
What  makes an idea l  CEO?

Head ing  up  Mosa ic ,  my  job  i s  twofo ld .  I  need to  be  ab le  to 

a r t i cu la te  our  v i s ion ,  what  we s tand fo r  and what  we o f fe r  our 

c l i en ts .  Then ,  beh ind  the  scenes ,  i t ’s  my  job  to  bu i ld  and lead 

the  bes t  team to  de l i ve r  tha t  v i s ion . 

When we s ta r ted  Mosa ic  a  lo t  o f  the  core  team were  peop le 

who I  had  worked w i th  fo r  a  long  t ime in  my prev ious  ro les , 

so  I  knew tha t  they  were  the  bes t  o f  the  bes t  and were  on 

the  same page in  te rms o f  what  we a re  t r y ing  to  ach ieve .  You 

cannot  buy  t rus t  and so  se lec t ing  peop le  who you ’ve  had pr io r 

exper ience  w i th  and who you  know both  p ro fess iona l l y  and 

persona l l y,  rea l l y  makes  the  d i f f e rence .  As  we g row,  par t  o f  the 

cha l l enge  i s  to  se lec t  the  r igh t  peop le  to  keep tha t  cu l tu re  o f 

exce l l ence  and s ingu la r i t y  o f  purpose  go ing . 

I s  there  any  idea l  preparat ion  or  learn ing a  prospect ive  or 

asp i rant  CEO should  focus on?

My indus t ry  exper ience  i s  what  has  g i ven  me the  too ls  to  bu i ld 

Mosa ic .  Hav ing  spent  a  long  career  i n  the  f i xed  income mar-

ke t ,  I  rea l l y  unders tand my c l i en ts ’  needs  and we have  been 

ab le  to  bu i ld  a  p roduct  wh ich  i s  spec i f i ca l l y  ca te red  to  them. 

I t  m igh t  sound s imp le ,  bu t  the re  rea l l y  i sn ’ t  any  subst i tu te  to 

knowing  your  c l i en ts .

I f  someone read ing  th i s  i s  th ink ing  about  se t t i ng  up  the i r  own 

company,  espec ia l l y  i n  the  en te rp r i se  space ,  I  wou ld  say, 

spend some t ime work ing  fo r  your  p rospect i ve  c l i en ts .  In  any 

bus iness ,  bu t  espec ia l l y  f i nance ,  the re  a re  a lways  ex t ra  pa in 

po in ts  and road b locks  tha t  you  can  on ly  rea l l y  spot  f rom the 

ins ide  and i t  w i l l  save  you  a  lo t  o f  t ime and energy  i f  you  know 

them be fo re  you  bu i ld  your  p roduct .

S ta r t i ng  a  company  looks  easy  f rom the  ou ts ide  but  can  

be  enormous ly  cha l l eng ing .  I ’ ve  focused most  par t i cu la r l y  

on  the  t im ing  o f  l aunch ing  our  new so f tware  and ensur ing  

‘p roduct -marke t  f i t ’ .  Th is  i s  an  i te ra t i ve  p rocess  and requ i res 

re len t less  ded ica t ion  to  f i nd  the  exact  pa in  po in t  your  
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customers  fee l  and then  so lv ing  fo r  i t .  Tha t  be ing  sa id ,  i t ’s  

rea l l y  a l l  about  t im ing  and launch ing  too  ear l y  w i l l  see  you 

fa i l  as  the  marke t  i sn ’ t  ready  fo r  you .  Go ing  too  la te  and new 

ent ran ts  a re  a l ready  compet ing  away  marke t  share  and pro f -

i tab i l i t y.  Th is  i s  the  s ing le  most  impor tan t  dec is ion  fo r  ea r l y 

s tage  compan ies  to  cons ider  and th i s  ba lanc ing  ac t  cannot  be 

su f f i c ien t l y  emphas ised . 

Then onto the dec is ion around your  team and the i r  ab i l i t y  to 

execute.  I  a lways say to  people  who ask me how I ’ve  se lected 

the team that  there isn’t  much space in  the cockp i t  o f  a  rocket . 

Choose fe l low t rave l le rs  who you can re ly  on g iven the i r  exper-

t ise  and who are  a  p leasure to  work wi th . 

Then i t ’s  v i ta l l y  impor tant  to  make sure that  the product  you are 

launch ing has a  susta inab le  propos i t ion and is  extens ib le .  We’re 

a lways asked what  our  roadmap for  new features and funct ions 

looks l ike  and th is  dr ives our  th ink ing around ensur ing that  we 

remain re levant  to  our  c l ients .  That  be ing sa id ,  somet imes i t 

makes sense to  take bo ld r isks in  ant ic ipat ion o f  c l ient  demand 

and th is  requ i res  deep ana lys is .  For  instance,  we’ re  work ing 

wi th  Natura l  Language Generat ion par tners  to  de l i ver  automated 

repor t ing f rom our  p la t form.  We’ve not  been asked for  i t  but  i t ’s 

a  natura l  and log ica l  add i t ion to  the p la t form.

We’ re  a lways  focused on  access ing  b road ne tworks  wh ich 

open up avenues  to  par tne r  w i th  o ther  compl imenta ry  bus i -

nesses  and so  I ’d  be  remiss  i f  I  d idn ’ t  th ink  about  tha t  da i l y. 

Remember  you  can ’t  bu i ld  eve ry th ing  and so  focus  on  where 

you  have  a  compet i t i ve  advantage  and par tne r  w i th  o r  ou t -

source  where  you  can  ge t  to  marke t  fas te r.

Las t l y,  l ook  a t  your  bus iness  mode l  and make sure  tha t  you 

s t ress  tes t  i t  under  a l l  scenar ios .  As  en t repreneurs ,  we’ re  a l l 

gu i l t y  o f  pos i t i ve  b ias  and so  th i s  can  c loud r igorous  ana lys i s 

o f  f i nanc ia l  ou tcomes under  cha l l eng ing  o r  negat i ve  cond i -

t ions .  We never  s top  look ing  a t  th i s  as  the  road to  p ro f i tab i l i t y 

i sn ’ t  s t ra igh t .

What  is  the  key  to  s t r ik ing the  r ight  ba lance as  a  v is ionary 

leader  or  an  exper t  in  your  f ie ld?

I  th ink  you  have  to  be  ab le  to  do  both .  I f  you  don’t  have  the 

v i s ion ,  you  can ’t  ge t  c l i en ts  exc i ted  enough to  come on  the 

jou rney  w i th  you .  I f  you  a ren ’t  an  exper t  i n  your  f i e ld ,  you  w i l l 

never  make i t  to  the  end o f  tha t  jou rney.

In  bank ing  espec ia l l y  you  a re  go ing  to  be  s i t t i ng  ac ross  the 

tab le  f rom some ve ry  in te l l i gen t  peop le .  I f  you  don’t  know 

the  de ta i l s  you  a re  go ing  to  come uns tuck  ve ry  qu ick l y.  Even 

some o f  the  peop le  we dea l  w i th  w i th in  the  banks  don’t  fu l l y 

g rasp  the  sca le  o f  the  techno logy  p rob lem wh ich  we tack le  a t 

Mosa ic  un t i l  they  rea l l y  i nves t iga te  the i r  own sys tems. 

You can ’t  ge t  an  o f f - the-she l f  da tabase  so lu t ion  fo r  these 

p rob lems.  We have  to  rea l l y  unders tand how the  bank  works 

techno log ica l l y  and what  i t  l ooks  l i ke  f rom the  day  to  day  per-

spect i ve  o f  the  end user,  then  bu i ld  a  sys tem tha t  i s  ta i l o red 

to  a l l  these  fac to rs .

Sometimes it makes sense to 
take bold risks in anticipation 

of client demand and this 
requires deep analysis. 



At  the  same t ime,  what  we a re  do ing  w i th  Mosa ic  i s  p ropos-

ing  a  fundamenta l  t rans fo rmat ion  o f  the  way  tha t  f i xed  income 

desks  opera te  in  banks .  When we s ta r t  ta l k ing  about  a r t i f i c i a l 

i n te l l i gence  and au tomat ion ,  some peop le  s ta r t  to  ge t  ne rvous 

because  i t  can  sound l i ke  p ropos ing  to  rep lace  the i r  j ob  w i th  a 

few l i nes  o f  code.  Par t  o f  our  ro le  i s  to  pa in t  the  v i s ion  o f  the 

fu tu re  o f  f i xed  income t rad ing ,  where  the  t rader ’s  l i f e  i s  eas ie r 

and they  a re  fa r  more  p ro f i tab le  because  they  have  the  too ls 

wh ich  Mosa ic  p rov ides  a t  the i r  f i nger t ips .

What  adv ice  do you have for  young CEOs in  terms of  cop-

ing wi th  the  immense pressure  and expectat ions  on them?

Aga in  I  th ink  i t  comes down to  bu i ld ing  the  bes t  team.  As 

the  CEO,  you  cannot  poss ib l y  do  every th ing  o r  be  in t imate l y 

i nvo lved  in  eve ry  dec is ion .  You have  to  f i nd  peop le  who you 

rea l l y  t rus t  and a re  the  ve ry  bes t  a t  what  they  do  and then  g i ve 

them the  space  to  per fo rm.  My ro le  i s  then  to  make sure  tha t 

eve ryone  i s  pu l l i ng  in  the  same d i rec t ion  and ensur ing  we a re 

mak ing  p rogress .

I t ’s  v i ta l  to  rema in  pos i t i ve  under  even  the  most  cha l l eng ing 

o f  t imes  as  your  team w i l l  respond pos i t i ve l y  to  cons is tency 

and a  ‘can-do-never-say-d ie ’  a t t i tude .  I  a lways  keep remind ing 

myse l f  to  opera te  f rom a  t rans fo rmat iona l  ra the r  than  t ransac-

t iona l  pe rspect i ve .  W i th  so f tware  such  as  ours ,  we’ re  focused 

on  improv ing  our  c l i en ts  p ro f i tab i l i t y  and marke t  share  and 

tha t  requ i res  consu l ta t i ve  sa les  and deep doma in  exper t i se .  I f 

you  rea l l y  know what  you  a re  ta lk ing  about ,  i t ’s  on ly  a  mat te r 

o f  t ime be fo re  you  can  t rans fo rm your  c l i en ts  env i ronment  and 

as  a  consequence the  t ransact ion  and invo ice  w i l l  fo l l ow.

I  spend much o f  my  t ime focus ing  on  our  core  va lue  p ropos i -

t ion  and what  un ique  techno logy  we requ i re  to  ma in ta in  and 

g row tha t  pos i t ion .  I t ’s  easy  to  ge t  swayed by  the  nex t  new 

‘b ig  th ing ’ .  Have  fa i th  and con f idence  in  your  idea  and ho ld 

the  l i ne .  Many  compan ies  have  fa i l ed  due  to  the  dw ind l ing 

conv ic t ion  o f  the  CEO g iven  how long  i t  can  take  to  bu i ld  and 

se l l  your  p roduct .  Tha t  sa id ,  be  f l ex ib le  enough to  know when 

you ’ re  m iss ing  the  mark  and then  p i vo t .

Remember  the  power  o f  compound ing .  Try  to  do  jus t  one 

impact fu l  th ing  every  day.  By  the  end o f  the  year,  you ’ve  done 

rough ly  250 th ings  to  improve  your  bus iness .  A f te r  two years , 

those  ~500 enhancements  w i l l  beg in  to  feed  o f f  each  o ther  

and sudden ly  you ’ l l  a r r i ve  a t  a  p lace  you  never  imag ined 

wou ld  be  poss ib le .

Las t l y,  have  fun .  Tak ing  on  the  cha l l enge  o f  bu i ld ing  a  com-

pany  i s  so  hard ,  we love  to  b reak  the  tens ion  and long  hours 

w i th  l aughte r.  «
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