
T H E  F I N T E X  G R O U P

Seasoned investors and operators that have developed a de-risked model for long-term value creation 
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Insight 

PayPal grew from $1.5B to $300B market cap over 19 years after it 

sold to eBay. Its VCs & growth equity investors left 200X on the table. 

Fintex: Creating long-term winners, removing misses from Day 1 

A senior team of operators & investors now captures this value:  

1. We partner with large operating companies who commit to use 

what we buy and build, before we spend $1. We get customers, 

infrastructure & revenue right up front, removing failures. 

2. We use structure to buy off-market assets on attractive terms. 

Path to 5X in present portfolio: We own 5 firms with combined over 

$87.5M cashflow (2028E), each with an operating company partner. 

Investment Opportunity 

Without a fund structure, Fintex is able to provide investors a de-

risked cash-flowing security that provides >10X cash on cash returns, 

paid in front of management distribution.  

Executive Summary
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Team: Track Record, Expertise & Access

Marketing & OpsGovernance Go To Market Product & Tech
David Knight Legg; CEO Whisperer Jeff Hyman: Gets Everything Done James Laure: Sales Wizard Russell Moore: Leader in Crypto / AI

Drew’s Track RecordFounder
Drew Weinstein: Strategy, Innovation, Off-Market 

Dealmaking, Cap Markets, Team-Building 20+ years Investing & Operating 

• Outsize Returns: 5.5X Hyperwallet in 2.5 yrs 

• Source & Win Off-Market Deals: Bought 

WU’s business unit with Baupost (Convera) 

• Innovation: Invented IP for Apple Pay, 

spec’d first Fintech dev community at Visa 

• Partner in Growth: 6 Fintech BoD seats, 

Fintech advisor to PE and Fortune 500 firms

Chairman
John Partridge: Former Pres & COO Visa Inc
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Execution 

We combine off-market investing with an operational playbook we have been building and refining for over 15 years.  

Our Special Sauce: We Invert the “Build, Buy, Partner” model 

We first partner with market leading operating companies, who give us capital, customers, infrastructure and distribution (unfair advantages to de-risk 

execution), and then we buy and build firms that use partner assets to execute agreed-upon strategy. 

Example: In 2023, Global Payments Inc (GPN) asked Fintex to grow its B2B P&L, providing $175M contract value, infrastructure & customers.  

See Appendix for case study. 

Returns & Exit 

Returns come from dividends & IPOs; we plan to provide investors liquidity via IPO of our Holding Company in +/- 5 years. 

Upside: Option Value for 10X+ 

• Off-Market Pipeline: Synergistic 7 new deals worth $650M @ attractive entry multiples, NTM cashflow $85M 

• Innovation 1: Building the infrastructure for banks in the future 

• Innovation 2: Contrarian equity / credit online lending play

Business Model

4 See Appendix for Values, Investment Criteria, Operating Playbook 



The Fintex Group LLC 
Delaware LLC 

Global Payments Inc.  
Commercial Deal Pays us: 
• US$7M in incentives after hurdle 
• 107 bps on B2B net revenue 
• 50 bps residual income after hurdle 

Fintex ServiceCo LLC 
Delaware LLC  
Multi-member service entity, 
holds Op Partner economics 

Fintex SPV I LLC 
Delaware LLC  
Funding facility for Credit play 

= Gray are shell or service entities 

= Green are revenue generating 

= Blue is commercial agreement

Corporate Structure & Portfolio: As of 2Q24

Delos  
Delaware C Corp 
(13.33% owned by Fintex) 

HarmoneyPOP Payments LLC 
Delaware LLC 
(100% owned by Fintex) 

Mymo Financial Inc.  
Delaware C Corp 
(21.53% owned by Fintex) 

HarmoneyPOP ServiceCo LLC  
Delaware LLC 
(100% owned by 
HarmoneyPOP  Payments LLC) 

SplitPay LLC  
Delaware LLC 
(66.6% owned by Fintex) 

Baia Global Pte Ltd 
Singaporean Limited Co 
(100% owned by Fintex) 
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Each portfolio company supports scaled partner  

• HarmoneyPOP: Global Payments Inc. 

• Baia & Mymo: Major telco infrastructure provider (confidential)

• SplitPay: Ticketsocket 

• Delos: Upgrade 



Select Pro Forma Financials

HarmoneyPOP: Contracted with GPN* in 4Q23 acquired IP, built team, cashflow in 8 quarters 

Baia: Contracting with [Confidential] in 3Q24, acquired IP in 2Q24, CEO starts in 4Q24, cashflow in 10 quarters  

6 *The $175M GPN contract value is only related to the “vCard net revenue”. The remainder Fintex is building around and on top of that solution.



Risks 
• We have execution risk: Given our reliance on single subject matter experts in leadership, each person is a point of failure. To mitigate this risk, each Fintex leader must have a 

track record of execution in a specific lane. Our 8th value is collaboration, we check each other’s work in a structured manner to mitigate execution risk. 

• Business plans are subject to change: Because we are operating “10+ year” business plans, each strategy will stay fixed but the operational path may diverge materially year 
to year. We expect “S” curves (fluctuation) in growth rates and profitability.  The portfolio is subject to change: companies inside of a given strategy will change. We may divest, 
acquire, merge, restructure, etc.  

• Market conditions, competition will change: We are subject to market forces, including cost of capital in the credit markets and will adjust business plans and capital markets 
strategy both proactively and reactively.

Equity Investment: Cashflowing security sits in front of management

• Target IRR (10 years): 30% 

• Investment / Security: Target raise $7M in SAFE notes that convert with 20% discount into forthcoming Series A 

• Series A Preferred Equity (paid before mgmt): 3-phases: 1) 8% Interest, 2) True-Up to guaranty 3.5X after 5 years, 3) Dividends in perpetuity thereafter 

• Paid-in Capital to Date: Approximately $7M in debt and equity 

• Use of Proceeds: Strengthen balance sheet, accelerate hiring. NOTE: Use of capital is discretionary (e.g. we may buy a team, not hire)
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This is a confidential overview intended solely for your limited use and benefit in determining whether you desire to express an interest in investing in The Fintex Group LLC (“Fintex”) and has been reviewed by 
representatives of Fintex. By receipt of this overview, you agree that this overview and its contents are of a confidential nature, that you hold and treat it in the strictest confidence, and that you will not disclose this 
overview or any of its contents to any other entity without the prior written authorization of Fintex, nor will you use this overview or any of its contents in any fashion or manner detrimental to the interest of Fintex or Mymo.  
  
Prospective investors are not to construe the contents of this overview as legal, business, tax, accounting, investment or other advice. Each prospective investor should consult its own advisers as to legal, business, tax, 
accounting, and other related matters concerning an investment in Fintex. 
  
The security interests are being offered as a private placement to a limited number of investors and will not be registered under the U.S. Securities Act of 1933, as amended, and the rules and regulations promulgated 
thereunder (the “Securities Act”), or the securities laws of any U.S. state or non-U.S. jurisdiction and may not be sold or transferred without compliance with all applicable U.S. federal and state and non-U.S. securities laws. 
Fintex will not be registered as an investment company under the U.S. Investment Company Act of 1940, as amended, and the rules and regulations promulgated thereunder (the “Investment Company Act”). 
Consequently, investors will not be afforded the protections of the Investment Company Act. Neither the U.S. Securities and Exchange Commission nor any U.S. state or non-U.S. securities commission has reviewed or 
passed upon the accuracy or adequacy of this overview or the merits of an investment in Fintex. Any representation to the contrary is unlawful.  

Investment in Fintex will involve significant risks. Investors must have the financial ability and willingness to accept the risks and lack of liquidity characteristic of the investment described herein. There will be no public 
market for the security interests and such interests, subject to certain limited exceptions, will not be transferable. This overview is not an offer to sell to any person, or a solicitation to any person to buy, limited partner 
interests in any state or jurisdiction in which such an offer or solicitation would be prohibited by law or to any person who is not an “accredited investor” as defined in Regulation D under the Securities Act. 
  
Statements contained in this overview (including those relating to current and future market conditions and trends in respect thereof) that are not historical facts are based on current expectations, estimates, projections, 
opinions and/or beliefs of Fintex. Such statements involve known and unknown risks, uncertainties and other factors, and undue reliance should not be placed thereon. All financial data contained herein is unaudited. It 
should be noted that all financial projections and pro-forma information are provided for general reference purposes only in that they are based on assumptions relating to the general economy, competition and other 
factors beyond the control of the companies and, therefore, are subject to material variation. No representation or warranty is made with respect to the reasonableness of any estimates, forecasts, illustrations, 
projections, or returns, which should be regarded as illustrative only, or that any will be realized. There can be no assurance that historical trends will continue. 

Certain information contained in this overview constitutes “forward-looking statements” that can be identified by the use of forward-looking terminology such as “may,” “will,” “should,” “expect,” “anticipate,” “estimate,” 
“intend,” “continue,” or “believe” or the negatives thereof or other variations thereon or comparable terminology. Furthermore, any projections or other estimates in this Memorandum, including estimates of returns or 
performance, are “forward-looking statements” and are based upon certain assumptions that may change. Due to various risks and uncertainties, actual events or results or the actual performance may differ materially 
from those reflected or contemplated in such forward-looking statements. Moreover, actual events are difficult to project and often depend upon factors that are beyond the control of the companies. The delivery of this 
Memorandum at any time shall not under any circumstances create an implication that the information contained herein is correct as of any time after the earlier of the relevant date specified herein or the date of this 
Memorandum. In addition, unless the context otherwise requires, the words “include,” “includes,” “including” and other words of similar import are meant to be illustrative rather than restrictive. Forward-looking statements 
and discussions of the business environment and strategy of the companies included herein (e.g., with respect to financial markets, business opportunities, demand, and other conditions) are subject to the ongoing novel 
coronavirus outbreak (“COVID-19”). The full impact of COVID-19 is particularly uncertain and difficult to predict, therefore such forward-looking statements do not reflect its ultimate potential effects, which may 
substantially and adversely impact the companies’ execution of their investment strategy.  

Certain of the information contained herein, particularly in respect of market data, economic and other forecasts and performance data, has been obtained from third-party sources. While Fintex believes such sources to 
be reliable, none of Fintex or its affiliates has updated any such information through the date hereof or undertaken any independent review of such information. None of Fintex or its respective affiliates makes any 
representation or warranty, express or implied, with respect to the fairness, correctness, accuracy, reasonableness or completeness of any of the information contained herein (including but not limited to economic, market 
or other information) obtained from third parties, and each expressly disclaims any responsibility or liability therefor.   

Fintex expressly reserves the right, in its sole discretion, to reject any or all expressions of interest or offers to invest in the companies and/or to terminate discussions with any entity at any time with or without notice. 
Fintex shall have no legal commitment or obligation to any entity reviewing this overview or expressing interest in investing in Fintex unless and until a written agreement satisfactory to Fintex has been fully executed, 
delivered, and approved by Fintex and any conditions to Fintex’s obligations thereunder have been satisfied or waived. Fintex undertakes no obligation to provide additional information or to correct or update any of the 
information contained in this overview, whether as a result of new information, future events or otherwise, except as may be required under applicable laws.

Disclosures
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Drew Weinstein 
415.500.5423 

drew@fintex.group

T H A N K  YO U
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A P P E N D I X
F I N T E X :  R E I M A G I N I N G  V A L U E  C R E A T I O N
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Who We Are
1.      We Partner with Great People                                                  (We honor the “No _______” rule)
2.      We Prioritize Content over Process                                          (We privilege substance over politics)
3.      We Emphasize Empathy and Prioritize Personal Health          (We respect that everyone has a life outside of the firm)

What We Do
4.      We Pursue our Passions                                                          (We work on big, fun, exciting projects)
5.      We Encourage Creativity                                                          (We challenge assumptions & hunt for unfair advantages)
6.      We Improve the World                                                              (We pursue the transformational, not incremental)

How We Do It
7.      We Value Time                                                                         (We balance a 10-year view with urgency)
8.      We Collaborate                                                                        (We don’t guess. Fintex is a team, Fintech is a team sport)
9.      We Align Incentives and Express Gratitude                             (We appreciate contributions, taking nothing for granted)

We hold two credos in high regard: 

NVIDIA: We have low expectations but high standards
Peter Thiel: To create Zero to One, any “One” will only happen once, so design the business that has a chance to be the One 

A-2

Our Values



C A S E  S T U DY
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Case Study: 
Partnership with GPN
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HarmoneyPOP is  
a novel marriage 

In 2023, Global Payments Inc asked The Fintex Group to 

help GPN increase its B2B Payments penetration, shifting 

its strategy away from years of Build / Buy to Partner

• GPN’s organic activities and acquisitions yielded little 

• Instead, a win-win partnership was struck that can 

redefine all of Fintech:  

• Fintex brings strategy, tech, talent & execution 

• GPN provides economic incentives, infrastructure 

& a commitment to “get out of the way” 

The Result: A modern AR/AP/cash mgmt play uniquely 

built on top of industrial-grade pipes and back office…the 

best of startups & incumbents in 1 firm…& Fintex owns it all

W H A T  I S  H A R M O N E Y P O P ?
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Leveraging Fintex’s decades of expertise, we created a 

framework that guides our strategic plan and execution: 

  
• The best, first entry point in B2B is accounts payable 

• AP is but a start to an end-to-end unified B2B need 

• AP startups universally build Frankenstein products of 

too much choice & features (simplicity scales) 

• The best solution will marry existing infrastructure with 

modern technology (no need to reinvent everything) 

• Economic incentives matter

How do we capture 100% 
of B2B clients’ wallet share?

W E  F I R S T  A G R E E D  O N  A  P R O B L E M

We confirmed that no player had built a unified solution 
where every Buyer is someone else’s Supplier, and vice 
versa…the path to securing 100% of wallet share
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Unified buyer / supplier   
approach powered by AI

• Harmoney: We board every corporate for omni-directional money 

movement, so while we start with a Payable, it’s a Trojan Horse. We 

use AI to ingest data, normalizing every corporate’s data set, 

enabling universal connecting to any ERP and CRM.   

• POP: Payment Orchestration is THE unmet need for corporate 

payables, driving straight through processing from corporate ERP 

without manual steps. AI roadmap will address coming Deep Fake 

crisis in B2B. 

• ROI-Positive: In a world of negative unit economics from ACH and 

hidden fees, we use our own Virtual Card to provide economic 

incentives and strong margins to our supply chain. 

“ H P O P ”  P R O D U C T  S P E C I A L  S A U C E
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We have signed both  
test & design customers 

• Test Customers: We have signed 6 SMBs to help us build and 

harden our end-to-end customer boarding, training, support 

and multi-variant product testing. Commercial transactions 

began in June 2024. 

• Design Customers: IFI Professionals and Kaplan Consulting 

each control the workflow and payables data formats for 

hundreds of SMB customers. Each represents a small ecosystem 

with more than $10B of addressable payables volume. 

• Next 3 Horizons Identified: In 1Q25, we will 

1. Board select GPN key accounts (min $3B in volume each) 

2. Activate the GPN US-sales organization to sell HPOP 

3. Test selling HPOP to US ISOs to complement their acquiring 

O U R  G T M  W E D G E :  M I D - M A R K E T  I S V ’ S
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Top Down Forecast, vCard revenue built by GPN Finance*

• Unfair advantages from Day Zero: HarmoneyPOP has benefited from the unique setup of Fintex, its tech partner and its GPN contract 

• Fintex: Founders self-funded HarmoneyPOP’s formation (1Q23) through today 

• IP License: We tried to buy Snap, but instead built a win-win IP deal w/services; We plan to buy out deal and hire team 

• GPN Contract: GPN/Synovus integrations took less than 3 months (they would typically take 2 years) 

• GPN has better margins from HarmoneyPOP than their core acquiring; keen to use their GTM to sell us to their client base 

• Model: We have a low fixed cost basis in the firm. We earn 107 bps on vCard, and have wholesale rates on check and ACH. On present 

signed customers, we should cash flow in 2025.  

• Sources: We have self-funded over $3M to date. GPN is contracted to pay us $7M in incentives upon the first $70M of vCard volume.
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F I N A N C I A L S

A-9 *The $175M GPN contract value is only related to the “vCard net revenue”. The remainder Fintex is building around and on top of that solution.



I N V E S T M E N T  C R I T E R I A
R E I M A G I N I N G  V A L U E  C R E A T I O N
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Projects must fit in one of our 
theses, which we align with 
our institutional LPs.

Mission/problem aligns to 
our firm values. We must 
care about the 
company’s success.

We prefer complex deals 
that require rigor in order to 
unlock the opportunity. We 
do not compete for deals.

We must be able to add 
material value across 
multiple dimensions.

We can validate the business; 
we are interested in innovation, 
not speculation.

We bias to go-to-market 
risk vs technology and 
product risk.

Clear path to 5X+ returns, with 
understanding of any 
conditions where we could 
suffer impairment.

The target can leverage key 
Fintex regions of focus for 
geographic expansion.

Investment Criteria

Thesis Driven Aligned Values Complex Off-Market

Impact Maturity Appropriate Risk

Returns

Globalization

05 06 07 08

Minority Deal

0402 0301
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Investment Criteria
Control Deal

We want companies that either 
already sell to, or can sell to, 
banks globally, ideally as a 
consumption-based utility in a 
public/private cloud.

The features and benefits of 
the target beat comparable 
legacy offerings.

Management must be 
comfortable as part of a group 
approach and will collaborate.

Control deals should have 
a path to 10X+ returns over 
a 5-10 year period.

We begin with the end in mind; 
we know our exit options and 
work backwards.

We aim to do equity-only deals 
but lever or apply creative 
structuring when warranted.

We provide material 
incentives based on value 
creation and strengthening 
group progress.

Tap Our Ecosystem Leapfrog Incumbents Cross-sell Synergies

Outsized Returns Clear Exit Equity Biased

Aligned Incentives

01 04

05 06 07

02 03
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P L AY B O O K
B U I L T  A N D  R E F I N E D  O V E R  1 5  Y E A R S
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Optimize

Review and 
improve leadership 
and team talent, 
apply best 
practices across 
the enterprise 

Improve sales 
motions

Reduce fixed cost 
basis and have 
better handle on 
variable cost dials

Reduce cost of 
capital where 
applicable

Use inorganic growth 
where applicable to drive 
cost synergies

01 02 03 04 05

Drive Profitability
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Diversify

Create new revenue 
streams via broadening 
strategy and improving 
target’s position  
in its ecosystem 

Drive cross-sell,  
upsell, bundling 

Attack incumbents  
on an ROE basis

Use inorganic growth  
where applicable to  
drive revenue synergies

01 02 03 04

Improve 5-Year Pro-Forma Revenue
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Globalize

Move Topcos to 
Singapore for IP, tax 
and labor benefits 

Launch transfer 
pricing program

Strike partnerships 
in new markets to 
reposition as 
global Fintechs

Instantiate software 
in a cloud on every 
continent to solve 
data sovereignty

If listing business,  co-list 
in key Fintex markets

01 02 03 04 05

Increase exit optionality that drives multiples arbitrage
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H O W  A I  P O W E R S  M Y M O
A T  T H E  F O R E F R O N T  O F  E N A B L I N G  T E C H N O L O G I E S
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We Have the Fundamentals

Value-accretive use cases

User will earn money, save money, and/or save time using our AI-powered tools

Large, proprietary, unique dataset

Independent economy makes up 10% of US GDP

Sustainable learning mechanism

Data is constantly refreshed; human-led reinforcement through engaging mobile app

Organizational expertise and ability to execute

Team is experienced in implementing AI, including modern techniques, at scale
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We Embed AI Deep in UX
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AI Drives “Segment of 1” Commerce 
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