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Executive Summary 

Small and Mid-sized Businesses (SMB) are heavily affected by the impact of lengthy credit terms upon sale, with 

traditional financial products failing to cater to them. This leaves SMBs with few options when looking to alleviate 

cash-flow problems. Having identified this problem, InstaSupply is introducing PayBlok, a token aimed at solving SMB 

cash-flow problems. 

The business-to-business (B2B) payments landscape totaled $18.5 trillion for 2016 in the United States alone, and 

relies heavily on credit (42-48% in most countries, according to Atradius Collection). Typically, SMBs lack the resources 

to run best practice administrative tasks focused on payment and collection. Further to this, they are in a weaker 

position to negotiate payment terms with their suppliers. These two factors result in SMBs depending on credit to 

survive; a dependence that is exacerbated by the fact that half of all sales on credit failed to be paid on their due 

date, creating demand for even more credit. Despite this, banks have failed to offer any accessible solution for SMBs. 

With this in mind, InstaSupply are looking to further increase their support for SMBs by offering an early payment 

function on top of their existing platformτwhich connects buyers and suppliers matching purchase orders, deliveries, 

and invoices. This will enable provision of de-risked financial products to SMBs. 

There are already 2000+ companies using InstaSupply every month, with the volume of transactions exceeding $60 

million per year.  The new early payment function will enable hosting of over $200m of transactions in the first year 

of deployment. 
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1. Company Background 
InstaSupply was founded in late 2014 by Lee Pruitt and Tim Huegdon with the vision to simplify all buyer and supplier 

business interactions online; born out of their prior experiences.  

InstaSupply have spent time building and refining a robust workflow that captures, digitizes, and automates all the 

back-and-forth interactions that proceed payment. Whilst disruption of the problems in business related to ordering, 

delivering, invoicing, and accounting have been a key focus, managing payments has always been the company end 

game since inception. 

Funded through rounds of investor financing since formation, the company has built a team of deeply experienced 

professionals who develop the platform, onboard and sustain thousands of businesses, and have processed over $60 

million in transactional value.  

2. Market Relevance 
SMBs comprise 99% of the enterprises within the Organisation for Economic Co-ƻǇŜǊŀǘƛƻƴ ŀƴŘ 5ŜǾŜƭƻǇƳŜƴǘΩǎ όh9/5ύ 

ор ƳŜƳōŜǊ ƴŀǘƛƻƴǎΦ ¢ƘŜ h9/5Ωǎ ǎǘŀǘƛǎǘƛŎŀƭ ŀƴŀƭȅǎƛǎ ƛǎ ŜŎƘƻŜŘ ǿƛǘƘƛƴ ǘƘŜ ¦ƴƛǘŜŘ {ǘŀǘŜǎΣ ŀǎ ŦƛǊƳǎ άǿƛǘƘ ŦŜǿŜǊ ǘƘŀƴ рлл 

employeeǎέ ŀŎŎƻǳƴǘ ŦƻǊ фт҈ ƻŦ ǘƘŜ ǘƻǘŀƭ ¦Φ{Φ ŜƴǘŜǊǇǊƛǎŜǎΦ !ŘŘƛǘƛƻƴŀƭƭȅΣ ǘƘŜ ²ƻǊƭŘ .ŀƴƪ Ǉƻǎǘǎ ǎƛƳƛƭŀǊ ǎǘŀǘƛǎǘƛŎǎ ŦƻǊ 

ŜƳŜǊƎƛƴƎ ƳŀǊƪŜǘǎΣ ŎƛǘƛƴƎ ά{Ƴŀƭƭ ŀƴŘ aŜŘƛǳƳ 9ƴǘŜǊǇǊƛǎŜǎ ό{a9ǎύ Ǉƭŀȅ ŀ ƳŀƧƻǊ ǊƻƭŜ ƛƴ Ƴƻǎǘ ŜŎƻƴƻƳƛŜǎΣ ǇŀǊǘƛŎǳƭŀǊƭȅ ƛƴ 

ŘŜǾŜƭƻǇƛƴƎ ŎƻǳƴǘǊƛŜǎΦέ 
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Formal SMBs contribute up to 60% of total employment and up to 40% of national income (GDP) in emerging 

economies. In the United States, small businesses produced 46 percent of the private nonfarm GDP in 2008 (the most 

recent year for which the source data are available). Additionally, when compared to the larger wellknown 

corporations, small businesses are more likely to be innovators in their industry. In fact, the smallest firmsτthose with 

fewer than 25 employeesτdevelop more patents per employee than large corporations. However, despite all their 

economic and innovative contributions, SMBs face working capital pain that makes them financially vulnerable. 

3. SMB Problems 

3.1 The Payment Process 
Before addressing the pain of payments faced by small businesses, it is important to first understand the business-to-

business (B2B) payment process and how that differentiates from other payment processes: 

When a consumer pays a business, one entity is the sender and the other the receiver. In B2B payments, businesses 

constantly manage both the send and receive sides of the equation.  

 

This back-and-forth cycle is commonly referred to as the purchase-to-pay process for a buyer, and the orderto-cash 

process for the supplier. This process spans daysτsometimes monthsτbefore it is completed. The efficiency of these 

processes has a direct effŜŎǘ ƻƴ ŀ ŎƻƳǇŀƴȅΩǎ ŎŀǎƘ ǇƻǎƛǘƛƻƴΦ Lƴ ƎŜƴŜǊŀƭ ŀŎŎƻǳƴǘƛƴƎΣ ǘƘŜ ǎȅƳƳŜǘǊȅ ƻŦ ǘƘƛǎ ƛƴǘŜǊŀŎǘƛƻƴ ƛǎ 

ǘƘŀǘ ƻƴŜ ŎƻƳǇŀƴȅΩǎ ǇŀȅŀōƭŜ ƛǎ ŀƭǿŀȅǎ ŀƴƻǘƘŜǊ ŎƻƳǇŀƴȅΩǎ ǊŜŎŜƛǾŀōƭŜΦ 
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Buyer - Payable Supplier - Receivable 

Recorded as a liability.  Recorded as an asset. 

This account should have a credit balance. The account should have a debit balance. 

Credited for the goods/services on the invoice. Debited for the goods/services on the invoice. 

When the business pays the invoice, this account is 

debited. 

When the seller receives payment for this invoice, this 

account is credited. 

Accounts for the amounts that this business owes but 

has not yet paid. 

Accounts for the amounts that this business is owed 

but has not yet collected. 

3.2 Late Payment Problem 
30% of SMB businesses quote late payment processing times as a major issue, and around 47% of businesses are paid 

late. Payment delays result from either an intentional delay in payment by customers, elongated  

processing methods, or both. 

The Americas 

Atradius reports that, on average in 2017 in the 

Americas, 48% of all B2B invoices were not paid 

when they were due. Late payments were the 

highest in the United States and the lowest in 

Canada. 

Asia Pacific 

In 2017 in Asia Pacific, 44.6% of domestic invoices 

were unpaid at the due date. India was the country 

most impacted by late payments, where 56.4% of B2B invoices 

were paid late. 

Past due B2B receivables in the Americas (avg. %) 

 

  Domestic  Foreign 

Sample: companies interviewed (active in domestic and foreign markets) 
Source: Atradius Payment Practices Barometer - September 2017 

Past due B2B receivables in Asia Pacific (avg. %) 
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  Domestic  Foreign 

Sample: companies interviewed (active in domestic and foreign 

markets) 
Source: Atradius Payment Practices Barometer - October 2017 

 

 

 

 

 

     

  

  
  

  

  

  

  

  

  

  



 

7 

Europe Past due B2B receivables in Western Europe (avg. %) 

In Western Europe an average of 41.9% of  

43% 40% 42% domestic 

invoices remain unpaid past the due date. The average payment duration in 2017 was 59 days. 

  Domestic  Foreign 

Sample: companies interviewed (active in domestic and foreign markets) 
Source: Atradius Payment Practices Barometer - Spring 2017 

Not only are late payments a problem, but large banks have severely curtailed their small business lending following 

the onset of the financial crisis. Post-crisis lending from banks has disproportionately gone to large businesses. Because 

of this, SMBs are less likely to be able to obtain bank loans than large firms; instead, they rely on internal funds, or 

cash from friends and family to launch and initially run their enterprises. Approximately half of formal SMBs do not 

have access to any formal credit at all. The link between bank competition and SMB access to credit has become an 

urgent policy issue because the structure of the global banking system has been significantly affected by consolidation. 

Globally, access to finance remains one of the most significant constraints to the growth, productivity, and survival of 

SMBs and therefore the jobs they create. 

The SMB credit gap is a problem on both sides of a B2B transaction: on the demand side, many SMBs cannot get access 

to credit because bankers cannot see the critical information they require to assess creditworthiness. For most 

bankers, this results in a lack of financial intelligence and insight to make credit decisions. On the supply side, banks 

consider SMBs as high-risk and unsuitable to serve at interest rates the banks are able to charge. Small business loansτ

often defined as business loans below $1 millionτare considerably less profitable than large business loans. 

Transaction costs to process a $100,000 loan are comparable to a $1 million loan, but with less profit. For these two 

reasons, banks often prefer to lend to larger firms. As a consequence, financial instruments for SMBs continue to 

operate in thin, illiquid markets, with a low number of market participants. 
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4. Our Solution 
InstaSupply provides a workflow for buyers and suppliers to manage their payments and collections. With over 2,000 

businesses currently using the platform, over $60 million worth of invoices are passed through InstaSupply on an 

annual basis. 

By creating a business network between buyers and suppliers, the platform collects data from both sides. InstaSupply 

empowers users to create and place purchase orders, track deliveries, and match orders to corresponding invoices; 

this enables buyers to track, manage, and control their spend. 

Upon receiving an invoice, customers on the platform are able to review the invoice, and accept or reject it accordingly. 

Once the invoice has been accepted, invoices are paid outside the InstaSupply platform. Because the data is pushed 

to the customer's accounting software for record keeping and eventual payments, the customer is required to 

manually record when an invoice has been paid on the InstaSupply platform. 

 

The additional steps of moving data between systems creates extra workload for finance departments; increasing the 

likelihood of human error, creating open space for fraud, and also delaying payments to suppliers. 

4.1 PayBlok Tokens 
PayBlok is a crypto-asset (token) that gives its owners/holders exclusive benefits on the InstaSupply platform. It will 

be developed under the ERC20 Token Standard. 

As an asset, the initial sale of tokens will be subject to sales taxes according to the market where it is sold. Following 

this, a token belongs to its owner and can be traded without restriction or the need for consent or participation from 

InstaSupply. 

The creation of the PayBlok token enables InstaSupply to offer a range of products solving the problems faced by SMBs 

ŀǎ ƻǳǘƭƛƴŜŘ ƛƴ ǎŜŎǘƛƻƴ о όά{a. tǊƻōƭŜƳǎέύΦ ¢ƘŜǎŜ ǇǊƻŘǳŎǘǎ ŀǊŜΥ 

ω Integrated Payment Solution 

ω Supply Chain Financing 

ω Asset-Based Lending 

4.2 Decentralized Community 
One important element of our solution is the creation of a community of participants that can contribute and get 

rewarded for their work - profit sharing. 

Every group that is part of the community has a key role to the overall success of the network. 
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Buyer Order 
 Record  

Delivery* 
 

Approve* 
 

Pay* 

Seller  Delivery Invoice 
  

Get Paid 
 

Validator  
  Match 

Records* 

   

Investor  
   

Invest 
 

Profit 

*activities that are incentivized/rewarded 

¢ƘŜ ŘƛŀƎǊŀƳ ŀōƻǾŜ ŘŜǎŎǊƛōŜǎ Lƴǎǘŀ{ǳǇǇƭȅΩǎ ŜƴŘ-to-end solution from the Purchase Order to the settlement of a 

financed invoice. 

4.2.1 Buyers Community 

This community is formed by the users who raise Purchase Orders, Approve Invoices and Make Payments using 

InstaSupply. 

Buyers pay an upfront monthly subscription for using the InstaSupply platform and as a result have access to all the 

features that help Businesses comprehensively control their spend. 

4.2.2 Sellers Community 

This community is formed of all businesses connected to InstaSupply. These businesses all receive Purchase Orders 

from Buyers and/or send Invoices to Buyers. 

No fee is charged to any business that wishes to become a seller on the InstaSupply platform, because the costs are 

associated to the monetary benefit got from Supply Chain Finance. In addition to that, Sellers have to hold tokens in 

their InstaSupply Wallet to increase their credit limit for Supply Chain Finance on the platform. The volume of tokens 

held must have worth equal to or higher than 3% of the face value of invoices being financed. When tokens are used 

in this way to provide collateral against lending risk, they will be temporarily locked and therefore unable to be 

transferred. 

To mitigate the risk to Investors, if the Buyer does not pay the negotiated invoices on-time, a portion of their held 

tokens will be sold through a third-ǇŀǊǘȅ ŜȄŎƘŀƴƎŜ ǘƻ ŎƻǾŜǊ LƴǾŜǎǘƻǊǎΩ ƭƻǎǎŜǎΦ Lƴ ŀŘŘƛǘƛƻƴΣ ǿƘŜƴ ǘƘŜ ƛƴǾƻƛŎŜǎ ŀǊŜ Ŧǳƭƭȅ 

settled the tokens are unlocked, giving the buyer the opportunity to get more invoices paid early using the same 

collateral. 

4.2.3 Investors Community 

Investors are the individuals that fund invoices at InstaSupply and get a reward (interest) for this funding. The reward 

will always depend on the term and the amount funded. 
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¢ƘŜǊŜΩǎ ƴƻ ŦŜŜ ǘƻ ƎŜǘ ŀŎŎŜǎǎ ǘƻ ǘƘŜ ǇƭŀǘŦƻǊƳ ōǳǘ ǘƘŜ LƴǾŜǎǘƻǊǎ ƴŜŜŘ ǘƻ ǎǘŀŎƪ ǘƻƪŜƴǎ ƛƴ ƻǊŘŜǊ ǘƻ ƘŀǾŜ ŀŎŎŜǎǎ ǘƻ ƳƻǊŜ 

invoices looking for early payment. The quantity of Tokens to be stacked must be equal to or higher than 3% of the 

face value of invoices that will be funded. Once the invoices are settled and the funds transferred to the Investor 

Wallet, these tokens will be unlocked and can be used on new investments. 

4.2.4 Validators Community 

¢ƘŜ ǾŀƭƛŘŀǘƻǊΩǎ ǊƻƭŜ ƛǎ ǘƻ ŎƻƴŦƛǊƳ ƛŦ a Purchase Order is related to an Invoice. The system will suggest the most likely 

match and the validator will have to double-ŎƘŜŎƪ ƛŦ ǘƘŜ ǎȅǎǘŜƳΩǎ ǎǳƎƎŜǎǘƛƻƴ ƛǎ ŀŎŎǳǊŀǘŜΦ 

InstaSupply, the Seller or the Buyer can be a validator on the InstaSupply platform. Also, all validators are rewarded 

for their work. An app will make this work easier and the right validation will be determined by consensus as a result 

of other accredited users' responses. 

4.2.5 Community Profit Sharing 

There are two different possible routes in the system and each one of them has a different calculation for profit sharing 

across the community. 

ω .ŀǎŜŘ ƻƴ .ǳȅŜǊΩǎ {ǳōǎŎǊƛǇǘƛƻƴ 

Using this route, the subscription paid by Buyers is shared across the community according to each individual 

behaviour per document, considering each document as an incoming Invoice. 

¢ƘŜ Lƴǎǘŀ{ǳǇǇƭȅΩǎ ƎƛǾŜƴ ǾŀƭǳŜ ǇŜǊ ǇǊƻŎŜǎǎŜŘ ŘƻŎǳƳŜƴǘ ƛǎ м ¦{5 ŀƴŘ ǘƘŜ ōǳǎƛƴŜǎǎ ǊŜǘŀƛƴǎ ср҈ ƻŦ ǘƘƛǎ ŀƳƻǳƴǘ ŦƻǊ 

support, providing infrastructure and continue with the system developments. The balance is then shared 

following the stakes each community member has on that document. 
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Each individual's reward is calculated by dividing 0.35 USD (1 USD given cost - 65% Instasupply cost) per the 

total number of stakes distributed for that document multiplied by the number of stakes each individual 

received on the same document. 

A Buyer can have 0 to 4 stakes; a Seller can have 0 to 6 stakes; The validator and InstaSupply Data Entry might 

not exist on all documents but the maximum they can have is 1 and 4 stakes respectively. 

These rewards indicate that a Buyer and a Seller, when engaged, can get up to 0.35 USD reward per document. 

ω .ŀǎŜŘ ƻƴ {ǳǇǇƭȅ /Ƙŀƛƴ CƛƴŀƴŎŜ 

As this route is a complement of the route described above, the community has already collected benefits, the 

cost for processing the document has been covered and the risk reduced, with multiple data points matching. 

The discount taken from the Seller who had its invoice paid early is shared across the community to reward 

correct behaviour and gain mutual benefit. 
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Buyer to pay via  

 Investor Interest 60.0% 

If the Buyer opts for not making the payments using InstaSupply, its rewards will stay with InstaSupply to cover 

the Accounts Reconciliation and Accounts Payable activities. 

In a situation where there are 10,000 USD worth on Invoices, paid 30 days before the due date at 2% discount 

rate, the 200 USD discounted will be shared as follows: 

 ֙Investor: 120 USD 

 ֙InstaSupply: 60 USD 

 ֙Buyer: 20 USD 

4.3 Automated Approval and the Window of Opportunity 
Automated approval is a vital part of this project because it creates the opportunity to provide financing. Previously, 

without technology and automation rules, approving invoices was a very manual process.  

Automation reduces human input by 90%, resulting in suppliers being paid quicker and more accurately. 

The earlier an invoice is approved, the longer the 
time interval financing is possible 

 
We will utilise user-ƳŀƴŀƎŜŘ ά!ǳǘƻƳŀǘƛƻƴ tƻƭƛŎƛŜǎέ ƻƴ ƻǳǊ ǇƭŀǘŦƻǊƳ ǎƻ ǘƘŀǘ ƻƴŜ ƻŦ ǘǿƻ ŀŎǘƛƻƴǎ Ŏŀƴ ƻŎŎǳǊ ǳǇƻƴ ǘƘŜ 

approval of an invoice; if there is a PO and delivery already on the system that matches with the invoice in question, 
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the invoice is considered approved, alternatively, if there is no PO or if there is PO but it does not match with the 

invoice, then the approval will need to be manually implemented.  

4.4 The Integrated Payment Solution 
The development of payment facilities will benefit both buyers and suppliers, with the complete buying cycle 

remaining on a single platform; safe from external manual activities such as exports and reconciliations. Developing 

the payment portal within the platform will ensure that the complete procurement cycle will go through InstaSupply, 

creating security while also eliminating any risks associated with transferring data between platforms.  

InstaSupply will provide accounts payable departments the ability to settle an unlimited number of invoices, send 

remittances and update their accounting books in a single transaction, revolutionising the way accounts payable 

departments operate, delivering a unique proposition that is applicable to any industry.  

The only way a business can access this feature is by holding PayBlok Tokens, where a business holding more than: 

ω 0 USD worth in Payblok, can execute up to 1 payment runs per month 

ω 500 USD worth in Payblok, can execute up to 3 payment runs per month 

ω 1,000 USD worth in Payblok, can execute up to 20 payment runs per month 

ω 10,000 USD worth in Payblok, can execute up to 50 payment runs per month 

A payment run is when an unlimited number of invoices are paid at the same time. PayBlok tokens on hold are not 

consumed during a payment run unless the buyer wants to use part of its balance for payment - In this case, the tokens 

are sold at market price and the funds received distributed according to the recipients designated in the payment run. 

4.5 Supply Chain Financing 
With the appropriate environment in place, an efficient workflow, automatic invoice approvals, and an integrated 

payment solution, the offer of Supply Chain Financing become viable. Similar financial products have historically 

ignored the kind of businesses that need it most: SMBs.  

The process of providing supply chain financing is simple and bureaucracy-free. With the seller able to receive funds, 

net of fees, in less than 24 hours, benefitting from the transparency that Blockchain offers. 

The process starts after invoices approval when they will be organized into 4 pools according to the days left to the 

due date: 15 to 30 days, 31 to 45 days , 45 to 60 days and 61 to 90 days. 

The investors then select what is the pool they want to buy the invoices from also informing how much is the intended 

amount. Additional filters relating to originating country, currency, minimum invoice value, maximum invoice value 

and average interest rate can be applied. 

Based on the selected options and the available invoices, the system will combine the invoices to meet the maximum 

of requirements, informing the investor how much is the investment, how many invoices, how many different sellers, 

how many different buyers and the expected return based on the payments the buyers will make on the due date and 

the platform fees. 
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The investor accepts and the existing funds in the InstaSupply wallet are automatically taken and distributed to all 

sellers that have invoices bought in this transaction. If the investor does not have enough funds available in the wallet, 

it can be topped-up, buying Payblok using the system interface or transfer Ether or PayBlok from an external wallet. 

The system gives up to 6 hours for this external transfer to be completed and if unsuccessful, the invoices return to 

the pool waiting for new funding. 

At the invoice due date, the buyer should make the payment using the integrated payment gateway and the funds will 

ōŜ ǘǊŀƴǎŦŜǊǊŜŘ ǘƻ ǘƘŜ ƛƴǾŜǎǘƻǊΩǎ ǿŀƭƭŜǘΣ ƴŜǘ ƻŦ ŦŜŜǎΣ ƛƴǎǘŀƴǘƭȅΦ 

InstaSupply manages the risƪ ŀǎǎƻŎƛŀǘŜŘ ǘƻ ǘƘŜ ǘǊŀƴǎŀŎǘƛƻƴǎ ƎŜǘǘƛƴƎ ǘƘŜ ōǳȅŜǊΩǎ ŎƻƴŦƛǊƳŀǘƛƻƴ ƻƴ ǘƘŜ ƛƴǾƻƛŎŜǎΣ ǘǊŀŎƪƛƴƎ 

ǘƘŜ ōǳȅŜǊΩǎ ŎǊŜŘƛǘ ǊŀǘƛƴƎ ŀƴŘ ŀǇǇƭȅƛƴƎ ƛƴǘŜǊŜǎǘ ǊŀǘŜǎ ǘƘŀǘ ŀǊŜ ŎƻƳǇŜǘƛǘƛǾŜ ŦƻǊ ōƻǘƘ ǘƘŜ ǎŜƭƭŜǊ ŀƴŘ ǘƘŜ ƛƴǾŜǎǘƻǊ ŀŎŎƻǊŘƛƴƎ 

to each country market condition. 

 
Supply Chain Financing will be available to all sellers within InstaSupply; but with a credit limit - the maximum value of 

invoices a seller can get paid early. Businesses can increase their credit limit by holding PayBlok as described below: 

a. Less than 1,000 USD worth of Payblok releases a maximum credit limit of 5,000 USD 

b. Above 1,000 USD worth of Payblok releases a limit that is 33 times the amount of Payblok on hold (ie: 2,000 

USD worth of Payblok on hold puts a limit on invoices to be financed at 66,000 USD). 

(These values and percentages will be in place when the platform goes live, but are subject to change, 

according to market conditions.) 

If the seller does not have Payblok on hold and wants to have more than 5,000 USD of invoices paid early, the system 

ǿƛƭƭ ŜȄŎƘŀƴƎŜ ǇŀǊǘ ƻŦ ǘƘŜ ŦǳƴŘǎ ǘƘŀǘ ǿƻǳƭŘ ōŜ ǊŜƭŜŀǎŜŘ ǘƻ ǘƘŜ ǎŜƭƭŜǊ ŦƻǊ tŀȅōƭƻƪ ŀƴŘ ƳƻǾŜ ǘƻ {ŜƭƭŜǊΩǎ ǿŀƭƭŜǘ ǿƘŜǊŜ ƛǘ 

will be blocked until the invoices are fully settled by the Buyer. 

For detailed information around the technicalities, check section 6 όάLƳǇƭŜƳŜƴǘŀǘƛƻƴέύΦ 
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4.6 Asset-Based Lending 
This type of lending is based on using Payblok Tokens as a guarantee. If a loan is not repaid, that Payblok collateral will 

be taken by InstaSupply. 

To release funds in this way, the applicant business can request a maximum of 60% of the value worth of PayBlok 

tokens in custody. 

 

This request will be registered on the system and external investors can fund it, staking 3% of the value on PayBlok 

and the funds that will be dispersed to the applicant can come as PayBlok, fiat currency or Ethereum. 

The interest rate applied on these transactions can be as low as 1%, since the transactions are de-risked using those 

assets to cover any loss. This saves businesses from having to sell assets during a market fluctuation. 

If the value of PayBlok tokens in custody drops in value more than 30% from the lending point, InstaSupply is entitled 

ǘƻ ǎŜƭƭ ǘƘŜ ǘƻƪŜƴǎ ŀǘ ƳŀǊƪŜǘ ǇǊƛŎŜ ǘƻ ǊŜŦǳƴŘ ǘƘŜ ƛƴǾŜǎǘƻǊ ŀƴŘ ǘƘŜ ōŀƭŀƴŎŜ ǿƛƭƭ ōŜ ŎǊŜŘƛǘŜŘ ŀǘ ǘƘŜ ƻǊƛƎƛƴŀƭ ŀǇǇƭƛŎŀƴǘΩǎ 

wallet. 

4.7 PayBlok Lifecycle 
Payblok has two possible life cycles, depending on the scenario that is applied: 

1. Buyers Subscription for using InstaSupply 

The number of Payblok entering and leaving InstaSupply environment due to Monthly Subscriptions will always 

be the same and the dynamic is described on the infographic below. 

 ֙Buyer pays the monthly Subscription and gets an allowance of documents to be processed 

 ֙9ǾŜǊȅ ŘƻŎǳƳŜƴǘ ǇǊƻŎŜǎǎŜŘ ŘŜǎŎǊƛōŜŘ ƻƴ ǘƘŜ 5ƛŀƎǊŀƳ ŦǊƻƳ ǎŜǎǎƛƻƴ пΦм ŘŜŘǳŎŜǎ м ¦{5 ŦǊƻƳ ǘƘŜ .ǳȅŜǊǎΩ ŎǊŜŘƛǘ 

pool 

 ֙35% of the deduction (0.35 USD) is exchanged for Payblok and shared across the community as per session 

4.2.6 

 ֙By the end of the month, the remaining buyer credit (if any) remains with InstaSupply 

The graph below exemplifies the breakdown between Buyers Credit, InstaSupply stake ad the Community stake along 

the month. 

 

 

 

 
























