

9%

19%

30%

0%

26%

2.14m

4.13m

5.83m

2.14m

5.09m

n=110 (excludes never raised funding)
Approximately how much capital has your company raised to date?
Caution, small sample size – results stated for sample sizes <30 are indicative only
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Start-up capital is still somewhat scarce,
so it’s important for entrepreneurs to
sell a strong story“
EY ‘UK FinTech – On the Cutting Edge’ – February 2016.

As fintech solution maturity improves,
increasing investor appetite will be an
important factor in the establishment
of an innovation-led future; government
policy will need to continue to support
and enable this change.”
Tim Coyne
Transactions Advisory Fintech Lead, EY

Drivers of success

14%

of fintechs are
currently profitable

Future focus

“We don’t have a deep capital market supporting start-ups.
It’s getting better, particularly with sort of early venture,
small amounts of capital, but a series B market doesn’t
really exist in this country. Now, that’s a challenge.”
Craig Dunn, Stone & Chalk

46%

had their expectations
of capital raising
experience met

EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Heading 1 - ctrl + shift to edit
Appeal of fintech solutions
More effective
solutions

52%
48%

Speed of transactions

42%

Cheaper prices

Other

39%

Incumbents

60%

Seamless intuitive
user experience

Better security

Biggest competitors
79%

Convenience

Pride in using an
innovative solution

Future focus

22%

Other fintechs in Australia
with a similar offering

26%

Overseas fintechs with a
similar offering

21%

18%
Other

17%

Base:
n=163 (All respondents)
Q26bc. Which of the following are key reasons for consumers and businesses to access
your fintech product/service offerings (multiple response)

Base:
Q38.

14%

n=163 (All respondents)
Which of the following is your biggest competitor? (single
response)

“I think to be successful you need to solve a problem.
You need to solve a problem that is cheaper, that is more
meaningful to the consumer, etc.”
Nektarios Liolios, StartUpBootCamp

“They are very, very good at being able to hone down in on
problems and challenges… very, very good at being able to
pivot quickly… so they learn, test and pivot.”
Danielle Szetho, CEO Fintech Australia

41%

nominate “building partnerships with banks
and other financial institutions” as a key
external challenge
EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Demand: EY’s global assessment

3

Factors
1.
Consumers

Demand

At the heart of any start-up or new venture is identifying
a gap in the market – a latent need that can be met by
delivering a compelling offering. However, the gaps aren’t
always obvious and the solution needs to be seen as
genuinely and positively differentiated in the market.
Based on EY’s global assessment in early 20164, Australia
ranks 7th relative to other leading fintech markets for
consumer and corporate demand. Corporate demand for
fintechs is strongest in the UK, Germany and California.
Fintechs that tie their customer proposition to lower fees/
value are outnumbered by fintechs that don’t compete on
this basis. Their solutions are typically more convenience
based offerings.
The majority of fintechs (79%) believe that their value
proposition centres around offering “more effective
solutions” to their customers. The offer of “convenience”
and “seamless user experiences” are also key value
propositions reported by over half of all fintechs.

Australian consumers are much more
receptive to new digital solutions across
all categories – trust of new players
is much less of an issue than it once
was. We’re seeing the more prolific
consumer-centric fintechs generate real
momentum by offering something that
addresses often longstanding customer
frustrations. Their positioning resonates
because it’s edgier, more contemporary
and, most importantly, delivers a
product that meets a specific need.”

2.
Corporates

3.
FIs

Demand
ranking

UK

3

CA

2

NY

1

DE

5

AU

7

HK

4

SG

6

Marc L’Huillier,
EY Advisory Partner,
Lead Partner – EY Sweeney

While many fintech innovations will be described as
‘sustaining’, a small but potentially impactful set will be
‘disruptive innovations’. These represent entirely new
products or service offering, leveraging a unique value
proposition.

Less supportive

More supportive

1.

Consumers: appetite of consumers to use fintechs.

2.

Corporates: appetite of companies, particularly SMEs,
to use fintechs.

3.

FIs: appetite of FIs to use or partner with fintechs.

Source: EY: UK FinTech – On The Cutting Edge – February 2016
4

Summarised based on data from the EY ‘UK FinTech – On the Cutting Edge’ – February 2016

EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Most fintech opportunities arise from the operational or
process shortcomings of incumbents and the potential for
disruption or disintermediation. In this context it can be
initially counter-intuitive to fintechs that the incumbent
could become a provider, partner, investor or acquirer. They
are seen as the target by many fintechs rather than the ally.
However, there is now more engagement and the
standpoint is less black and white. There is broader
recognition of the potential for collaboration. There has
been a mindset shift in the fintech sector from earlier
outlooks and it’s also a shift that is occurring in the
incumbents themselves. Major financial institutions are
beginning to recognise that an important foundation of
digital transformation is drawing on capabilities from
outside their own businesses.
By replacing the tension in the relationship with
collaboration; the value, penetration, pace and relevance
of a digital solution from a fintech can be realised. Fintech
leaders with rich experience and connections into the
financial services industry encourage open-mindedness,
emphasising the benefits of combining the bank DNA
with the different, fintech DNA. While banks have been
innovative, agile technology development is difficult to
enact and launch at the same pace and those are the
fintech ‘genes’ of most interest.

Drivers of success

Future focus

It also shouldn’t be assumed that Australian financial
institutions are behind global peers. In fact, some astute
industry commentators observed that while many overseas
banks were cleaning up their balance sheets post GFC,
Australian institutions had comparatively more latitude to
focus on innovation. This focus on innovation means that
the fintechs of most appeal to incumbents will be those that
demonstrably add significant value to capture attention.

“Some start-ups see themselves completely as disruptors,
they don’t trust corporates and they’re there to try and
disrupt them so in that situation, from a start-up point of
view, you can never expect a good outcome. It’s often the
corporates that do have the best internal innovation, they
say ‘Well, why do we want to work with a start-up? We can
just do it ourselves.’ ”
Toby Heap, H2 Ventures

“..we’re not in the business of putting the banks out of
business. We’re in the business of working with banks. The
banks themselves in the last couple of years haven’t done a
great job of making themselves accessible to fintechs and
that’s only really changed in the last six to nine months.”
Stuart Stoyan, MoneyPlace

“The financial industry has deeper roots, so the fintech
start-ups often times choose to work with them.”
Yiming Wu, Scapitol

“The banks are working it out and learning how to
effectively engage with start-ups.”
Simon Cant, Reinventure

“Tyro is convinced that reinventing banking requires both
deep bank and deep tech DNA. Tyro is both. Banks have the
problem that technology’s not in their DNA.”
Jost Stollmann, Tyro Payments

EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Current consumer adoption of fintech

(% of digitally active consumers that use fintech)

Hong Kong

29

EY conducted a large-scale consumer study exploring
consumer fintech adoption across a range of global
locations.5 Hong Kong casts a long shadow over other
countries in terms of adoption, with Australia sitting in the
next tier. What also emerged in the research was that there
are quite different levels of receptiveness and adoption
emerging at a city level.

Singapore

50%

UK

Nominate ‘customer
acquisition’ as an
external challenge

Australia
Germany

Cost of customer acquisition and retention
It is recognised that alongside delivering the product/service
and the disposition of the market in terms of embracing the
offer, is the need to be as efficient as possible in acquiring
and retaining customers. “Customer acquisition” was cited as
a challenge by over half of the fintechs surveyed.
Successful fintechs have lower margin models compared
to incumbents and limiting customer acquisition costs is
crucial for any successful fintech. Beyond the challenges
of customer acquisition, other common focus points for
Australian fintechs are:

EY Fintech Adoption Index, 2016

13
12
33

California

Consumer trust in a fintech innovation
is key factor in demand generation.”

32

Hong Kong

Anita Kimber
Partner, EY

29

London
Frankfurt
Sydney
Singapore

• Building partnerships with the banks and financial
institutions.

5

14

New York

• Building relationships with channels to market their
products/services.

Both of these aspects require significant effort which
invariably falls on the founders/leaders of fintech firms.

15

Source:
Note:

City level

Fintech adoption

Country level

17

USA

25
18
16
15

EY FinTech Adoption Index
‘FinTech adopter’ – when a consumer has used two or
more FinTechs in the past six months
EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Potential growth initiatives – Government related
Net effective
Capital gains tax relief for tech start-ups first
incorporated in Australia

59%

28%

10% 3%

87%

Increased tax incentives for angels investors in
the early stage investment scheme

60%

26%

12% 2%

86%

Policy reforms in areas that make it easier to hire
employees e.g. payroll tax reform and skilled
migration visas

41%

38%

Increase budget for government funding
initiatives like accelerating commercialisation for
early stage companies

42%

34%

Government mandated open data protocols

42%

34%

Creation of more referral agreements between
Australian Securities and Investments Commission
(ASIC) and regulators in other markets

25%

Programs and grant assistance to access the
existing Government Launchpads in Tel Aviv,
Shanghai, Berlin, Singapore and San Francisco

25%

Opportunities to pitch for Government tenders
and projects
Creation of more Government Launchpads in
other overseas markets

Educational materials and information sessions
about best practice cyber security

40%

34%

17%

10%

23%

36%
Fairly effective

6%

79%

17%

7%

77%

18%

6%

76%

26%

7%

66%

29%

7%

64%

29%

40%

23%

Very effective
Base:
Q26a.

42%

27%

Measures that recognise the difficulties of having
to boot strap initially, like free public transport
and school fees etc.

15%

32%

39%

61%

12%

56%

15%

41%
Not very effective

10%

13%

46%

45%

Not at all effective

n=163 (All respondents)
How effective do you believe each of the following initiatives might be for growing and promoting the Australian fintech industry?

EY FinTech Australia Census 2016
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Policy: EY’s global assessment

4

Factors

Policy

Policy, regulation and broader government support
are fundamental dimensions in creating a healthy and
sustainable fintech ecosystem. There is a need for policy
momentum to be maintained and for there to be a proactive
fintech agenda at all levels of government. The analysis EY
conducted on behalf of the UK government6 showed that
Australia ranked mid level (3rd) based on the regulatory
regimes, government programmes and taxation policy. Since
then, there has been strong fintech policy development in
Australia.
As the chart on page 32 shows, we explored a wide range
of potential growth initiatives to understand which are
considered to be the most effective in the eyes of fintech
start-ups. They are discussed in the relevant clusters over
coming pages.

Tax tops the list
The two initiatives considered to be the most effective of all
were ‘capital gains tax relief’ and ‘increased tax incentives
for angel investors in an early stage investment scheme.’

Policy reforms to secure talent
Nearly 8 in 10 fintechs (79%) state that it would be effective
to have policy reforms in areas that make it easier to hire
employees e.g. payroll tax reform and skilled migration
visas, especially as a business grows in size. In particular,
the government planned entrepreneur visa, will be a
timely response to this need. Given the talent acquisition
6

1.
Regulatory
regimes

EY: UK FinTech – On The Cutting Edge – February 2016

challenges that fintechs face as they grow, it is not surprising
that this factor has emerged as one of the key changes that
would be considered effective to help promote the fintech
industry.

Regulators across Asia Pacific are
facing into the opportunities as well as
the challenges presented by fintech;
it is clear that those jurisdictions that
embrace the pace of change will attract
more talent, capital and innovation.
Fintech is facilitating change in the
regulatory approach and this is also
good for customers.”
James Lloyd
AsiaPac Fintech Leader, EY

2.
Government
programmes

3.
Taxation
policy

Policy
ranking

UK

1

CA

6

NY

7

DE

5

AU

3

HK

4

SG

2

Less supportive

More supportive

1.

Regulatory regimes: support from regulators for new
entrants and business models.

2.

Government programmes: programmes to reduce
barriers to entry, encourage competition and
innovation and assist fintechs in the local market.

3.

Taxation policy: support through taxation for investors
and corporates.

Source: EY: UK FinTech – On The Cutting Edge – February 2016
EY
EYFinTech
FinTechAustralia
AustraliaCensus
Census2016
2016
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Licensing
ASIC financial services
licence

ASIC credit licence

33%

15%

40% have at least
one financial
services license
9%

5%

60% do not have a
current financial
services license

86%

ASIC market
infrastructure licence 1%3%

96%
Currently have

Base:
Q23c.

52%

Looking to aquire

Not looking to aquire

n=163 (All respondents)
Which of the following does your organisation have…?

‘Fintechs seeking informal assistance for ASIC’s innovation hub
save five weeks in obtaining a draft fintech licence’

$61.3k
Average
legal fees

142 days
Average days taken with
informal assistance

6 months
Average
waiting time

180 days
Average days taken without
informal assistance

Base:
Q23b.
Q23a.

n=40 and n=44 respectively (Those that have a current license. Responses exclude ‘don’t know’)
Approximately, how much were the legal fees associated with acquiring the ASIC license?
How many months did it take you to get your ASIC licence?

EY FinTech Australia Census 2016
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Potential of Government mandated open data
protocols

Access to open bank data
Without open bank data, fintech start-ups face much greater
customer acquisition costs. Access to this data would enable
them to more easily identify attractive customer segments
and the likely demand for particular products.
However, to the frustration of fintechs, incumbents in
Australia have shown no signs of providing fintechs with
access. There is a strong desire for the government to
change the legislation to force incumbents to share data.
Three-quarters of start-up fintechs said that ‘Government
mandated open data protocols’ would be an ‘effective’
initiative to grow and promote the industry.
As a first step to resolve this issue the Productivity
Commission is currently reviewing this matter and is due to
recommend an outcome at the end of 2016. In other major
global fintech markets (such as the UK), certain data is now
accessible by fintech start-ups where there has been some
resolution around ‘who owns the data’.

Licensing and the regulatory sandbox
As fintech start-ups move forward with their technology
solution they are required to obtain specific licences before
going to market. ASIC data shows this can take up to 180
days.
In acknowledging the time taken, ASIC have established
an ‘innovation hub’ to provide some guidance to fintech
start-ups during the early stages of their journey. ASIC data

Not at all
effective
6%
Not very
effective
Very
18%
effective
42%

indicates that fintechs taking this option to secure their
licence save on average five weeks.

Fairly
effective
34%

A number of additional points can be made about ASIC’s
focus and commitment…
• Public consultation…ASIC have undertaken a public
consultation process in relation to the creation of a
‘regulatory sandbox’ which would provide fintechs with
limited freedom to operate within set guidelines while their
product solution is in development. This potentially gives
fintechs access to customers, revenue, learning, product
improvements and ultimately a sustainable new product.
• Licence uptake…Over half of all fintechs surveyed do not
currently have one of the three key ASIC licences (financial
services licence, credit license or market infrastructure
licence). One in two do not currently have or are not
actively looking to acquire an ASIC financial services
license, however this particular license is required in order
to be able to conduct a financial services business in
Australia.
• Time required…The average time taken to procure any
one license is six months according to census participants,
which is in line with the amount of time ASIC believes
procurement can take. Licensing compliance is notably
higher among FinTech Australia members. On average,
to obtain any one of the three ASIC licenses requires
$61,000 in legal fees. It is logical then that if a fintech has
raised in excess of $1m in capital, it is far more likely to
have acquired a license.

Base:
Q26a.

n=163 (All respondents)
How effective do you believe each of the following initiatives
might be for growing and promoting the Australian fintech
industry?

“The regulatory sandbox will enable founders to be able to
fast-track the proof points around their business model. It
will help them to get investors because the investors can see,
‘hey, even with a hundred customers, you’ve got something
that works.’ ”
David Ball, Yodlee

“Okay, so one of the key pieces of advice that we have
provided to people is come and talk to us before you run off
unnecessarily to the lawyers. Particularly if you’re thinking
about licensing issues, you might save yourself a lot of money
and time. Not everyone takes up that advice, I recently ran
some license statistics that actually showed people who
approached the innovation hub… have much faster times of
getting through the system than people who don’t.”
John Price, ASIC
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Co-working spaces - frequency of weekly usage

49%

Never

13%

1 - 2 times

5%

3 - 4 times

Drivers of success

Future focus

Accelerators / incubators are an important contributor to the success of the
fintech industry in Australia

Strongly
disagree
Disagree 4%

33%

69%

Net agree

12%

Net disagree

7%

5 - 7 times

Strongly
agree
34%

Neither
agree or
disagree
19%

Agree
35%

average

2.2

Base:
Q4.

n=163 (All respondents)
How many days a week do you typically use a co-working space?

Base:
Q27.

n=163 (All respondents)
To what extent do you agree or disagree with the following statements…
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Accelerators and incubators are an important
contribution to the success of the fintech industry

Environment

Most of the fintech start-ups are lean operations, having
relatively small numbers of staff, but a big vision. The
research has underlined the importance of strong support
networks beyond the founder, the board (if there is one)
and investors. The ability to effectively leverage peer and
industry support is imperative.
In the census, the use of accelerators/incubators and coworking spaces were explored with Australian fintechs. A
number of points can be made about their usage and impact.
• The power of hubs…Accelerators and incubators are
considered an important contributor to the success of the
fintech industry in Australia by 69% of census participants.
Those in hubs, experience the benefits almost daily
(planned and unplanned) conversations helping them take
constructive steps in the right direction.
• Mixed usage of co-working space…Users of hubs describe
the workplaces as a source of ideas, experience, insights,
expertise, accommodation and support. However, they
haven’t cut through to all. Almost half of fintech start-ups
surveyed (49%) have ‘never used a shared workspace’.
Some of those that embarked on their start-up journey
without the support of a hub, lamented not having found
one from which to launch their venture.
• Lower cap firms more reliant…Typical usage of coworking spaces is more limited among fintechs that have
raised in excess of $5m of capital to date or are greater
than five years old. These businesses have evolved toward
renting their own office space and have surpassed their
initial requirements for co-working spaces.

• High usage amongst the converted…Hubs are accessed
on average over two times a week, with over one in three
fintechs accessing these between five and seven times a
week. Frequency of usage of co-working spaces is higher
among fintechs based in NSW which reflects that NSW is
the key financial market in Australia, housing the greatest
number of fintech hubs/co-working spaces.

19% 12%

69%
agree

neither/nor disagree

Current number of fintech hubs, by type
Accelerators
Incubators

c.6
c.4

From our EY global fintech ecosystem
study earlier this year, the environment
has to foster and enhance collaboration
and create opportunities for a ‘collision
of ideas’. Hubs, accelerators & meetups
are all part of supporting this vibrant
environment.”

c.3

c.4
c.3

c.0

Imran Gulamhuseinwala
EY Global & UK Fintech Leader

c.1

c.5

c.5

c.6

c.1

c.2

c.4

c.2

UK

NY

SG

DE

AU

HK

CA

Reference: EY ‘UK FinTech – On the Cutting Edge’ – February 2016.
Glossary: ‘c’ = circa. UK = United Kingdom, NY = New York, SG = Singapore,
DE = Germany, AU = Australia, HK = Hong Kong, CA = California
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“Isolation is the biggest challenge
for a new founder. Anybody that’s
looking to set something up – my
advice is to become part of a hub.
Doesn’t have to be a fintech hub, but
where there are other people going
through similar issues. You can have
conversations with them like, ‘hey,
how did you deal with this tax issue?’
‘I’m talking to investors – have you
got a lawyer that you can recommend
that could help me structure an
investment document?’ or even
’this start-up thing is hard!’. Having
this circle of support will help break
through the isolation challenge.”
Stuart Stoyan, MoneyPlace
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Competitiveness of Australian fintechs

Future focus

Net agree
Net
Net
agree disagree

Australian fintech
companies will be
able to compete
internationally

25%

Australian fintechs
will be able to win
against international
fintechs

15%

There is a lack of
quality fintech
companies in
Australia

13%

Australia’s fintech
industry leads other
developed nations

Strongly agree

Base:
Q27.

13%

Agree

40%

28%

28%

18%

31%

22%

28%

36%

Neither agree or disagree

13% 4%

24%

36%

Disagree

n=163 (All respondents)
To what extent do you agree or disagree with the following statements…

4%

7%

12%

Pre-revenue

Post revenue

64%

17%

Australian fintech companies will
be able to compete internationally

52%

74%

43%

26%

Australian fintechs will be able to
win against international fintechs

32%

51%

40%

31%

There is a lack of quality fintech
companies in Australia

46%

37%

15%

48%

Australia’s fintech industry leads
other developed nations

7%

22%

Strongly disagree

Base:
Q27.

n=163 (All respondents)
To what extent do you agree or disagree with the following statements…

EY FinTech Australia Census 2016

|

40

Introduction

About the research

The Australian fintech landscape

Drivers of success

Future focus

Average expected revenue growth in 12 months

Outlook and optimism

Revenue last month

<$5k
$5k - $50k

The challenges confronting any start-up in any industry are
recognised as being profound – and it was a sentiment that
echoed through our interviews with the industry leaders
about the fintech segment. They talked of the wide range
of potential challenges that can emerge on the journey
to having true market impact and that they can’t all be
overcome by the passion and focus of the team. However,
what has emerged in the study is that there is deep
self-belief and a bullish outlook prevailing in the industry.
The high degree of confidence is underlined by the fact
that, on average, fintechs in Australia expect their revenue
to grow by 200% in the next twelve months. One in five
(21%) predict growth in excess of 500%.
This optimism around revenue growth over the next year
prevails regardless of how much revenue has recently been
generated. For example, fintechs that have generated
less than $50k of revenue in the last month expect a high
amount of revenue growth (in excess of 280%) in the next
12 months.
The assured outlook is further emphasised when we look at
perceptions around the relative competitiveness of fintechs
in Australia…
• Internationally competitive…Two thirds (64%) of
fintechs agreed that Australian fintechs will be able to
compete internationally. Forty-three percent agreed
that Australian fintech organisations will be able to ‘win’
against international peers.

• Local competition…There are mixed views on the
perceived quality of domestically based organisations (40%
‘agreed’ that there is a lack of quality fintechs in Australia;
while 31% disagreed).

There is a positive outlook in the industry, founded on a
belief that there is a competitive advantage for Australia
fintechs. The four key elements of this potential competitive
advantage are considered to be…
• Regulatory environment…Australia’s sophisticated and
trusted regulation of financial services provides a solid
foundation for the development of solutions.

n=15*

158%

$100.1k - $250k

n=16*

102%

$250.1k - $500k

n=4*

245%

$500k - $1m

n=4*

203%

<$1m

n=7*

183%

<$50k

n=31

283%

>$50k
Note*

n=26*

262%

$50.1k - $100k

• Leadership status…Fifteen percent of fintechs saw
Australia’s fintech industry as leading other nations (36%
neither agreed nor disagreed).

n=5*

390%

n=46

154%

Caution, sample sizes stated above are small i.e. <30; as such,
the results are indicative only.

Expected revenue growth in 12 months

• Advanced financial services industry…Australia’s
advanced financial services and wealth management
sector delivers both commercial experience and creates
opportunities.

Negative
0-20%

Average
expected
revenue growth
in 12 months:

1%
11%

21-80%

• Access to Asia…Australia is a good starting point to
develop then export solutions – particularly in the AsiaPacific region.

81%-100%

• The appeal of Australia…The high liveability of Sydney
and Melbourne and the ease with which global talent can
come to Australia using the government’s ‘highly skilled
migration programs’.

201%

13%

101%-200%

16%

201%-499%

16%

500%+
Base:
Q39.

21%

21%

n=137 (Excludes prefer not to say)
What do you expect your revenue growth to be over the
next 12 months?
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Focus for the next 12 months

Future focus

Region expansion plans

Grow in revenue

Asia

82%

Grow in number of employees

Europe

72%

Perfect/finalise our product

53%

North America

Find new/more funding

53%

New Zealand

Expand overseas

24%

Find it difficult to acquire talent
Other

Base:
Q26

48%
31%
8%

Middle East

3%

South America

3%

28%

Face greater regulatory issues

50%

Africa

38%

Face financial challenges e.g.
funding/cash flow

58%

Don’t know

26%

5%

4%

n=163 (All respondents)
Which of the following statements do you think apply to your organisation? In the next 12
months, I believe my company will…

Base:
Q26ai.

n=62 (Would consider expanding overseas in the next 12 months)
Where will you be expanding to in the next 12 months? (multiple response)
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Overseas market consideration
North America

63%

Europe

53%

Asia

Overseas relocation consideration

48%

New Zealand
Middle East

Don't know
16%

No
31%

Yes
53%

Base:
Q10a

14%
5%

Africa

2%

South America

2%

Don’t know/unsure

2%

n=87 (Would consider re-locating overseas)
Where would you consider relocating your company? (multiple response)

Drivers of re-location
Greater opportunities for
expansion

Base:
Q10.

n=163 (All respondents)
Would you consider relocating your company overseas?

84%

Lower operating costs

29%

Ease of attracting/ retaining
talent

29%

A strategic shift in customer
focus

20%

Better access to experts/
mentors in the industry

18%

Other
Base:
Q10b

25%

n=87 (Would consider re-locating overseas)
What are the key reasons you would consider re-locating your company overseas? (multiple response)
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“With so many people coming into the fintech industry
from the banking industry, I think it is a real challenge for
Australia that they always looked so inwardly. They always
look at the Australian region as the boundary.”

Global reach
Each major fintech centre around the world has its own
unique dynamics – creating both opportunities and
boundaries for those domiciled in that location. These are
defined and influenced by a wide range of factors that
predominately revolve around the five ecosystem pillars.
Some fintechs operate within these parameters, seeing
themselves as more domestic or regionally oriented
solutions, others have international aspirations (if not
current presence).

Regardless of the perception and the belief that some
fintechs could be more globally assertive, there is significant
pending focus across borders. “Expanding overseas” in
the next 12 months is an ambition for close to four in ten
(38%) Australian based fintechs. A higher proportion (53%)
have said it is under consideration – perhaps over a longer
time period. North America (63%) is the main market in the
spotlight, followed by Europe (53%) and Asia (48%).

Danielle Szetho, CEO Fintech Australia

“I think that we need to build more of a culture here of
focusing on a global market early if we’re going be able to
be globally competitive…”
Simon Cant, Reinventure

“…what I would strongly suggest to any Australian fintech
start-up is: Lock down your home market but with a vision
of moving into Asia.”

The Australian landscape is acknowledged as unique
as many of the fintechs operating here need to do so
within a heavily regulated environment. They also have
the challenges relating to talent, capital, demand and
environment.

Jack Quigley, CrowdFundUp

“I encourage people to think big and also to make sure that
whatever they want to launch is going to be exportable.”

These ‘constraints’ are real and need to be recognised,
but it was also interesting that several leading industry
commentators felt the Australian fintechs could be more
globally ambitious. This was not intended as a criticism
per se, more a recognition of the calibre of the proposition
and the potential to cross borders. It was felt that other
international hubs, like the UK, are perhaps more geared to
driving globally-scaled disruptive innovation. It’s a point that
will no doubt provoke considerable discussion and debate
and that is, in itself, important for the industry.

Nicolas Koechlin, OTCX

“There is nothing we can do here in Australia to prevent
the emergence of new fintech companies. And given
how small our economy is, large Australian companies
need to collaborate with our fintech startups to disrupt
other markets. Otherwise we are just inviting the
global online players which are partnering with fintechs
overseas, to come in and disrupt us.”

Only 1 in 10 agree that Australia’s fintech industry
leads other developed nations

Alex Scandurra, Stone & Chalk
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“Australia has a huge advantage in its sophisticated
regulatory institutions. There is a huge fintech opportunity,
if regulators use their capabilities and trust to open up
banking and to enable innovation. Smart regulation would
deliver digital identity, open data and open API standards
and mandates.”
Jost Stollmann, Tyro Payments

“Australia has one of the best asset management industries
in the world.”
Danielle Szetho, CEO Fintech Australia

“I think we’ve got a competitive advantage here in Australia
in that we are the closest western market to Asia and so,
with Yodlee, we established an office in Australia and we
manage up to Singapore and Hong Kong and into Asia. I
think a lot of foreign firms can do similar and we should
encourage them to setup their bases here.”
David Ball, Yodlee

“I think we’re in a great time zone, in the sense of having
access to the Asian markets, I think we have a financial
system that is well-recognised, the area is being wellregulated, and a clean market that people can have
confidence in… so I think all of those things might be viewed
as a competitive advantage.”
John Price, ASIC

“Australia is in a unique position, we have this requisite
knowledge about funds management, the delivery of
financial services, and we’ve got about 4 trillion dollars
under management, we’ve got this level of expertise.”
Jack Quigley, CrowdFundUp

EY FinTech Australia Census 2016

|

45

Introduction

About the research

The Australian fintech landscape

Drivers of success

Future focus

An effective ecosystem
In the fintech sector in Australia, optimism abounds,
however there is an undercurrent of realism in the
community and amongst astute observers that tempers the
enthusiasm. There is recognition that while Australian startups are progressive and agile, to truly succeed will require
significantly more support. While there are many strengths,
Australia doesn’t have the financial services scale, capital
for investment or tech industry presence of some global
peers. In that context, the need to create the most effective
ecosystem to foster and support growth is all the more
important.
As outlined in this report and supported by broader global
EY analysis, the most effective ecosystem is one that has
five pillars – talent, capital, demand, policy and environment.
This research plays a pivotal role in helping to give life to
the ecosystem as it not only profiles and defines the fintech
start-ups, but provides insight into how they are performing
and what is required across each of these dimensions.
The research has shown that there is a buoyant and vibrant
industry in Australia. It has also affirmed that there is no
doubt Australia is regarded as a tier one fintech nation and
the potential for success is profound. However, what we
have also seen through this study and others conducted by
EY is that the gulf between the leading nations (and cities)
and those left in their wake will become greater as fintech
solutions are embraced in the mainstream. Time is tighter
than may be assumed.

“That’s always been my bug bear with Australia…the UK
fintech environment which is probably the best in the
world, and Australia which could be a leading place in the
world. But the big difference is the … risk environment
from an investment perspective. In the UK it is extremely
attractive for tax-paying investors…”
Nicolas Koechlin, OTCX

“In China they’ve just seen a correction in their
peer-to-peer industry, they’ve consolidated from 3,500
platforms 12 months ago to 1,400 last month, so integrity
in the market is gone and a lot of those platforms are
struggling. Australia is in a unique position.”
Jack Quigley, CrowdFundUp

“... a lot of current fintech innovation is coming from
individuals who have been educated in the financial
services space and the innovation coming out of them
is a largely sustaining but not hugely disruptive. In the
US and UK, you’re getting very creative people from
other industries come into fintech and the combination
of different thinking creates better, more disruptive
innovation.”
David Ball, Yodlee
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Census participants*
Acorns Grow Australia Ltd

CommercePipe

Flash FX

Listcorp

Pin Payments

Stone & Chalk

Advice Market

Cover Genius

Follow The Money

Living Room of Satoshi

Plenty

Stop Loss Logic

Airwallex

CreditSME

Full Profile

Loan Ranger

Plenty Wealth

SuperEd

Apex Capital Partners

CrowdfundUP

FundX

Macrovue

Pocketbook

SuperHR

Asset management

Crysp

fusesport

Mafematica

policypouch.com

Surefire Systems

Astute Wealth Advice Pty Ltd

CXi Software

HashChing

Managed Leverage Pty Ltd

PrimaryMarkets

Swipezy

Balance Impact

Cyber Risk Advisors

Hero Broker

Map My Plan

Private Reporting

Synchronised Investments Pty Ltd

Banjo

Data Republic

Huffle

Mobile Finance Technologies

PromisePay

Tapview

BankStatements.com.au

Doshii

IDATS

MoneyPlace

QuietGrowth

The Change Compass

Basiq

DragonBill

Inamo

Moneysoft Ltd

Quivalence

The Currency Shop

BetaSmartz

Equitise

InfraRisk

Moroku

RateSetter

TidyHQ

BlockZero

Escrow.com

Innobox Pty Ltd

My Four Weeks Pty Ltd

Reinventure

Timelio

BrickX

Everwealth

Insured by Us

MYOB

Republic Wealth Management

TruePillars

Businest Pty Ltd.

Ezidox Pty Ltd

InvoiceX

Oban Pty Ltd

Sail

Tyro Payments Ltd

Calnan Flack

Financials for Office 365

ISX

OnMarket BookBuilds

Shoeboxed

Valiant Finance

Cambridge Global Payments

FinSuite

iungo

Othera Holdings Pty Ltd

Simple KYC

Veriluma

Capify

FinteX

Jevons Global Pty Ltd

PayDock

Simply Wall St

Vifortech Solutions

Click Loans / Lendi

FirstStep Investing

Joust Pty Ltd

PayNow FinTech

Six Park

Viking Consultants

Cloudcase Software Soltions

Fix8 Market Technology Pty Ltd

Kikka Capital

Payreq

Skippr

Waddle

Clover

Flamingo Customer Experience Inc LendingPost

Peer Estate

Spotcap Australia

WealthNation

* Note – Fintech participants listed above specifically provided their permission to be cited in this report
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