
 
 

 
 

 
SimplyPayMe Limited Corporate Update January 2022 

 
 
Thank you for your time at the end of last year and as we move to close our fundraising I 
wanted to update you on how SimplyPayMe closed out 2021 and what we are looking forward 
to in 2022. 
 
As we have discussed, SPM’s mission is all about enabling SMEs to manage their business, 
issue invoices and get paid all from a single mobile application. 
 
To this end, by the end of 2021 SPM has developed and launched a mobile platform that 
enables this.  The award-winning platform is ‘live’, has been diligenced multiple times by 
channel partners and is end to end integrated into the financial system via leading acquirers 
on both sides of the Atlantic.  This now means that SPM can offer SMEs some of the best and 
cheapest payment terms in the market. 
 
SPM is continuing to deliver on its B2B partner strategy that includes Mastercard in the US 
and Europe, both of its current acquirers Paysafe (https://www.paysafe.com) and DNA 
Payments (https://dnapayments.com) and a large number of other opportunities, some of 
which are mentioned below. 
 
SPM has optimised SME on-boarding with automatic and real time processes; one of the most 
difficult aspects of quickly bringing SMEs into the financial ecosystem. This has been made 
possible through SPM’s work with Paysafe based on real time data collected during the 
backend of 2021. This will also be implemented in the UK with DNA (and other partners in the 
future) and these refined processes allow SPM to expediently and successfully onboard SMEs 
in large numbers. More importantly it enables them to do so with mitigated risk as this refined 
customer data is an enhancement to the checks undertaken by the acquirer or payments 
processor, and these risks will continue to decrease as we further optimise our merchant 
screening.  I cannot stress how proud we are of these processes and the importance of it to 
delivering on our goals. 
 
Paysafe and DNA Payments also have their own direct and ISO routes to the SME market. 
Following a number of conversations, we anticipate them both to begin to promote SPM via 
these sales channels in 2022, which will bring in a significant number of new customers. 
 
All of this is against the backdrop and awareness that the SME sector is one of the most under 
serviced and under banked sectors in financial services.  SPM is operating in a market and 
working with partners where the outpour is a true win/win situation.  More active users for 
SPM means more revenues for each of our Channel Partners and given the underserved 
nature of this market, SPM is not taking market share from an incumbent – it is a new market 
segment that all parties are bringing into the financial system. 
 
 



 
 

 
 
This recently saw Mastercard double down on its financial inclusion pledge and SPM expects 
to play a key part in that. Mastercard’s “Digital Promise” is to bring 1 billion individuals into 
the digital economy by 2025 alongside 50 million micro and small merchants. See the link 
below for the full pledge: 
 
https://www.mastercard.com/news/europe/en-uk/perspectives/featured-stories/one-
billion-and-beyond/ 
 
All of the above meant that SPM exited 2021 with about 4,500 active users in Q4, up 200% 
from Q1.  More than $32 million has been processed through the platform to date and SPM 
is now signing up over 100 new accounts a week, serving customers in all 50 US states. In 
total, SimplyPayMe’s merchants have served nearly 2.7 million customers who have been 
added into the platform through the CRM functionality. Below you can see organic growth 
over a matter of months only with no external marketing beyond what SPM produces itself 
and with no sales team. Furthermore, through little to no marketing budget we've seen 
exponential growth on the SEO front. Our estimated traffic value is over $23,000/month and 
we rank for 800 terms on the first page of Google already, bringing in a lot of non-brand and 
highly relevant traffic. 



 
 

 
 
The fundraise is all about leveraging what was achieved last year and putting in place a team 
and the systems to be able to transact on some of the following opportunities, all of which 
are in play at the moment.  These are in addition to our on-going internal BD efforts. 
 
SPM is forecast to break even based on approximately 16,000 transacting merchants and then 
generates cash after that and any one of the companies we are currently taking to could 
deliver that for SPM and more.  
 
It is very difficult for us to rank the below, some of which are very significant, and so we have 
put them in alphabetical order and are available to discuss each one in more detail – and talk 
through who some of them are we cannot disclose in writing: 
 
Card Industry Professionals 
 
UK ISO profession body transacting about £250 million annually, where we are structuring the 
agreement for CIP to resell SimplyPayMe to SMEs and aiming to sign in the near term. 
 
XXXXX Group  
 
The above is a listed UK based is a leading challenger in the financial services sector catering 
to business and retail customers. Awaiting contract signing for distribution of SimplyPayMe 
to their customers. Currently undergoing legal review. They currently serve 15,000 active SME 
customers on their expense management and FX platform. 
 
Lendio 
 
US SME lending broker with over one million SMEs in their portfolio. Awaiting partnership 
agreement to offer lending and invoice financing in the US. Meeting being planned in New 
York City to discuss how SimplyPayMe can fit into their solution and complement their 
services to all their merchants across America. 
 
Mastercard France 
 
Mastercard Europe have engaged and are looking for SPM to be taken into France through an 
MC banking partner. SPM held demos and spoken to their entire team and waiting to progress 
to partner discussions.  
 
Mastercard Pay by Bank App Marketing 
 
Agreement already signed with Mastercard UK for £50,000 towards marketing campaign in 
the UK to be split between paid ads and national PR and going live imminently. The campaign 
will aim to sign up 2,000 new merchants, while providing national exposure and thought 
leadership to highlight SPM’s growing importance in the SME space. 
 
 



 
 

 
 
Mastercard US 
 
Martercard US is looking to SPM to build a super platform for SMEs alongside our partners. 
This will lead to SPM to become formal, global strategic ally and in doing so also be involved 
in all other SME product development towards their partners, even if it’s not a product utilised 
directly by SPM’s platform. 
 
Discussions already underway and planning meeting in New York at the same time as Lendio 
to structure the partnership, announcement and global communications. 
 
Xxxx Bank 
 
A Moroccan SME “bank for the unbanked” and payment acquirer where SPM is mapping out 
how the business complements their solution, which is not only providing an opportunity with 
the bank in Morocco, but also with the payment acquiring business in other African countries.  
 
Paydough.me 
 
Smaller UK ISO where we look to get a few hundred high quality merchants per year. 
 
XXXXXX plc 
 
UK based plc with a subsidiary that provides working capital finance and technology solutions 
to SMEs and in particular in invoice chasing.  Companies looking at how SPM can fit in with 
their solution and can complement each other. Company would allow us to have a single API 
connection to various accounting software to utilise for our merchants and access to 50,000 
UK merchants as well as banks. 
 
SDK Development 
 
The development of the SimplyPayMe SDK continues to be an important topic of discussion 
and in mid-January, Mastercard pitched SPM as part of a pitch to one of the largest banks in 
the UK with the intent to showcase what SPM is doing to drive engagement to the SME sector 
(with other partners), which is a key deliverable for the bank. Following positive feedback, the 
SDK is an initiative which Mastercard is seeking to provide funding for. Several banks have 
been discussed with Mastercard with SME customer bases of 250,000 to 1+ million. 
 
“Global Payment Acquirer and Processor” 
 
SimplyPayMe will shortly sign a contract with a global payment acquirer and processor which 
will see SPM integrating with them and launching initially in North America. The agreement 
will allow SPM to utilise their merchant services and real time onboarding. The agreement 
also includes substantial financial incentives such as $250 paid to SPM for every single 
merchant making a transaction in the first 6 months of going live. There are further milestone 
incentives, and we are in discussions around the distribution of SPM throughout their network 



 
 

 
 
XXX, Inc. 
 
XXX is a $6.5bn US listed company that is a provider of payment processing and information 
management services to the United States commercial and government vehicle fleet 
industry.   Its platform has a million merchants utilising expense management and payments 
infrastructure which works well with what SPM has to offer. They are currently looking to 
build an SME platform where we are discussing SPM’s involvement and what services from 
SPM XXX would want to utilise. 
 

New in 2022 
 
eCommerce Functionality 
 
The adoption of the SPM solution by merchants in many different sectors (currently over 400 
in the UK) as the use of the service spreads into areas never envisaged. As a result (and since 
the pandemic) we have received an increasing number of requests (on a monthly basis) for 
an eCommerce solution to allow merchants to accept payments on their websites. As part of 
the partnership with DNA Payments, we are implementing an eCommerce solution which will 
allow: 

 SPM solution merchants to have an omnichannel experience by utilising one provider 
for their payments (face to face and online) 

 Online only merchants can now collect payments via SPM from their website check 
out, allowing SPM to generate a new revenue stream 

 
This solution will first launch in the UK and will soon after be offered in the US. It will be self-
service, so will have minimal impact on the staffing levels of SPM and will be entirely 
incremental.  
 
Summary 
 
The team have done an incredible job to put SPM in this position where this next step of 
funding will start to produce the revenue and in turn the substantial uplift in valuation that 
we all believe is within sight. The foundations for growth were built in 2021 and 2022 is for 
execution and we look forward to working with you on achieving that. 
 
 
 
 


