






The Paradox of Abundance 
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>95% Wasted Capacity! 

54% of servers 
@ 99.4% availability 

24% @ 
95.2% 

22% @ 
92.2% 

Uptime Institute: 88-94% of data centre power used to run idle servers 

Excess capacity can be made available at marginal cost 

Utilisation 
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Primary Market 
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GridMarkets 

Sellers own and operate 
machines; only provide 

excess capacity 

§  Zero capital cost to GM 

§  Practically unlimited supply 

Buyers obtain capacity in 
core hours of actual usage 

A private B2B (secondary) market for excess CPU capacity 

§   Technical platform 

§   Commercial model 

§   Legal framework 

§  Fraction of normal costs 

§  No minimum commitment 
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“The Uber of CPU Capacity” 

Public 
Cloud 
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“The AirBnB of CPU Capacity” 



How it Works 
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GridMarkets Secure Platform 
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§   Buyers need assurance that data and transactions are secure 
§   Not adversely impact on seller operations or resources 

Technical Legal Biz/Operational 
§   No direct connection 
§   Peer-to-peer model 
§   Virtual machines 
§   Excess capacity 
§   Encryption 
§   Security hardening 

§  IP protection 
§  Warranties 
§  Liabilities 
§  Indemnity from 

malicious behaviour  

§  Private community 
§  Transparency 
§  Counterparty 

exclusions 

Safeguards 

Security 

17 



Private Community 

Transparent Institutional; not retail 
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Commercial Model 

Current – GridMarkets initially acts as a wholesale 
reseller 

Future – An exchange with futures, options and 
other derivative contracts 
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Legal Framework = “Community Rules” 

Seller Assurances 
§   Buyer’s computations and GridMarkets’ platform will not 

operationally impact seller’s resources 
§   Indemnity from malicious behaviour by buyers 
§   No service level obligations 
§   Buyer processes certified for processing 
 
Buyer Assurances & Requirements 
§   IP protection of processing units and data 
§   Indemnity from malicious behaviour by sellers 
§   Need to cover all licensing issues 
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Competitors 

  Volunteer programs (e.g. SETI@Home) 

  Public Clouds 

§   Primary vs. Secondary market 

§   High-performance vs. High-throughput Computing 

§   They are our clients! 

✔  Frontier Grid – Parabon Computation Inc. 

§   Potential competitor but difficult to adopt and not same biz model 
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Benefits 

Sellers monetise rapidly 
depreciating unused assets 

at marginal cost 
Free money! 

Buyers save significant 
money and/or time with no 

financial outlay or 
commitment 

Transform business 
þ   Save budget 

þ   Decrease time to market 

þ   More design iterations 

þ   Larger jobs 

þ   More complex models 

þ   Increase productivity 
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Business: Global hedge 
fund 
 
Issue: Compromises 
required on financial 
models given limited 
computational capacity. 
  
Benefit: Significantly 
higher granularity of 
model iterations 
improved investment 
insights. 

Business: Global 
engineering software 
 
Issue: Engineering work 
stops as 
computationally 
intensive processing 
occupies workstations. 
  
Benefit: Productivity of 
knowledge workers 
increased; product 
modelling enhanced. 

Business: Global video 
rendering 
 
Issue: Capital rich 
competitors with ample 
computational 
resources grabbing 
market share. 
  
Benefit: Expanded 
service offering resulting 
in new customers and 
revenues. 

Case Studies 
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Global Business 

2 x Graphics 
Rendering 

Managed Hosting 
Public Cloud 

Managed Hosting 
University 

Public Cloud 
Energy & Power 

University 
Graphics Rendering 

Engineering Software 

Telecoms 
Graphics Rendering 

Public Cloud 

Insurance 

Graphics 
Rendering 

Public Cloud 
Graphics Rendering 

Public Cloud 
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Public Cloud 



Accomplishments 
August 

US patent filing 

September 
Proof of Value Pilot 

August 
US$100k seed investment 
US$50k deferred legal fees 

September 
First buyer & 

2x seller contracts 

November 
LIVE 

August 
Soft launch 

US$50k angel 
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Q2 
+2 buyers 
+1 seller 

March 
US$50k angel 
EU patent filing 

May 
US$100k angel 

Q3 
+2 sellers February 

+1 buyer 
Accepted into Endeavor.org 

2011 2012 2013 2014 



Value and Exits 
Value created: 
1.   Community – market liquidity 
2.   Platform – outsource/sell/open-source? 

Potential exits: 
§   IPO 
§   Primary-market provider 
§   Infrastructure software vendor 
§   Service provider 
§   Exchange 
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Summary 

ü  Huge and unbounded opportunity 

ü  Disruptive and transformative 

ü   Kick-ass team! 
 
 
 
 
 
 
 
ECONOMICALLY EXPEDITING 
COMPUTATIONALLY INTENSIVE PROBLEMS 
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WINNER 

Finalist 



THANK YOU 




