
Overview
Like many companies, Zingeroo, a retail 
brokerage for equities and options, 
was launched to address a gap in the 
marketplace. Founder and CEO Zoë Barry 
and her brothers were sitting around the 
dinner table, discussing their portfolios and 
arguing over who had the best investment 
strategy. Enjoying the banter, Barry began 
searching for platforms to give her family 
a competitive trading experience, in which 
they could track results and try to outdo 
one another, but could not find one. A 
serial entrepreneur, Barry had recently sold 
her previous venture and was looking for 
something new, and thus Zingeroo  
was born.

Zingeroo enables individuals to access the 
markets while providing education and 
engaging experiences, with a particular 
focus on newer investors. Upon setting up 
their accounts, users can responsibly build 
their portfolios while abiding by guardrails 
based on their experience, goals, risk 
tolerance and the like. But Zingeroo’s real 
differentiator is the social aspect—users 
can enter various “zones” to post their best trades and compare results via 
community leaderboards, engage in various performance-based competitions 
and chat with both friends and the userbase at large.

In the words of Phil Picariello, CFO and COO at Zingeroo: “Its trading meets 
social media meets competition.” 
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“ The smaller, less expensive 
providers didn’t hit the mark 
on quality or coverage, and 
we were concerned about 
their ability to scale with our 
business,” said Picariello. “On 
the other hand, the larger 
providers were not sensitive 
to our budget. They were 
expensive to begin with, 
aggressive about bundling 
services we did not need 
and unwilling to adjust their 
offerings based on what we 
did need.”

—Phil Picariello
CFO and COO
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Challenge
In its journey to launch, Zingeroo faced two key market data challenges: the 
breadth and depth of the required datasets and the need to navigate this 
complex landscape as a start-up player.

Like most retail brokerages, Zingeroo needed large volumes of data, including 
real-time and historical pricing, company news and current events, to help its 
users make informed trading decisions, as well as to fuel educational content. 
This data needed to be accurate and high-quality, but economics were another 
consideration—the firm didn’t want to delay its launch by allocating too much 
budget to any one area.

In addition, Zingeroo’s start-up status meant it had to register with FINRA, 
requiring it to demonstrate NBBO compliance, as well as establish relationships 
with some of the industry’s most prominent exchanges. Zingeroo wanted a true 
partner that could offer guidance on navigating these unfamiliar waters, as well 
as scale and provide ongoing support as the firm pursued its growth strategy.

“We knew we had a great idea, but we also knew it would take mountains of data 
to make it a reality,” said Picariello. “We are a small team whose members wear 
many hats, and we quickly realized that the best path was to find a provider that 
could not only deliver on data quality, but also client service and other ways to 
support our vision.”

With those criteria in mind, Zingeroo began an exhaustive search for the  
right provider.

Solution
Zingeroo identified Xignite as the provider that checked all the boxes in terms of 
data quality and coverage, pricing and support. The firm evaluated vendors up 
and down the cost scale and found that Xignite was the only one able to meet 
its specific needs as a new company.

“The smaller, less expensive providers didn’t hit the mark on quality or coverage, 
and we were concerned about their ability to scale with our business,” said 
Picariello. “On the other hand, the larger providers were not sensitive to our budget. 
They were expensive to begin with, aggressive about bundling services we did not 
need and unwilling to adjust their offerings based on what we did need.”

Xignite presented a happy medium, with institutional-quality data available 
via a flexible pricing model, without the complex packages or licensing 
agreements that bloat billings from larger vendors. Zingeroo could receive the 
exact datasets it needed—real-time and historical pricing, analytics, bar charts, 
corporate actions, newsfeeds and more—and none that it didn’t, all through a 
single provider using common symbology.

The quality of Xignite’s client service was another key factor. From the start 
of the process, Xignite struck a collaborative posture, eager to help hash out 
Zingeroo’s vision and offer advice on how to realize it. While the initial sales 
team remained involved throughout the onboarding process, Xignite’s highly 
responsive technical support team also loomed large, always willing to talk 
through difficult integrations and consult on topics ranging from delayed 
options pricing to forming relationships in the exchange landscape.

“With other vendors, an unresponsive support team is often your only lifeline 
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“ With other vendors, an 
unresponsive support team 
is often your only lifeline to 
the company,” said Picariello. 
“Xignite kept the lines 
of communication open 
throughout the evaluation and 
implementation process, and 
it continues to do so. Their 
team has taken a real interest 
in our mission and is always 
willing to hop on the phone 
for a discussion, whether it’s 
on powering a new product 
feature or just to serve as a 
sounding board.”

—Phil Picariello
CFO and COO

Zingeroo

to the company,” said Picariello. “Xignite kept the lines of communication open 
throughout the evaluation and implementation process, and it continues to 
do so. Their team has taken a real interest in our mission and is always willing 
to hop on the phone for a discussion, whether it’s on powering a new product 
feature or just to serve as a sounding board.”

Results
Once Zingeroo selected Xignite, implementation proceeded smoothly. The app 
went live on Apple’s App Store in September 2021 and has seen significant 
adoption since launch, with most users gravitating toward fractional equities. 
The firm has received positive feedback, particularly on its competitive and 
social aspects.

Today, Zingeroo hosts a variety of competitive investment experiences, 
including ones that measure overall portfolios and “pick ‘ems” in which users 
select just a few names. It also hosts chat groups known as “bullpens,” where 
investors can share their thoughts, compare notes and talk trash—the exact 
experience that inspired Barry to start the company.

Zingeroo is in the process of raising its Series A funding round, which it will use 
to expand its engineering team and ramp up its marketing activities. The firm 
is actively working on its web and Android versions, which it hopes to be live 
by the end of 2022. In terms of the product, Zingeroo is working to offer user-
owned zones and premium zones that offer allocations as prizes. Adding crypto 
to the platform is a priority as well.

“Ultimately, our goal is to reach that younger generation that hasn’t been in 
the market yet, and that means constantly working to meet their wants and 
preferences,” said Picariello. “We want to help them get smart about their 
finances, invest for the long term and have some fun along the way. Having a 
partner like Xignite is instrumental to our efforts, not only in sourcing the data 
to provide these tools, but also in navigating the wide range of technological or 
industry-related challenges that may surface along the way.”

https://twitter.com/xignite
https://www.linkedin.com/company/xignite
https://www.xignite.com/blog

