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Abstract 

The idea of social justice, brought up by Karl Marx, is as relevant as never before. Issues and 

problems in the digital space, freelance market and modern society demonstrate it. 

Nevertheless, this paper proposes a revolutionary business model of a cooperative platform, 

that aims to solve these issues by fully integrating the users and providing safety and social 

security for the freelancing market. For this purpose, it applies break-through technologies such 

as Blockchain and the digital platform model in combination with the well-tried theoretical 

concept of worker and consumer cooperatives and targets the local freelance market by match-

making supply and demand of services. Our research shows, that potential target customers 

and a vast majority of respondents like and demand the potential business model. Connecting 

the dots seems to create a perfect match, where theories, technologies and market needs 

complement each other with value benefits. Our research also shows, which platform features 

are valued most, which services are demanded most, how the market can be divided into 

customer segments, how the customer segments look like and the qualitative feedback. Based 

on findings of literature review, secondary and quantitative market research (survey) we define 

a target customer, derive a marketing plan for growth and develop a first prototype. 

Keywords: Platform, Start-up, Cooperative Ownership, Freelancing Market, Blockchain, 

Cryptocurrency, Customer Segmentation  
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2 Introduction 

Already 130 years ago, Karl Marx criticized capitalism for its injustice. If a needlewoman in 

Bangladesh earns $ 1 a day, but the company's investors make millions of dollars in profits, the 

injustice is that, according to Marx, most of the added value was created by the seamstress and 

she was exploited by investors. He therefore proposes workers or state ownership in which the 

public takes over the risk and the profit. (Marx & Engels, 1885) This idea has not proven 

successful in recent decades and has failed in many states. However, there is an ownership 

model that comes very close to the idea of Marx and has been successfully implemented in 

many places. A Cooperative is an “autonomous association of persons who voluntarily make 

common economic, social and cultural needs and aspirations through a jointly-owned and 

democratically-controlled enterprise.” (International Cooperative Alliance, 2012) Nalebuff and 

Brandenburger define cooperatives as “distribution of goods or the supply of services, operated 

by its members for their mutual benefit.” (Nalebuff & Brandenburger, 1997) In many cases it 

is the company's own customers or employees, who unite and operate the ownership of the 

cooperative in the larger group. Different types of cooperatives vary from consumer 

cooperatives, worker cooperatives, to housing cooperatives or credit unions. All these 

enterprises act in the interest of their cooperative owners and for their welfare. To date, this 

model has prevailed in many areas, but especially in regional limited areas. One reason for this 

may be that the people involved knew each other and could build mutual trust or that confidence 

has already existed. (Moura Costa et al., 2013) In the Internet and digital business, this model 

has not been applied yet, problems can be the anonymity but also the high numbers of users or 

data, which represent a major obstacle to the functioning of a cooperative with their complexity. 

However, a peer-to-peer platform seems appropriate for the model of cooperative ownership. 

The reason is that with a platform, the added value is not only provided by the employees of 
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the platform but above all by the providers and users – the network – of the platform itself. 

(Choudary et al., 2016) Many users already feel unfairly treated today when some platforms 

use the user data without consent or at the expense of the user to advertise and monetize 

elsewhere. So, if there was a platform where all users are certain to have ownership including 

dividend and voting participation, then one could expect the motivation to use the platform to 

increase dramatically and therefore the loyalty and identification with the platform. This is 

essential for platforms, as it generates remunerative and positive network effects by proactively 

attracting new users. (Choudary et al., 2016) 

The goal of this master thesis is to develop such a business model for a platform with 

cooperative ownership. This Business model integrates every user in a cooperative ownership 

model, in which the profits are distributed and passed on in a fair way and voting rights can be 

executed easily. Establishing trust and reliability is of great importance. These values can be 

achieved, and the revolutionary idea can finally put into practice using Blockchain for defining 

ownership on a trustworthy and distributed ledger.  

As a practical example and experimental subject, this master thesis chooses the Start-up 

SKILLITY (www.SKILLITY.io), which develops a skill-sharing network for local services. 

SKILLITY attacks problems of the freelancing market or so-called gig economy, that faces the 

next digital transformation in the upcoming decades. A McKinsey report states, that 

independent work is heavily evolving as digital platforms can build efficient and large-scale 

marketplaces. (Farrell, 2016) Other players have already detected the future trend and built 

successful online service platforms. Examples are Freelancer.com, Upwork.com or Fiverr.com. 

(Fiverr, 2018; Freelancer, 2018; Upwork, 2018) It can be expected that a cooperative model is 

suitable to this particular market because it gives the users the feeling of being in a secure, fair 
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and neighbourhood-like community, likely resulting in higher platform loyalty and positive 

network effects. 

This paper will address topics and ideas of conscious business, the concept of cooperatives, 

power of platforms, Blockchain technology and the freelancing market. Hence it is instructive 

to first establish a few definitions. (chapter 3.) In addition to a literature review (chapter 4.) on 

the relevant theories mentioned above, we research the market and analyse the competition 

(chapter 5.). In chapter 6. we describe the idea of the business model in more detail. Attention 

is paid to the technical implementation and integration into the significant business processes 

to ensure a meaningful and fair implementation of the idea. In chapter 7 of the Master Thesis, 

the business model and its underlying hypothesis are tested by means of an international online 

survey. For this purpose, based on the business model, wide range of international and potential 

users will be surveyed. This survey provides information on how the users perceive the 

cooperative network approach and business model. Moreover, it will provide answers to the 

questions:  

- Do people like the idea and business model?  

- Which of the offered features are demanded and valued the most?  

- What is the target customer segment?  

- On which services should the platform focus on?  

- What are the weaknesses and threats?  

With the results given by the survey, we can finally derive some strategies. In chapter 8. we 

define strategies such as target customer and marketing plan for growth as well present the first 

prototype of the app and platform. These strategies are derived from findings of literature 

review, secondary and quantitative market research (survey). Chapter 9. concludes. 
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In the end, this master's thesis follows the idea of Eric Ries's Lean Start-up Philosophy and the 

approach of Rapid Prototyping, which both aim to provide feedback to target customers as 

early as possible to ensure efficiency in business model development. This master thesis 

similarly aims to receive feedback from the target customers as soon as possible to determine 

whether the business idea is promising or not. (Ries, 2015) 

3 Definitions 

Skill Seeker: A Person, who needs support with a certain problem or situation. He is willing to 

pay for the service offered to solve his need and issue.  

Skill Provider or Skiller: A Person, who has outstanding skills and capabilities. These skills 

and capabilities might be more developed than the same capabilities of other persons. Hence 

the Skill Provider can offer his capabilities and skills as service to people in need of this exact 

skill.   

Blockchain: A blockchain, according to the standard definition is a network that is 

decentralized and distributed across all its nodes so that the network cannot be compromised 

by any single node. It means, that a chain of little data ‘blocks’ being created, updated and 

stored across several different locations in real-time is called a ‘blockchain’. The major 

difference between blockchain networks and regular centralized databases is that blockchains 

do not have a “server” or a “headquarters” where isolated information exists in a silo. 

Blockchains instead make use of the entire network of nodes as their storage and processing 

capacity, and each node has a copy of the blockchain which is constantly in communication 

with the others, verifying transactions and comparing information to make sure the data across 

all of them is the same. If any single node has data that does not match with that on the rest of 

the blockchain network, it is immediately isolated as a compromised node and the network 
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automatically excludes it and keeps on functioning. This means, that blockchains are very 

secure, possessing no single location that can be hacked or compromised in any way, and not 

permitting any variation in data across network nodes. Data stored on a blockchain is thus 

practically immutable, uncheatable and unchangeable, which make it ideal for recording 

sensitive data like transaction records, ownership records and medical records. (Berentsen & 

Schar, 2018) 

Smart Contract: A smart contract is a programmable binding contract on a Blockchain, that 

has the power to self-execute itself. Hansen exemplifies the situation, when a smart contract 

automatically revokes the right to use a leased car, if the payments were missed or releases 

funds only, when goods or services are received in a satisfactory condition. Using a smart 

contract, a seller and a buyer involved in a peer-to-peer transaction do not need to have a 

middleman interceding between them to ensure that the right exchange is made at the right 

time. Rather, a set of conditions, instructions and parameters is coded into the blockchain, and 

the buyer deposits their cryptocurrency into a safe wallet under the care of the smart contract 

protocol. Once the buyer confirms that they have received the requested value from the seller 

and it is acceptable to them, the smart contract automatically releases the payment to the seller. 

(Hansen & Kokal, 2017) 

4 Literature Review 

Among other things, the business model of SKILLITY will be based on theories and ideas, that 

have already been proven successful. Therefore, we briefly mention and review these ideas, 

approaches, theories of previous literature. By comparing the theoretical foundations of 

Cooperative Ownership, power of platforms and societal Blockchain revolution we can not 
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only derive a suitable business model but also understand its dimensions more clearly. 

Moreover, it helps to derive strategies based on renowned theories and findings from research. 

4.1 Cooperative Ownership 

The idea of cooperatives goes back to the beginning of the 19. Century. People joined forces 

without losing their economic independence to improve their lives during the industrial 

revolution. (Blome-Drees, 2012) Since then cooperatives are countering severe income 

inequality. (Huertas-Noble, 2016) 

According to the definition of Mc Leod “cooperatives are owned, controlled and operated for 

the benefit of their members. (…) on the basis of one member, one vote, and return dividends 

based on patronage.”. (Mc Leod, 2006) 

 The international Co-operative Alliance defines a cooperative as “an autonomous association 

of persons united voluntarily to meet their common economic, social, and cultural needs and 

aspirations through a jointly-owned and democratically-controlled enterprise.“ (International 

Cooperative Alliance, 2012) The international Co-operative alliance states that cooperatives 

are based on values of democracy, honesty, self-responsibility, self-help, openness, equality, 

social responsibility, solidarity and caring for others. Members commonly believe in these 

values and trust each other. (International Cooperative Alliance, 2012) 

Similarily Georg Draheim perceives cooperatives as conservative, innovative, liberal, social, 

democratical, socialistic, individualistic, collectivistic, and anticapitalistic. (Draheim, 1952) 

Although some of these values seem to be contradicting, it shows the flexibility and 

sustainability of the ownership model. (Arando et al., 2015; Johnson, 2015) 

The international Co-operative Alliance further defined 7 principles, which help to put the 

values into practice (International Cooperative Alliance, 2012): 
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1. Voluntary and Open Membership 

2. Democratic Member Control 

3. Member Economic Participation 

4. Autonomy and Independence 

5. Education, Training and Information 

6. Co-operation among Co-operatives 

7. Concern for Community. 

Summing up the principles it can be said, that cooperative is open to all persons able to use 

their services and willing to accept the responsibilities of membership. These democratic 

organisations are fully controlled by their members. Hence ownership lies in the hands of 

people, who are usually involved in business activities of the same cooperative. (International 

Cooperative Alliance, 2012) 

Chaddad and Lee Cook define cooperative ownership structures with following organizational 

attributes: “ownership rights are restricted to member-patrons; residual return rights are non-

transferable, non-appreciable and redeemable; and benefits are distributed to members in 

proportion to patronage.” (Chaddad & Lee Cook, 2002) An investor oriented firm on the other 

side, is defined by unrestricted, transferable, non-redeemable residual claims (common stock). 

(Chaddad & Lee Cook, 2002) Stockholders are unrelated from the value creation process or 

the business activities of the firms. Residual claims are freely exchangeable in secondary equity 

capital markets symbolize a right of dividends for the lifetime of the organization. (Chaddad 

& Lee Cook, 2002) 

Chaddad and Lee Cook find, that there are four different forms of ownership models for 

cooperatives. In their typology they differentiate among five non-traditional cooperative 

models in contrast to the investor-oriented firm:  
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- Proportional Investment Cooperatives. For proportional strategies, cooperative 

members are disciplined to contribute to the equity capital in equal proportion as to 

usage of products or services. This is done by cooperative policies such as base 

capital plans. After calculating the optimal investment proportion based on the 

patronage, over and under-invested members must adjust their stake accordingly by 

buying and selling shares among each other. (Chaddad & Cook, 2004) 

- Member-Investor Cooperative. This model introduces ownership rights, that are 

redeemable, non-transferable and restricted to member-patrons. Nevertheless, it 

distributes profits proportionally to shareholdings rather than patronage. For this 

purpose, dividends to members are accordingly distributed in proportion to patronage 

in addition to member shareholdings. This can be done on two ways. Either with 

appreciation of cooperative shares or distribution of dividends in proportion to shares. 

In this model, participants have more incentives to invest as they are properly 

remunerated for their investment. (Chaddad, 2006; Chaddad & Cook, 2004) 

- New Generation Cooperatives. In this model, ownership rights are like tradable and 

appreciable delivery rights and restricted to member-patrons. Membership is usually 

closed, and members are also required to make a down payment or up-front 

investment to acquire delivery rights in proportion to expected patronage, such that 

capital investment and usage are perfectly aligned. Finally, supply is controlled and 

adjusted by means of marketing agreements. (Chaddad & Cook, 2004) 

- Cooperatives with Capital-Seeking Entities. Ownership rights of these cooperatives 

are restricted to member-patrons and outside equity capital is only acquired by a 

separate legal entity (e.g. a trust company, strategic alliance or a publicly held 

subsidiary). (Chaddad & Cook, 2004; Chaddad & Lee Cook, 2002) 
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McLeod distinguishes between five types of cooperative forms: (Mc Leod, 2006) 

- Consumer cooperatives are owned by the customers, who purchase products from 

these cooperatives. Successful consumer cooperatives have been applied in food 

supermarket and grocery stores. Other famous examples include REI (sporting 

goods). 

- Worker cooperatives are owned by its own employees. Motivation, loyalty and 

commitment of employees increases strongly. More and more companies apply 

employee stock ownership plans (ESOP) to increase employee motivation. However 

these plans do notgive democratic control to the employees in many times.  

- Producer cooperative, also sometimes known as marketing cooperatives are owned 

by its producer’s or suppliers. The cooperatives often operate shared distribution 

channels and facilities. Famous examples include agricultural co-ops or art 

distribution co-ops.  

- Purchasing/service cooperatives are owned and used by independent business owners 

to increase their visibility and take advantage of economies of scale. Famous 

examples include fast food franchises like KFC. The cooperative helps the 

franchisees to increase negotiation power for supply prices, advertisement and for 

franchise fees.  

- Housing cooperatives are owned by residents, that live together in a single house or 

apartment complex. This includes co-housing projects, that are cooperatively owned. 

Each member owns a stake at a cooperative, which owns the property.   (Mc Leod, 

2006) 

Cooperatives come along with many advantages compared to the traditional ownership model 

of stakeholders, that are not involved in the value creation process. Beuthien states, that 
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cooperatives are long-term oriented and therefore participants do notchange their business 

relationships very often. Moreover, cooperatives cannot be acquired easily. This is due to the 

fact, that ownership cannot be exchanged and traded on capital markets easily and quickly. 

(Beuthien et al., 2008; Beuthien, 2008) Stability provides safety trust, reliability and efficiency. 

Members of a cooperative can expect advantages and benefits from products or services, when 

doing business with the cooperative. The human being is in the focus and capital just has a 

complementary function. Cooperative collaboration works best with the democratic and 

personal participation of its members for their own good. Economic decisions of a cooperative 

are long-term oriented and therefore in contrast to short-term shareholder value orientation. 

This different perspective on decision making allows cooperatives to decide for the best 

valuable outcome for its members and not focusing on dividends primarily. Blome-Drees 

perceives cooperatives as the corporative form with the highest degree of democracy and 

justice, that helps to free human beings from economic, social, legal, political and other 

dependencies. It is mostly lower social classes, who recognize their problems and needs for 

collaboration. (Blome-Drees, 2012)  

Usually the scope of cooperatives is limited on regional business models. They act on local 

markets such as local banks or agriculture trading cooperatives. (Blome-Drees, 2012)   

The International Co-operative last released a global 300 report in October 2011 publishing an 

overview of the 300 biggest co-operatives and their field of business. Among those are famous, 

powerful and large co-operations, categorized in sectors and countries. The total generated 

revenue of these 300 co-operatives would exceed the GDP of Spain, the ninth largest economy. 

A big majority of the cooperatives are from Europe (more than 70%) and the four biggest 

sectors are agriculture/forestry (28,9%), banking/credit unions (26.3%), consumer/retail 

(21.7%) and insurance (17.2%). (International Co-operative Alliance, 2010) 
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Figure 1: Global 300 revenue by sector (USDbn) (International Co-operative Alliance, 2010) 

The biggest agricultural cooperatives are Zen-Noh and Zenkyoren from Japan. In 

banking/credit union Crédit Agricole Group from France and Rabobank from Netherlands are 

famous examples. The consumer sector of the global 300 report consist entirely of European 

co-operatives with ReWe Group and Edeka AG from Germany or Coop Swiss and Migros from 

Switzerland leading the sector of consumer co-operatives. The fourth big sector of insurances 

is led by Eureko (Netherlands), Nationwide Mutual Insurance Company, (USA) Groupama 

(France) and R+V Insurances AG (Germany). (International Co-operative Alliance, 2010) 

One of the currently most successful and modern co-operatives is Suma Wholefoods (Suma), 

which has been recently awarded as 2017 leading Co-operative of the year by Co-operatives 

Council’s innovation network. (Coop News, 2017) Suma is a worker co-operative and the 

largest equal pay employer in Europe. Every worker in of Suma has an equal share, vote and 

salary in the business. Suma claims transparent decision-making processes with low 

hierarchical decision structures. Moreover the cooperative commits itself to the seven co-

operative principles, as set out by the international co-operative Alliance and introduced above. 

(Suma Wholefoods, 2018)  
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Since 2001, the number of cooperative start-ups has grown continuously. Especially in the 

commercial sector, there has been a boom of new foundations in Europe. (Stappel, 2011) 

Cooperatives nowadays suit well to the model of shared economy and attract more and more 

people. (O’Brien, 2014) Huertas Noble believes that the growing interest in cooperatives helps 

to democratize the workplace and reach income equality by patronage based profit distribution. 

(Huertas-Noble, 2016) 

Enke concludes that, cooperatives have the potential to “achieve economic efficiency while 

simultaneously serving important private interest.” (Enke, 1945) However success stories such 

as Suma help to tackle societal inequality and support the continuing trend of co-operatives 

becoming an integral part of our society.   

4.2 The power of platforms 

The value of platforms is based on their power over the market and its participants. Without 

the need to produce physical goods, there is no inventory required. Platforms can be accessed 

easily on demand from everywhere and from anybody due to the digital nature of online and 

mobile solutions. The business model of platforms focuses on facilitating the exchange 

between two or more interdependent groups instead of building products or services. It is the 

magic of match making, nothing else then connecting consumers and producers or other peer 

groups. In doing so they create large, scalable networks with reduced transaction costs and 

increase efficiency. Theoretically, it leads to large future profit margins. (Zysman, 2015) 

Chaudary, Parker and Alstyne point out one critical success factor of platforms. It is the 

emergence of network effects. Positive network effects mean the impact that the number of 

users have on the value for each platform user. The more user’s participate, the more value is 

offered to every single one, due to the increase of possible connections. (Choudary et al., 2016) 
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Network effects create economies of scale on the demand side of a business in comparison to 

the twentieth-century prevalent monopolies based on supply economies of scale, driven by 

production efficiencies. Nowadays platforms use the latest technological improvements to 

shape the demand side efficiently using social networks, app development, demand aggregation, 

and other methods to increase networks and value to users. “Demand economies of scale are 

the fundamental source of positive network effects and thus the chief drivers of economic value 

today.” (Choudary et al., 2016) Together with more attractive pricing, the network effects can 

achieve extensive market expansion and massive market adoption. This power can result in 

oligopolies and monopolies. Choudary et al. highly recommend to internalize and foster 

platform business models with positive network effects. (Choudary et al., 2016)  

One of the biggest challenges for the platform business model is to overcome the chicken and 

egg problem. In a two-sided peer to peer platform both peer groups value depends most 

commonly on the number of users from the other peer group. Consumer won’t use the platform 

if there are no providers and vice versa. The value results from the network and if there are no 

active users, the network does not seem to be valuable. (Choudary et al., 2016) 

To overcome the chicken and egg problem of platforms Choudary suggests eight ways to 

launch a successful platform: (Choudary et al., 2016)  

1. Follow the rabbit strategy: Approach users from other platforms and convince them 

to offer their services and skills on SKILLITY. 

2. The piggyback strategy: Crawl the internet with automated data-gathering software 

tools to obtain information about service providers who are already active in the internet. 

(e.g. craigslist or Facebook groups) Create new accounts immediately for these service 

providers and give skill seekers the impression, that these providers are participating 
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already. At the same time inform the merchants about the solution and automatically 

created account and invite them to use the platform. 

3. The seeding strategy: The platform offers other value rather then the network to one 

side of the users in order to incentivize them to move to the platform. Other users will 

follow, because they want to engage with them. 

4. The marquee strategy:  This strategy provides incentives to a key user set to use the 

platform. With the “influencing” key user set being on the platform the rest of users 

will follow.  

5. The single side-strategy:  This approach converts a business, product or service, that 

benefit a single set of peer users into a platform by attracting a second peer group who 

wants to interact with them.  

6. Producer Evangelism strategy: offer business tools and other platform features 

(Escrow etc.) as main incentive to motivate skill providers to bring their clients on the 

platform as well. 

7. The big-bang adoption strategy: This strategy uses traditional push marketing 

strategies to attract a high volume of attention and interest t (Cowen & Sutter, 1999)o 

the platform. The effect is a simultaneous onboarding, that instantaneously creates an 

almost fully-developed network.  

8. The micro market strategy: this strategy selects and begins with a tiny market that 

comprises participants who are engaging in interaction already. On this way, the 

network can provide effective matchmaking even in the earliest stage of growth.  
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4.3 The Blockchain Revolution of societal agreements  

Blockchain is a break-through technology, that opens possibilities for innovative forms of 

contracting and cooperation, exceeding that of monetary currency transaction such as the first 

blockchain Bitcoin by far. (Nair, M. and Sutter D., 2018) It has the power to reconfigure all 

human activities. Apart from its technical details, this chapter focuses on the potential for 

voluntary society.   

In medieval times the social constraints or reputation of people in small villages enforced trust, 

certainty and transparency for business activities. When trade expanded to people that did not 

know each other, a trustworthy “middle-men” was required as a neutral authority with 

enforcing trust on both sides.  Yet these middle men developed into complex and inefficient 

institutions. According to Hansen and Kokal, Blockchain has three properties, that disrupt the 

system of middle men: Disintermediation of trust, immutable record and smart contracts. They 

point out the advantages of having an incorruptible record and the benefit of storing data such 

as ownership rights and personal information.  (Hansen & Kokal, 2017) 

The Blockchain is a distributed ledger with a permanent record of all transaction maintained 

on user’s computers. This publicly verifiable ledger, the decentralization of power through a 

distributed mining and computational network, open entry, and open source nature of its code 

all allow the creation of trust (trust machine) without the need for a middle man who requires 

impartiality and authority to trust in. (Nair, M. and Sutter D., 2018) This is why Nait and Sutter 

find, that the technological nature of Blockchain enhances voluntary cooperation and create 

trust among participants by replacing the need for a third-party enforcer of rules, or so called 

“middle-man”. As they point out, the power of Blockchain is to be seen in its stability and 

efficiency and that no singular person can control it alone without the consensus of the other 

participants. The complete ledger is stored by each node or participant of the Bitcoin network 
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on the respective persons computer. For verifying transaction and maintaining this ledger, the 

so called “miners” are rewarded with Bitcoins for their voluntarily supply of computational 

power. The resulting system is a publicly verifiable, distributed ledger of information, that 

engenders transparency and creates trust. There is no way of cheating by faking false 

transactions, altering or concealing in any way, due to the cryptographical sealing.  (Hansen 

& Kokal, 2017; Nair, M. and Sutter D., 2018) Other factors that lead to increased security, 

viability, transparency, democracy, trust and cooperative efficacy are (Nair, M. and Sutter D., 

2018):  

- Blockchain has low barriers of entry and is easily accessible for everyone online.  

- Nodes are geographically dispersed  

- Open Source Code of the Blockchain is publicly visible and verifiable  

- Code is necessarily visible to all users publicly and can only be adjusted with a 

consensus of an existing group of preapproved senior members. 

 

According to Nair and Sutter, Blockchain enhances cooperative efficacy. (Nair, M. and Sutter 

D., 2018) The cooperative efficacy generally defined as joint effectiveness of voluntary 

mechanisms, contributes to a common cause and can overcome free-rider problem or achieve 

lowered transaction costs. (Cowen & Sutter, 1999) Nair and Sutter conclude, that the 

Blockchain indeed lowers transaction costs and overcomes the free-rider problem by creating 

trust and hence increases cooperative efficacy. (Nair, M. and Sutter D., 2018)  

According to Hood and Heald, both publicly visible source code as well as publicly verifiable 

data help to increase viability and trust for the users. (Hood & Heald, 2006) Blockchain 

combining both, finally leads to full transparency and highest possible governance in the 

Blockchain.  
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Applications and possible use cases of Blockchain can be seen for digital currency, automated 

contract enforcements, assurance contracts, property-title registration, dispute resolution and 

regulation of corporations. The letter two are crucial for the business model, that we propose 

in chapter 6., which is why we explain these applications shortly.  

Regulation of Corporation: Nair and Sutter present the idea, that Blockchain can revolutionize 

the form of corporations with much better governance and effective or decision rights (or better 

protection of decision rights) for shareholders over the strategy of the corporation. The 

distributed ledger innovation can eliminate the principal agent problem efficiently offering 

more direct participation to the shareholders when executing their voting rights. The principal 

agent problem describes the conflict of interest between owners and the manager’s. Increasing 

cooperative efficacy through the Blockchain finally eliminates this issue and protects better 

against fraudulent management. Blockchain can also reduce the transaction costs of 

governance as for example allowing stockholders participate in the decision making process 

with consensus voting for the corporations they own. This means, that the distribution of profits, 

execution of voting rights and the release of accounting data or financial statements could be 

exercised by a smart contract on the Blockchain and therefore cut third-party’s by offering 

more direct participation, cooperative efficacy, security, trust and increasing the relative 

performance of voluntary mechanisms.  

Dispute Resolution: The Blockchain can also create trust among trading partners by resolving 

disputes automatically with an Escrow function written in a smart contract. The payment is 

deposited and hold back into an escrow account, which releases funds only once the service 

client confirms the receiving of a service or good and the client releases the funds. Being 

written in a Blockchain the Escrow is publicly visible as verifiable, therefore trustworthy. In 

case of a dispute, “trust agents” can intervene and decide who gets the payments. Because the 
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trust agent has no full control of the escrow account and locked money in it and does not know 

the personality of the related party’s his only interest is to decide in favour of fairness and 

dispute resolution. With such a multi-signature escrow account, being publicly visible the risk 

of appropriation by the trust agent is eliminated. Naiv and Sutter call it the creation of a 

marketplace for trustworthiness and reputation. On this market trust agents would compete 

with each other on the basis of reputation and fees charged (Nair, M. and Sutter D., 2018) The 

company or platform offering such an Escrow function for dispute resolution benefits from the 

increased fairness, trust and can even outsource the activity of customer support to the crowd 

of Blockchain participants, hence offer to pay an automated reward to the service of dispute 

resolution to the “trust agents” in the network.  

Customer Loyalty Programs: According to Kowalewski, even loyalty programs are vulnerable 

to be disrupted by Blockchain and Smart Contracts. The advantages are to be seen in a bigger 

variety of redemption options and tradability on crypto markets for loyalty reward assets. Even 

the loyalty programs most valuable data can be attached to the rewards with support of the 

smart contract enabling the users to decide what to do with this peace of data. (Kowalewski, D. 

& McLaughlin, J. & Hill, A., 2017) 

5 Market research 

This section analyses the global freelance economy and gives insights about the world of 

freelancing and its estimated size. Secondly, we analyse the prevailing trend from formal 

employment towards freelancing. Thirdly, we analyse the grey labour market with its inherent 

issues and threats for workers. Finally, we research the market for competitors and their 

freelancing platform strategies.   
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5.1 Freelance Market 

History & Growth 

As mentioned at the outset, “gigging” has witnessed a significant growth within the past two 

decades, driven by advances in technology and changing global economic conditions. Indeed, 

a recent report by global consultants McKinsey states that up to 162 million people in the 

United States and Europe—or between 20% and 30% of it is population at working age engage 

in some form of independent work. US government statistics from the Small Business 

Administration agency show that the entry rate of non-employee businesses is now as much as 

three times that of employee businesses in some cases. (Farrell, 2016) 

The McKinsey report outlines four major classes of individuals who partake in the gig economy 

as independent workers. They are:  

- Free agents, who “actively choose to work independently work and derive their 
primary income from it.”  (Farrell, 2016) 

- Casual earners, who “use independent work for supplemental income and do so 
by choice.” (Farrell, 2016) 

- Reluctants, who “make their primary living from independent work but would 
prefer traditional jobs”. (Farrell, 2016) 

- Financially strapped, who “do supplemental independent work out of necessity.” 
(Farrell, 2016) 

 

Figure 2: 2016 McKinsey Global Institute survey  
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It further states that casual earners and free agents (doing independent work by choice) report 

greater work satisfaction than reluctants and financially strapped, who do so out of necessity. 

Interestingly, free agents also are more satisfied in multiple dimensions than those holding 

traditional jobs. This indicates, that nonmonetary aspects of freelancing are valued by many 

people. (Farrell, 2016) 

What this means is that coming from a situation where traditional employment has been 

perceived as the desirable norm (and still generally is), independent employment is not only 

becoming more of a widespread due to push factors, but also because more people are choosing 

to use that route to navigate through the world of work. The flipside of this is that as 

freelancing/flexible employment/on-demand work gains prominence, there have been a 

number of negative consequences in terms of offered compensation, employee rights, work 

benefits, working hours and even healthcare plans. 

Uber for example, has spent a lot of time in court trying to prove that its drivers are not actually 

its employees, and hence are not entitled to workplace health insurance. Other gig platforms 

with less visibility than Uber continue to fly under the radar as many complain that they are in 

fact being exploited – required to work full time hours or longer for essentially no benefits and 

less pay. The rise of freelancing in their view, is merely the rise of corporate greed which is 

exploiting the millennial generation and depriving them of the guarantee of income, homes and 

security that their parents had. 

Independent work is rapidly evolving, supported by the emergence of digital platforms. As of 

today, just 15% of surveyed freelancers have used a digital platform to offer their services, but 

this could change rapidly as the burgeoning on-demand economy continues its linear growth. 

(Farrell, 2016) 
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State of Present Market 

A market research by Askwonder puts the total market size of the global gig economy at $ 1.5 

trillion. Half of the world's freelancers are US-citizens. The total number of independent 

workers worldwide can approximately be put at 77 million. (Askwonder, 2018)  

The gig economy is growing fast. Presently, platform-based freelancing is not yet displacing 

the traditional payroll employment. Yet this could change soon and fast. Available data shows 

that online freelancing is concentrated in large metropolitan areas so far. (Hathaway, 2016) 

The rise of digitization allows skilled workers to become self-employed. 41.9% of freelancers 

obtain their training from universities and colleges, 43.8% are self-trained, while 13.4% learn 

on the job.  

A research by Askwonder in 2014 breaks down freelance work in terms of earnings as follows 

(Askwonder, 2018): 

- Technology jobs ($486 million)  
- Admin Support ($110 million ) 
- Writing and translation ($109 million)  
- Design & Multimedia ($83 million)  
- Mobile ($71 million) 
- Sales and Marketing ($49 million)  
- Finance and Legal ($33 million) (Askwonder, 2018) 

The global distribution of freelancers is as follows (Askwonder, 2018): 

- North America: 50.7%  
- Europe: 29.3%  
- Asia: 11.3%  
- South America: 4.0  
- Australia: 3.3%  
- Africa: 1.4%  

It should be noted that records distinguishing freelance work from payroll employment hardly 

exist around the world, so the available figures (which may have debatable accuracy) are used 

to extrapolate on a global basis. The continuing rise of independent work suggests that 
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companies will need to adapt and develop new tools and processes to efficiently handle the 

new independent way of working. (Askwonder, 2018) 

5.2 The prevailing Trend of freelancing  

According to the Intuit 2020 report, countries presently recognized as less economically 

developed will become the drivers of global economic growth, and at the same time, the cost 

of starting a business will fall substantially. (Intuit, 2010) 

What this means is that freelancing is set to explode in popularity and application all over the 

developing world, from Africa to Asia through South America as young and ambitious 

populations of tech savvy people become economically active. While this is happening, small 

businesses will be affecting a shift in their expense models from fixed-cost to variable cost, 

adopting a pay-as-you-go approach to minimize the business’ investment risk exposure and 

liquidity requirements. The same report predicts that work will undergo a fundamental shift 

from full time to free agent employment. Freelancers and part time workers will replace the 

traditional employment type. Hiring contingent workers will become a long-term trend. Even 

more than 80% of large companies plan to extend their use of independent and flexible 

workforce. (Askwonder, 2018; Intuit, 2010)  

The Huffington Post reveals how fast the freelancing market grows and projects that ''if even a 

small fraction of inactive youth and adults use these platforms to work a few hours per week, 

the economic impact would be huge — amounting to some $1.3 trillion annually by 2025, 

according to projections.'' (Askwonder, 2018; Lund, 2015) Lunds research expects, that current 

freelancer growth rates lead to a high level of freelancing in our societies workforce by that 

year. (Lund, 2015) 

According to Wald, the growing prevalence of independent work brings tangible economic 

benefits, such as boosting productivity, providing opportunities for the unemployed and raising 
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labour-force participation. Digital platforms can amplify all these benefits through their faster 

matches, seamless coordination, larger scale, richer information signals and enabling trust. 

Consumers finally benefit from the improved matching, greater availability of services and 

fulfilment of their needs. (Askwonder, 2018; Wald, 2014) 

5.3 The grey labour markets 

The so-called “grey labour market”, also sometimes known as the “informal labor market”, 

“shadow economy”, or “black economy” is the part of the economy that is not regulated by 

government. That’s the reason why it is excluded from national GDP figures. It is generally 

characterized by low-skill “neighbourhood services” and activities that cannot be fulfilled in 

whole or in part over an electronic connection but must be done in person with physical 

encounter. (Turek, 2015) For example cleaning, painting, personal training, piano lessons, 

babysitting, grocery shopping, hardware installation, electrical work and plumbing. In most of 

the cases there are even tangible goods, such as tools or spare parts involved to carry out the 

service.  

Within the offline freelance market space, there are two basic business models that generally 

characterize the way skill providers interact with their clients. There is the model whereby a 

labour hire broker or agency connects skill providers with local customers, handling all 

financial transactions including taxes, and withholding a service charge from the freelancers’ 

pay for this service. There is also the model whereby skill providers connect directly with their 

offline clients and usually accept cash payments which are incredibly difficult to track on a 

large scale for tax purposes. The consequence is tax evasion and the lack of social security. 
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Offline Labour Broker for Grey Market  

The labour broker is increasingly becoming an obsolete entity as technology makes it possible 

for providers of handy skills to connect with clients and offer them their services directly. 

Previously, the role of the broker was to connect people from the shadow economic realm with 

customers who would not ordinarily be able to access such people due to the socio-economic 

differences between them. 

It would handle the financial transaction between the two parties, collecting payment from the 

customer and passing it on to the skill provider less an agreed commission. Such arrangements 

can still be observed in the provision of services like facility management, concierge services, 

factory work and security. As technology marches on, it is becoming increasingly unnecessary 

to go through a middleman to connect with people who need these types of manual labour, so 

this is something of a disappearing model. (Turek, 2015)  

 

Modern Grey Labour Market for “Neighbourhood Services” 

The major identifying feature of the grey labour market is that its participants are 

overwhelmingly more likely to accept payment in cash to avoid the taxation burden that comes 

with the fully-recorded part of the economy. Other people find the registration process too 

difficult to understand and avoid it instead of to cope with it. Another motive for taking part in 

the informal economy is to avoid detection by authorities for reasons such as illegal 

immigration status or criminality. In return for the invisibility offered by the informal economy, 

skill providers in that space are often willing to accept extremely unstable employer-employee 

relationships (or even abuse in some cases), especially as the cash earned is often vitally 

important as a matter of sheer survival. The table below outlines the decisive factors for entry 

into grey labour markets around the world. 
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Table 1: Motivational Factors for Entry into Grey labor market (Turek, 2015) 

Despite the obvious appeal of such an arrangement to poor workers in both developed and 

developing countries around the world, there is a mounting body of evidence to suggest that 

such unrecorded economic activities are not just starving governments of tax revenue, but are 

actually hurting the economies of the countries the take place in.  

Dr Schneider determined that informal economy size in 2000 in developing countries was 

equivalent to about 41% of their total GDP. In Turkey and Brazil, around every second non-

farm worker belongs to the informal sector. In Zimbabwe, it is even 60%. OECD countries 

report a lower, but still relatively high proportion of informal economy at 18%. What this 

means is that as the grey economy is basically unrecorded and unreported, most developing 

countries are losing an average of 41% of their GDP figures to the grey economy, and 
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specifically Zimbabwe’s GDP figure is being under-represented by as much as 60%. When the 

potential for desperately-needed foreign direct investment and foreign portfolio investment is 

juxtaposed with such data, it can immediately be deduced that this part of the economy is living 

parasitically off the other. (Schneider, 2012; The Economist, 2018) 

Farrell’s analysis shows that the existence of a large grey economy leads to substantially lower 

overall productivity ratings for the economy. The reason for this is that the so-called grey 

operations have an incentive to remain small since any attempt to scale might alert the 

authorities about their existence. While in many ways a small size is a good thing that enables 

them to perform many activities flexibly and nimbly, it eventually becomes a hindrance when 

it comes to adopting technology and up-to-date business practices. (Farrell, 2016; The 

Economist, 2018) 

According to Farrell and the McKinsey report, if the grey sector in Portugal were formalized, 

it would add approximately 0.8% to the country’s overall GDP growth rate – a very significant 

figure in a region where 3% growth is seen as optimally desirable. Formalizing the grey sector 

would likewise add 1.5% to the GDP growth rate of Brazil and Turkey. Individual industries 

would substantially improve their efficiency, an example of which is the Brazilian construction 

industry which would no longer need to hire lookouts whose job is to alert unregistered workers 

about the presence of government inspectors, so they can rapidly disperse. (Farrell, 2016; The 

Economist, 2018) 

Aside from reducing the overall economic performance of a country, the prevalence of an 

unregistered grey labour market also has the effect of reducing government revenue inflows 

which should come in from taxes and levies, and it effectively increases the costs of whatever 

social benefits offered by the government, since there are fewer resources with which to service 

both economically registered and unregistered residents. This fact further retards economic 
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growth and additionally hinders the ability of governments to effectively administer and 

implement labour market policy. 

Another negative attribute of the grey labour market is that when it attains a certain size within 

a country, it exerts a negative effect on the country’s ability to maintain law and constituted 

order. Informal labour market participants have little incentive on a personal level to uphold 

business and ethical standards or observe basic civic conventions. Government on their part 

cannot enforce standards and laws within this space, and so this leads to a situation where unfair 

competition becomes rampant, an example of which would be the utilization of substandard 

inputs in the provision of whatever service or product is offered, so as to compete favourably 

in terms of pricing. The effects of such a race to the bottom are sadly predictable and 

undesirable. Honest businesses may find themselves strangulated and unable to compete with 

such undercutting, and consumers eventually suffer as the quality of their goods and services 

drops. (The Economist, 2018) 

 

It is noteworthy, that the grey labour market also offers several benefits to counter its 

undoubtedly negative effects. For instance, this sector has the effect of extending the labour 

market and creating actual employment within the system. If the jobs that exist within the grey 

economy did not exist at all, a country would be in a worse economic situation than it is, with 

lower overall demand and possible deflation, eventually leading to an economic recession or 

even a depression.  

Though the jobs created consistently have low productivity as their distinguishing feature, it 

cannot be denied that such work creates direct financial flows between individuals and families 

of different economic positions (e.g. between a doctor and an unskilled immigrant working as 

a housekeeper) this would not be possible vice versa. Administrative obstacles, ineffective 
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bureaucracy and unfavourable law all can effectively thwart various types of activity in the 

official economy. Workers are not protected by labour law, which gives their employer 

significant space for abuse. Without paying for social security contributions, unregistered 

employees lack security for the future. Without public health insurance their access to health 

services is limited. Moreover,  the informal employment cannot be mentioned when seeking 

legal employment nor can it be included in seniority. (Górniak, 2015; Schneider, 2012) 

Nevertheless, the grey market can also act as a buffer mitigating the consequences of the loss 

of employment. It can allow workers to survive the period of unemployment. (Górniak, 2015) 

Summary of issues in the grey labour market:  

- Employer-employee relationships are very unstable. 

- Lack of social security (e.g. health insurance). 

- Tax evasion reduces governmental tax revenue. 

- No record of work, that is needed for future job applications. 

- Labour is not protected by labour law and results in abuses of freelancers. 

- Governments cannot combat unfair competition. 

- Drop in service quality. 

- Invisibility leads to illegal immigration and criminality. 

- Informal workers have little incentive to comply with ethical or legal standards. 

 

The uprising of freelancing platforms has already changed a substantial amount of the 

landscape within the offline freelance world by making it possible to regularize grey labour to 

an extent. Such platforms maintain the ability of the users to keep their autonomy at a small 

scale since they are still recognized as self-employed, but they offer a crucial level of security 

that was not present before by first of all requiring a basic set of standards from skill users in 

terms of behaviour and transactions. These platforms make it much harder for an unscrupulous 

skill user to stiff an unregistered worker after they have rendered the agreed service, and user 

identification is required. 
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This leads to users engaging in desirable self-policing behaviour, knowing that any abuse is 

likely to be detected and prosecuted by the authorities. Such platforms also aid governments 

with data that can be used for planning and taxation purposes because for the first time, the 

state has access to a repository of previously unavailable information about unregistered work, 

which can be extrapolated to give them an idea as to the size of the overall grey economy and 

how to effectively deal with the social and economic issues it creates. Many things have already 

been improved, yet many other big problems as explained above remain unsolved.  

5.4 Competitor Analysis 

As we have seen previously, the market for service platforms can be divided into services 

carried out online (such as programming, text writing, design, translations, online courses) and 

local services (such as cleaning, tutoring, repairing, live music acts or photography). Similarly, 

the major platforms in this market focus on either or the other part of the market. Firstly, the 

competitor analysis shows the main freelancing platforms, that are focusing on online services. 

These successful platforms could easily expand their activities to local services and some are 

even trying. Secondly the analysis shows early stage start-ups, that focus on both online and 

local services and thirdly, we analyse those platforms, that focus on local services specifically. 

Most of them are early stage start-ups and have not built a functioning product yet. Anticipating 

the conclusion and outcome of the competitor analysis, we can say, that the market of 

freelancing platforms for local services has been touched but not successfully penetrated yet.  
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5.4.1 Freelancing platform focusing on online services 

www.upwork.com: 1 

Upwork is widely recognized as the world’s biggest and most used freelancing platform, with 

over 14 million registered freelancers and five million registered clients in 180 countries as at 

December 2017. It records an annual job volume of more than 3 million, cumulatively worth a 

total of $1 billion USD. Its service offerings are restricted to skills that can be executed and/or 

monitored online, mostly within creative, coding and professional services. An empirical 

appraisal shows that it offers ordinary users no real extra functionality over its competitors and 

it charges a very high platform commission of 20% on each job into the bargain.  

Upwork’s continued attractiveness to them lies in its size and reputation which gives clients 

and freelancers a measure of assurance. To professional and enterprise users however, Upwork 

has an unparalleled range of skill and talent management tools that enables it service everyone 

from small creative agencies to Fortune 500 companies. Since launch, it has raised more than 

$160m USD in multiple funding rounds. 

Its service can be accessed in 3 different ways – the marketplace, Upwork Pro and Upwork 

Enterprise. The marketplace is where most ordinary freelancers and their customers meet each 

other and transact business. Skill seekers post a job for free, and freelancers can then respond 

to the advert with a bid. Once a bid is selected and the job is confirmed, the client funds the job 

either hourly or in milestones. Upon successful completion, Upwork takes a 20% commission 

and releases payment to the freelancer using their preferred payment method which may be 

Skrill, Paypal or a direct transfer to their bank account. Upwork Pro does something similar, 

but instead of using an open bid system, a selection of premium, vetted talent is provided to 

                                                 

1 Logo can be seen in Figure 7 Upwork Logo (Upwork, 2018) 

 

http://www.upwork.com/
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the seeker to improve their search quality. (Upwork, 2018) Upwork Enterprise describes itself 

as “an end-to-end technology and service solution customized to fit individual companies.” 

(Upwork, 2018) Using the Enterprise platform, HR managers and business owners can literally 

put together a highly skilled remote team and begin work in a matter of hours as against the 

days or weeks it would take a traditional staffing agency. In summary, it would seem that the 

strategy being employed by Upwork is to evolve into more than just the preferred freelancing 

platform for the existing freelance community, but to become recognized as an alternative to 

offline staffing companies and ultimately to disrupt the traditional workplace even further by 

creating vast, productive and highly skilled distributed work teams operating at high efficiency 

with next to no risk to employers. (Upwork, 2018) 

 

www.fiverr.com 2 

Fiverr markets itself as the preferred freelance services marketplace for lean entrepreneurs to 

focus on growth & create a successful business at affordable costs. Its basic model is that skill 

providers put up a “gig” stating what they offer and for how much, with a minimum gig price 

of $5 and a maximum price of $995. In comparison to Upwork it applied a different approach 

to Upwork, where Skill developers describe and offer their services, that can finally be searched 

and booked by the Clients directly.  (Fiverr, 2018) 

 

 

                                                 

2 Logo can be seen in Figure 8: Fiverr Logo (Fiverr, 2018) 

 

http://www.fiverr.com/
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www.freelancer.com 3 

Platform offers the exact same functionality and user experience as Upwork marketplace. It 

does seem to get a bit of traffic, and there is some indication that they place a premium on user 

security, but apart from that there is very little to stand it aside from the competition. It is also 

written almost exclusively from the point of view of a skill buyer, and no mention is made of 

the commission that will be charged to the freelancer by the platform. (Freelancer, 2018) 

 

https://www.peopleperhour.com 4   

This platform offers a mix of the functionality of Upwork and Fiverr, with buyers able to 

browse through fixed price gigs as well as post jobs and receive bids for them. The uniqueness 

of the business model / strategy seems to be that all work is billed hourly, and not in milestones 

of service completion. (Peopleperhour, 2018) 

 

5.4.2 Freelancing platform focusing on both online and local services 

www.localancers.com5  

This platform is offering both online and local services. in the sense that it makes use of strict 

geolocation in order to assign work to skill providers, but the services it advertises do not 

require geographical proximity, such as writing, design and coding. It markets itself as a 

freelance / digital nomad directory which charges no commissions, but rather provides only 

                                                 

3 Logo can be seen in Figure 9: Freelancer Logo (Freelancer, 2018) 

4 Logo can be seen in Figure 10 

5 Logo can be seen in Figure 11 

 

http://www.freelancer.com/
https://www.peopleperhour.com/
http://www.localancers.com/
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listings & contacts organised by location, in the manner of an online Yellow Pages directory 

and accessible across all kinds of devices.  

The operational logic of this platform is to assist techy people do all the techy stuff that does 

not necessarily require proximity, but to make sure that while they are at it, they are working 

with time zones that are pleasure to work in and people who they want to work with. To this 

end it advertises itself as “a place both for local cooperation and international outsourcing.” 

(Localancers, 2018) 

 

https://vanywhere.com6 

Vanywhere is a token-based freelance platform which uses voice, video and text chat to connect 

Skill providers directly with their customers in order to guide them through various processes 

such as cooking or design in real time. Therefore, Vanywhere actually does not support and 

focus on local services, that require a personal encounter or tangible goods. The idea is that the 

Skillers only provide their advisory expertise in the form of video, voice or text conversations, 

and the users pay the Skillers for their time. The platform makes use of the VANY token to 

create alternative revenue stream which allows for minimal platform commissions. Its 

operational logic is as follows: 

- Find a Skiller that meets your needs 
- Choose how to connect: video, voice or chat 
- Get instant, personalized advice, answers and solutions 
- Seamlessly transfer VANY tokens 
- Leave a review and rate your Skiller 

Thus far, it seems to have gained substantial traction through the iPhone app platform. It 

achieved a 26% conversion rate from download to action during testing in Q1 2017, and it also 

                                                 

6 Logo can be seen in Figure 12 

 

https://vanywhere.com/
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achieved an average call time of 4.5 minutes as well as 1 million Google search requests. In 

that time, it became the largest live video provider of Apple tech support in the world. Summing 

it up, Vanywhere seems to be more like a Social Network for online support, that a freelancing 

platform for offline services. (Vanywhere, 2018) 

 

https://blocklancer.net7 

This freelance platform operates as a Decentralised Autonomous Organisation (DAO), which 

means that it has no central human management. It is set up to function in a completely 

trustworthy automated way using a series of linked smart contracts to solve disputes between 

the freelancer and client via a “token tribunal”, which works a public consensus of token 

holders on the blockchain. On this way Blocklancer aims to increase fairness by public 

consesus. Blocklancer places a specific focus on simplicity and fraud elimination. The platform 

aims to solve the following issues:  

- Inauthentic reviews  
- Unreliable payments  
- Expensive fees 
- Unfair disputes/fraud  
- Uncontrollable influence of a central authority.  

In addition, it also offers a relatively low commission of 3%, as well as zero possibility of 

censorship resulting from being completely decentralized and free of human oversight. Aside 

from this, the platform promises to offer a fair dispute resolution system leveraging the 

platform token as an incentive for platform users to adjudicate fairly. (Blocklancer, 2018) 

https://ico.talao.io/8 

                                                 

7 Logo can be seen in Figure 13 

8 Logo can be seen in Figure 14 
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Talao is aiming to disrupt the job market by connecting employees and freelancers through a 

platform with companies. Hence the target customers are freelancers on the one side and 

corporations on the other side. The independence of industrial and technological freelancers 

from companies will be enabled with a decentralized and blockchain-based marketplace 

without middlemen and commission. Talao also aims to provide transparent and fair 

governance over the platform by using Smart Contracts. It is also not mentioned how the token 

works in terms of certifying the experience of freelancers. Overall this project seems to be not 

well enough developed and very early stage. (Talao, 2018) 

https://canya.io/9 

Canya builds a blockchain platform for freelancers of all kinds of services on with trustless 

payments and tokenbased rewards. It allows the freelancers to pitch their projects and collect 

funds for their ideas. The functioning is not explained in detail and it is not clear, whether it 

will work as a crowdfunding platform or service marketplace. The startup  Canya also offers 

multiple other blockchain solutions such as: Canshare (built to transfer files), Caninvoice 

(built for invoicing), Cansend (for blockchain payments), cantrack (for project management) 

and canstation (for ethereum payments allocation). It is not clear, what the company focus on 

and seems to be a big collection of undeveloped ideas without focus. (Canya, 2018) 

https://ethlance.com/10 

Ethlance promises to build a marketplace for freelancers of online services with cero 

commission. Being free of charge they primarily. They have no special focus on services or 

clients and structure the marketplace in a way, that freelancers can apply for job that have been 

                                                 

9 Logo can be seen in Figure 15: Canya Logo 

10 Logo can be seen in Figure 16 
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created by clients in the first place. Ethlance is part of the district0x Network, a collective of 

decentralized marketplaces and communities. It helps to create, operate and govern the 

decentralized marketplaces by using the aragon platform helping the marketplace with voting 

right distribution, role assignments, and accounting. (Ethlance, 2018) 

https://www.coinlancer.io/11  

Coinlancer is another Blockchain project, that promises to build a freelancing platform. Yet 

beside of the crowdfunding they have not focused on developing a working platform or 

prototype. The platform implements a 3% fee for employers and no fee for freelancers. The 

platform will utilize smart contracts and Escrow mechanism to hold the fee and perform 

disbursement of the collected funds on obligations met. Another innovation ist he proposed 

freelancer tribunal, which decides on the disputes between clients and freelancers. In other 

words, random people can decide about the outcome of a dispute, anonymously. (Coinlancer, 

2018) 

https://www.cryptotask.org/12 

The Blockchain oriented startup project cryptotask aims to implement a dispute resolution 

mechanism on the blockchain working similarily as the Blocklancer mechanism. The company 

describes the key innovation, to be a commercially scalable consensus mechanism with 

reviewer board selection built into the blockchain, including the escalation option that satisfies 

Nash equilibrium.” The business model and target customer is not very clear and the start-up 

does not have a working prototype. (Cryptotask, 2018) 

                                                 

11 Logo can be seen in Figure 17 

12 Logo can be seen in Figure 18 
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5.4.3 Freelancing platforms focusing on local services 

www.Connectjob.io13 

CoonectJob is a generic, mobile-first, blockchain-enabled freelance platform without much in 

the way of a stated Unique Selling Proposition. Available exclusively as an Android and iOS 

app but not browser based. It is layout and user interface closely match that of several similar 

platforms, albeit just as functional. The platform makes several high-sounding promises 

including “secure hiring process” and “revolutionizing the world of work” without specifying 

exactly how such promises are achieved and what the value propositions are. In terms of actual 

user traffic, the ConnectJob app does not appear to have achieved a substantial amount of user 

take-up. We can assume, that beside of a prototype, there is no functioning solution yet. 

Nevertheless the ICO is doing quite well, with over $10,000,000 raised of its $12,000,000 goal. 

(Connectjob.io, 2018) 

  

https://www.moonlighting.com14  

Moonlighting markets itself as a “mobile on-demand marketplace” with focus on local services 

such as cleaning, transportation, and arts. It offers a basic package and a pro package. An 

appraisal of this site shows it to place an inordinate amount of attention on getting freelancers 

to pay for the pro package by restricting the free package in such a way as to make it almost 

unworkable. For example, the free package permits only 3 client interactions per day, meaning 

that a freelancer on this platform can never scale or grow their operations without paying for a 

package upgrade. According to Moonlighting, it also does not charge any internal transaction 

                                                 

13 Logo can be seen in Figure 18 

14 Logo can be seen in Figure 19 
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processing fees. The business model strongly focuses on the monetization through the toolkit 

subscription. The pro toolkit, which costs $100 every six months offers unlimited direct access 

to potential clients, commission-fee free transactions, accounting tools, crowdfunding tools, 

analytics dashboard, and marketing tools. Some “perks” offered by the pro toolkit such as the 

ability to send unlimited invoices and view transaction history are merely tools which come as 

standard with most other freelancing platforms, which again would seem to indicate that this 

site is not handling much traffic, and a major source of its revenue is the collection of pro 

toolkit subscription fees from its freelancers. (Moonlighting.com, 2018) 

 

http://www.amazon.com: Home & Business Services15 

Amazon Home & Business Services is a fully centralized freelancing platform with heavily 

curated and handpicked skill providers working within strictly enforced Amazon guidelines. 

Entry to the skill providers’ ranks is exclusively invite-only. The application for skill providers 

to get into the program is free with no monthly fees or setup costs, and if they are successful, 

then they gain access to Amazon’s vast number of customers and can leverage its trusted brand 

name.  

Only an elite few are admitted into the program on purpose so that entrants do not have to 

compete with greater numbers of lower skilled providers in their area. Benefits to skill 

providers include easy visibility by a massive audience of potential buyers as their services are 

displayed alongside relevant consumer items on the website, for instance a home theatre 

installation service alongside a home cinema system. Customers can thus order a bundled job 

+ item package, and once they indicate their satisfaction, Amazon pays the provider. 

                                                 

15 Logo can be seen in Figure 20 
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The service range covered here includes  

- Assembly 
- House Cleaning 
- Home Theatre Installation 
- Home Improvement 
- Computers & Electronics  
- Yard & Outdoors 
- Business & Commercial 
- Smart Home Services 

From the point of view of a customer, this platform offers substantial quality guarantees due to 

Amazon brand name and the stringent entry requirements for skill providers. Skill providers 

on this platform, like all other Amazon suppliers/vendors are at a definite disadvantage because 

working conditions, pricing, deliverables and other KPIs are unilaterally decided by the 

centralized Amazon authority and can be altered without any consultation or notice. Skill 

providers also have little or no recourse to dispute resolution services as per Amazon’s 

unspoken policy that the customer is always right, even when they are not. This might lead to 

the problem, that disputes might be decided in favor of the client and to the disadvantage of the 

skill provider. Summing it up, skill providers more look like Amazons own workforce with 

little to now independence and decision freedom, yet being self-employed. (Amazon Home 

Services, 2018) 

www.Thumbtack.com 16   

Thumbtack is a labour marketplace offering users the chance to offer and purchase services of 

handymen, landscapers, piano teachers, personal trainers, cleaners, plumbers, electricians, 

painters or other comparable skills. It positions itself as the platform for people who have found 

a skill or hobby they are passionate about to monetize it within their neighbourhood and exert 

                                                 

16 Logo can be seen in Figure 21 
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total control over their time and earning capacity. It makes an effort to project an image of itself 

as a part of local communities and a democratic, friendly platform that offers an equal shot to 

all participants. (Thumbtack, 2018) 

www.bark.com17 

Bark is a labour marketplace very similar in concept to Thumbtack, while not being anywhere 

near as popular. It uses geolocation to link offline skill providers with their customers in certain 

areas, but what it claims as its major point of difference is that unlike other marketplaces that 

restrict skill buyers to the skill providers registered on their platforms, it contacts wide 

databases of skill providers, including those not signed up to Bark, with the implication that 

solving the users’ problems takes priority over boosting the platform’s revenues. (Bark, 2018) 
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social security               
business tools               
local services               

cooperative ownership               
Escrow payment     * * * * * * * * * * 
Cryptocurrency               

National Currencies               
Job bidding system     * * * * * *     

Service booking system     * * * * * *

 

    
Active customer base               

Advanced matching tools               
* information not available 

Table 2: Competitor Comparison     

                                                 

17 Logo can be seen in Figure 22 
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6 SKILLITY: The skill-sharing network with cooperative Ownership 

 

As seen in the market research above, our society is trending towards flexible and convenient 

working arrangements as opposed to the conventional and rigid 9 to 5 office model. Whatever 

term is used – flexible working, remote working, freelancing, mobile consultancy, virtual 

working – the processes that make up this ecosystem are still flawed in the same ways that the 

brick-and-mortar corporate world is flawed. The Trend of micro-entrepreneurship or 

freelancing can be seen as part of the sharing economy trend, where goods and services are 

shared and exchanged more flexibly.    

The platform business model of SKILLITY connects service providers and service users of the 

freelancing market and tackles the issues (described in chapter 5.3) of the grey labour market 

by applying a model of ‘cooperative ownership on the blockchain’. This enables all platform 

participants to be integrated into the ownership structure of the platform and become genuine 

stakeholders, rather than just visitors with interests that occasionally align. In a pointed 

departure from the typical structure of comparable platforms, SKILLITY aims to add value to 

participants instead of just extracting it. 

 

6.1 Vision and Mission 

The founders of SKILLITY believe in the vision that every person has outstanding talents and 

skills, that are worth sharing with other people in their community. SKILLITY wants to support 

those people in giving each other a helping hand; this is why SKILLITY strives to provide an 

efficient, convenient and fair environment for their activities. The purpose of SKILLITY is to 

connect the right people and enable them to focus on their activities by saving time, increasing 

their efficiency and providing safety. The platform promises to command trust and loyalty. 
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Therefore, the business model applies an ownership model that integrates every participant of 

the network as co-owner with partially distributed profits and democratic, consensus voting. 

The brand directly shows the HEART token, which symbolizes the gratitude and appreciation 

of being paid for the service, that is offered to people in need. It also reflects the 

interconnectivity and eternal value of long-lasting relationships towards the network and each 

other.  

6.2 Problems to be solved 

The problems within the peer-to-peer freelancing economy and grey labour market (chapter 

5.3) are manifold and predominant in a clear majority of the urban population worldwide. 

Hence, SKILLITY aims to solve a number of problems: 

1. Service providers with certain offline skills on offer are constantly looking for clients, 

but there is no effective way of finding and connecting with their potential clients within 

their immediate geographical location. Facebook groups, newspapers, magazines and 

bulletin boards are often used to find clients but are too diffuse to effectively advertise 

one’s own services. SKILLITY offers skill providers a way to present their service 

offering and connect to new skill seekers nearby.  

2. On the other side, Skill seekers face similar issues in finding and connecting skill 

providers. They are not aware of the local environment of service offerings. This is 

basically because the grey labour market has not been digitized yet, due to the lack of 

organizational professionalism and legal issues. Skill Seekers find themselves in a 

situation without transparency and without the ease of comparing all the services 

offered in a specific area. SKILLITY will digitize this analogue and diffuse-digital 

section of the service economy by matching supply and demand efficiently within the 

network.  
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3. As mentioned in chapter 5.3, the grey labour market has a notorious problem of lacking 

job security. Many part-time workers such as cleaning ladies, handymen or uber-drivers 

are self-employed but not officially registered. This results in black labour. The 

resulting threats of black labour are the lack of job security and social welfare such as: 

Insurances (health insurance, liability insurance or unemployment insurance and a 

retirement pension. The advantage of avoided taxes and avoided bureaucratic burden 

comes along with highly risky and uneasy or non-existent job security.  

4. Many jobs and projects available in the gig economy are a total rip-off. This goes both 

ways. First, for the skill providers (who are generally in a position of negotiational 

weakness), their lack of leverage often leads to them being exploited by small and 

medium sized companies or by customers, and hence are facing difficulty getting paid 

on time and at competitive salaries. Clients on the other hand are often billed for work 

that either has not taken place or was not carried out to the required standard. On both 

sides of the gig economy, there is a substantial risk of loss and waste of resources that 

can both be disruptively eliminated. 

5. The challenge that worries users of freelancing platforms is a lack of trust and service 

quality. People (consumers and service providers) need to trust both the platform they 

are using and the people with whom they are connecting and the services to be 

performed as described. The present skill-auditing approach is riddled with too many 

irregularities. It lacks the features of a global augmentation of service quality and 

thereby limiting the quality-audit process aimed at getting premium services. 

6. Existing gig economy platforms often gouge their users with fees of as much as 20% 

charged on every single transaction. Apart from the fact that this punishes skill 

providers, it also means that such platforms have no incentive to ensure that all work is 
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carried out to the required standard because their interest is in closing the transaction 

and collecting a fee. For offline services this results in the threat, that offline skill 

providers bypass the platform after the initial match making with the client by 

continuing the services and charging in cash. Both facts require a new and disruptive 

approach of connecting people into a network. 

7. Finally, almost without exception, these platforms have developed a very transactional, 

one-way relationship with their users. Aside from the transactions they carry out on the 

platforms, both skill users and skill providers get hardly any added value for their effort, 

time, money and loyalty. 

6.3 Business Model 

The platform SKILLITY is the world’s first cooperative skill-sharing network for local services 

such as cleaning or photography; piano or tennis coaches. It can be seen as a social marketplace 

for services as SKILLITY provides social security and integrate every user into the ownership 

of the user cooperative. The platform combines the ease and functionality of an online platform 

with cutting edge transaction security and cooperative ownership for users provided by its 

blockchain enablement. SKILLITY functions as a peer-to-peer platform where people can offer 

their offline skills and services for sale and connect with other users who may be interested in 

booking those skills and services. SKILLITY provides match-making connections, a fair and 

secure environment, and access to professional business tools and social security.  

The goal of the platform is to assist users in showcasing their outstanding talents and 

capabilities that are worth sharing in their immediate community, and to prove that every 

person has such abilities waiting to be drawn out. SKILLITY aims to support people as they 

give each other a helping hand, and key to this is the provision of an efficient, convenient and 

fair environment for their activities. In connecting the right people and enabling them to focus 
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on their activities, SKILLITY saves times, improves efficiency and provides safety and 

security for its users. SKILLITY thus enables people with exceptional skills and positive 

intentions to offer support in their local area and sell it to anybody who needs help. The 

platform enables users in need of such services and skills to find the best skilled people in their 

area to render affordable assistance within a time frame that is convenient for them.  

 

On SKILLITY, the concerns that users have concerning transaction safety, job security, privacy, 

added value and localized usefulness are addressed comprehensively. SKILLITY as a platform 

has the power and potential to enforce the highest service quality and goes a step further than 

any other platform in the protection of skill providers and skill seekers. It provides an Escrow 

feature, to guarantee that all contracts are executed completely and satisfactorily; With this 

feature the payment from the customer is held by the platform and released only when the 

service is carried out by the provider. Barring this, funds are immediately refunded to the buyer. 

This prevents a scenario where a skill provider bills a customer for non-existent or 

unsatisfactory work and incentivizes the service providers to carry out the service without 

betraying or cheating their clients. Rating and review will add transparency and comparability 

about the service quality. Moreover, SKILLITY provides the additional service certifying skills. 

This means, that services offerings will be tested by SKILLITY employees on the validity, 

legality and safety of the service offering.  

In summation, the combination of ratings and reviews, escrow function and certification 

ensures the highest service quality, privacy, transparency, visibility and comparability of skill 

offerings on the platform. Based on these values, a trustworthy network can be built.  
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On SKILLITY, in an unprecedented strategy, social security is provided for service providers 

that schedule more than 20 hours per week. This social security package includes health 

insurance, liability insurance, and even a pension scheme. This means that within the gig 

economy, which is notorious for having no social safety net, it is now possible to get the full 

benefit of a secure job and social welfare without sacrificing the perks of independent 

freelancing such as flexible working hours and arrangements and higher payments then being 

an employee.  

 

Instead of gouging existing users, SKILLITY charges a 20% transaction fee from providers for 

every skill booking done by new and first-time customers. For every repeat booking done by 

the same clients for the same provider, the provider is charged NO fee for rebooking, which 

incentivizes them to remain loyal to the platform and bring in more participants whose initial 

20% charge will make up a large part of the platform’s revenue and hence of the democratically 

distributed profits. In this way, SKILLITY can avoid being bypassed by skill providers for 

rebooking as the platform costs for rebooking’s are very low anyway. Most of the revenue 

comes from the magical moment of match-making, which also inherently represents the added 

value to the skill providers. This is the moment, when they are willing to pay a premium to the 

platform.  

 

As previously mentioned our society currently faces the issues, that most platforms treat their 

users as resource for generating ad-revenue and the issue in our society, that workers are often 

exploited by corporate investors. Although workers contribute to the biggest part of value 

creation, their salary is often insufficient to make a living, investors skim off big dividends. 

With the theoretical model of cooperate ownership, SKILLITY integrates every employee and 
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user of the platform into the ownership of the network. This means, that every user gets a say 

on strategic decisions and an equal distribution of profits. The strength of a cooperative 

ownership model compared to a mere investor focused capitalistic model is, that their data and 

privacy are better protected, participation is directly rewarded, and they feel committed, loyal 

and motivated, because they know they are contributing to a platform which is partly their own. 

That is why they are more likely to refer other people to the platform. The user’s satisfaction 

leads to unknown social conditions within our society, where everybody feels equal part of the 

community. By applying the cooperative idea to SKILLITY we live the ideals of the 

Blockchain community, open source movement, stakeholder integration and decentralisation 

of power. We believe, that SKILLITY can start a social and digital revolution by giving power 

to the people. 

To ensure, that every participant automatically becomes a cooperative owner of SKILLITY we 

reward every user registration with a number of shares of SKILLITY in the value of $10. 

SKILLITY pioneers the concept of cooperative ownership on the blockchain, making use of 

the platform’s native cryptocurrency and share of ownership as a mechanism by which the 

platform distributes its profits at regular intervals. The HEART token can be seen as a Share 

of the platform and categorized as a security as it entitles token holders to receive the profits 

from product operations. This is possible in forms of Airdrops, available to coin holders at the 

point of events, which will be announced ahead of time. Key to this vision is the use of an 

ERC-20 cryptocurrency token called HEART, which has a dual function on the SKILLITY 

platform as both a medium of exchange and an entitlement to a share of platform profits. 

Operating in a way similar to that of a corporate share, the token allows users to receive a 

portion of profits which are regularly distributed, as well as participate in the platform’s 

democratic processes. It can also be used by users if they wish as a preferred medium of 
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exchange in lieu of fiat currencies. The usage of the HEART token as a means of payment 

automatically includes all participants that held or receive HEARTS into the ownership 

structure of the platform, and therefore drives motivation, loyalty and commitment for the 

platform. To put it in a nutshell the ease and trustworthiness of the Ethereum Blockchain as 

explained in chapter 4.3. allows us to let our network participants also use the share for 

payments to each other. By using the HEART token as means of payment many people will 

automatically invest and fund the project indirectly by their platform usage. The periodically 

possibility of consensus voting gives all holders of the token a means of involvement in the 

strategic decisions that would be carried out within the platform. 

 

HEART Token 

SKILLITY will offer a securities token called “HEART”.  The HEART Token will be an 

ERC20/Waves compatible token to be developed on the Ethereum Blockchain Waves platform 

and designed to be used by members within the SKILLITY platform. Following this standard, 

HEART tokens are easily transferable between users and platforms using ERC20-compatible 

wallets and can be integrated into major exchanges around the world for transactions. The 

HEART tokens are not only a medium of exchange but also a share of the platform. It grants 

partial dividends, democratic voting rights and can also be used to pay for the service bookings. 

The token HEART symbolizes the gratitude and appreciation that is payed and felt when 

helping services are offered to people in need. It also reflects the interconnectivity and eternal 

value of long-lasting relationships towards the network and each other. 

On SKILLITY, users may generally prefer to book the services in USD or their respective local 

currency, but skill providers can opt in to receive the Heart Token. In this way they can 

immediately save the platform transaction costs which could be 20% for first bookings and 0% 
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for every rebooking. This scheme prevents skill providers from leaving the platform as there 

will be no more transactions fees after the first booking. The real value is based on the first 

booking. 

Approximately, 80% of skill providers want to get paid in local currency, yet 20% would opt 

in to receive HEART tokens as corresponding currency. The short-term incentive for Skill 

providers to receive equal value of fiat currency amount in HEART is a 5% better exchange 

rate than they would get compared to average market prices.  

The platform thus acts as an exchange for its own shares, either by distributing tokens from 

stock or purchasing them on the currency market from other exchange websites in steady and 

continuous operations with the advantage of partnerships that enable lower spreads due to the 

high trading volume. Using the token’s smart contract capability, monthly distribution of 

profits takes place via airdrops. Also, in the event that both the provider and the skill seeker 

choose to use HEART as their means of payment, their ETH wallets connected to their accounts 

will be debited and credited accordingly. 

 

 

With the HEART token, skill providers can: 

1. Hold and participate for monthly profit distribution (Invest and participate) 

2. Vote at strategic meetings of the platform with their proportionate voting rights (voting) 

3. Book skills on SKILLITY (usage) 

4. Send token to any ETH address outside of SKILLITY (Transfer and storage) 

5. Sell at any time they want on SKILLITY or other exchanges (immediate liquidation) 
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6.4 Value Proposition 

SKILLITYs value proposition can be divided into four categories: 

1. Platform function 
a. Match Making 
b. Ratings and Reviews 
c. Certification of Skill Providers 
d. Escrow 
e. Safe payment 
f. High listings by levels 

2. Business Tools 
a. Video profile 
b. Data analysis 
c. Video calls 
d. Automated booking  
e. Scheduling system 
f. Client management (tasks, notes, documents, info) 

3. Social Security 
a. Health insurance 
b. Liability insurance 
c. Pension fund 
d. Support with official business registration 

4. Blockchain values 
a. Cooperative ownership 
b. Distributed profits 
c. Democratic consensus voting 

6.5 Challenges and threats  

The Business Model of SKILLITY and the foundation of the corresponding start up faces 

multiple challenges and threats that must be overcome or avoided. The potential challenges 

and threats are:  

- The chicken and egg problem as described in chapter 4.2 that scares potential users. 

- Blockchain scares potential users. 

- Competition of freelancing platforms is high and does not allow a new market 

entrant in a market that favours monopolies, due to the nature of networking effects.  
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- SKILLITY cannot find investors. This threat depends on many other factors such 

as the business model, the market size and potential and the overall economic 

situation.  

- Legal issues, that arise by offering social security solutions and freelancing 

solutions that mean disruptive innovations to many countries.  

- Privacy issues. This threat focuses on the unwillingness of users to allow the 

platform to use data for further analysis and predictive processing. Nevertheless, 

this threat is negligible, because users are highly valuing the solutions offered by 

the platform and will feel being part of a social and fair network, that they are 

owning and having a say. (e.g. strategical decisions on how to handle data) 

- Platform is used for sexual services or legal services. Although prostitution is legal 

in some countries it would destroy the nature and spirit of the platform. Hence, this 

can be seen as a threat that has to be mitigated.  

- Potential users dislike the brand design, logo or name. 

- Potential users are lacking knowledge in blockchain and cryptocurrency 

- Price for features such as business tools or social security is too high.  

- Income tax issues might arise for the users. This challenge can be mitigated by 

supporting users with their filing of documents automatically or the use of 

cryptocurrency for transaction anonymity.  

- Imitations of incumbents, who also offer a platform model or offer cryptocurrency 

or cooperative ownership or business tools. This threat can be overcome by offering 

the right combination features and execute quick growth.  

- Specific labour law regulations in different countries, that could harm the offering 

of SKILLITY. (e.g. Uber, Airbnb etc.) 
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7 Quantitative Research 

As we saw in above section 6.3 the business model of SKILLITY proposes and contains 

hypotheses, that are based on the literature review and secondary market research. These 

hypotheses shall be tested on their validity with a primary market research survey. In the end 

the cluster analysis segments the market and qualitative answers will show the feedback of 

users. Moreover, the quantitative analysis aims to provide insights, that are relevant to derive 

a target customer segment, marketing plan and prototyping. 

7.1 Research Hypothesis and underlying Questions 

Following hypotheses shall be tested in the quantitative research:  

1. People are willing to use an online platform for offering and searching of skills and 

service.  

2. Cooperative Ownership increases the motivation, commitment, identification, and 

loyalty of customers to the platform.  

3. The cooperative ownership model suits well to a freelancing platform for local services.  

4. People struggle to easily find and connect to Skill Providers, when they are in need of 

a service. 

5. Skill providers struggle to find new customers and connect to skill seekers. 

6. Freelancing platforms are seen as offering shady and incompetent services.  

7. Freelancing platforms enable users to deny payments for services to easily. 

8. Online payments via platforms are seen as unsecure and unreliable 

9. Users fear insufficient service quality (safety, legibility, reliability), when booking on 

online platforms.  

10. Most users are unfamiliar with Blockchain and cryptocurrency. 

11. Some few people are willing to use tokens for payments on online platforms. 

12. People perceive the proposed innovative features offered by the business plan as 

valuable-adding. 

13. People have capabilities, that they are willing to offer on a skill-sharing network. 

14. The SKILLITY logo symbolizes the values of the business model. 
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15. There is a high market demand for a skill-sharing network with cooperative ownership 

model built on a blockchain.  

 

Additional research questions: 

16. Which kind of local services do users prefer to offer on a freelancing platform? 

17. Which kind of local services are people seeking? 

18. How big is the potential market share?  

19. How many users willing to accept tokens for payments?  

20. What is the demographical and geographical target customer segment for skill providers?  

21. What is the demographical and geographical target customer segment for skill seekers?  

22. What suggestions or concerns do potential users have? 

7.2 Market Research Design 

In May 2018, a survey (Appendix 1: SKILLITY Market Research Survey) was conducted to 

gather data on internet users’ opinions on a newly developed freelancing platform called 

SKILLITY.  This survey included 37 questions, 4 of which collected demographic information 

(independent worker status, gender, age, and country).  The rest focused on respondents’ 

experience with freelancing platforms, their concerns about buying and selling on freelancing 

platforms, their experience with cryptocurrency and blockchain, how valuable they found 

SKILLITY’s features, their overall feeling about SKILLITY’s brand and logo, their likelihood 

to use the platform and its cryptocurrency, and any concerns or suggestions they had about 

using SKILLITY. 

The survey was created and distributed on the SurveyMonkey platform and distributed to 

respondents via six individual links shared on different social media and freelancing websites, 

to best approach the target audience of digital natives and freelancers: 

 

1. Facebook 
2. LinkedIn 
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3. Whatsapp 
4. LINE 
5. MTurk 
6. Reddit 

During the first wave of data collection, 604 responses were collected.  Upon reviewing the 

responses, it was determined that some respondents were filling out the survey without reading 

the questions.  To ensure that further responses were legitimate, two attention check questions 

were added to the survey (i.e., “Please choose 5 (extremely valuable) for this row.”).  A new 

link was created, shared and 456 more responses were collected. 

In total, 1,060 responses were collected.  The responses were reviewed for legitimacy (i.e., 

respondents that were reading the questions and answering accordingly) and removed from 

consideration if: 

1. They answered less than five questions. 
2. They failed both “attention check” questions. 
3. They responded to questions on experience using a freelancing platform 

inconsistently (e.g., they reported that they had used a freelancing platform before, 
then later reported that they had never used a freelancing platform). 

4. They provided answers to the open-ended questions that did not make sense in 
context. 

This process resulted in 402 responses being removed, leaving a total of 658 legitimate 

responses for the analysis.  IBM’s SPSS statistics 22 was used to analyse the responses, and 

the tables come from the SPSS output. Unless otherwise noted, all Likert scale questions are 

reported on a scale from 1 to 5. 

 

 

 

7.3 Descriptive Statistics  

Respondents 
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Collector Frequency Percent 
Web Link 1 Facebook 49 7.4 
Web Link 2 LInkedin 1 .2 
Web Link 3 Whatsapp 4 .6 
Web Link 4 LINE 2 .3 
Web Link 6 MTurk 285 43.3 
Web Link 7 Mturk Wave 2 317 48.2 
Total 658 100.0 

Table 3: Survey Collectors 

The majority of responses came from MTurk (n = 602), with Facebook making up most of the 

other responses (n = 49). 

 
Gender Frequency Percent 
Male 325 49.4 
Female 247 37.5 
Missing 86 13.1 
Total 658 100.0 
Table 4: Survey results; Gender Distribution 

About half of the respondents reported their gender as male (49.4%).  Nearly three out of four 

reported that they were female (37.5%) and the rest did not indicate a gender (13.1%). 

 
Age Range Frequency Percent 
Under 18 1 .2 
18 - 24 70 10.6 
25 - 29 144 21.9 
30 - 34 112 17.0 
35 - 39 89 13.5 
40 - 44 44 6.7 
45 - 49 36 5.5 
50 - 54 37 5.6 
55 - 59 20 3.0 
60 - 64 8 1.2 
65 - 69 9 1.4 
70 + 5 .8 
Missing 83 12.6 
Total 658 100.0 

Table 5: Survey results; Age Range 

The majority of respondents fell within the range of 18 to 39 (63.0%).  The largest group was 

the 25 to 29 group (21.9%). 

 

 
Country Frequency Percent 
Algeria 1 .2 
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Argentina 1 .2 
Australia 5 .8 
Austria 1 .2 
Bahrain 2 .3 
Bangladesh 2 .3 
Barbados 1 .2 
Belgium 1 .2 
Brazil 5 .8 
Canada 15 2.3 
China 6 .9 
Croatia 1 .2 
Denmark 1 .2 
Egypt 1 .2 
France 4 .6 
Germany 27 4.1 
Greenland 1 .2 
India 52 7.9 
Indonesia 2 .3 
Ireland 3 .5 
Italy 8 1.2 
Jamaica 1 .2 
Japan 1 .2 
Kenya 1 .2 
Macedonia 2 .3 
Malaysia 2 .3 
Mexico 1 .2 
Namibia 1 .2 
Netherlands 1 .2 
New Zealand 1 .2 
Nigeria 2 .3 
Norway 1 .2 
Pakistan 1 .2 
Philippines 3 .5 
Romania 3 .5 
Spain 4 .6 
Sweden 1 .2 
Taiwan 10 1.5 
Thailand 3 .5 
Trinidad and Tobago 1 .2 
Turkey 1 .2 
Ukraine 2 .3 
United Kingdom 14 2.1 
United States 371 56.4 
Uzbekistan 1 .2 
Venezuela 3 .5 
Vietnam 1 .2 
Missing 85 12.9 
Total 658 100.0 

Table 6: Survey results; Respondents country of origin 
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The majority of respondents indicated the United States (56.4%) or India (7.9%) as the country 

in which they resided, with another 4.1% from Germany, 2.3% from Canada, and 2.1% from 

the United Kingdom.  About 13% did not report what country they resided in. 

 
  Independent Worker Status Frequency Percent 

No 247 37.5 
Yes 326 49.5 
Missing 85 12.9 

Total 658 100.0 
Table 7: Survey results; Independent worker status 

Nearly half of respondents reported that they were an independent worker of some kind, 

whether full-time, part-time, or to complement another job (49.5%).  About one out of every 

eight respondents (12.9%) did not respond to the question. 

 

 
Experience with Cryptocurrency and Blockchain Assets 
 

Experience with Cryptocurrency Frequency Percent 
No 451 68.5 
Yes 186 28.3 
Not sure 17 7.1 
Missing 4 .6 
Total 334 100.0 

Table 8: Survey results; Experience with Cryptocurrency 

Only 28.3% of respondents reported that they had used cryptocurrency before, while nearly 

69% indicated that they had not. 

Experience with Blockchain Assets Frequency Percent 
No 455 69.1 
Yes 172 26.1 
Not sure 23 3.5 
Missing 8 1.2 
Total 334 100.0 

Table 9: Survey results; Experience with Blockchain Assets 

Similarly, just over a quarter of respondents (26.1%) reported that they had invested in 

blockchain assets before, while about 69% had not. 

 
Experience with Freelancing Platforms 
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Experience with Freelancing Platform(s) Frequency Percent 
Both 66 10.0 
Buyer 145 22.0 
Seller 202 30.7 
Neither 245 37.2 
Total 658 100.0 

Table 10: Survey results; Experience with Freelancing Platform(s) 

Most respondents also reported that they had used a freelancing platform before, as a buyer, a 

seller, or both (62.7%).  Nearly a third had only used a platform as a seller (30.7%), while 

22.0% had only used a platform as a buyer.  About 10% had used a platform as both a buyer 

and a seller. 

 
 

  Bad Sellers Frequency Percent 
Not a problem 108 16.4 
Small problem 358 54.4 
Big problem 184 28.0 
Missing 8 1.2 
Total 658 100.0 

Table 11: Survey results; Threat of bad sellers 

Generally, respondents felt that bad sellers (sellers who do not deliver on their promises) 

were only a small problem (54.4%).  About a quarter (28.0%) felt that bad sellers were a big 

problem, and only 16.4% felt they were not a problem at all. 

 
Bad Purchasers Frequency Percent 
Not a problem 103 15.7 
Small problem 296 45.0 
Big problem 256 38.9 
Missing 3 .5 
Total 658 100.0 

Table 12: Survey results;  Threat of bad purchasers 

On the other hand, more respondents felt that bad purchasers (purchasers who would reject 

competent work or refuse to pay after receiving service) were a big problem (38.9%). 

 
Worry About Security Frequency Percent 
Not at all worried 29 4.4 
Not very worried 106 16.1 
Somewhat worried 111 16.9 
Very worried 166 25.2 
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Extremely worried 145 22.0 
Missing 101 15.3 
Total 658 100.0 

Table 13: Survey results; worry about security 

Nearly half of all respondents were very worried (25.2%) or extremely worried (22.0%) about 

the security of their transactions on freelancing platforms.  Only 4.4% were not at all worried. 

 
Worry as Purchaser Frequency Percent 
Not at all worried 13 2.0 
Not very worried 40 6.1 
Somewhat worried 98 14.9 
Very worried 190 28.9 
Extremely worried 156 23.7 
Missing 161 24.5 
Total 658 100.0 

Table 14: Survey results; worry as purchaser 

Similarly, over half of respondents reported that they were very worried (28.9%) or extremely 
worried (23.7%) about the quality of the service they will receive as buyers on a freelancing 
platform.  Only 2.0% were not at all worried. 
 
Value of Features 
 

Feature N Minimum Maximum Mean Std. Deviation 

Social Security Benefits 644 1.0 5.0 4.234 .9705 

Ratings and Reviews 638 1.0 5.0 4.235 .8578 

Escrow Function 639 1.0 5.0 4.064 .9152 

Matchmaking with Local Providers 644 1.0 5.0 4.043 .9339 

Certification of Service Quality 643 1.0 5.0 4.017 .9007 

Low Transaction Fees 645 1.0 5.0 4.009 1.0000 

CRM Tools 642 1.0 5.0 3.858 .9530 

Mean Value 626 1.0 5.0 4.073 .6654 
Table 15: Survey results; value of features 

Generally, respondents found ratings and reviews (mean = 4.24) and social security benefits 

(mean = 4.23) the most valuable in terms of SKILLITY’s features.  On the other hand, 

respondents were least interested in customer relationship management (CRM) tools (mean = 

3.86). 

About half of respondents felt that the ratings and reviews (47%) and social security benefits 

(52%) were extremely valuable.  About three-quarters of respondents felt that the escrow 
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function (73%), matchmaking with local providers (75%), certification of service quality (75%), 

and low transaction fees (73%) were either very valuable or extremely valuable. 

Comfort Using Cryptocurrency 

 

Figure 3: Comfort using Cryptocurrency 

Respondents are generally at least somewhat comfortable using cryptocurrency, although a 

little over a third (36%) are hesitant about accepting a cryptocurrency as payment (not at all 

comfortable or not very comfortable with it). 

Question N Minimum Maximum Mean Std. Deviation 
Interest Selling 657 1.0 5.0 3.170 1.1410 
Interest Buying 653 1.0 5.0 2.866 1.2597 
Interest Investing 651 1.0 5.0 2.348 1.2201 
Appeal of Coop Ownership 656 1.0 5.0 3.710 .9794 
Ease of Finding Sellers 658 1.0 5.0 2.860 .9765 

Table 16: Survey results; interest indication 

Respondents are somewhat interested in selling on SKILLITY (mean = 3.17), but less 

interested in buying from (mean = 2.87) or investing in SKILLITY (mean = 2.35).  They also 

generally find the idea of cooperative ownership very appealing (mean = 3.71).  Respondents 

agree that it is not a huge problem finding local sellers, but that it is not easy either (mean = 

2.86). 

Question N Minimum Maximum Mean Std. Deviation 
Brand Overall 600 2.0 5.0 3.998 .7501 
Logo 598 1.0 5.0 3.870 .9684 
Likely to Purchase HEART Tokens 580 1.0 5.0 2.645 1.1388 
Likely to Exchange HEART Tokens 590 1.0 5.0 2.729 1.2255 
Likely to Accept HEART Tokens 592 1.0 5.0 2.664 1.220 
Likely to Pay in HEART Tokens 587 1.0 5.0 2.743 1.231 

Table 17: Survey results; comfort with Brand, Logo and Tokens 
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Overall, respondents were very positive about the brand as described (mean = 4.00).  They also 

responded positively to the logo (mean = 3.87).  However, respondents were only somewhat 

likely to exchange (mean = 2.73) or pay in HEART tokens (mean = 2.74), and a bit less likely 

to purchase (mean = 2.65) or accept HEART tokens as payment (mean = 2.66). 

 

Skills & Services Respondents Would Consider Purchasing on SKILLITY 

Skill/Service Frequency Percent 
Caretaking 147 22.3 

Cleaning 268 40.7 

Custom-made Art 143 21.7 

Handyman Service/Repairs 280 42.6 

Live Music 92 14.0 

Photography 182 27.7 

Special Delivery and Transportation 182 27.7 
Tour Guide 99 15.0 
Translation 119 18.1 
Tutoring or Teaching 218 33.1 
Other 15 2.3 

Table 18: Survey results; demanded services 

A little over a third of respondents would consider using SKILLITY to purchase cleaning 

(40.7%), handyman/repair (42.6%), or tutoring/teaching services (33.1%).  Fewer indicated 

that they might use SKILLITY to purchase live music (14.0%) or tour guide (15.0%) services.  

About 2% indicated that they might purchase other sills that involved office assistance, tax and 

financial services, legal guidance, graphic design, job finding, picking up/dropping off people, 

planning small activities, software skills and services, fitness and sport training/coaching, and 

voiceover artistry. 
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7.4 T-Tests 

Gender and value of features 

Group Statistics 
 Gender N Mean Std. Deviation Std. Error Mean 
Mean Value Male 316 4.0212 .65103 .03662 

Female 240 4.1762 .63545 .04102 
Table 20: t-test group statistics 

A t-test to assess differences between males and females on the overall value of SKILLITY’s 

features revealed that females were slightly more likely to feel the features were valuable than 

males (p = .005). 

 

 

 

 

 

 

Independent Samples Test 

 

Levene's Test 
for Equality of 

Variances t-test for Equality of Means 

F Sig. t df 
Sig.  

(2-tailed) 
Mean 

Difference 
Std. Error 
Difference 

95% Confidence Interval 
of the Difference 

Lower Upper 
Mean 
Value 

Equal variances 
assumed .274 .601 -2.808 554 .005 -.15494 .05517 -.26331 -.04657 

Equal variances 
not assumed   -2.818 520.815 .005 -.15494 .05499 -.26297 -.04692 

Table 19: Independent Samples Test 
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Gender and Comfort/Likelihood of Using Cryptocurrency/HEART Tokens 

 

 Table 21: t-test with gender differences; Independent Samples Test

Independent Samples Test 

 

Levene's Test 
for Equality of 

Variances t-test for Equality of Means 

F Sig. t df 
Sig. (2-
tailed) 

Mean 
Difference 

Std. Error 
Difference 

95% Confidence Interval 
of the Difference 

Lower Upper 
Appeal of Coop Ownership Equal variances assumed 2.284 .131 .687 568 .493 .0567 .0826 -.1055 .2188 

Equal variances not assumed   .698 555.561 .486 .0567 .0813 -.1029 .2163 
ComfortPayingCrypto Equal variances assumed 3.793 .052 5.364 568 .000 .5513 .1028 .3495 .7532 

Equal variances not assumed   5.461 557.947 .000 .5513 .1010 .3530 .7496 
ComfortAcceptingCrypto Equal variances assumed .449 .503 5.723 569 .000 .6161 .1077 .4047 .8276 

Equal variances not assumed   5.800 552.354 .000 .6161 .1062 .4075 .8248 

LikelyPurchaseHEARTTok
ens 

Equal variances assumed .114 .736 1.966 558 .050 .1903 .0968 .0001 .3805 
Equal variances not assumed   1.975 530.172 .049 .1903 .0963 .0011 .3795 

LikelyExchangeHEARTTok
ens 

Equal variances assumed .074 .785 4.203 568 .000 .4301 .1023 .2291 .6311 
Equal variances not assumed   4.241 545.647 .000 .4301 .1014 .2309 .6293 

LikelyAcceptHEARTToken
s 

Equal variances assumed .159 .690 3.135 569 .002 .3205 .1022 .1197 .5213 
Equal variances not assumed   3.157 542.325 .002 .3205 .1015 .1211 .5199 

LikelyPayInHEARTTokens Equal variances assumed .004 .950 3.880 565 .000 .4005 .1032 .1978 .6033 
Equal variances not assumed   3.904 536.733 .000 .4005 .1026 .1990 .6021 
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Table 22: t-test with gender differences; Independent Samples Test 

However, males were more likely to feel comfortable paying in and accepting cryptocurrency, 

exchanging HEART token, accepting HEART tokens as payment, and making payments in 

HEART tokens.  In some cases, the difference was relatively large (e.g., mean comfort accepting 

cryptocurrency as payment for males was 3.090, but only 2.538 for females). 

Experience with Blockchain and Comfort/Likelihood of Using Cryptocurrency/HEART 

Tokens 

 

Levene's Test 
for Equality of 

Variances t-test for Equality of Means 

F Sig. t df 
Sig. (2-
tailed) 

Mean 
Difference 

Std. Error 
Difference 

Appeal of Coop Ownership Equal variances assumed 4.387 .037 -3.159 623 .002 -.2771 .0877 
Equal variances not assumed   -3.416 364.924 .001 -.2771 .0811 

ComfortPayingCrypto Equal variances assumed 24.391 .000 -13.569 622 .000 -1.3331 .0983 
Equal variances not assumed   -14.774 363.462 .000 -1.3331 .0902 

ComfortAcceptingCrypto Equal variances assumed 9.706 .002 -13.864 622 .000 -1.4341 .1034 
Equal variances not assumed   -14.684 345.198 .000 -1.4341 .0977 

LikelyPurchaseHEARTTokens Equal variances assumed 2.884 .090 -6.981 551 .000 -.7453 .1068 
Equal variances not assumed   -7.080 248.718 .000 -.7453 .1053 

LikelyExchangeHEARTTokens Equal variances assumed 1.932 .165 -8.721 561 .000 -.9685 .1111 
Equal variances not assumed   -8.903 260.505 .000 -.9685 .1088 

LikelyAcceptHEARTTokens Equal variances assumed 2.846 .092 -7.679 563 .000 -.8637 .1125 
Equal variances not assumed   -7.851 260.629 .000 -.8637 .1100 

LikelyPayInHEARTTokens Equal variances assumed 2.708 .100 -7.021 558 .000 -.8039 .1145 
Equal variances not assumed   -7.207 258.247 .000 -.8039 .1115 

Table 23: t-test Blockchain experience and potential usage 

Group Statistics 
 Gender N Mean Std. Deviation Std. Error Mean 
Appeal of Coop Ownership Male 323 3.895 1.0252 .0570 

Female 247 3.838 .9096 .0579 
ComfortPayingCrypto Male 323 3.090 1.2834 .0714 

Female 247 2.538 1.1215 .0714 
ComfortAcceptingCrypto Male 324 2.985 1.3272 .0737 

Female 247 2.368 1.2021 .0765 
LikelyPurchaseHEARTTokens Male 317 2.713 1.1541 .0648 

Female 243 2.523 1.1109 .0713 
LikelyExchangeHEARTTokens Male 323 2.892 1.2451 .0693 

Female 247 2.462 1.1641 .0741 
LikelyAcceptHEARTTokens Male 324 2.790 1.2364 .0687 

Female 247 2.470 1.1748 .0748 
LikelyPayInHEARTTokens Male 322 2.894 1.2411 .0692 

Female 245 2.494 1.1861 .0758 
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Group Statistics 

 Ever Invested 
Blockchain 

N Mean Std. Deviation Std. Error 
Mean 

Appeal of Coop Ownership No 453 3.810 1.0215 .0480 

Yes 172 4.087 .8573 .0654 

ComfortPayingCrypto No 454 2.520 1.1425 .0536 

Yes 170 3.853 .9463 .0726 

ComfortAcceptingCrypto No 453 2.355 1.1897 .0559 

Yes 171 3.789 1.0472 .0801 

LikelyPurchaseHEARTTokens No 412 2.432 1.1020 .0543 

Yes 141 3.177 1.0709 .0902 
LikelyExchangeHEARTTokens No 418 2.452 1.1646 .0570 

Yes 145 3.421 1.1160 .0927 

LikelyAcceptHEARTTokens No 420 2.419 1.1808 .0576 

Yes 145 3.283 1.1286 .0937 

LikelyPayInHEARTTokens No 417 2.511 1.1972 .0586 

Yes 143 3.315 1.1347 .0949 

Table 24: t-test Blockchain experience and potential usage; group statistics 

As suggested in other analyses, those who had experience investing in blockchain currencies were 

more likely to find cooperative ownership appealing, to be more comfortable in both paying with 

and accepting cryptocurrency, and to use HEART tokens (whether purchasing, exchanging, 

accepting, or paying with them). 

Gender and Interest in Buying, Selling, and Investing in SKILLITY/HEART Tokens 

 

 

Levene's Test for 
Equality of Variances t-test for Equality of Means 

F Sig. t df 
Sig.  

(2-tailed) 
Mean 

Difference 
Std. Error 
Difference 

Interest Selling Equal variances assumed 2.089 .149 2.408 569 .016 .2330 .0968 
Equal variances not assumed   2.377 502.203 .018 .2330 .0980 

Interest Buying Equal variances assumed 1.635 .202 .433 565 .665 .0462 .1067 
Equal variances not assumed   .429 505.124 .668 .0462 .1077 

Interest 
Investing 

Equal variances assumed .797 .372 2.825 564 .005 .2929 .1037 
Equal variances not assumed   2.850 541.342 .005 .2929 .1028 

Table 25: t-test gender and investing interest 
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Group Statistics 
 Gender N Mean Std. Deviation Std. Error Mean 
Interest Selling Male 324 3.512 1.0974 .0610 

Female 247 3.279 1.2059 .0767 
Interest Buying Male 323 3.161 1.2230 .0680 

Female 244 3.115 1.3033 .0834 
Interest Investing Male 321 2.766 1.2568 .0701 

Female 245 2.473 1.1754 .0751 
Table 26: t-test gender and investing interest, group statistics 

Gender also had a significant effect on interest in selling and investing in SKILLITY and HEART 

tokens.  For both cases, males were more likely than females to report interest (p = .016 and p 

= .005, respectively); however, males and females reported the same interest in buying (p = .665). 

7.5 ANOVA 

Experience with Blockchain/Cryptocurrency and Feelings About Brand Overall 
 

ANOVA 
Brand Overall   

 Sum of Squares df Mean Square F Sig. 
Between Groups 4.954 1 4.954 9.068 .003 
Within Groups 311.960 571 .546   
Total 316.914 572    

Table 27: ANOVA 

Descriptives 

Brand Overall   

 N Mean Std. Deviation Std. Error 

95% Confidence Interval for 
Mean 

Minimum Maximum Lower Bound Upper Bound 
No 427 3.958 .7680 .0372 3.885 4.031 1.0 5.0 
Yes 146 4.171 .6471 .0536 4.065 4.277 3.0 5.0 
Total 573 4.012 .7443 .0311 3.951 4.073 1.0 5.0 

Table 28: ANOVA Descriptives 

The results of an Analysis of Variance (ANOVA) show that those who have invested in blockchain 

assets before are significantly more likely to feel positive about the brand overall (p = .003).  The 

difference is relatively small, but those who have invested reported feeling slightly more positive 

(mean = 4.17) than those who have not (mean = 3.96). 
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7.6 Regression 

Several regression analyses were conducted to determine the relationships between variables, 

including likelihood to use SKILLITY.  This variable was collected on a scale from 0 (not likely) 

to 2 (likely) 

Gender and Likelihood of Using SKILLITY 
 

Coefficientsa 

Model 
Unstandardized Coefficients 

Standardized 
Coefficients 

t Sig. B Std. Error Beta 
1 (Constant) 1.355 .032  42.49 .000 

Gender -.157 .048 -.134 -3.23 .001 
a. Dependent Variable: SeeSelfUsingSKILLITY 

Table 29: Regression Coefficients, Gender and usage 

Gender is significant in predicting whether someone can see themselves using SKILLITY (p 

= .001), although the variance explained is small (R-square = .018).  Males are more likely to 

indicate that they would use SKILLITY than females. 

 
Age Range and Likelihood of Using SKILLITY 
  

Analysis of Variance 

Source DF 
Sum of 
Squares 

Mean 
Square F Value Sig. 

Model 1 1.86716 1.86716 5.63 0.0180 

Error 572 189.70253 0.33165     

Corrected Total 573 191.56969       

 
Root MSE 0.57619 R-Square 0.0097 
Dependent Mean 1.294 Adj R-Sq 0.0080 

Coeff Var 44.52816    
 

Coefficientsa 

Model 
Unstandardized Coefficients 

Standardized 
Coefficients 

t Sig. B Std. Error Beta 
1 (Constant) 1.381 .046  29.82 .000 

Age Range -.025 .011 -.099 -2.37 .018 
a. Dependent Variable: SeeSelfUsingSKILLITY 

Table 30: Regression Coefficients, Age Range and usage 
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Age Range is significant in predicting whether someone can see themselves using SKILLITY (p 

= .018), such that younger individuals tend to be more likely to see themselves using SKILLITY; 

however, the effect is very small (-.025 points for each “unit” of age range). 

Independent Worker and Likelihood of Using SKILLITY 
 

Analysis of Variance 

Source DF Sum of 
Squares 

Mean 
Square F Value Sig. 

Model 1 5.918 5.918 18.227 .000 

Error 570 185.061 .325     

Corrected Total 571 190.979       

 
Root MSE 0.57009 R-Square 0.031 

Dependent Mean 1.294 Adj R-Sq .029 
Coeff Var 44.05641   

 
Coefficientsa 

Model 
Unstandardized Coefficients 

Standardized 
Coefficients 

t Sig. B Std. Error Beta 
1 (Constant) 1.170 .036  32.27 .000 

Independent Worker .205 .048 .176 4.27 .000 
a. Dependent Variable: SeeSelfUsingSKILLITY 

Table 31: Regression Coefficients, Freelancing status and usage 

Whether someone is a freelancer, self-employed, or small business owner (or other independent 

worker) is significant in predicting whether they can see themselves using SKILLITY or not (p 

< .001).  Those who are independent workers are more likely to report that they would consider 

using SKILLITY. 

Experience with Cryptocurrency and Likelihood of Using HEART Tokens 

Past Investment in Blockchain Assets 
Likelihood of… Overall Model Variable 

F-value p-value R-square t-value p-value 
Purchasing HEART Tokens 48.74 <.001 .081 6.98 <.001 
Exchanging HEART Tokens 76.06 <.001 .119 8.72 <.001 
Accepting HEART Tokens as Payment 58.97 <.001 .095 7.68 <.001 
Making Payments in HEART Tokens 49.29 <.001 .081 7.02 <.001 

Table 32: Experience with Blockchain influencing the likelihood of token usage 
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Those who have invested in blockchain assets in the past are more likely to purchase HEART 

tokens than those who have not (p < .001).  They are also more likely to exchange HEART tokens 

(p < .001), accept HEART tokens as payment (p < .001), and make payments in HEART tokens 

(p < .001). 

 

Past Use of Cryptocurrency 
Likelihood of… Overall Model Variable 

F-value p-value R-square t-value p-value 
Purchasing HEART Tokens 30.71 <.001 .052 5.54 <.001 
Exchanging HEART Tokens 54.36 <.001 .087 7.37 <.001 
Accepting HEART Tokens as Payment 35.54 <.001 .058 5.96 <.001 
Making Payments in HEART Tokens 51.91 <.001 .084 7.20 <.001 

Table 33: Experience with Cryptocurrency influencing the likelihood of token usage 

Just as those with experience investing in blockchain assets are more likely to use HEART tokens 

than those without, the same is true of those with experience using cryptocurrency in the past (p 

< .001). 

7.7 Logit Model 

Logistic regression (Logit Model) is used to model the relationship between the binary dependent 

variable and the independent variables.  This analysis is undertaken in order to create a model (a 

regression formula) that can predict with at least some degree of accuracy which outcome is likely 

to follow a certain set of variables.  In this case, we are attempting to determine whether someone 

is likely to use SKILLITY or not based on several demographic variables, experience with 

cryptocurrency and freelancing platforms, and attitudes about SKILLITY.  The Likelihood to use 

SKILLITY is measured against all alternative solutions to offer or book services. These alternative 

methods include competitor platforms, local service companies or analogue ways to book 

freelancers (in person) and were not further specified in the questionnaire and analysis. For this 
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analysis, the likelihood of using SKILLITY was coded as 0 and 1, with “No” and “Maybe” coded 

as 0 and “Yes” coded as 1. 

 

Predicting Likelihood to Use SKILLITY 

 
Model Summary 

Step -2 Log likelihood 
Cox & Snell R 

Square 
Nagelkerke R 

Square 
1 592.888a .197 .271 
a. Estimation terminated at iteration number 5 because parameter 
estimates changed by less than .001. 

Table 34: Logit Model Summary 

Hosmer and Lemeshow Test 
Step Chi-square df Sig. 
1 14.933 8 .060 

Table 35: Hosmer and Lemeshow Test 

Classification Tablea 
 Observed Predicted 
 

 SeeMyselfUsingSKILLITY 
Percentage 

Correct 
  No Yes  
Step 1 SeeMyselfUsingSKILLITY No 299 51 85.4 

  Yes 93 103 52.6 
 Overall Percentage   73.6 
a. The cut value is .500 

Table 36: Logit Model Classification Table 

Variables in the Equation 
 B S.E. Wald df Sig. Exp(B) 
Step 1a 
 

Independent Worker .312 .213 2.144 1 .143 1.366 
EverInvestedBlockchain .498 .248 4.035 1 .045 1.645 
AppealofCoopOwnership .672 .123 29.617 1 .000 1.957 
EverUsedBuyingorSelling 1.098 .229 23.050 1 .000 2.999 
ComfortAcceptingCrypto .295 .089 11.069 1 .001 1.342 
Constant -5.152 .580 78.892 1 .000 .006 

Variable(s) entered on step 1: Independent Worker, EverInvestedBlockchain, EverUsedBuyingorSelling, AppealofCoopOwnership, 
ComfortAcceptingCrypto. 

Table 37: Logit Model Variables 

The best logistic regression model to predict likelihood to use SKILLITY uses the respondent’s 

answers on the following questions as independent variables: 

• Whether the respondent is an independent worker or not 

• Whether the respondent has ever invested in blockchain currency before 
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• Whether the respondent has ever used a freelancing platform as a buyer or seller before 

• The appeal of cooperative ownership 

• The comfort level of the respondent in accepting cryptocurrency as payment 

All five are significant (p < .05) and the model predicts likelihood to use SKILLITY correctly 

73.6% of the time.  This means that we can be quite certain that these five variables have an impact 

on reported likelihood to use SKILLITY. 

The Hosmer and Lemeshow Test is not significant at the p < .05 level, indicating that the model’s 

coefficients are not equal to zero (i.e., that the variables do have some impact on likelihood to use 

SKILLITY). 

The coefficients show that for each response, the higher the value, the more likely the respondent 

is to use SKILLITY.  For example, since the coefficient is positive for the experience with 

blockchain variable (EverInvestedBlockchain), this indicates that those who have previously 

invested in blockchain (variable value = 1) are more likely to use SKILLITY than those who have 

not (variable value = 0).  The p-value for this coefficient is .045, making it a statistically significant 

finding. 

However, although the model is significant, it explains a relatively small portion of the variance 

(Cox & Snell R square = .197; Nagelkerke R square = .271), indicating that this model explains 

an estimated 20% of the variance in likelihood to use SKILLITY.  This suggests that there are 

other, unknown factors that are also important in predicting likelihood to use SKILLITY. 
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7.8 Cluster Analysis 

Hierarchical Cluster Analysis 

First, a hierarchical cluster analysis was conducted.  However, the results were not entirely 

conclusive (see Appendix A for results).  To further investigate the clusters in this data, several k-

means cluster analyses were conducted and compared. 

K-Means Cluster Analysis  

Seven separate k-means cluster analyses were conducted, and the results compared.  The analyses 

specified a different number of clusters each time, determined to be reasonable solutions to the 

problem of customer segmentation: 

1. 2 clusters 
2. 3 clusters 
3. 4 clusters 
4. 5 clusters 
5. 6 clusters 
6. 7 clusters 
7. 8 clusters 

To determine which solution best fit the data, the sum of the mean error and the sum of the distance 

from the center of the cluster were calculated and graphed.  The researcher used the “elbow method” 

to determine which solution was best. 

 

Figure 4: Sum of the Distance from the Cluster Center by Number of Clusters 
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This chart was helpful, but not conclusive.  It seemed that the elbow occurred around the 6- or 7-

cluster solutions but this was not definitive.  Next, the researcher graphed the sum of the mean 

error to determine again where the “elbow” appeared. 

 

Figure 5: Sum of the Mean Error by Number of Clusters 

This chart was more conclusive on where the elbow appeared.  Around the 6-cluster mark, the 

points levelled out to around 0.7.  This suggested that the 6-cluster solution may be the solution 

that best fit the data. 

K-Means Cluster Analysis – 6 Clusters 

Once narrowed in on the 6-cluster solution, the next step was to make sure the 6 clusters were 

practical representations of customer segments. 

The table below was put together to compare the clusters on all relevant variables.  It shows some 

distinct differences between the clusters, on everything from demographics to experience with 

freelancing and cryptocurrency to the perceived value of SKILLITY’s benefits and likelihood to 

use SKILLITY and/or HEART tokens. 
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6-Cluster Solution 

Cluster Name Enthusiasts Sellers,  
not Buyers 

Dual Users Accepting 
Crypto Sceptics Dual Users Not 

Accepting Crypto Non-Users 

Cluster Description             

Cluster 1 2 3 4 5 6 
Number of respondents 87 77 133 90 84 99 
Percent of All Respondents 15% 14% 23% 16% 15% 17% 
Means 

      

Interest in Selling on SKILLITY 4.4 4.3 3.9 2.2 3.6 2.3 
Interest in Buying on SKILLITY 4.4 1.6 3.8 1.8 3.7 3.1 
Interest in Investing in 
SKILLITY 

4.4 2 3.1 1.2 2.6 2.4 

Appeal of Cooperative 
Ownership 

4.4 4.1 4.1 3.2 3.5 3.8 

Ease of Finding Local Sellers 
(Higher number = greater 
difficulty) 

3.1 3 3.1 3 2.9 3.1 

Worry about Security of 
Transactions 

3.6 3.5 3.7 2.8 3.4 3.6 

Worry about Quality of Work 
as a Purchaser 

3.9 3.8 3.8 3.6 4.2 3.9 

Comfort Paying with 
Cryptocurrency 

3.9 2.9 3.3 2 1.9 2.9 

Comfort Accepting 
Cryptocurrency 

4 2.5 3.2 1.9 1.7 2.9 

Value: Social Security 4.4 4.3 4.2 4 4.4 4.1 
Value: Matchmaking with 
Local Providers 

4.2 4 4.1 4 4.2 3.8 
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Value: Ratings and Reviews 4.5 4.3 4.3 4.2 4.4 4 
Value: Escrow Function 4.4 4 4.1 3.8 4 3.8 
Value: Low Transaction Fees 4 4.2 4.1 3.8 4 3.8 
Value: CRM Tools 4.1 3.8 4 3.5 4 3.6 
Value: Certification of Service 
Quality 

4.3 3.9 4.1 3.8 4.1 3.8 

Value Overall 4.3 4.2 4.1 3.9 4.2 3.8 
Feelings about Brand Overall 4.5 4.1 4.2 3.5 3.8 3.9 
Appeal of SKILLITY's Logo 4.5 3.8 4.1 3.2 3.5 3.9 
Likelihood of Purchasing 
HEART Tokens 

4.1 2.5 3.3 1.3 1.5 2.8 

Likelihood of Exchanging 
HEART Tokens 

4.2 2.7 3.4 1.3 1.3 3 

Likelihood of Accepting 
HEART Tokens 

4.1 2.5 3.2 1.6 1.6 2.8 

Likelihood of Paying in HEART 
Tokens 

4.1 2.6 3.3 1.5 1.6 3 

How Problematic are Bad 
Sellers? (Lower number = less 
of a problem) 

0.90 1.25 1.27 1.00 1.27 1.05 

How Problematic are Bad 
Purchasers? (Lower number = 
less of a problem) 

1.03 1.43 1.37 1.19 1.37 1.11 

Likely to Use SKILLITY? 1.8 1.5 1.3 0.9 1.2 1.1 
Total Potential Skills Offered 2.7 3.2 2.7 1.9 2.5 1.8 
Total Potential Services 
Purchased 

3.7 2.4 3.2 2.1 3.1 2.7 
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Freelancing & 
Cryptocurrency Experience 

      

Freelancing Experience (% 
Used) 

80% 78% 63% 50% 64% 47% 

Blockchain Experience (% 
Invested) 

53% 25% 33% 13% 10% 18% 

Cryptocurrency Experience 
(% Used) 

54% 21% 33% 16% 16% 22% 

Demographics 
      

Independent Workers (%) 74% 68% 65% 43% 55% 39% 
Gender (% Male) 68% 58% 61% 51% 52% 48% 
Age Range (Mode) 30 - 34 25 - 29 25 - 29 25 - 29 25 - 29 25 - 29 
Features and Concerns 

      

Feature 1 

Highly open to 
SKILLITY 

Interested in 
Selling, Not 

Very 
Interested in 

Buying 

Interested but Cautious 
Due to Bad Experiences 

Worried about 
Freelancing and 

Crypto 

Interested, but 
Nervous about 
Cryptocurrency 

Interested in 
Buying, Not 

Selling, 
Maybe investing 

Feature 2 

Experienced 
Freelancers 

and 
Cryptocurrenc

y Users 

Experienced 
Freelancers, 
Somewhat 

Familiar with 
Crypto-

currency 

Somewhat Experienced 
Freelancers, Somewhat 

Familiar with 
Cryptocurrency 

Less Likely to 
Freelance, Little 
Experience with 
Crypto-currency 

Some Experience 
with Freelancing, 

Little to No 
Experience with 
Cryptocurrency 

Little Freelancing 
Experience, Not 

Much Experience 
with 

Cryptocurrency 

Feature 3 
Mostly Male 
and Early 30s 

Mostly Male 
and Late 20s 

Mostly Male and Late 
20s 

Half Male and 
Late 20s 

Half Male and Late 
20s 

Mostly Female 
and Late 20s 

Concerns 

No major 
concerns 

Uncomfortabl
e with 

cryptocurrenc
y, unsure how 

it works 

Concerned about 
fluctuations in 

cryptocurrency and 
newness of the platform 

Concerned about 
platform failure 
and fluctuations 

in cryptocurrency 

Very uncomfortable 
with cryptocurrency, 
unsure how it works 

Features are not 
perceived as 

valuable, 
concerned about 

buyer/seller 
disputes 
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Services each cluster would 
consider purchasing 

      

Service 1 Tutoring or 
teaching (49%) 

Handyman or 
Repairs (44%) 

Cleaning (50%) Handyman or 
Repairs (44%) 

Handyman or Repairs 
(57%) 

Cleaning (43%) 

Service 2 Cleaning (47%) Photography 
(30%) 

Handyman or Repairs 
(50%) 

Cleaning (40%) Cleaning (56%) Handyman or 
Repairs (42%) 

Service 3 
Photography 

(41%) 
Tutoring or 

Teaching 
(30%) 

Tutoring or Teaching 
(43%) 

Tutoring or 
Teaching (26%) 

Special Delivery and 
Transportation (36%) 

Tutoring or 
Teaching (30%) 

Table 38: k-means 6-Cluster Overview 

 

For a full listing of the services that each cluster would be interested in purchasing, see the table below. 

 

Cluster Caretaking Cleaning Custom Art 
Handyman 
or Repairs 

Live 
Music Photography 

Special 
Delivery and 

Transportation 
Tour 

Guide Translation 
Tutoring or 

Teaching Other 
1 34% 47% 32% 38% 22% 41% 39% 28% 39% 49% 2% 
2 18% 27% 22% 44% 16% 30% 25% 16% 13% 30% 4% 
3 29% 50% 22% 50% 21% 35% 35% 19% 20% 43% 2% 
4 22% 40% 11% 44% 7% 17% 21% 9% 12% 26% 3% 
5 30% 56% 27% 57% 8% 27% 36% 14% 15% 32% 2% 
6 15% 43% 28% 42% 16% 28% 26% 14% 18% 30% 3% 
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The results of the cluster analysis indicated that there are six distinct groups of respondents: 

1. Enthusiasts: those who are highly open to trying SKILLITY. They are generally experienced 

freelancers and many of them have used cryptocurrency and/or invested in blockchain assets 

before.  They are optimistic about SKILLITY and do notbelieve that bad buyers or sellers are 

much of a problem in freelancing platforms.  This group is the most likely of all groups to 

report intentions to use HEART tokens.  They are mostly male (68%) and the largest age 

group is 30 – 34. According to the in chapter 5.1  presented McKinsey segmentation of 

independent workers, this cluster can best be described as “Free agents”. These respondents 

are experienced and professional freelancers. Professionality and economic independence can 

be expected, due to their high degree of blockchain experience and cryptocurrency usage.  

2. Sellers: those who are interested in selling on SKILLITY but are unlikely to make purchases. 

They are also experienced freelancers and at least somewhat familiar with cryptocurrency.  

They are interested in hosting more skills or services than the other groups (mean = 3.2 skills) 

and they find low transaction fees to be the most valuable feature (mean = 4.2).  They are also 

mostly male (58%) and are most often in their late 20s. According to the in chapter 5.1 

presented McKinsey segmentation of independent workers, this cluster can best be described 

as “Reluctants”. These very experienced freelancers highly value monetary features and 

social security. Moreover, they rather prefer to be paid in local currency then in 

cryptocurrency. Hence their self-employment might be out of necessity, but a primary 

income.   

3. Dual Users Accepting Cryptocurrency: those who are interested in SKILLITY, but 

cautious due to previous experiences with freelancing platforms. They are also generally 

having some experience in freelancing and are somewhat familiar with cryptocurrency, but 

they are much more concerned about bad buyers and sellers than the first two groups.  They 
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report that finding local sellers and service providers is not too difficult for them, and they 

worry about the security of their transactions on an online freelancing platform. Finally, they 

see ratings and reviews and social security as valuable features. According to the in chapter 

5.1  presented McKinsey segmentation of independent workers, this cluster can best be 

described as “Casual earners”. These respondents would both offer and seek skills and 

mostly value nonfinancial features. Furthermore, they are willing to use cryptocurrency for 

transactions. It can be derived, that any possible income on the platform would be 

supplemental and their preferred choice. 

 

4. Sceptics: those who feel negatively or are doubtful about freelancing, freelancing platforms, 

and/or using cryptocurrency. The sceptic group is the least willing to try SKILLITY.  They 

have little experience with freelancing or with cryptocurrency, they worry about the security 

of their transactions on an online freelancing platform, and they worry about the quality of 

the services they would purchase.  They also find SKILLITY’s features less valuable than 

other groups.  This group is roughly half male (51%) and the largest proportion of them are in 

their late 20s. 

5. Dual Users Not Accepting Cryptocurrency: those who are interested in using SKILLITY 

but hesitant about the cryptocurrency aspect. Unlike the sceptics, this group is interested in 

trying SKILLITY but nervous about using cryptocurrency.  They may have done some light 

freelancing before, but they generally have no experience using cryptocurrency.  They 

struggle to find local providers and they find some of SKILLITY’s features very valuable, 

but they are very uncertain about using HEART tokens.  They are also roughly half male 

(52%) and generally in their late 20s. According to the in chapter 5.1  presented McKinsey 

segmentation of independent workers, this cluster can best be described as “Financially 
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strapped”. These users might offer skills as supplemental income, because their main job is 

not paying enough for a living. Hence they are both offering and seeking skills on the 

platform but prefer to get paid in cash.  

6. Non-Users: those who are somewhat interested in buying on SKILLITY but are unlikely to 

sell. This group may occasionally purchase services on SKILLITY but are uninterested in 

offering their skills or services.  They have the least freelancing experience of any group 

(only 39% are independent workers and only 47% have any freelancing experience) and they 

report that SKILLITY’s features are not very valuable to them.  Unsurprisingly, the mostly-

buyer group believes that bad buyers are not much of a problem.  Yet surprisingly they are 

very willing to use cryptocurrency and are also somewhat interested in cooperative-

ownership. Therefore, is could be assumed, that this group might include of investors, rather 

than users. They are the only group that is composed of more females (52%) than males 

(48%), but they are also generally in their late 20s.  

7.9 Qualitative Analysis 

At the end of the survey, two questions were posed to respondents on what, if anything, would make 

them hesitant to use SKILLITY and if they had any other comments, concerns, or suggestions about 

SKILLITY’s platform.  These questions were worded as follows: 

1. Is there anything about SKILLITY that makes you hesitant or uninterested in trying it? 

2. Do you have any other comments, concerns, or suggestions regarding this freelancing 

platform? 

Responses to this question were analysed by cluster membership to determine the biggest concerns 

and hesitancies of each group.  
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Hesitancy about Using SKILLITY 

Cluster 1 (Enthusiasts) generally had few concerns about SKILLITY.  Forty-seven out of the 69 

respondents that provided an answer had no concerns or hesitancies about using the platform.  Nine 

respondents had concerns related to the use of tokens/cryptocurrency, such as the variable value and 

desire to be paid in more established currency.  Five respondents noted that their only concern is that 

SKILLITY is new and untested, meaning it does not have a track record yet.  Finally, there were a few 

other concerns held by one or two respondents in this group, including security, ability to use 

SKILLITY to bring in income, availability in the respondent’s country, and trustworthiness of the 

other users. 

Many respondents in Cluster 2 (Sellers) also had no concerns about SKILLITY; 21 out of 71 

respondents indicated they had no major concerns or hesitancies about SKILLITY.  However, the 

largest group reported concerns about being paid in HEART tokens or uncertainty about how it works 

(28 respondents).  Ten respondents indicated that their only concern is the novelty of the platform, and 

that they would need to learn more before considering using it.  Two respondents noted their dislike 

of the name “SKILLITY” and ten respondents reported other concerns, like transaction security, 

hidden charges, and the certification of quality by SKILLITY. 

The respondents in Cluster 3 (Dual Users Accepting Cryptocurrency) have more concerns than 

those in the first two groups, although about half report no issues with the idea.  Again, the biggest 

concern of this group is in the use of cryptocurrency as payment.  Respondents worry about how it 

works, whether it will retain its value over time, etc.  Twelve respondents noted that it is too new for 

them to take the risk yet.  Three respondents were concerned about the pricing and charges for using 

SKILLITY and another three felt that SKILLITY does not offer anything over and above what other 

freelancing platforms offer.  The rest of the responses (14) mention things like disliking the name or 
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the logo, concerns about legal issues and insurance, and whether it is committed to social justice and 

equality. 

Respondents in Cluster 4 (Sceptics) were most concerned about the cryptocurrency aspect of the 

platform (31 respondents).  They generally are not familiar with cryptocurrency or are worried about 

the instability of cryptocurrency.  Only 17 out of 70 respondents noted that they had no concerns with 

the platform, and the rest were worried that the platform is too new for comfort, what would happen 

to users if it failed, what kinds of fees and charges they would see, and whether SKILLITY conducts 

any vetting or security checks of local buyers/providers. 

True to their label, most respondents in Cluster 5 (Dual Users Not Accepting Cryptocurrency) who 

left a response indicated that the use of cryptocurrency makes them hesitant to use SKILLITY.  Again, 

respondents were nervous about the instability and fluctuations in value, and in general did not have 

much understanding of how HEART tokens work.  Six respondents were worried about investing in a 

new and untested concept, and the rest of the respondents in this group mentioned things like security, 

data and privacy, curiosity about the full-time benefits offered, and disliking the name. 

Finally, Cluster 6 (Non-Users) was generally not very concerned or hesitant about using SKILLITY, 

although there were unlikely to mention selling on the platform themselves. Those who did have 

concerns mentioned cryptocurrency most often (22), wondering how it will survive in the changing 

climate, worrying about fluctuating value, and generally noting their lack of knowledge about 

cryptocurrency.  Eight respondents mentioned that it is such a new service and that they would need 

more information on it before giving it a try.  Finally, eight people had other concerns, such as worries 

about availability in the respondent’s location, the fees charged, and whether SKILLITY would take 

the side of the buyer or the seller in a dispute. 

These findings underscored the fundamental difference between the six clusters. 
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Suggestions and positive Feedback 

Cluster 1 (Enthusiasts) were predictably positive about SKILLITY in their comments.  Forty of them 

had no comments and 13 left positive comments and well wishes.  Two respondents suggested 

aggressive advertising, since the platform needs to host many options to be successful.  Other 

comments included a question on competitive bidding, a suggestion on preventing scams, and concerns 

about the ability to accept non-cryptocurrency forms of payment, quality control, and the ease of use. 

Respondents in Cluster 2 (Sellers) also generally had no comments (34) or positive things to say (12).  

Other comments included encouragement to advertise on Facebook and Instagram, a comment on the 

name and logo, a suggestion to focus on the buyer’s perspective, and a general comment about needing 

to try it first before making any judgments. 

One of the positive comments from Cluster 2 was: 

“If what it says is true, it sounds like it could be the next new freelancing site. There is no 

freelancing site that I really like right now.” 

Those in Cluster 3 (Dual Users Accepting Cryptocurrency) also had few comments overall (56), 

although 14 respondents wished the company luck as it moves forward.  Three comments centered on 

the payment methods, suggesting that sellers should be able to choose from a range of payment options.  

Five other comments noted concern about the newness of the platform, questions on when and where 

it will be available, and the fees charged, and a suggestion to advertise more.  One respondent echoed 

a comment from Cluster 2: 

“So far, as someone who has been freelancing on and off over the years, I have not heard of 

any freelance service platforms that promises full employment benefits like this one. I would 

say this is an innovative and sincere approach, with the best interest of the employees in mind.” 

Cluster 4 (Sceptics) respondents generally did not have much to say (39), although 8 respondents left 

positive messages like: “I love the idea of getting benefits.” and “If you actually manage to include 
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Social Security, this would be great huge!”  Five respondents noted concerns about payment options, 

confusion about the logo, hesitancy about cooperative ownership, and a suggestion to explain how it 

works very simply for the technologically challenged. 

Cluster 5 (Dual Users Not Accepting Cryptocurrency) respondents had fewer positive comments 

(3) and voiced some concerns about getting paid in cryptocurrency (4).  Thirty-eight of them reported 

no comments, or no relevant comments, and four respondents suggested more advertising (1), 

worldwide coverage (1), the ability to trade full-time benefits for more money (1), and a screening 

process for skill providers (1). 

Finally, Cluster 6 (Non-Users) respondents generally had no comments (40), although five expressed 

enthusiasm about the platform.  Two respondents noted their concern about using cryptocurrency and 

five respondents made suggestions, including the suggestion to keep the fee for submitting quotes low, 

include ratings of user experiences, and setting a minimum price for skilled professional services.  One 

respondent indicated that the logo looked too similar to another logo (the neurodiversity acceptance 

logo).  One of the positive comments included: 

“None – it looks pretty complete and a great idea. I’d be more interested as an investor than a 

user however.” 

 

7.10 Key Findings 

The key takeaways from this analysis are: 

1. Respondents fell into six segments: 

a. Enthusiasts (highly likely to use SKILLITY and HEART tokens) 

b. Sellers (highly likely to sell on SKILLITY) 

c. Dual Users Accepting Cryptocurrency (interested, but would like to learn more) 

d. Sceptics (not likely to use SKILLITY) 
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e. Dual Users Not Accepting Cryptocurrency (nervous about using HEART tokens) 

f. Non-Users (likely to buy on SKILLITY but not sell) 

 

2. Six factors are significant in predicting who has high intentions to use SKILLITY: 

a. Age Range. The usage intention is higher for younger individuals. 

b. Whether the respondent is an independent worker or not 

c. Whether the respondent has ever invested in blockchain currency before 

d. Whether the respondent has ever used a freelancing platform as a buyer or seller 

before 

e. The appeal of cooperative ownership 

f. The comfort level of the respondent in accepting cryptocurrency as payment 

3. Those who have experience using cryptocurrency and investing in blockchain assets are more 

likely to report intentions to use SKILLITY, to feel comfortable with cryptocurrency, and to 

use HEART tokens than those who do not. 

4. Respondents with blockchain experience find cooperative ownership and the business model 

more appealing then respondents without blockchain experience. 

5. Independent workers (small business owners, freelancers, and the self-employed) are more 

likely to report intentions to use SKILLITY and to feel positive about the brand overall. 

6. Respondents are very positive towards cooperative ownership and the overall business model. 

7. Males are more likely to use SKILLITY and to use Cryptocurrency than females. 

8. Males are more likely to report intentions to sell on SKILLITY and invest in the platform 

than females, and there are no gender differences for intentions to buy on SKILLITY. 

9. Female respondents find the introduced features slightly more valuable than males.  

10. More than 60% worry about service quality. 

 



92 

 

11. Respondents are more willing to sell services then to purchase services on SKILLITY 

12. About 67% of respondents (Cluster 1,2,3 and 5) would use SKILLITY for selling services. 

13. About 53% or respondents (Cluster 1,3 and 5) would use SKILLITY for purchasing services. 

14. About 38% of respondents (Clusters 1 and 3) are very willing to use Cryptocurrency.  

(only 30% of respondents report experience with Cryptocurrencies) 

15. Slightly more people are willing to pay with Cryptocurrency than accepting Cryptocurrency. 

16. The five most demanded Skills are: Handymen/Repairs, Cleaning, Tutoring, Photography and 

special transportation services. 

17. Rating and Review, social security benefits and Escrow function are perceived as most 

valuable features. 

8 Derived Strategy 

The well-known STP Framework (segmentation, targeting and positioning) presents an ordered 3-step 

marketing approach in i. the market is first segmented ii. the most attractive segments are identified 

and targeted and iii. the relevant business process are positioned and aligned to the target segment 

(Andaleeb, 2017). After our market segmentation for different customer segments in chapter 7.8, we 

will now select a target customer segment in chapter 8.1  and adjust the marketing (chapter 8.2) and 

product prototype (chapter 8.3) accordingly. 

8.1 Target Customer segment  

Chapter 7.8 shows four potential user groups: Enthusiast, Sellers, Dual Users accepting 

Cryptocurrency, and Dual Users not accepting cryptocurrency. Importantly, the research has shown, 

that Enthusiasts are clearly the customer segment with the highest likelihood of usage and highest 

value perception of presented ideas. Therefore, all the marketing and product development activities 

should be focus and targeted on Enthusiasts. 
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Derivations of targeting the Enthusiast segment: 

1. Targeting the age range of 30-35 

2. Enthusiasts will both offer and demand skills on the platform, hence user accounts should 

always be able to both offer and purchase skills. 

3. They are highly interested in cooperative ownership 

4. They are highly willing to use cryptocurrency 

5. Ratings and Reviews, Escrow function and social security are the most valued new features 

6. They are not afraid of fraudulent buyers or sellers and therefore trust the community. 

7. Enthusiasts are experienced freelancers and blockchain users. (“Free agents”) 

8. The proposed brand is well-liked.  

9. 15% of the worldwide population could be considered SKILLITYs target customer 

Although all our business model hypotheses have all been confirmed and approved by the Enthusiasts, 

this is not the cases for the three other potential customer segments. Especially noteworthy is that 

Cluster 2 “Sellers” and Cluster 5 “Dual User not accepting Crypto” are very willing to use SKILLITY 

and pay for value but are hesitant about the usage of Cryptocurrency. These two customer segments 

sum up to 29% compared to 67% of total potential users. This means that less than every second 

potential user of SKILLITY is hesitant to use cryptocurrency. With the goal of rapid growth and 

worldwide adoption, it is important and necessary not to exclude these people with a cryptocurrency-

only payment system. SKILLITY should rather offer a hybrid model, where users can select their 

means of currency themselves with incentives (like reduced rates or higher potential future valuation) 

to use cryptocurrency. A future mass adoption of cryptocurrency could be achieved in this way. 

SKILLITY will step into the breach by exchanging currency for every transaction, where skill seeker 

and skill provider chose different means of payment. (e.g. skill seekers pay in tokens and skill providers 

receive national currency on their bank account or PayPal)  
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8.2 Marketing Plan 

SKILLITY’s goal is to create viral growth on its platform to overcome the chicken and egg problem 

of platform start-ups as quickly as possible. For this purpose and based on previous market research in 

chapter 4.2, the following platform growth strategies will be applied by SKILLITY: 

1. Follow the rabbit strategy: Approach users from other platforms and convince them to offer 

their services and skills on SKILLITY. (Choudary et al., 2016) 

2. The piggyback strategy: Crawl the internet with automated data-gathering software tools to 

obtain information about service providers who are already active in the internet. (e.g. craigslist 

or Facebook groups) then create new accounts immediately for these service providers and give 

skill seekers the impression, that these providers are participating already. At the same time, 

inform the merchants about the solution and automatically created accounts and invite them to 

use the platform.  (Choudary et al., 2016) 

3. Producer Evangelism strategy: Offer business tools and other platform features (Escrow, etc.) 

as main incentives to motivate skill providers to bring their clients on the platform as well. 

(Choudary et al., 2016) 

4. Lock-in strategy: Every new user who registers on the platform will be rewarded with some 

free tokens in the value of around USD $10. In this way, every user simply and automatically 

becomes partial and cooperative owner of the platform. Moreover, it provides a lock-in feeling 

to stay loyal to the platform or to spend the token with a high likelihood of participation the 

network again. 

5. The micro market strategy: this strategy selects and begins with a tiny market that comprises 

participants who are engaging in interaction already. This way, the network can provide 

effective matchmaking even in the earliest stages of growth. (Choudary et al., 2016) SKILLITY 

plans to use the environment of the National Taiwan Normal University (NTNU) and National 
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Taiwan University (NTU) with its large number of potential users as the starting market, 

expecting to create effective match making immediately.  

6. Rewarding referrals: Free tokens in the amount of USD $20 for every referral.  

7. Create a culture of referrals: Similar to multilevel marketing or network marketing 

approaches SKILLITY will provide training material and support for users to recruit more users. 

In this way, the user base will turn into a direct sales force of the network, that will be directly 

rewarded for referrals that can generate positive networking effects by increasing the user base. 

Crucial for the success is the atmosphere and culture to empower users to become the platforms 

own salesforce. Passion and enthusiasm is required for quick growth and can easily be 

communicated because of the cooperative ownership model. Users are not only incentivized 

and rewarded, but also retained. The cost of sales can then be outsourced to the crowd of user 

and provides an additional income for them by referring friends and actual business partners.  

8. Create urgency for personal referrals: Users can invite their friends and enjoy totally free 

transaction fee-based bookings with personally-invited users. This will lead to an urgency and 

competition for referrals, because people will want to refer friends, clients or their actual 

service providers themselves to enjoy commission-free skill sharing with them. If those people 

are referred by others, they would have to pay commissions to SKILLITY. People will also 

enjoy these advantages for referrals of their referrals up to the second layer. By always showing 

them their referral tree, they can see, who has already joined the social network and helped to 

increase their own social business network. Referral trees could also be shown on the profile. 

Regardless, this feature required further investigation, prototyping and testing.  

9. Dedicated local sales representatives SKILLITY employees in every major city function as 

referral partners, that help users to recruit more users and increase user growth. Their tasks 

include starting local marketing and sales campaigns and supporting the onboarding of new 
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users or supporting the emergence of a positive referral culture. They will be paid monthly 

commission-based salary. In addition, they will be shown as a mentor to every user in the local 

community at the beginning to provide personalized and localized customer service. 

8.3 Prototype 

In the last step a prototype has been developed to demonstrate ideas and features. A prototype, that 

can be shown on smartphones and that works like an application helps to quickly build the innovative 

features and functions and get immediate feedback from potential users. This immediate feedback 

further supports the test of business model hypotheses and design. The following pictures present the 

introduction to the SKILLITY prototype: 

 

Figure 6: SKILLITY prototype app introduction 

 

 

The first version of our prototype includes features such as log-in, search query and corresponding 

comparison of skill offerings. It also shows accounts, maps, creation of skills, skill booking, job 
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completion, messenger, phone calls, ratings, menu, notifications and a feedback overview. (SKILLITY, 

2018) The following pictures show a clean design with colours of the brand and structure of accounts. 

The design is very likely to reflect potential design preferences of a 30-35 freelancer and blockchain 

enthusiast based on technology design that targets the same market segment.  

 

Figure 7: Prototype app account and skill view 

9 Conclusion 

This paper and the SKILLITY business model propose a revolutionary application of blockchain and 

cooperative ownership to the freelance market in the spirit of advancing Karl Marx’s goals of 

decentralized ownership and reduction of social ills: current issues and problems in the digital space, 

freelance market and modern society. The proposed solution includes the integration of users into the 

platform ownership and providing safety and social security for the grey labour market. For this 

purpose, it applies break-through technologies such as Blockchain and the digital platform model in 

combination with the well-tried concept of worker and consumer cooperatives. The conscious reader 

and other entrepreneurs are similarly challenged to take social responsibility and sustainability into 

account for their environments or scope of their venture.  
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9.1 Key Findings  

We find that application of the cooperative ownership model and blockchain to a digital platform in 

the freelancing marketplace is feasible both technologically and economically, offering value 

benefits to users as both workers and owners. Our survey showed, that a vast majority of respondents 

agree with this hypotheses and like the business model. Having divided the market into 6 customer 

segments, we found 4 segments, who would qualify as potential users. “Enthusiasts”, “Sellers”, 

“Dual Users Accepting Cryptocurrency” and “Dual Users Not Accepting Cryptocurrency” result in a 

potential total market share of 67%. Intensions to use the business model are higher for “free agents”, 

men, freelancers and blockchain enthusiasts, which is why this persona has been chosen as target 

customer. Nevertheless, the acceptance was also high for respondents, that do not match the previous 

characteristics. About 38% of respondents are very willing to use Cryptocurrency and even more 

report experience with Cryptocurrencies. Marketing and prototyping should focus on 

Handymen/Repairs, Cleaning, Tutoring, Photography and special transportation services, and the 

development of rating and review, social security benefits and Escrow function, as they are perceived 

as the most valuable services and features. Similarly, the qualitative feedback of respondents was 

extremely positive and supportive. Overall it can be said that the survey helps lend credence to our 

hypotheses, focusing the business model’s value proposition, developing important features and 

choosing suitable marketing strategies for rapid network growth.  

9.2 Research contributions  

This paper contributes to previous research by examining what the worldwide freelance market looks 

like in terms of perceived issues, demands, needs, experiences and enthusiasm about blockchain. It 

further suggested a market segmentation into 6 segments, which is partly consistent with previous 

segmentations. Moreover, it gives an estimation about the current adoption of blockchain within the 

freelancing society. Although the model of cooperative ownership is proven to be well liked and 
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requested our research shows, that more research and customer education is required as the concept is 

not globally accepted.  

9.3 Learnings from SKILLITY  

Conscious readers and like-minded entrepreneurs can learn how to quickly test business model 

hypotheses with secondary and primary market research and rapid prototyping. The Business Model 

of SKILLITY and this paper also provides ideas on how to successfully apply Blockchain to a business 

model or how Cooperative Ownership and a culture of referrals successfully serve to generate positive 

networking effects.  

9.4 Limitations  

The limitations of this paper mainly arise from the survey. Respondents mainly belong to the age group 

of 20-35 years. The older age range group was not reached successfully by the distribution channels 

of the survey. Moreover, although the survey was distributed online and worldwide, the majority of 

answers come from US, India and Europe (together about 70%). This does not perfectly reflect the 

proper distribution of worldwide population in all countries. That is why we left out the variable 

location for the quantitative analysis of the survey and the customer segmentation (cluster analysis) 

assuming, that freelancers worldwide face similar issues and needs. However, we believe that the 

business model would be highly in demand in developing countries and Asia as shown in some 

qualitative responses of the survey and the secondary market research in Chapter 5. Finally, the limited 

scope of the survey did not allow a prototype testing, which would help to gain further insights about 

the hypotheses of the business model and user’s needs.  
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Appendix 

Appendix 1: SKILLITY Market Research Survey 

 

 

SKILLITY Market Research Survey 

 

 

 

 

 

Thank you for your participation in this survey.  We are eager to get your feedback on an innovative 

new idea for an online, skill-sharing network for offline services called SKILLITY. 

 

SKILLITY is a platform that has the potential to alter the gig economy and local labor market by 

digitally connecting skill providers with skill seekers and by offering new levels of value to them in 

terms of transaction security, user reward, job security, and reduced fees. The unique features 

of SKILLITY may be summarized as follows: 

 

• Provision of full employment benefits, including health insurance, liability insurance, and 

pension plan for skill providers logging more than 20 hours a week. 

• Provision of platform escrow function and skill certification to protect skill providers and 

seekers. 

• Integration of platform users to the cooperative ownership with distributed profits and 

democratic participation. 

 



101 

 

• Using HEART token and Ethereum smart contracts for automated monthly payment of 

profits and consensus voting. 

• Low transaction fees of just 2% for repeat bookings. 

• Potential of HEART token to become an investment and secondary source of income for 

users. 

 

Please keep these features in mind as you answer the following questions.  This description will be 

repeated at the top of relevant pages so you can refer back to SKILLITY's features as you answer 

questions. 

 

Thanks again for participating in this survey! 

 

---------------------------------------------------------------------------------------------------------------- 

 

1. Have you ever used a freelancing platform before? 

o Yes, as a purchaser/buyer of services or skills. 

o Yes, as seller or skill/service provider. 

o Yes, as both a purchaser and a skill/service provider. 

o No, I have never used a freelancing platform for either buying or selling. 

 

 

2. Based on the description of SKILLITY, how interested are you in… 

 

 

1 

(not at all 

interested) 

2 3 4 5 

(extremely 

interested) 
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Hosting your skills or services for 

purchase on this platform 
     

Browsing and purchasing skills and 

services on this platform 
     

Investing in this platform      

 

---------------------------------------------------------------------------------------------------------------- 

 

3. Most freelancing platforms offer their users no influence or input over the direction and 

decisions of the company.  SKILLITY allows its users to become shareholders in the 

company, participating in democratic decision-making and having their voices 

heard.  Moreover, users get partially distributed profits of the platform, if they decide to use 

HEART Tokens for payments.  This reward system is designed to increase motivation, 

commitment, identification, and loyalty to the platform. 

 

On a scale from 1 (not at all appealing) to 5 (extremely appealing), how appealing do you 

find this idea of cooperative ownership of such a platform? 

 

1 

(not at all 

appealing) 

2 3 4 5 

(extremely 

appealing) 
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4. On a scale from 1 (very easy) to 5 (very difficult), how easy is it for you to find offline skill 

providers (e.g., cleaners, photographers, computer repair professionals) in your area? 

 

1 

(very easy) 

2 3 4 5 

(very difficult) 

     

 

---------------------------------------------------------------------------------------------------------------- 

 

 

 

 

 

 

5. Unfortunately, sometimes freelancing platforms allow service providers to collect payment or 

company's charge for services even if they deliver incomplete or unsatisfactory work.  How 

big of a problem do you think this is within the freelancing community? 

o Not a huge problem, it only happens once in a while. 

o It is a problem, but not one that arises very often. 

o It is a big problem, you always have to be on guard for shady or incompetent service 

providers or companies. 

 

6. Similarly, sometimes freelancing platforms allow platform users (service purchasers) 

to deny payment even if the service provider delivers complete and satisfactory 

work.  How big of a problem do you think this is within the freelancing community? 

 



104 

 

o Not a huge problem, it only happens once in a while. 

o It is a problem, but not one that arises very often. 

o It is a big problem, you always have to be on guard for unethical or unreasonable 

clients. 

 

---------------------------------------------------------------------------------------------------------------- 

 

7. On a scale from 1 (not at all) to 5 (a great deal), how much do you worry about the security 

of your online transactions when using a freelancing platform (as a service provider or as a 

purchaser)? 

 

1 

(not at all) 

2 3 4 5 

(a great deal) 

Not sure – I have 
never used a 

freelancing platform 

      

 

 

8. On a scale from 1 (not at all) to 5 (a great deal), how much do you worry about the quality of 

the services you receive when using a freelancing platform (as a purchaser)? 

 

1 

(not at all) 

2 3 4 5 

(a great deal) 

Not sure – I have 
never purchased 
services from a 

freelancing 
platform 
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9. On a scale from 1 (not at all) to 5 (a great deal), please choose “1 (not at all)” for this 

question. 

 

1 

(not at all) 

2 3 4 5 

(a great deal) 

Not sure – I have 
never purchased 
services from a 

freelancing 
platform 

      

 

 

 

10. Have you ever invested into Blockchain assets (coins and tokens) before? 

o Yes 

o No 

o Not sure 

 

 

11. Have you ever used a cryptocurrency (e.g., Bitcoin, Ethereum, Ripple, Litecoin) for making 

or receiving payments? 

o Yes 

o No 

o Not sure 

 

---------------------------------------------------------------------------------------------------------------- 
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12. On a scale from 1 (not at all comfortable) to 5 (extremely comfortable), how comfortable are 

you with the idea of using the platform's cryptocurrency to pay for services? 

 

1 

(not at all 

comfortable) 

2 3 4 5 

(extremely 

comfortable) 

     

 

 

13. On a scale from 1 (not at all comfortable) to 5 (extremely comfortable), how comfortable are 

you with the idea of accepting the platform's cryptocurrency as payment for your services? 

 

1 

(not at all 

comfortable) 

2 3 4 5 

(extremely 

comfortable) 

     

 

 

---------------------------------------------------------------------------------------------------------------- 

 

14. On a scale from 1 (not at all valuable) to 5 (extremely valuable), how valuable do you find 

the following features in a freelancing platform? 

 1 

(not at all 

valuable) 

2 3 4 5 

(extremely 

valuable) 
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Hosting your skills or services for 

purchase on this platform 
     

Matchmaking users with service 

providers in their area 
     

Ratings and reviews of service 

providers 
     

Platform escrow function to protect 

skill providers and seekers 
     

Low transaction fees (2% on each 

transaction of repeat service 

booking by the same client) 

     

Please choose 5 (extremely 

valuable) for this row. 
     

Customer Relationship 

Management Tools (e.g., analyses, 

file storage, notebook, billing, tax 

assistance) 

     

Certification of service quality by the 

platform 
     

 

---------------------------------------------------------------------------------------------------------------- 

 

15. Could you see yourself using SKILLITY? 

o Yes, definitely 

o Maybe 

o No, probably not 
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---------------------------------------------------------------------------------------------------------------- 

 

16. If you are interested in sharing your skills on SKILLITY, what services would you consider 

offering?  Please list all the skills you would consider offering on the platform. 

 

Skill 1:  

Skill 2:  

Skill 3:  

Skill 4:  

Skill 5:  

 

---------------------------------------------------------------------------------------------------------------- 

 

17. If you are interested in booking service providers through a platform like SKILLITY, what 

services or skills would you seek?  Please check all that apply. 

o Care taking (children, elderly, pets, etc.) 

o Cleaning 

o Custom-made art 

o Handyman / Repairs (household devices, appliances, vehicles, etc.) 

o Live music 

o Photography 
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o Special delivery and transportation (moving, airport transport, etc.) 

o Tour guides 

o Translation 

o Tutoring / Teaching (languages, musical instruments, art, cooking, sports coaching, 

etc.) 

o Other, please specify: ______________________________________________ 

___________________________________________________________________

_____________________________________________________________ 

---------------------------------------------------------------------------------------------------------------- 

 

18. Based on what you have learned about SKILLITY in this survey, how do you feel about the 

brand overall? 

 

1 

(very negative) 

2 3 

(neutral) 

4 5 

(very positive) 

     

 

 

---------------------------------------------------------------------------------------------------------------- 
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19. Directly above this question is SKILLITY's logo.  Please take some time to look over the logo 

before answering this question. 

 

On a scale from 1 (do not like it at all) to 5 (love it), how much do you like SKILLITY's logo? 

 

1 

(do not like  

it at all) 

2 3 

 

4 5 

(love it) 

     

 

 

 

20. On a scale from 1 (not at all likely) to 5 (extremely likely), how likely would you be to… 

 1 

(not at  

all likely) 

2 3 4 5 

(extremely 

likely) 

Purchase HEART tokens      

Exchange HEART tokens (similar to 

Bitcoin and other cryptocurrency 

exchanges) 

     

Accept payments in HEART tokens 

on this platform 
     

Make payments in HEART tokens 

on this platform 
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21. Is there anything about SKILLITY that makes you hesitant or uninterested in trying it? 

 

 

 

 

22. Do you have any other comments, concerns, or suggestions regarding this freelancing 

platform? 
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Thank you for your answers so far!  There are just a few questions left.  Your responses to these 

questions will be used for classification purposes only, and will not be shared with any third 

party.  You are not required to answer any of them, but we really appreciate any information you are 

willing to share! 

 

 

 

23. Are you a small business owner, freelancer, or self-employed (whether full-time, part-time, or 

to complement a more traditional position)? 

o Yes 

o No 

 

 

24. With which gender do you identify? 

o Male 

o Female 

o Other 

 

 

25. In which of the following categories is your current age? 

o Under 18 

o 18 – 24 

o 25 – 29 

o 30 – 34 
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o 35 – 39 

o 40 – 44 

o 45 – 49 

o 50 – 54 

o 55 – 59 

o 60 – 64 

o 65 – 69 

o 70 + 

 

 

26. In which country do you currently live? 

 

 

 

 

 

Thank you for participating in this survey!  We really appreciate your response. 

 

Appendix 2:  Competitor Logos 

 

Figure 8 Upwork Logo (Upwork, 2018) 

 



114 

 

 

Figure 9 Fiverr Logo (Fiverr, 2018)  

 

Figure 10: Freelancer Logo (Freelancer, 2018) 

 

 

Figure 11: Peopleperhour Logo (Peopleperhour, 2018) 

 

Figure 12: Localancers Logo (Localancers, 2018) 

 

Figure 13: Vanywhere Logo (Vanywhere, 2018) 
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Figure 14: Blocklancer Logo (Blocklancer, 2018) 

 

Figure 15: Talao Logo  

 

Figure 16: Canya Logo 

 

Figure 17: Ethlance Logo 

 

Figure 18: Coinlancer Logo 
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Figure 19: Connectjob Logo (Connectjob.io, 2018) 

 

Figure 20: Moonlighting Logo (Moonlighting.com, 2018) 

 

Figure 21: Amazon Home Services Logo (Amazon Home Services, 2018) 

 

 

Figure 22: Thumbtack Logo (Thumbtack, 2018) 

 

 

Figure 23: Bark Logo (Bark, 2018) 

 



117 

 

10 References 

Amazon Home Services. (2018). Company Website. Retrieved from 

https://www.amazon.com/b?ie=UTF8&node=8098158011 

Andaleeb, S. S. (2017). Market segmentation, targeting, and positioning. In Strategic marketing 

management in Asia : case studies and lessons across industries (pp. 179–207). Bingley: Emerald. 

Arando, S., Gago, M., Jones, D. C., & Kato, T. (2015). Efficiency in Employee-Owned Enterprises. 

ILR Review, 68(2), 398–425. https://doi.org/10.1177/0019793914564966 

Askwonder. (2018). What is the Global market-size (TAM) for the Gig - Freelancer Economy industry? 

Retrieved from https://advancedconsult.files.wordpress.com/2017/05/example-3.pdf 

Bark. (2018). Company Website. Retrieved from www.bark.com 

Berentsen, A., & Schar, F. (2018). A Short Introduction to the World of Cryptocurrencies. Review, 

100(1), 1–19. https://doi.org/10.20955/r.2018.1-16 

Beuthien, V. (Ed.). (2008). Marburger Schriften zum Genossenschaftswesen Sonderband. Wozu noch 

Genossenschaften?: 60 Jahre ifG Marburg ; [Festveranstaltung aus Anlass des 60-jährigen 

Bestehens des Instituts für Genossenschaftswesen an der Phillips-Universität Marburg]. Göttingen: 

Vandenhoeck & Ruprecht. 

Beuthien, V., Hanrath, S., & Weber, H.-O. (2008). Mitglieder-Fördermanagement in 

Genossenschaftsbanken: Analysen, Erläuterungen und Gestaltungsempfehlungen aus 

ökonomischer, rechtlicher und steuerlicher Sicht ; eine Projektstudie des ifG Marburg in 

Zusammenarbeit mit dem Frankfurter Genossenschaftsverband e.V. und der Volksbank 

Mittelhessen eG. Marburger Schriften zum Genossenschaftswesen: Vol. 106. Göttingen: 

Vandenhoeck & Ruprecht. 

Blocklancer. (2018). Company Website. Retrieved from www.blocklancer.net 

 



118 

 

Blome-Drees, J. (2012). Zur Aktualität des genossenschaftlichen Geschäftsmodells. Zeitschrift Für 

Öffentliche Und Gemeinwirtschaftliche Unternehmen, 35(4), 365–385. 

https://doi.org/10.5771/0344-9777-2012-4-365 

Canya. (2018). Company Website. Retrieved from https://canya.io/ 

Chaddad. (2006). Investment Constraints in Agricultural Cooperatives: Theory, Evidence and 

Solutions. 

Chaddad, & Cook, M. L. (2004). Understanding New Cooperative Models: An Ownership-Control 

Rights Typology. Review of Agricultural Economics, 26(3), 348–360. 

https://doi.org/10.1111/j.1467-9353.2004.00184.x 

Chaddad, & Lee Cook, M. (2002). An Ownership Rights Typology Of Cooperative Models, 2002. 

Choudary, S. P., Parker, G., & Alstyne, M. (2016). Platform revolution: How networked markets are 

transforming the economy and how to make them work for you. [S.l.]: W W Norton. 

Coinlancer. (2018). Company Website. Retrieved from https://www.coinlancer.io/ 

Connectjob.io. (2018). Company Website. Retrieved from www.connectjob.io 

Coop News. (2017). 2017 Co-operative of the Year award winners announced. Retrieved from 

https://www.thenews.coop/119993/topic/development/2017-co-operative-year-award-winners-

announced/ 

Cowen, T., & Sutter, D. (1999). The costs of cooperation. The Review of Austrian Economics, 12(2), 

161–173. 

Cryptotask. (2018). Company Website. Retrieved from https://www.cryptotask.org/ 

Draheim, G. (1952). Die Genossenschaft als Unternehmungstyp. Göttingen: Vandenhoeck & Ruprecht. 

Enke, S. (1945). Consumer Coöperatives and Economic Efficiency. The American Economic Review, 

Vol. 35, 

 



119 

 

Ethlance. (2018). Company Website. Retrieved from https://ethlance.com/ 

Farrell, D. (2016). Independent work: choice, necessity, and the gig economy. McKinsey Global 

Institute. 

Fiverr. (2018). Company Website. Retrieved from www.fiverr.com 

Freelancer. (2018). Company Website. Retrieved from www.freelancer.com 

Górniak, J. (Ed.). (2015). Study of Human Capital in Poland. The hidden human capital: Additional 

capacities of the Polish labour market : key results of the fifth round of the BKL Study in 2014. 

Warsaw: Polish Agency for Enterprise Development. Retrieved from 

https://en.parp.gov.pl/publications/ebook/80 

Hansen, M. D., & Kokal, M. T. (2017). The Coming Blockchain Disruption: Trust without the 

"Middle-man". IADC Comittee Newsletter. 

Hathaway, I. (2016). Tracking the gig economy: New numbers. Retrieved from 

https://www.brookings.edu/research/tracking-the-gig-economy-new-numbers/ 

Hood, C., & Heald, D. (Eds.). (2006). Proceedings of The British Academy: Vol. 135. Transparency: 

The key to better governance? Oxford: Oxford Univ. Press. Retrieved from 

http://www.loc.gov/catdir/enhancements/fy0725/2007272628-b.html 

Huertas-Noble, C. (2016). WORKER-OWNED AND UNIONIZED WORKER-OWNED 

COOPERATIVES: TWO TOOLS TO ADDRESS INCOME INEQUALITY. Clinical Law Review, 

Vol. 22:325. 

International Cooperative Alliance. (2012). Statement on the Cooperative Identity. International 

Cooperative Alliance. Retrieved from 

https://web.archive.org/web/20120204081503/http://www.ica.coop/coop/principles.html 

 



120 

 

International Co-operative Alliance. (2010). Global 300 Report 2010: The world's major co-operatives 

and mutual businesses. Retrieved from https://ica.coop/sites/default/files/basic-page-

attachments/global300-report-2011-1757377405.pdf 

Intuit. (2010). Intuit 2020 Report: Twenty trends that will shape the next decade. 

Johnson, R. (2015). Cooperatives: Not only a guiding principle, but also our North Star, 2015. 

Kowalewski, D. & McLaughlin, J. & Hill, A. (2017). Blockchain Will Transform Customer Loyalty 

Programs. Harvard Business Review. 

Localancers. (2018). Company Website. Retrieved from www.localancers.com 

Lund, S. (2015). What the Rise of the Freelance Economy Means for the Future of Work. Retrieved 

from https://www.huffingtonpost.com/susan-lund/freelance-economy-future-

work_b_8420866.html 

Marx, K., & Engels, F. (1885). Das Kapital: Kritik der politischen Ökonomie : zweiter Band : 

Hamburg 1885 : Text. Gesamtausgabe Abteilung 2: Band 13. Berlin: De Gruyter Akademie 

Forschung. 

Mc Leod, A. (2006). Types of Cooperatives. Northwest Cooperative Development Center. 

Moonlighting.com. (2018). Company Website. Retrieved from www.moonlighting.com 

Moura Costa, D. R. de, Chaddad, F., & Furquim de Azevedo, P. (2013). The Determinants of 

Ownership Structure: Evidence from Brazilian Agricultural Cooperatives. Agribusiness, 29(1), 62–

79. https://doi.org/10.1002/agr.21325 

Nair, M. and Sutter D. (2018). The Blockchain and Increasing Cooperative Efficacy. The Independent 

Review,. (v. 22, n. 4). 

 



121 

 

Nalebuff, B. J., & Brandenburger, A. M. (1997). Co-opetition: 1. A revolutionary mindset that 

combines competition and cooperation. 2. The Game Theory strategy that's changing the game of 

business. London: Profile books. 

O’Brien, D. (2014). The Co-op Connection: How does your co-op connect? USDA Rural Development. 

Peopleperhour. (2018). Company Website. Retrieved from www.peopleperhour.com 

Ries, E. (2015). Lean startup: Schnell, risikolos und erfolgreich Unternehmen gründen (4. Auflage). 

München: Redline Verlag. 

Schneider, F. (2012). The Shadow Economy and Work in the Shadow: What Do We (Not) Know? IZA 

DP. (No. 6423). 

SKILLITY. (2018). App Prototype. 

Stappel, M. (Ed.). (2011). Konjunktur und Kapitalmarkt Special. Genossenschaften in Deutschland: 

Eine Studie aus Anlass des internationalen Jahres der Genossenschaften. Frankfurt, M.: DZ-Bank. 

Suma Wholefoods. (2018). Company Website. Retrieved from 

http://www.suma.coop/about/cooperation/ 

Talao. (2018). Company Website. Retrieved from https://ico.talao.io/ 

The Economist. (2018). In the shadows. Retrieved from https://www.economist.com/node/2766310 

Thumbtack. (2018). Company Website. Retrieved from www.thumbtack.com 

Turek, K. (2015). The grey side of the labor market. Netherlands Interdisciplinary Demographic 

Institute. 

Upwork. (2018). Company Website. Retrieved from www.upwork.com 

Vanywhere. (2018). Company Website. Retrieved from www.vanywhere.com 

 



122 

 

Wald, J. (2014). What The Rise Of The Freelance Economy Really Means For Businesses. Retrieved 

from https://www.forbes.com/sites/waldleventhal/2014/07/01/a-modern-human-capital-talent-

strategy-using-freelancers/#20f067726a06 

Zysman, J. (2015). Choosing a Future in the Platform Economy: The Implications and Consequences 

of Digital Platforms. (Kauffman Foundation New Entrepreneurial Growth Conference). 

 


	MGT thesis cover_Jonas
	Skillity Master Thesis
	List of Figures
	List of Tables
	2 Introduction
	3 Definitions
	4 Literature Review
	4.1 Cooperative Ownership
	4.2 The power of platforms
	4.3 The Blockchain Revolution of societal agreements

	5 Market research
	5.1 Freelance Market
	5.2 The prevailing Trend of freelancing
	5.3 The grey labour markets
	5.4 Competitor Analysis
	5.4.1 Freelancing platform focusing on online services
	5.4.2 Freelancing platform focusing on both online and local services
	5.4.3 Freelancing platforms focusing on local services


	6 SKILLITY: The skill-sharing network with cooperative Ownership
	6.1 Vision and Mission
	6.2 Problems to be solved
	6.3 Business Model
	6.4 Value Proposition
	6.5 Challenges and threats

	7 Quantitative Research
	7.1 Research Hypothesis and underlying Questions
	7.2 Market Research Design
	7.3 Descriptive Statistics
	7.4 T-Tests
	7.5 ANOVA
	7.6 Regression
	7.7 Logit Model
	7.8 Cluster Analysis
	7.9 Qualitative Analysis
	7.10 Key Findings

	8 Derived Strategy
	8.1 Target Customer segment
	8.2 Marketing Plan
	8.3 Prototype

	9 Conclusion
	9.1 Key Findings
	9.2 Research contributions
	9.3 Learnings from SKILLITY
	9.4 Limitations

	Appendix
	Appendix 1: SKILLITY Market Research Survey
	Appendix 2:  Competitor Logos

	10 References




