The Future of SaaS is
Embedded Finance

Unlocking Revenue, Retention,
and Utility for Your Platform




The Next Stage of
Platform Evolution
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The Shift

SaaS is evolving beyond core
functionality. Platforms are
becoming holistic “one-stop

shops" for their users' business
operations.
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The Opportunity

Embedding financial services
offers a potential 70% revenue
uplift and drives customer
satisfaction by solving critical
cash flow pain points.

The Execution

Success relies on minimizing
regulatory burden. The right
partner removes the complexity
of compliance, banking licenses,
and fragmented integrations.



Bridging the Gap Between
Platform Growth and User Needs

The SaaS Platform The Business Customer

r\u Profitability: Utility & Service:

&S) Seeking sustainable Demanding solutions,
margins not just tools
New Revenue: Em,bedded , - Efficiency:

MD ] Breaking subscription Finance y “s5n Desire for a single-login
plateaus ‘One-Stop Shop’

Access: Need for
financial products
banks deny

. ', Differentiation:
=V Standing outin a
crowded market




The SMB Finance Gap: Why Your Customers Need You

Traditional banks are failing small businesses, creating an opening for platforms.
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Struggle with Cash Flow

Over half of businesses cite cash flow management as a
primary operational hurdle.
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Rejected by Banks

One-third are rejected when applying for credit through
traditional banking providers.
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90%

Rely on Personal Credit

The vast majority of small business owners rely
on personal credit scores to secure business
funding, mixing liability and limiting growth.



Moving Beyond Transaction Processing

Embedded Processing transactions

‘ 7{‘9 Payments (The Baseline)

Capital

(Loans & Advances)

Embedded
Financial Services

Accounts
(Business Banking)

Issuing
(Corporate Cards)

True embedded finance means the user never leaves your ecosystem to manage their money.



The Multiplier Effect: How 1 + 1 Equals 3

Lending

You provide a loan.

Earn Loan Fees

Revenue
Potential

Accounts
User deposits funds.

Spending
User spends via card.

Earn Interchange Earn Interest

($) $1Investment —> 3 Separate Revenue Streams



The Retention Engine

When a business runs their s
banking, loans, and payables (V) : :

through your software, switching 97% Satisfaction
costs become prohibitively high.

Businesses report higher
satisfaction with providers
offering financial utility.

This is “Operational Gravity”. A

%5 Deepened Trust

Customer Lifetime Value (LTV)

47 Instant Utility

€ Reduced Churn

Time on Platform



Strategic Considerations: The Cost of Complexity

Building infrastructure internally introduces significant risk.
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Regulatory Burden Technical Fragmentation Support Models
Banking is highly regulated. Patchwork integrations create You become the first line of
Compliance requirements friction. Users demand speed,; defense. You must support
evolve constantly with new laws fragmented back-ends lead to banking questions, reconciliation,
and administrations. Managing slow settlements and a and complex financial inquiries,
this internally distracts from core disjointed user experience. not just software bugs.
software innovation.




The Infrastructure Partner Checklist

Evaluate potential partners against these critical capabilities.

The Banking License
Direct licenses remove friction. Do not rely on a middleman.

Global Reach
Support for US, UK, EU, and AU expansion without new integrations.

Unified Tech Stack
A single platform ensures data visibility. Avoid “Frankenstein” acquisitions.

‘v" |
~ . Compliance Shield
Partner must absorb the regulatory burden, not just provide software.




The Future of SaaS: Driving Growth Through Embedded Finance

Embedded finance is the evolution of SaaS, moving beyond simple software to offer integrated payments, capital, and banking.
By becoming a “One-Stop Shop,” platforms can solve critical cash flow issues for their users while unlocking massive new revenue streams.
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Offering embedded financial utility Over a third of small businesses are
significantly drives customer loyalty and rejected by traditional banks, creating
satisfaction with their Saa$S provider. a massive underserved market.

Compound
Revenue .

The1+1=3
Revenue Effect

Revenue compounds when
you combine loan fees,
account interest, and card
interchange fees.

r——LStrategic Implementation

Prioritize
‘Plug-and-Play’ Tech

Choose partners offering APIs and
components to avoid the burden of
building financial infrastructure.

Offload Regulatory
Burdens
A strong partner manages complex

global compliance, banking licenses,
and evolving financial regulations.

The One-Stop
Shop Utility

Integrating payments and capital
directly into your software makes your

platform indispensable to users.




The Window for Differentiation is Open

CE' o Embedded utility is becoming the market
norm, not the exception.
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Early adopters can capture a 70%
revenue uplift.
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Don't just build software. Build the bank
your customers need.
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Evaluate Your Partner Strategy Today

Look for the License. Check the Stack. Ensure Compliance.




