
GOeureka:
Next-Gen Solution

Shaping the Future
of Online Hotel Booking



TA B L E  O F  C O N T E N T S

Introduction

Industry Overview

History of OTAs

How Reliant are Hotels on OTAs?

Effects of OTAs’ Influence on Hotels

Introducing A Tech Partner For Hotels

Revenue Model

Re-Booking Function

Pledging Transparency

Integration with Hotel Inventory and Loyalty Programs

Transforming Loyalty Programs with Blockchain

Product Overview

The Website

The App

Blockchain and Smart Contract

GO Token

GO Token Sale

GO Debit Card

Distribution of Funds

Roadmap

GO’s Marketing Initiative

Team GO

Advisors

1.0

2.0

2.1

2.2

2.3

3.0

3.1 

3.2

3.3 

3.4

3.5

3.6

4.0

4.1

4.2 

4.3 

5.0 

5.1

5.2

6.0

7.0

8.0

8.1

3

4

4

4

5

6

7

8

9

9

10

11

12

12-13

14

14-17

18-19

19

20

21

22-23

24-25

26-27

2    |    GOeureka: Next-Gen Solution Shaping the Future of Online Hotel Booking



The emergence of online travel agencies (OTAs) 
perfectly demonstrates the value of leveraging 
new technologies to disrupt existing industries. 
OTAs have an undeniable advantage over an 
individual hotel’s online presence as they can 
capatilize on consumers’ demand for low prices 
and options by aggregating their room inventory 
from different hotel groups and partners. Today 
OTAs are growing and generating higher reve-
nues than ever before and this has had a direct 
impact on the hotel industry. 

Consumers and OTAs are reaping the benefits of 
this business model; however, traditional institu-
tions that are slow to adapt digitally or resist the 
growth of OTAs risk being left behind. Increas-
ingly, we are seeing the industry move toward a 
situation where the business of providing goods 
or services is significantly less profitable than a 
business intermediating its sale.1

Traditional travel institutions need to evolve to 
keep up with consumer demands for options and 
convenience if they want to avoid being over-
shadowed by OTAs. As OTAs also expand into 
the loyalty program market and offer higher 
value to consumers, hotels stand to lose an even 
larger portion of brand control if no action is 
taken.

The GOeureka (GO) platform leverages block-
chain technology to position itself as an unbiased 
and transparent technology partner to hotels, 
transforming traditional loyalty systems and 
delivering increasing value to all hotels and their 
customers. GO aims to create a new symbiosis 
where hotels maintain control over their brand 
while unlocking unprecedented value for 
consumers on its platform.

To achieve these goals, GO plans to introduce 
the following capabilities on its platform:

GO’s vision for the future of the travel industry 
is a supportive online ecosystem where all 
businesses are allowed the opportunity to 
thrive and benefit from providing the best 
goods or services to travelers.

As a technology partner to hotels, GO intends 
to provide a straightforward web and app 
experience to users without the high commis-
sion structures imposed by current OTAs. By 
reducing the financial commitments of hotels 
to third-party booking platforms, GO will 
enable hotels to focus more resources on 
providing better intrinsic value and customer 
service.

Commission-free booking platform with 
supporting mobile applications

Integration capabilities for hotel 
inventory and loyalty programs

Re-booking feature for hotel rooms
when rates are lowered

Crypto-enabled interoperability of 
loyalty points

White-labelled solution on the
GOeureka platform that will allow
hotels to maintain brand control

Enables transactions via
cryptocurrencies

Access to 170,000 hotels worldwide 
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Blockchain hotel booking platform
unlocking unprecedented value
for hotels and customers worldwide 

1 . 0  I N T R O D U C T I O N

1https://skift.com/2016/04/25/everything-you-ever-wanted-to-know-about-hotel-industrys-complaints-against-otas/
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2 . 0  I N D U S T R Y  O V E R V I E W

2.1  HISTORY OF OTAS

In 2015, the global travel industry generated 
US$5,880.4 billion in revenue. By 2020, the 
global travel industry is forecast to hit 
US$8,736.1 billion. The hotel sector accounts for 
14.1% of total industry revenue (US$716.4 billion 
in 2015), making it the second largest segment 
of the travel industry.2

When it comes to hotel bookings, OTAs make 
up nearly 70% of all online bookings3 and their 
market growth has been at the expense of 
hotels’ direct bookings. Hotels are losing own-
ership of their consumers as the OTA strong-
hold increases. This provides OTAs greater 
leverage over hotels, placing them in a strong 
position when negotiating commission rates 
with hotels.

2.2  HOW RELIANT ARE
HOTELS ON OTAS?

The online travel agent business was a model 
initially adopted by hotels as a means to clear 
unsold inventory. However, the entry and rapid 
expansion of OTAs are reshaping the travel 
industry. Hotels now rely heavily on OTAs for 
online sales, and not just as a channel for clear-
ing unsold inventory. 

The Expedia and Priceline duopoly continues to 
control the online booking sector, allowing them 
to out-market hotels by offering consumers 
more attractive offers and packages. OTAs are 
also able to showcase a huge range of choices to 
consumers in a user-friendly manner, something 
an individual hotel is unable to do. 

Hotels struggle to offer breadth of choice and do 
not have the same amount of resources to com-
pete on a level playing field with the OTA. They 
are beholden to working with third-party book-
ing engines often under unfavorable terms. 
Increasing dependency, coupled with reducing 
alternatives, limit hotels’ negotiation capabilities 
for commissions payable. With commissions 
ranging from 15% to as high as 30% depending 
on the OTA and size of the hotel/chain, partner-
ships with OTAs are necessary, however at the 
expense of a hotel’s margin. 

BILLION

2015 2020

US$ 5,880.4 

BILLION

US$ 8,736.1 

Global travel industry revenue

Rapidly growing since their introduction in 
the 1990s, OTAs’ considerable market 
power is of increasing concern to the 
travel industry. Through many strategic 
acquisitions of smaller OTAs, 
Priceline and Expedia are now the 
two most powerful OTAs in the 
world. Forecasts show that by 
2020, the Priceline Group and 
Expedia together will control 
94% of all online hotel 
bookings.4

2MarketLine Industry Profile, Global Travel and Tourism, Feb 2016
3https://skift.com/2017/07/10/hotel-and-online-travel-agency-direct-booking-winners-and-losers-in-5-charts/
4OTAS – A Hotel's Friend or Foe? How Reliant are Hotels on OTAs? – HVS International, Jill Barthel, Sophie Perret, July 2015 
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2 . 3  E F F E C T S  O F  O TA S ’
I N F L U E N C E  O N  H O T E L S

Small hotels either have to increase their price per 
room or be forced to reduce their profit margins to 
survive in an OTA-controlled environment. In many 
cases, hotels are also limited by OTAs’ insistence 
on best price guarantee and rate parity. Partner 
hotels have signed agreements with OTAs which 
ensure that rates offered on these sites match 
those listed on the hotel-owned website.6

Although this may appear beneficial to consumers, 
hotels are left with little to no flexibility to increase 
profitability or attract customers to their website 
for direct bookings. This, in turn, ends up impact-
ing profit margins, which are then felt by custom-
ers as hotels look to make up for this by cutting 
costs in other areas. 

Another effect of OTAs’ increasing prevalence is 
the dilution of hotel brands and devaluation of 
their loyalty programs. The entry of OTAs into the 
loyalty program sector threatens the main unique 
selling points of direct bookings on hotel web-
sites.7

Instead of receiving rewards from hotels directly, 
customers are now rewarded for booking on OTA 
channels irrespective of brand or type of property 
booked. The limitations of engaging in a single 
hotel loyalty program become apparent as the 
introduction of loyalty programs by OTAs typically 
remove barriers where rewards points are limited 
to a single or small group of hotel brands.

While OTAs do provide exposure and new oppor-
tunities for hotels, they also limit the hotels’ ability 
to control customer data and experiences. Leading 
players are known to withhold email address infor-
mation or only share limited guest data with 
hotels.

Not only are the OTAs restricting contact between 
the service provider and consumer during the time 
after booking to their actual stay, but they are also 
effectively promoting their own brand at the 
expense of a more desirable consumer experi-
ence.8 Any poor experiences on the OTA sites 
could also reflect negatively on the hotel brand.

The increasing influence of OTAs over hotels 
has had severe effects on hotel margins, 
especially for smaller hotel brands. While 
larger hotel chains are able to negotiate 
lower commissions given their global 
exposure and market strength (~15%–25%), 
independent brands face OTA commissions 
as high as 30% of the room fee.5 

5OTAS – A Hotel's Friend or Foe? How Reliant are Hotels on OTAs? – HVS International, Jill Barthel, Sophie Perret, July 2015
6OTAS – A Hotel's Friend or Foe? How Reliant are Hotels on OTAs? – HVS International, Jill Barthel, Sophie Perret, July 2015
7OTAS – A Hotel's Friend or Foe? How Reliant are Hotels on OTAs? – HVS International, Jill Barthel, Sophie Perret, July 2015
8https://thenextweb.com/contributors/2017/09/21/booking-com-uses-stress-rush-decisions
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3 . 0  I N T R O D U C I N G  A  T E C H
PA R T N E R  F O R  H O T E L S

In response to the growing power of OTAs, 
GOeureka (GO) is dedicated to becoming an unbi-
ased and transparent technology partner for 
hotels by providing a commission-free online 
booking platform that leverages blockchain tech-
nology to transform traditional loyalty programs 
and deliver increasing value to all consumers.

Consumers increasingly expect personalized 
travel offerings and digitally-enabled one-stop 
services; the growth of OTAs is in part a testament 
to that. The GO platform includes a web-based 
inventory management system for hotels, 
web-based booking engines for rooms and 
services, available on both iOS and Android oper-
ating systems, for consumers.

Apart from the supply of an advanced technology 
platform, GO seeks to drive marketing and adver-
tising efforts to onboard hotels worldwide onto its 
platform while promoting hotel services to 
customers. GO operates as an intermediary solely 
to boost the engagement between hotels and 
consumers, market the platform to booking 
consumers, and ultimately provide the best value 
for consumers.

 

GO will not impose a rate parity clause for hotels 
on the platform, allowing hotels to list rooms at a 
lower price. Without limiting the listing price for 
rooms, GO provides hotel managers the freedom 
to manage their own revenue stream, and utilize 
the GO platform to their advantage.

GO’s platform will also engage the community by 
creating a sandbox that enables developers and 
the general public to propose new ideas and 
features for the platform. Consumers will be 
rewarded for features implemented within the GO 
platform.

6    |    GOeureka: Next-Gen Solution Shaping the Future of Online Hotel Booking

– GOeureka CEO, Manraj Rai

“We provide an affordable and efficient 
platform for hotels and consumers to directly 

engage and transact with each other, 
removing the inequitable commissions to 

OTAs that ultimately decrease hotels’ margins 
and increase consumer prices.”
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GO will charge a 5% transaction fee for all 
payments made via credit cards and cryptocurren-
cies accepted as a mode of payment (e.g., Ether, 
Bitcoin).

Payments made using GO Tokens will NOT be 
charged any fees on our platform. This is to 
protect the interest of all our token holders 
moving forward.

3 . 1  R E V E N U E  M O D E L
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3.2  RE-BOOKING FUNCTION

GO’s website includes a user-friendly interface 
that allows hotels to update and manage listings 
with ease. Hotels will be provided a pricing dash-
board where rates can be updated as needed. 
When the hotel lowers room rates with the 
Re-Booking feature, GO will prompt the hotel with 
the number of bookings that will be affected by 
the lower rate. Hotels will then be able to make 
informed decisions when dropping rates, notify-
ing customers of their new rates in real-time.

GO is also introducing a patent-pending Re-Book-
ing algorithm function as an added-value service 
for customers to obtain the best value for rooms 
(due to fluctuating prices). Hotel room prices are 
updated several times a day. When the hotel rate 
drops, the Re-Booking feature will automatically 
detect and re-book an existing booking at the 
lower rate. Here is an example of how the 
Re-Booking feature works:

1) Customer makes a booking for a deluxe   
    room at $300 seven days prior to his stay
2) The Re-Booking algorithm continually   
    checks for price drops
3) Two days later, the rate for the same room      
     type is now advertised at $280
4) The room is automatically re-booked at the      
     new rate of $280
5) Customer is informed that he has just saved  
     $20 on his booking

How It Works

Customers search the 
GOeureka platform for 

their next hotel stay. Hotel 
information, booking rates 

and services are 
displayed. Interoperable 

loyalty program and 
re-booking features are 
available to customers.

Hotels update their rates 
multiple times a day. Our 

unique algorithm will 
automatically re-book 

existing customers’ bookings, 
(at no extra cost) when the 

hotel reduces their rates 
ensuring that you always get 

the lowest possible price.

Customer receives 
price drop notification 
and the difference is 
credited back to the 

users account. 

1 32



3 . 3  P L E D G I N G  T R A N S PA R E N C Y

With accountability being a key feature of block-
chain technology, GO is planning to utilize this 
technology to ensure transparency and account-
ability on its platform. GO also plans to replace 
traditional pay-to-play arrangements employed 
by OTAs by pledging to remain unbiased and not 
charge commissions for paid search placements 
or exclusive promotions on the platform.

With GO, hotels no longer have to pay for visibili-
ty on its site. All displays and search results will 
be based on the hotels’ performance, utilization 
of features on the GO platform, and reviews by 
customers.

3.4  INTEGRATION WITH HOTEL
INVENTORY AND LOYALTY PROGRAMS

In some cases, customers can even register for a 
hotel’s loyalty program on the GO platform. 
Consumers can also manage their points from 
multiple registered hotel loyalty programs via the 
GO platform, gaining a single view of their 
rewards.

As GO expands its own loyalty network by foster-
ing partnerships with leading stakeholders to 
increase consumers’ perceived value of hotel 
loyalty points as it allows them access to a larger 
pool of reward options outside of the travel 
sector. GO will also allow hotels to maintain their 
hotel branding on the hotel’s loyalty points pages 
on the GO platform.

For hotels that wish to integrate, GO will provide 
APIs for these hotels to link their inventory and 
reservation systems. Well-documented guides, 
tutorials, and account management will be avail-
able for the hotel IT departments to undergo 
integration in the most cost-effective and timely 
manner. GO will also directly integrate with key 
hotel property management software (PMS) and 
channel managers through strategic partner-
ships. 

Hotels can also register existing loyalty programs 
on the GO platform. By doing so, customers need 
only enter their respective loyalty program IDs to 
directly receive points from hotels for their book-
ings made via GO. 

GOeureka: Next-Gen Solution Shaping the Future of Online Hotel Booking    |    9
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GO's vision is to give the customer access to 
loyalty points from multiple programs across a 
single platform. Points earned from a restaurant 
can be redeemed for GO credits, and in turn, 
used to pay for a hotel room. Blockchain acts as 
an immutable and secure ledger of all transac-
tions related to the issuance of GO credits, creat-
ing a transparent, auditable supply of loyalty 
points without the need for intermediaries. 

GO credits issued no longer serve as just regular 
loyalty points. Redemption of GO credits can be 
tracked, enabling service providers to collect 
data insights on consumer spending habits. All 
users will have a “wallet” on the GO platform to 
store their GO credits.

For consumers who subscribe to multiple loyalty 
programs, GO’s solution for an interoperable 
loyalty program on the blockchain could facili-
tate instant redemptions and exchange for multi-
ple loyalty point currencies on a single platform. 

3.5  TRANSFORMING LOYALTY PROGRAMS
WITH BLOCKCHAIN

Traditional travel loyalty program points differ 
by industry segments. Airlines, hotels, car 
rentals, and dining segments offer distinct 
versions of loyalty points that are disconnected, 
making it hard for the average consumer to 
accumulate enough points to redeem a 
substantial reward. With OTAs also entering the 
loyalty program sector, now more than ever 
hotels need to be open to adopting new tech-
nologies and increasing the value of their 
rewards to consumers.

An interoperable loyalty network will provide 
greater utility and value to hotel customers. 

Metcalfe’s law states that a network increases 
its value and utility as the number of connected 
users in the network increases.9 Based on this, 
as more customers enroll in hotel loyalty 
programs on the GO platform, the total value of 
the program increases as well, ultimately 
providing greater rewards to customers.

GO proposes an interoperable loyalty program 
that leverages the use of blockchain technolo-
gy. This will benefit hotels and customers by 
promoting the hotel's own loyalty rewards 
program. With the option to convert hotel loyal-
ty points into GO Credits that can be used on 
the GO platform, this program is designed to:

1) Maximize the value of a reward to the 
customer
2) Allow hotels to expand their customer 
base
3) Attract more customers to use the GO 
platform
4) Relieve balance-sheet liability for hotels

9http://www.businessdictionary.com/definition/Metcalfe-s-Law.html



GO will store the PII, customer booking details, 
and hotel data off-chain to avoid pushing up 
network transaction fees and ensuring the imme-
diate execution of user activity. GO will look to 
move its entire platform on-chain in the future, 
with the introduction of new blockchain technolo-
gy (i.e., Raiden) that allows instant execution at 
minimal to no cost.

The GO platform includes the following:
1) Website with booking and payment         
    functionalities
2) Mobile application for customers and hotels     
    to communicate directly with each other
3) A centralized database and server to store     
    Personal Identity Information (PII), customer      
booking details, and data from hotels
4) Utilize Ethereum blockchain and smart     
     contract to generate decentralized GO   
     Tokens and execute payout requests

3 . 6  P R O D U C T  O V E R V I E W

T H E  P L AT F O R M

respond to 
customers interact with hotel

Hotels use GOeureka’s 
platform to list rooms 
& services similar to 
an OTA.

Customers make 
bookings

GOeureka Website:
Integration of Hotel 
loyalty programmes
Re-Booking feature

•

•

Hotels
Use GOeureka platform 
without any commission fees
Direct access to customers 

•

•

Customers
Use platform to search hotels 
with best possible rates
Manage stay and access 
Hotel services via App
Earn and spend loyalty 
points 

•

•

•

GOeureka App:
Loyalty Points wallet
Hotel services
Flat, cryptocurrency & 
loyalty points payment

•
•
•
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4.0  THE WEBSITE

4.1  THE APP

Hotels can list their products and services on the 
GO website where they will have full control of 
their own listings, rates, policies, and features. 
This aligns with GO’s objective of being a 
technological partner for hotels, creating a more 
transparent framework for all parties involved.

GO will provide the following features on its 
website:
Re-Booking feature that allows customers to 
obtain the best possible room rates when room 
prices fluctuate
Loyalty program subscriptions where users are 
encouraged to sign up for the hotel’s own loyalty 
program
Hotel inventory management
Feature factory that enables hotels to customize 
their offerings on the GO platform

With GO’s integration, customers have the 
option of subscribing to a hotel’s loyalty 
program directly via the platform. This is 
beneficial to both hotels and consumers as it 
provides a mechanism for expanding the 
customer base and increasing customer 
retention. Customers are now able to obtain 
loyalty points directly from the hotel and earn 
loyalty tokens by using the GO platform.

The website will also feature a hotel inventory 
management tool to manage inventory, rates, 
and check-ins. This can work alongside a hotel’s 
in-house system or become its go-to platform. 
All data from GO’s inventory management is 
shared with the hotel’s database once 
integration is complete so that hotels now have 
visibility over customers booking with them.

Despite the availability of existing hotel-owned 
apps developed either through proprietary 
means or purchased and rebranded from white 
label sellers, GO’s platform includes a universal 
app that all hotels can adopt instantly without 
the usual additional charges or required 
development work. 
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Hotels and customer accounts are shared 
between the website and app. Customers can 
register and download the GO App to enjoy its 
features.

For the first time, the hotel customer’s journey 
remains uninterrupted. The GO App ensures that 
hotel customers are looked after from the time 
of booking to the duration of their stay right until 
check out and payment.

GO will facilitate payment in Fiat currency, 
cryptocurrencies, and tokens. By accepting 
payment via cryptocurrencies and tokens, hotels 
are no longer subject to costly merchant fees 
typically charged by payment gateways and 
credit card providers.

Consumers may download the GO App and log 
on with the same user account as the website. All 
booking information and user account activity 
will be pulled from GO’s website and shared with 
the app user account.

The GO App enables customers to track their 
hotel bookings and manage their current stay. 
When a booking is due on that day, the customer 
may check-in to their stay using the GO App. 
Upon successful check-in, the customer will be 
able to unlock access to the hotel’s enabled 
features on hand.

The GO App facilitates greater communication 
between hotels and their customers throughout 
their entire stay. Hotels are able to personalize 
customer experience according to their 
customers’ needs. Each customer request on the 
GO App will be sent to the respective hotels. 
Hotels manage these requests through a Web 
Content Management System (Web CMS) 
operated by hotel staff.

•

•

•
•
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The following are GO App features and their functions:

Booking Information

A
P
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N
A

B
L

E
D

H
O

T
E

L
-E

N
A

B
L

E
D

Check-In

Room Service

Concierge Chat

Hotel Events

Payment Processing

Loyalty Points

Events near you

Room Key

Housekeeping

Features Description
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•
•
•

•
•

•
•

•
•

•

•

•

•
•

•

•
•

•

Manage booking information
Calendar of future bookings
Historical booking information

Fill up check-in form on App
Check-in details are sent to hotel, and room details are provided via 
the App

Pay using Fiat currency, Cryptocurrencies or Loyalty Points
Confirm payment and complete checkout process

Track loyalty points from each subscribed Hotel Loyalty Program
Spend points across the platform

Discover the latest happenings and promotions around your stay to 
make it an eventful and unforgettable experience

Access the hotel room via the App
(applies to keypads or Smart Locks)
Loss of keys and room number privacy are no longer an issue

Browse the hotel’s restaurants and menus
Request for room service and the order is
sent to the hotel’s Web CMS

Chat with the hotel’s concierge to make real-time requests and 
have all your needs fulfilled

Send a request to the hotel for housekeeping services
Hotel’s Web CMS is notified, providing you with an expected time 
of delivery

Hotels may update events happening at their property or in the 
surrounding area

A
D

D
IT

IO
N

A
L

 F
E

A
T

U
R

E
S

 

Entertainment Hub

Virtual Travel Assistant 

City Guide 

Discovery Section

•

•

•

•

The city guide feature will be an interactive map that will allow our 
users to find useful places such as restaurants, ATMs, shops, 
bus/train stations, and more.

The hub will have a range of different multimedia features that our 
users will be able to utilize during their hotel stays. 

One of the key features we are planning to launch is an AI-powered 
virtual travel assistant that GO users will be able to engage to help 
arrange bookings and organize trips. 

We will have a dedicated content hub focussed on creating 
travel-related content for our users where they will be able to find 
general information on the best places to visit, things to do, 
suggested itineraries for day trips, reviews by our community, and 
much more. 



4.3  GO TOKEN

4.2  BLOCKCHAIN AND SMART CONTRACT

All transactions on the App will operate on GO’s 
smart contract. The smart contract acts as a 
communication layer between the platform and 
the blockchain. All transaction data will be sent 
to the smart contract to execute its terms, and 
the transaction will be stored in the blockchain. 
This removes the need for a middleman and 
facilitates lower transaction costs throughout 
the platform.

The GO platform utilizes the widely-used Ethe-
reum blockchain. Ethereum’s smart contracts 
provide multiple language implementations 
that will facilitate future integration. An audit of 
all transactions on the platform will be kept on 
the blockchain each time the smart contract is 
executed.

GO Tokens are awarded to initial investors 
during the token sale and may be traded on 
exchanges in the future or spent on the GO 
platform.

The GO Token is a digital token or virtual curren-
cy designed to facilitate transactions on the GO 
platform for the purchase of room nights, hotel 
services, and other internal processes and 
payments within the GO infrastructure. 

Website

Cloud Database

Customer
Hotels

dApp

Registers on 

platform

Makes booking

Connects loyalty 

programme 

subscriptions

•

•

•

Stores:

Pll

Customer data

Hotel data

Booking data

•

•

•

•

Stores:

Generate 

GO Tokens

Makes payment in fiat, 

cryptocurrency, points

Earns GO Credits according

to spending amounts

Receives payment 

in fiat from GO

Rewards loyalty

points to

customer’s account

Transaction data

Payout data

Distributed token data

•

•

•

Registers on platform

Manages room 

inventory and rates

Connects central 

reservation system / 

property management 

software / channel 

manager via API

Connects loyalty 

programme database

•

•

•

•

Blockchain

Smart Contract
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GO Token Economy

GO will provide a 5%–15% savings on all GO Token 
redemptions on the platform. This provides an 
incentive for token holders to spend tokens on the 
GO platform instead of selling them on exchanges 
as they will not be subject to exchange fees and 
could potentially earn on the 5%–15% savings. 

Aside from upgrading membership status and 
obtaining further discounts, GO Token holders will 
also be entitled to an additional range of benefits on 
the GO platform. All consumers on the GO platform 
will have their details captured when signing up 
(Passport/ID). Due to KYC procedures in place 
currently, it is quite time-consuming to open an 
account with an exchange. 

If token holders spend X 
amount on the platform 

within a two-month 
period, they will be 
upgraded to Silver 

membership status and 
be entitled to an 

additional 5% discount 
on all bookings across 

the platform. 

If token holders spend Y 
amount on the platform 

within a four-month 
period, they will be 
upgraded to Gold 

membership status and 
be entitled to an 

additional 10% discount 
on all bookings across 

the platform. 

If token holders spend Z 
amount on the platform 

within a six-month 
period, they will be 

upgraded to Platinum 
membership status and 

be entitled to an 
additional 15% discount 
on all bookings across 

the platform. 

Once the GO token is listed on exchanges, GO will 
work alongside the respective exchanges to simpli-
fy their KYC procedures so purchasing tokens from 
any exchange that GO is listed on will be easier and 
quicker. 

GO will also reward token holders for spending of 
tokens in order to create a more engaging environ-
ment. Following is one example of how GO can 
reward token holders for spending:
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Bob sells GO TokensScenario 1:
The price of
GO Tokens is
at $2/token

Scenario 2:
The price of
GO Tokens is
at $1/token

Scenario 3:
The price of
GO Tokens is
at $0.50/token

Bob realizes his profits from value increase
(less exchange fees of 2%), earning $196 in value

Bob holds GO Tokens Bob has unrealized profits

Bob spends GO Tokens
on GO

Bob benefits from both value increase and 5%–15% 
savings and will receive additional discounts and 
benefits

Action Result

Bob sells GO Tokens Bob loses 2% from exchange fees, recouping $98
in value

Bob holds GO Tokens Bob’s investment value remains unchanged

Bob spends GO Tokens
on GO

Bob benefits from 5%–15% savings on bookings 
and will receive additional discounts and benefits

Bob sells GO Tokens Bob loses $0.50/token + 2% fee

Bob holds GO Tokens Bob is rewarded for holding tokens

Bob spends GO Tokens
on GO

Bob still enjoys GO services with 5%–15% savings 
and will receive additional discounts and benefits

Assuming that Bob has 100 GO Tokens worth $1/token:



GO Credits as Loyalty Rewards

GO Credits are cash values credited to customer 
account wallets. GO Credits may only be spent 
on the GO platform and are non-transferrable. 
Consumers will be rewarded with X amount of 
GO Credits for spending on GO’s platform. 
Consumers may then subsidize their total cost of 
purchase using GO Credits. 

GO Credits will also be issued on behalf of 
hotels that do not have loyalty programs to 
ensure that every consumer on the GO platform 
is rewarded for their participation.  
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Conversion of Hotel Loyalty Points to GO Credits

Scenario 1:
Hotel A awards
loyalty points
to a customer
(Bob)

Bob spends one night at Hotel A for $500

Bob also receives 100 Hotel A points for his stay

100 Hotel A points has a fiat currency value of $100 

Hotel A records revenue of $400 and unearned revenue $100

Bob receives a $70 discount on his room using his GO Credits
Hotel B receives the full payout of $200 for the room

Scenario 3:
Bob spends his
GO points at
Hotel B

Bob purchases a room night at Hotel B for $200

Bob uses his $70 GO Credits and pays the remaining $130 in 
cash for the room 

GO is liable for the additional $70 to Hotel B

Scenario 2:
Bob decides to
redeem his Hotel
A points for GO
loyalty points 

GO and Hotel A have an agreement stating 1 Hotel A point is
worth $0.70 in GO Credits 

Bob redeems 100 Hotel A points for $70 in GO Credits 

Hotel A records $30 commission income from the $100 
unearned revenue and transfers the remaining $70 to GO

Customers retain the option to convert points earned 
from hotels to GO Credits. Conversion is not compul-
sory, and customers can choose to hold on to hotel 
points to maintain its full value or redeem rewards with 
the hotel directly. The value of hotel loyalty points will 
be designated based on the hotel’s own Fiat currency 
value assigned to each point.

Upon conversion, customers can spend GO Credits 
to book rooms at other GO partner hotels. As 
customers redeem hotel points for GO Credits, 
hotels are immediately relieved of their 
balance-sheet pressures from holding on to unre-
deemed points.

Example:

Bob

Spends $500

Bob now has

100 Hotel A points

100 Hotel A points

= $100
Hotel A

Earns points

Bob

100 Hotel A

points $70 worth of

GO credit

GO Platform Conversion

Convert points 

Bob now has

GO credit and may

spend at other Hotel’s

on the GOeureka

Platform

Bob purchases $200 room at Hotel B.

He uses $70 GO credits and pays $130 in cash Hotel B
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5 .0  GO  TOKEN SALE

A total of 1 billion GO tokens will be generated, 
60% of which will be allocated for sale during the 
Private sale, Pre-ICO and ICO; 10% will be distrib-
uted to GO founders, its immediate team and 
advisors. While 30% will be kept in a reserve pool 
for operating initiatives, funding marketing strate-
gies, and other activities relevant to the growth of 
the business. 

During the private pre-sale, contributions will be 
accepted in US Dollars (USD), Singapore Dollars 
(SGD) or Ether (ETH). All contributions will be 
converted to ETH, live, at the prevailing rate. The 
Token Sale will last approximately three weeks.

A total of 1 billion GO Tokens will be issued where 
1 GO token = US$0.30. There will be a minimum 
purchase of US$1000 (equivalent ETH value). 
There will be a diminishing bonus distribution of 
GO Tokens upon meeting the maximum cap or 
preset time, whichever comes first.

GO will host a first-round private presale one 
month prior to the Token Sale with accredited 
investors, with a minimum investment of 
US$50,000 each. Interested parties are welcome 
to whitelist with GO to join this round of fundrais-
ing. Investors of funds raised during this period 
are entitled to bonus distributions of 30%. The 
maximum cap during this round is 150,000,000 
GO Tokens and will close two weeks before the 
Token Sale.

If the maximum cap is not reached during the 
private pre-sale, it will be opened to the public, 
with a minimum contribution requirement of 
US$1000 (equivalent ETH value). There will be a 
15% bonus distribution during this round. The 
pre-sale will be closed early if the maximum cap 
is reached or will end on the day before the 
Token Sale.
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GO will launch its Token Sale in the first 
quarter of 2018 with three rounds 
consisting of a private presale, public 
presale, and the token sale.



Private Presale 150,000,000 GO Tokens + 30% Bonus

Public Presale Remainder from Private Presale + 15% Bonus

Week 1 Token Sale Remainder from Public Pre-sale + 100,000,000
GO Tokens + 10% Bonus

Week 2 Token Sale Remainder from Week 1 + 100,000,000 GO +
5% Bonus

Week 3 Token Sale Remainder from Week 2 + 200,000,000 GO

Phase Maximum Cap + Bonus

The Token Sale rounds are detailed below:

The Token Sale will end early once the total maxi-
mum cap is met or after Week 3 of the Token 
Sale. All unsold tokens will be burned to maintain 
the value of investor tokens. 

GO founders and team tokens will be locked for 
24 months, while advisors will receive their 
tokens after six months post ICO. Tokens from 
the Reserve Pool will be used to accelerate the 
adoption of GO’s platform.

Funds raised will be budgeted over three years, 
with the purpose of developing and growing 
GO’s platform and market reach.

To efficiently market the platform at a much 
quicker rate, GO is aiming to raise US$150 million 
in funding, following the first round of successful 
seed funding. GO has spent the past 12 months 
working on a beta version of its platform, 
consulting blockchain technology experts on the 
token model in preparation for its initial coin 
offering.  To effectively match the existing OTAs, 
US$150 million is required to scale the platform 
and substantially grow our gross bookings over 
the next 3 years. 

Figures from Expedia demonstrate the 
segment’s high potential for rapid revenue 
growth. For example, Expedia made gross book-
ings of more than US$70 billion in 2016 against 
its operational costs (i.e., marketing, salary) at 
close to US$7 billion.10

10https://files.shareholder.com/downloads/EXPE/5068357871x0x927398/D6FADF0D-8265-4833-9C34-8BF23AFA21E6/

Q4_2016_Earnings_Release.pdf
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5.1  GO DEBIT CARD

GO Token holders can choose to order a GO Card 
– a physical, prepaid debit card. The GO Card 
allows users to spend GO Tokens (converted to 
Fiat currency) anywhere or withdraw cash from 
compatible ATMs.

GO Cards are linked to user wallets on the GO 
app where users can manage and top up GO 
Card funds with GO Tokens and  credits. Funds 
can then be converted to other currencies at 
competitive exchange rates. GO Card holders 
also receive rewards in GO Tokens as a form of 
cashback for each transaction made with their 
GO Card. 

The GO Card provides an efficient and conve-
nient solution for GO Token holders who wish to 
spend GO Tokens outside of the GO platform. GO 
will continue to expand its GO Token economy by 
creating accessible spending options for GO 
Token holders.



65%

5 . 2  D I S T R I B U T I O N  O F  F U N D S

The following is a tentative breakdown of how 
funds raised will be used to facilitate GO’s 
development and future growth.

GO will build its team with talented people from around 
the globe. At the maximum cap, the funds contributed 
will give GO a stronger head start in competing against 
the giants in the online travel industry.

Marketing
Funds for marketing will be 
used to grow GO's digital 
footprint, drive an aggressive 
customer acquisition program, 
and used as promotional offers 
for  our customers. Major 
players in the OTA industry like 
Priceline and Expedia spent 
US$3.5 billion and US$4.3 
billion respectively on 
marketing in 2016.

15%
Operations
Operational costs for the 
management team, customer 
services team, staff members and 
other related bodies required for 
GO’s day-to-day operations and 
further employment.

10%
Core Development 
Services for the development 
and maintenance of the GO 
platform. This includes 
blockchain developers, 
software developers, 
technical support, and the 
maintenance team.

5%
Security
Security is a major concern for the 
online community, where threats 
from hackers and unethical persons 
are likely as they target funds and 
transactions on the platform. GO 
intends to build a tight security 
network and provide data 
encryption for wallets on the 
platform.

5%
Legal
Legal fees for services 
to facilitate negotiation 
with hotels, legal 
compliance with bank 
infrastructures to 
ensure smooth 
transactions between 
fiat currency and 
cryptocurrency.
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6 . 0  R O A D M A P

The complete development of GO’s platform will 
be its top priority and earliest objective. Essential 
features will be built for the earliest possible 
launch of GO’s fully functional platform, which 
shall be expanded later on.

The Beta launch of GO’s platform will include the 
rebooking feature, integration of hotel systems 
and loyalty program subscriptions for the website. 
The App will launch with the check-in, hotel app 
services, room key features, Fiat currency 
payments, and loyalty points tracking. All other 
features will be built according to the roadmap 
below:

Dec 2017 – Feb 2018
Development of MVP
and smart contract
Presale of GO Tokens

Mar 2018 – Aug 2018

2020
Expand loyalty network across industries
Have global market reach
Develop loyalty network blockchain
Exploration of customer big data and analytics
Launch of entertainment feature

Launch of GO Token Sale
Development of App and
Booking website
Marketing and connecting
with potential partners

1

34

5

•

•

•
•

•

Sep 2018 – Dec 2018
Launch of product Beta test with partner
hotels
Product market launch
Development of loyalty points
GO platform to launch and accept bookings 
Launch of digital marketing campaign
and customer acquisition program

•

•
•
•
•

•
•
•
•
•

2019
Build key partnerships with
Hotel groups
Develop loyalty network for
interoperable points spending 
on platform
Development of multiple
cryptocurrencies payment
Launch of augmented
reality feature

•

•

•

•

2



65% of our ICO funds will be concentrated on 
our marketing activities. These can be broken 
down into the following core areas of focus:

40% 5%

7. 0  G O ’ S  M A R K E T I N G  I N I T I AT I V E
Go to market: Branding, Digital Activation, and Promotions

Programmatic marketing is essentially the use of 
software to purchase digital advertising. It is 
powered by audience data and machine learning 
and allows marketers to connect with their best 
customers and prospects across all touch points.
 
Our key focus across digital media is to tie up with 
a demand-side platform partner (DSP) and utilize 
the audience data, digital activation tools, and 
media supply that they have available for brands.

This will allow us to run data-driven digital 
activation campaigns at scale to drive our 
customer acquisition program. Through our DSP 
partnership, we will be able to take an 
audience-centric approach to media buying, 
target consumers at scale, and reduce media 
wastage.
 
A DSP partnership will give us access to the 
following capabilities:
 
Activate programmatic media buying which is 
powered by AI and machine learning
Access omnichannel media (display, video, mobile 
and social) at scale through a single buying point
Collecting, segmenting and activating audience 
data. This will allow us to deliver more efficient 
audience focused data-driven media distribution 
campaigns. 
 
Search engine marketing is also a critical area of 
emphasis and will formulate part of a broader 
digital activation initiative adopted by GO.

To support our marketing activities, we plan to 
apportion part of the ICO funds to hire a team of 
advertising and media specialists. We have 
budgeted for the following personnel:
 
·  Social media and community managers
·  Programmatic campaign specialist
·  SEM specialist
·  Loyalty program manager
·  PR manager 

Digital
Activation 

Marketing
Team 

22    |    GOeureka: Next-Gen Solution Shaping the Future of Online Hotel Booking

•

•

•



35%

10% 10%
In addition to paid media activities, GO will also 
have a presence on all the main social media 
channels such as Facebook, LinkedIn, Instagram, 
Line, Twitter, WeChat, and Snapchat.
 
Our owned and operated social media channels 
will engage and entertain the GO community with 
travel-related content, share platform updates as 
well as general GO announcements.
 
We will run various paid social media campaigns 
across the abovementioned platforms to drive 
brand messaging and complement other digital 
media activation campaigns.

GO will incorporate a range of different promo-
tional tools that reward our customers for signing 
up, making repeat bookings, and referring people 
to the platform.
 
We will offer first-time sign-up bonuses for the 
first 250,000 users and implement a customer 
referral program for all new users. The referral 
program will be one of our many recruiting strat-
egies where current customers are rewarded for 
referring new users to GO.
 
Additionally, we will incorporate a “first booking 
discount offer” for all first-time users on the GO 
platform. An ongoing loyalty program will be 
implemented and reward users who frequently 
make purchases across our platform.
 
The GO platform promotions are not limited to 
the activities stated above as we will launch tacti-
cal campaigns on a regular basis in the form of 
seasonal promotions, flash sales or rewards for 
hitting specific usage milestones on our platform. 

To build the GO brand identity, we will be running 
a series of advertising campaigns across digital 
and traditional media outlets such as TV, print, 
and radio.
 
GO’s brand advertising campaign will concen-
trate on promoting our brand equity and market-
ing to a mass audience to drive awareness of our 
platform and product offering.

Promotions

Social
Media Branding

With a vision to become a preferred technology 
partner to hotels, GOeureka’s blockchain-powered 
suite of solutions aims to disrupt the online hotel 
booking segment, allowing hotels to take back 
control of customer relationship and decrease OTA 
reliance. By providing a commission-free online 
booking platform and transforming hotel loyalty 
programs, GO is enabling hotels to focus on what 
really matters – providing guests with the most 
memorable customer experience and ensuring 
customers get the best room rates possible.
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8 . 0  T E A M  G O

A successful entrepreneur responsible 
for setting up and running a string of 
corporations in the hospitality and auto-
motive industries. With a passion for 
blockchain, Manraj Rai has been actively 
pursuing the development of blockchain 
for the past two years with aims to revo-
lutionize the travel industry.

Realizing the inefficiencies faced by 
hotels with online travel agencies, 
Manraj founded GOeureka, with an aim 
to develop a technology-driven com-
prehensive and transparent platform to 
benefit hotels and consumers. As a 
direct competitor to online travel agen-
cies, GOeureka aspires to disrupt the 
current online travel booking industry, 
elevating industry standards.

Manraj Rai, 
Founder &
Chief Executive Officer 

Tej Bhuller started his career in the 
hospitality industry close to 30 years 
ago. He has extensive experience in 
developing savvy sales and marketing 
strategies, managing clients and territo-
rial accounts for large companies such 
as Hwang-DBS, TNT Express, and 
Thomson Reuters. Over the span of his 
career, Tej has worked in the hospitality, 
finance, logistics, and research indus-
tries, with his passion for travel and the 
hotel sector taking him to more than 30 
countries.

Tej Bhuller
Co-Founder &
Chief Operations Officer 

Previously the ex-Country Director at 
Agoda Malaysia and Brunei, Chan Huan 
Gee was also responsible for oversee-
ing its operations in Jakarta, Indonesia 
as well as serving as a senior advisor to 
its Japan office.

He managed multiple business units 
(marketing, operations, and business 
development) during his time at Agoda 
and has been in the OTA business for 
over 20 years. Before Agoda, Chan was 
spearheading the Asia Web direct busi-
ness in Malaysia. 

Chan Huan Gee
Chief Visionary Officer
Ex-Country Director,
Agoda

Justin has more than a decade’s experi-
ence in digital advertising and media, 
with a particular focus on advertising & 
sponsorship, programmatic and social. 
His digital media career started in 
London, UK where he held various oper-
ations and commercial positions at 
PERFORM, on of the UK’s biggest digital 
success stories. Justin then joined video 
ad tech company Unruly and was part of 
an initial 4 man commercial team tasked 
with building out the companys APAC 
business. Unruly was later acquired by 
News Corp in 2015 for $176m.

He has worked across a portfolio of blue 
chip clients which include some of the 
worlds biggest advertisers and is 
passionate about using data and adver-
tising technology to help brands better 
engage with consumers. A travel enthu-
siast and accidental entrepreneur that is 
now looking to change the online travel 
industry for the better and help drive 
greater value for travellers and travel 
service providers. 

Justin Lim 
Co-Founder &
Chief Growth Officer 
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Ray Lee is the co-founder of Ocean 
Nexus, a boutique software develop-
ment firm. A graduate of Monash 
University, Ray co-founded Ocean 
Nexus while earning his degree in 
Computer Science. He has extensive 
experience with Python, Django, JS, 
Angular, and Solidity.

As the technology leader of Ocean 
Nexus, Ray manages complex solu-
tion designs including cloud-based 
applications, blockchain application 
development, lightning network and 
smart contracts on the Ethereum 
blockchain. Ray is coding and devel-
oping smart contracts for the 
GOeureka platform. 

Ray Lee 
Blockchain Developer

Shuk Huay Koh is the co-founder of 
Ocean Nexus, a boutique software 
development firm. She possesses a 
strong business and leadership 
record with a deep understanding 
of the technological landscape in 
the Asian region.

A graduate of International Busi-
ness and Management from Monash 
University, Shuk Huay’s journey with 
Ocean Nexus began with the idea of 
combining business sense with 
technology know-how to improve 
business operations worldwide. Her 
current role involves design, imple-
mentation, and development of the 
GOeureka online booking platform. 

Shuk Huay Koh 
Chief Product Officer

As the primary Project Manager of 
GOeureka, Lisa Yeoh oversees the 
development of each project from 
conceptualization to execution 
ensuring effective development of 
the project. Her Accounting back-
ground and meticulous attention to 
detail complement Lisa’s ability to 
carefully analyze business process-
es and recommend solutions to 
businesses. 

She has spearheaded the imple-
mentation of Scrum, an agile frame-
work resulting in increased product 
development efficiency.  Combining 
a passion for agile processes, prob-
lem-solving, and strong business 
acumen with project management 
skills, Lisa improves business 
models to support clients’ digital 
and business needs.

Lisa Yeoh 
Project Manager
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8 . 1  A D V I S O R S

Rhenu has more than 15 years of strate-
gy consulting experience, having 
worked with companies globally on 
market growth strategy, industry 
convergence opportunities, digital 
transformation and business model 
innovation.

She is part of Frost & Sullivan’s Visionary 
Innovation group which focuses on 
disruptive trends shaping tomorrow’s 
business environment.

Rhenu Bhuller
Partner and SVP,
Frost & Sullivan

Maria is a proven senior commercial 
leader with over 15 years experience in 
the hospitality industry.   She has a 
stellar track record of building high 
performance Asia Pacific teams into a 
powerful revenue-driving force and a 
hotbed for innovation. 

At Hilton, she led an Asia Pacific team of 
Marketing, eCommerce, Analytics and 
Digital Acquisition experts to achieve 
record breaking omni-channel delivery 
of retail revenue and channel shift for 
over 180 hotels.   Under her leadership, 
the team pursued several bold initiatives 
that challenged the norm, many evolv-
ing into company-wide global solutions. 
Prior to Hilton, she also has years of 
experience in Brand Management, 
Brand Marketing, Public Relations as 
well as Hotel Operations. 

Following successful years working for 
international hotel groups including IHG 
and Raffles International, Maria set up 
her own consulting firm and is now Man-
aging Director of Antiope Pte Ltd.

Maria Nakpil 
Ex-VP Regional Marketing
and eCommerce,
Hilton Asia-Pacific 

Louise Daley, Deputy CEO of Accor-
Hotels Asia Pacific, has over 29 years’ 
experience in the Hospitality and 
Tourism industry in the region. In her 
current role, Louise is responsible for 
the financial oversight and manage-
ment of over 830 hotels with turnover 
in excess of €4.5b, as well as the 
non-hotel businesses encompassing 
vacation ownership, lounge manage-
ment and subscription loyalty.

Louise is on the Board of the group’s 
various joint venture businesses 
including Huazhu Hotels Group, AAK 
Korea, InterGlobe Hotels in India and 
Reef Casino in Australia. With respon-
sibility also for Business Intelligence 
and Analytics, Digital platforms and 
IT, Louise has a key focus on growing 
businesses opportunities across Asia 
Pacific through digital transformation 
and partnerships.

Her previous roles have included CEO 
for Accor Plus, Accor’s loyalty 
subscription program in Asia Pacific; 
CFO for Accor in the Pacific region; 
and CFO for Asia. She most recently 
served as Executive Vice President 
and Chief Financial Officer, Asia Pacif-
ic since June 2015.

Louise completed her Executive MBA 
at SMU Singapore, has a Diploma in 
Hospitality and Catering Manage-
ment, a Bachelor of Business 
(Accounting) and is a Certified Prac-
ticing Accountant (CPA). She has 
lived and worked in Australia, Thai-
land, and briefly in Japan, and has 
been based in Singapore since 2011. 
She is also a regular speaker and 
panellist at industry events, and is a 
member of both the Australian and 
Singaporean Institute of Company 
Directors.

Louise Daley
Deputy Chief Executive
Officer Asia Pacific,
AccorHotels
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Akomba Labs is a Blockchain Advisory 
and Research firm which is run by 
Andras Kristof, Dave Appleton and 
Virgil Grifith. Andras is an entrepreneur 
and investor living in Singapore. He is 
currently Chief Technology Officer at 
Yojee Limited in Singapore. He built 
the technology behind viki.com, Singa-
pore's largest exit so far. He also 
founded Tembusu Systems and has 
been involved in blockchain develop-
ment since 2013. 

Dave Appleton has a career in technol-
ogy startups spanning nearly four 
decades before Dave becoming 
involved in blockchain in 2014 as VP of 
Engineering at Tembusu Systems. 
Dave is currently the lead blockchain 
research engineer at HelloGold, bring-
ing gold savings to emerging econo-
mies as a hedge against currency 
volatility. 

Virgil is currently a Research Scientist 
at the Ethereum Foundation. The NYT 
called him the Internet Man Of Mystery.

Akomba Labs 

Trond Vidar Bjoroy has 19 years’ experi-
ence in the travel industry, focusing on 
travel technology, product development, 
and business process improvement. He 
has extensive experience in translating 
business needs into technical require-
ments. Trond is a cryptocurrency and 
blockchain enthusiast, exploring how we 
can use it to create new business models 
and solutions that will transform the 
future of travel.

Trond is a contributor at VentureBeat 
and The Next Web where he writes 
about blockchain projects, ICO/TGEs 
and the crypto space in general. His 
articles have also been published at sites 
like The Next Web, CoinDesk, CoinTele-
graph, Tnooz, Emerce, The Bridge, Cryp-
toDaily.co.uk as well as featured on 
LinkedIn Pulse channels.

Trond Vidar Bjoroy
Head of Product
Development and
Implementation, ATPI 

Amar is one of the leading advocates 
and contributing member of Global 
Blockchain community, Senior Advisor of 
Global Blockchain Foundation, Head of 
Strategy & Business Development of 
TokenAsia, ICOBench rated top 'Expert' 
and is Advisory Board Member of many 
Blockchain projects around the world.

A Technology/Digital enthusiast and a 
seasoned professional with years of 
experience in operations, consulting and 
innovation of the Tech industry, Amar’s 
background includes working with Tier 1 
firms such as Microsoft (APOC Opera-
tion Manager), the World Bank (Senior 
Infrastructure Consultant and Economic 
Advisor), Airbus etc., and advising start-
ups and speaking at various technology 
forums. His educational background 
includes B.E. (Computer Science) and 
three Masters degrees from three Univer-
sities around the globe (including MBA 
from National University of Singapore).

Amar is a very well-travelled individual, 
and his extensive knowledge and experi-
ence has proven to have benefited many 
organisations and projects he worked 
with around the world.

Amarpreet Singh
Senior Advisor 
Global Blockchain Foundation

Subhajit Mandal is a fintech entrepre-
neur and has been a keynote speaker at 
numerous blockchain events in Singa-
pore. He holds an MBA from NUS and 
earned his CFA charter in 2012. 

Currently, Subhajit works at the innova-
tion arm of MetLife and is currently 
building an end-to-end B2C insurance 
application on the blockchain. An elect-
ed board member of the Singapore 
Fintech Association (SFA), Subhajit is 
helping GOeureka with its commercial 
and financial models.

Subhajit Mandal 
CFA-Director,
LumenLab–MetLife
Innovation Centre
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www.goeureka.io

About GOeureka

GOeureka is a travel tech company utilising blockchain technology to build a hotel 
booking platform. Our mission is to decentralise the hotel booking sector and deliver 
greater transparency by allowing hotels to directly connect with their customers. As a 
technology partner to hotels, GO aims to provide a dynamic digital experience to users 
and eradicate the high commission structures imposed by online travel agents. By 
reducing the financial commitments of hotels to third-party booking platforms, GO’s 
vision is to enable hotels to focus more resources on providing better intrinsic value and 
services to travellers around the globe. 


