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CEOCFO: Mr. Simon, your site proclaims, “The internet of Loyalty.” That is your trademark and tagline. What is 
Loyyal?
Mr. Simon: By “internet of loyalty”, what we mean is that we are providing connectivity across the loyalty industry that 
does not exist today. We are able to do that by introducing a new technology that is called blockchain. It is the technology 
behind Bitcoin or Ethereum people have heard about that today. It allows people to move value faster, safer and cheaper 
than ever before. We have applied that to the loyalty industry. We can remove much of the friction and frustration that 
currently exists around large loyalty programs such as restrictions on redemptions or the inability to spend them when you 
want, the inability to earn the right away and various things like that. Also, we are the first ones to introduce it to the 
industry, so we are very excited. 

CEOCFO: What should people recognize about blockchain? 
Mr. Simon: There are many ways to explain blockchain. Some ways can take a long time and other ways are very simple. 
It depends on who you are with. I would say that probably the easiest way to explain blockchain is that it removes the 
need to trust a custodian of value. By that I mean someone like a bank or a payment network. We trust these 
organizations to hold our value or move our value and that costs money for us to trust them. There are lawyers and 
accountants; all those things which provide trust infrastructure. Blockchain allows you to decentralize that by coming to a 
by coming to a consensus among peers on the validity of transactions, removing a need for one central authority to do 
that and therefore become much more efficient in moving that value around. The cost of the trust infrastructure is 
removed, because the trust infrastructure is largely not needed anymore. 

CEOCFO: Are people comfortable with blockchain at this point?
Mr. Simon: More so than four years ago, when I first got involved in it. It changed quite a bit since 2013. When I first 
became very excited about this anybody who had Bitcoin; you were instantly a nefarious individual that nobody wanted to 
deal with. Now, people in the finance industries and other industries have learned what blockchain is and are now 
becoming more aware of the offering and the potential that it can do. However, I would say that it is still in a very, very 
early stage. The number of people who really understand what blockchain is and can offer is still quite limited, but it is 
growing quickly. However, I would say we are still years away from it becoming a mainstream understood technology 
offering. I think the internet was the same when it first came out. It was sort of shrugged off and dismissed for the first few 
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years until there was some sort of mainstream application, which was largely buying stuff online that really got it to take 
off. Therefore, we are probably a couple of years away from that with blockchain. 

CEOCFO: How does Loyyal work?
Mr. Simon: What we do at Loyyal is we have taken this blockchain and we have created a universal network where 
loyalty programs can run their current program or new program connected to that network. They can use existing 
infrastructure if they want to continue to keep that or they can replace that with what is called a “Node” on the Loyyal 
network. Either way, it works. Then by connecting to what we offer they are able to offer a much better offering to their 
affiliates and their networks and their customers. Again, because it is so much less expensive to operate, they can scale 
more and the smart contracts that come with blockchain allow the program offered to dynamically change the definition of 
the value autonomously. Therefore, the reward that an individual has in their wallet or in their smartphones and the 
change in denomination of the change in what it can be redeemed for are based upon the lifestyle of the person who has 
it; kind of like a personal concierge. Before blockchain and smart contracts that customized service, we could only really 
economically provide it to the very elite customers. However, because of the efficiency of blockchain and putting smart 
contracts on top of blockchain, that customized service now can be provided or everyone as if we were the elite customer.  

CEOCFO: Have loyalty programs been looking for a better way?
Mr. Simon: I think that they over time, there is a long history of loyalty programs, about 200 years, and they have been 
consistently looking for better ways to provide a way for customer to participate in loyalty programs and to give them the 
value that they want and to get them to come back. There is a history of using technology to improve that offering. There 
has not been much of a change in the last few decades, which is why I think everyone is kind of frustrated right now; 
users of programs and the administrators of programs. There has not been a major technology breakthrough for a couple 
of decades. However, we do have very strong initial interests and eventually the industry will adopt what we have built. It 
will, again, a continuation of the history of looking for new technology to improve the offering for the consumers and 
program operators.  

CEOCFO: Is Loyyal in use now? Are you still in development? Where are you as a company?
Mr. Simon: We are inventing this, so it is not like we can see someone else and copy them and take market share. We 
are truly the inventors of blockchain for loyalty. With that there are many challenges that we have to solve first. We are 
very proud of our team in that we are still under development, but we do have a live product that is currently being used. 
Our two clients are Emirates Airlines, where they are doing some things with skyward miles on our platforms. Soon that 
well be a publicly announced pilot program around what we have been doing with them. Also Deloitte Consulting has built 
an employee rewards program that operates on Loyyal. They currently have three thousand employees in the US that are 
actively using that. They call it D.Coins and their plans are to expand that out to all two hundred thousand Deloitte 
employees worldwide by the end of next year. Also, we sell that to some other clients as a rebranded white label version. 
Those are the two existing we have. Because we are still under development the full production version of our platform 
will not be available till the end of the year, so we intentionally kept it very tight. That is because we are not able to scale 
just yet. 

CEOCFO: What have you learned as these clients have started to use your program? What have you changed in 
your approach?
Mr. Simon: That is a great question. A lot! I would say the number one thing that I have learned is the difficulty of 
integration with existing infrastructure. The systems that they are using now have a centralized data base in most cases. 
They are unique with each client and that integration work has nothing to do with whether we are using blockchain or not. 
That is just old school integration. That part is challenging and because that part is challenging and it is not our core 
business model, since the word that we have done with Emirates and Deloitte we have modified our business model 
slightly so we now work with resellers. Those resellers are the primary contactor with the client and Loyyal’s technology is 
one piece of that offering. By doing it this way, the resellers can provide all of the additional resources that are required 
from the initial proof of concept through to pilot and then through the post production support maintenance that we do not 
want to offer as a startup, but they are able to offer that and do that as a part of their business and then Loyyal is one 
piece of that offering. That transition has been really helpful for us. We were able to start more client engagement 
conversations. When we are ready to bring those on board we will not have to do the direct work like we have done with 
Emirates. 

CEOCFO: For a user, if someone is on a program that is based on Loyyal, what would be different for them? 
What would they notice?
Mr. Simon: The first thing to point out is that they may not even know that it is on Loyyal. We are a technology provider to 
the program operator. It is similar to an internet service provider. Many times you do not know who your internet provider 



3

is when you are on a website. You just care about how fast it is going to download something. They may not know it is 
powered by Loyyal, but they what they will probably be able to experience, because it is on Loyyal; the most noticeable 
would be the ability to earn your points quicker. An extreme case would be that if your are flying on an airline that is in an 
alliance with your airline where you will earn miles, a lot of times in order to earn miles on your primary airline you have to 
wait up to thirty, sixty or ninety days. I personally have had to wait over two months before, to earn miles I earned on 
another partner airline. That is due to a very ancient file batch processing system they use. When they convert to Loyyal 
you can earn those points instantly in miles. It should be as quick as when you go to the gate and you check in at the 
gate, you can earn your miles there. You can confirm the transaction. That is one. You can instantly get your miles and 
your rewards and you can spend them as you wish right away. The other would be the ability to use them. Right now, the 
ability to use points and miles is heavily restricted. Part of the reason for that is that it is expensive for the program 
operator to set up with a redemption partner. We remove almost all of that technical cost and difficulty. Therefore, if the 
program operator so allows, the consumer can basically earn their points or miles and spend them as cash, as if it was 
another currency or Apple Pay or something like that. Therefore, it is much more convenient to use at various places. 

CEOCFO: What do you see as the global potential? Are there geographies that may be more accepting or looking 
at blockchain and Bitcoin the way others have not?
Mr. Simon: Yes, it is really spreading quite quickly now! We have active conversations with opportunities in every 
continent around the world. We are a global offering and we will have global clients at one point, but there are certain 
areas in the world that have, for whatever reason, that come to adopt Bitcoin and blockchain faster than others. I would 
say the ones that are far ahead of the curve would be Singapore, which is quite open to Bitcoin and blockchain, 
Amsterdam is, recently Japan has recognized Bitcoin as a form of legal tender and so now you can use Bitcoin in many 
places around Japan. Surprisingly also, Toronto is quite a hotbed of Bitcoin and blockchain and recently in the UAE. Very 
early and very recent, about a year ago, the Prime Minister of the UAE who is also the ruler of Dubai, Sheikh Mohammed, 
his son the Crown Prince announced that the government of Dubai plans to have all government transactions on 
blockchain by 2020 and they are investing heavily in Bitcoin and blockchain. We have an office there and we are doing 
work with the government of Dubai and the government of Saudi Arabia. I predict that the Gulf Region, led by Dubai and 
the UAE, will become an epicenter of blockchain development in the next few years. 

CEOCFO: With so many options and opportunity, how do you channel your energy into the places that are most 
likely to work with you first? 
Mr. Simon: That is a real challenge that we have, actually! That is because we are the first and because with what we are 
building the potential is so revolutionary for this industry, there is intense interest from everywhere. We are a team of nine 
people. As a matter of fact we just hired a new engineer. With limited time it is a challenge for us to know who to focus on. 
I think we are still trying to figure that out, changing the model to the reseller model. Our major resellers that we work with 
are Deloitte and IBM and our lead investor INET in Saudi Arabia. That helps to let them do the initial conversations with 
these interested parties more so than us. We want to focus mainly on financial institutions and airlines to start, because 
airlines have the most established programs and in the loyalty industry and financial institutions are heavily involved as 
well. Therefore, we usually try to favor talking to either of those verticals. In other cases, it is really how serious they are 
about talking with us, how established they are and where they are. It is more of an art than a science for us right now. 
Unfortunately, because we are so small we cannot follow up on everything opportunity we have. As a startup it is kind of a 
dream to have four or five cold requests coming in through your website unsolicited, but for us it is kind of frustrating, 
because we cannot follow up on all of them right now. 

CEOCFO: Are you seeking investment, partnership, funding; all of the above?
Mr. Simon: I think that is always a yes to that question to various degrees! We are quite fortunate that we did just close a 
Series A funding Round. That was lead by a company called INET, which is a leading technology company in Saudi 
Arabia, and also UAE Exchange in Dubai and also. Therefore, we just raised a fresh round of capital, but we are 
forecasting a Series B capital raise for next year after we launch the production version of our platform. Yes, we are 
looking for investors for that raise. We are strategic now in who we are looking for. We are looking for investors in our next 
round that either will be in the industries where we want to penetrate, such as maybe vendor financing or someone who 
brings in expertise or connections that can help us scale up to the level that we need. 

CEOCFO: What might someone miss when they are first looking at Loyyal? What should people recognize that 
might not jump off the page?
Mr. Simon: Usually, the easy thing they miss is really what we do. It is challenge of people. If you do not know what 
blockchain is you will not really what blockchain companies provide for you that you do not already have by the very fact 
that you already have it. An analogy I use a lot is that if you went back in time, about four hundred years, and tried to 
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show someone a light bulb and explain to them what a light bulb is, they would say, “I do not understand what this thing is; 
I have got a candle.” It is kind of like that. That is an extreme example, but when people go to our website or hear about 
Loyyal, where we say, “We are the Internet of Loyalty”. sp if they do not understand what blockchain is, it may be difficult 
for them to understand. However, we are offering it to them currently because it is there. What I would say is that we allow 
loyalty programs to be faster, cheaper and better for both the program operator and for the consumer by introducing this 
technology and that is about the best you can do to start out.


