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Survival for large organisations in the future will depend on their ability to collaborate with startups. 
Large corporates have an established customer base but they struggle with the agility and 
innovation of startups that are able to respond quickly to market trends. Organisations should 
not view this as competition, but rather see a collaborative ecosystem where both sides are 
stakeholders, resulting in economic stability and sustainability. 

A collaborative ecosystem can be complicated to establish as it may consist of a variety of collaborators 
and organisations being represented. The key is to pool resources and create value for more than 
the individual collaborators. Collaborators in the ecosystem are not selected for their size or financial 
contribution but rather for the value that they can contribute to the collaboration. All stakeholders should 
understand that the required outcome is to create sustainability for the startups within the ecosystem. 
By enabling the startup to be sustainable the required agility and innovation is “built” into the ecosystem 
enabling success for the large organisation and the startup. The ecosystem should not be built in a linear, 
prescriptive or contrived fashion but rather an organic evolution amongst the right players. 

The ecosystem will comprise of a combination of collaborating organisations, 
each with a different role.

Traditional large 
corporates

Venture capital 
organisations

Hubs ( incubators or 
accelerators)

Fintechs or  
startups

Large Corporates
The traditional large corporates such as financial institutions and insurance companies understand 
the urgency to innovate and to stay relevant. They understand the limitations of their own company 
culture, size and attitudinal legacy while recognising the importance of technology, customer 
centricity and collaboration. In some cases, seemingly opposing large companies are part of the 
same ecosystem. Companies with complimentary offerings, like banks, life insurers, and short 
term insurers can form part of the ecosystems. In many cases management consulting firms, also 
contribute to the same ecosystem. 

The goal of traditional organisations is to bring the startup fintech community closer, while accessing 
their “head space” and innovation capabilities and ensuring that they are sustainable. If the startups 
are healthy the ecosystems stand a better chance of surviving and protecting the stakeholders. It is 
a bit like creating a healthy immune system that protects the body against “invaders”.
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Large corporates contribute from a non-financial and financial perspective to the ecosystems as they 
provide business context and real business challenges for the startups to tackle, while providing 
funds for the venture capitalist to invest in the startups. They may also provide funds to the hubs - as 
independent bodies. The intent here is not to provide funds to solve their own business challenges 
but to make the startups sustainable and protect the ecosystem. 

Venture Capital
Venture Capital role players get their funds from amongst others, traditional organisations, who 
maintain two degrees of separation from the startups and do not intervene. The Venture capitalist 
organisations in turn, invest in selected startups to provide them with the seed money to either take 
development further or sustain the business whilst they build their client base. They invest for the 
long term (seven to ten years) and once they have invested they aim to unlock maximum synergy 
between their ventures and the large corporates. This type of venture capital fund provides the 
option to own the disruptors or startups in their space and grow new offerings.

Hubs
The role of the hubs is an interesting one. Hubs are usually independent, not for profit organisations 
with the objective to foster and accelerate startups. They get their funds from larger traditional 
corporations , venture capitalists or government sponsorship. The aim here is to identify, select and 
support startups growth and sustainability. Hubs can take two different but complimentary forms – 
as an incubator or an accelerator. 

Incubator Hubs
The incubator is a nurturing, space where, startups that have potential and 
are scalable are given the right direction. Business sustainability and getting 
a solution to market, takes precedence over solving a specific business 
problem for a larger traditional organisation. The incubator hub provides 
a community, physical space, support, programmes, events, advice and 
infrastructure to startups. Collaboration and sharing is a pre-requisite for 
all of those in the hub. Trust is the currency by which one operates in these 
environments. Incubator hubs frequently act as funnels for accelerator hubs. 

Accelerator Hubs
Accelerator hubs are more focused on commercialisation and are frequently 
organised around industry e.g. fintech hubs. They are an independent and 
trusted partner to all stakeholders in the ecosystem. Startups are usually 
selected for their ability to solve a specific business challenge for a larger 
organisation. They work on this business challenge in a collaborative and co-
creative setup with the large corporate. Peer learning is an important element 
between startups in the hub. Synergies between startups provide additional 
opportunities for disrupting and investors provide funds for the accelerators 
to invest in method, process and venues. Partnerships with academic 
institutions and programs like design thinking form part of the exposure and 
context created by  
the hub.  
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In residency 
Another version of the accelerator hub but with closer ties to the large 
corporate is an “in house residency”. This takes place between a specific 
corporate and fintech company and is usually with a defined business 
challenge as a starting point. The fintech has access to systems, facilities 
and expertise from the large corporate. By creating these close ties, 
whilst still allowing the fintech to keep its own identity, the ability to create 
technology-led solutions for the industry is supported in a different way

 
Startups
Startups are those fledgling businesses that move closest to the trends in the markets and have a 
viable solution or product that needs to be developed. Their size and mindset allows them to act 
as agile disruptors in the market space. Their challenge is to commercialise their offering and to 
scale their business. The rest of the ecosystem provides them with the opportunity to do so and 
makes them sustainable in the process.


