


•

•

•

•



•

•

•

•

•



Consumer Facing Providers

Vertical Focused Providers

White Label BNPL Enablement

Asia

Africa Middle East

North America

Europe Oceania

South America

North America

Oceania

Europe

Travel / 
Hospitality

Digital 
Content

South America

Healthcare Auto

Parent / Acquirer logo shown on top



Continued demand for equity exposure to BNPL players across the public and private markets

Announce Date Company Lead Investors
Amount (1)

(in mm)

Raised to 
date 

(in mm)

Valuation 
(in mm)

Country

11/10/21 $110 $350(2) $2,000 UK

10/13/21 500 na na SP

10/01/21 na na na IN

09/29/21 15(2) na na PK

09/28/21 50 173 na IN

09/22/21 50 116 na IN

09/09/21 155 203 700 IE

09/08/21 75 138 na CO

07/15/21 30 302 678(3) USA

06/10/21 639 3,753 45,600 SWE

06/02/21 30 48 na UK

05/26/21 35 63 na CO
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Announce Date Company Lead Investors
Amount (1)

(in mm)

Raised to 
date 

(in mm)

Valuation 
(in mm)

Country

05/20/21 $130 $210 $1,100 USA

05/19/21 27 95 105(3) NZ

04/22/21 110(2) 117(2) na SA

04/01/21 120 329 na JPN

03/31/21 28 70 116(3) AUS

03/01/21 1,000 3,100 31,000 SWE

01/13/21 1,205 2,505 46,602(3) USA

12/17/20 120 311(1) 3,657(3) AUS

09/17/20 500 1,300
10,000

(IPO target)
USA

09/14/20 650 2,100 10,600 SWE

09/04/20 58 10 105(3) NZ

08/05/20 72 90 107(3) USA

Institutional placement

Public Market Investors

Public Market Investors

Undisclosed new & 
existing investors

JS Capital Management

Institutional placement

Institutional placement

Woodson Capital 
Management



Announce Date Target Acquirer(s)
Amount 
(in mm)

Target Country

11/02/21 na SP

09/15/21 $2,240 USA

09/07/21 2,700 JPN

08/01/21 29,000 AUS

07/31/21 23 USA

06/22/21 40(1) UK

05/23/21 140(2) CZ

05/23/21 21(3) UAE

12/03/20 264 CA

08/27/20 2 IDSA

08/25/20 59 ES

08/09/20 403 USA

07/23/20 na USA

02/12/20 na IT

09/06/19 6 AUS

The larger players have continued to buy and build in new geographies



Philip Belamant is Founder & CEO of Zilch. Prior to founding Zilch, Belamant founded a number of
FinTech ventures, many of which have won awards. Philip also served as UK Managing Director for 
NET1 UEPS Technologies, a public payments company headquartered in Norway. Philip graduated 
from University of Johannesburg in South Africa in 2006, where he completed both his BscIT and 
BscIT Honors degrees in Information Technology. 

Philip Belamant

Founder & CEO

My mission has always been to revolutionise the credit payment industry and create innovative 
products that provide financial inclusion for everyone. Before starting Zilch, I founded, developed, and 
sold two other fintech ventures which had presence in 15 different countries across India and Africa 
reaching more than 20 million users. This included launching South Africa’s first Cash-To-Mastercard 
system for Uber and founding one of Africa’s Top 40 Fintech companies. I've now funneled my 16 
years of experience in the payments and technology space into Zilch.

When I moved to the UK, I noticed a lot of point-of-sale finance that was completely free to the 
customer (this is what we know today as Buy Now Pay Later) and I realised this was a form of 
financial inclusion. However, the problem was the checkout journey was fragmented. There were a lot 
of proprietary providers in the market all integrated with different merchants. This meant that the 
consumer experience turned what was meant to be straightforward into something fragmented and 
complex - you could use one provider at one site, one provider at another site and another provider 
entirely in-store. This multi-provider landscape made it very difficult for consumers to keep track of 
their purchases and repayment schedules, which can ultimately lead to overspending.

My mission for Zilch was to place the consumer first, not the retailer, by consolidating everything into 
one platform and using technology to create personalised affordability profiles that enables 
responsible cash flow management. 

“My mission for 
Zilch was to place 
the consumer first, 
not the retailer, by 
consolidating 
everything into one 
platform and using 
technology to 
create 
personalised
affordability 
profiles that 
enables 
responsible cash 
flow 
management.”

What was the inspiration behind founding Zilch? 



Exclusive CEO Interview – Philip Belamant

“Zilch brings value 
directly to 
customers and as 
a consequence it 
offers great value 
to retailers – not 
the other way 
around.”

Precisely. Our customer-first approach is at the core of our business model and drives everything we 
do. We’re here to make our users’ lives easier and help them manage their cash flow in an effective 
and responsible way. Zilch brings value directly to customers and as a consequence it offers great 
value to retailers – not the other way around. This always ensures that Zilch is aligned with the needs 
of the customer first and foremost and ensures we never sacrifice that in pursuit of a retailer’s 
request. Unlike other BNPL providers, Zilch makes use of a unique model that combines multiple 
revenue streams – including affiliate commission – to cover the cost of its operations and borrowing. 
Most retailers view Zilch as a super-affiliate partner.

Zilch has a unique platform that doesn’t rely on retail partnerships like most of its 
competitors and instead goes directly to the consumer and leverages affiliate 
commissions to offer zero-interest financing. Could you please elaborate on the 
business model underpinning this strategy? 

Unlike traditional point-of-sale finance, we do not charge the retailer set commissions. Zilch works the 
other way around whereby retailers have the ability to bid commission in return for more exposure to 
(and therefor sales) Zilch customers. This model allows Zilch to remove itself from the tradition BNPL 
“race-to-zero” and in turn offer retailers the ability to dial up or down their campaigns with the Zilch 
platform in order to drive visits. Zilch currently has 4 revenue streams per transaction which allow us 
to offset one with the other should there be a need. 

What is your pricing and revenue model?

We look at businesses like Klarna, Affirm and AfterPay and draw inspiration from them. As our model 
is not based on merchant acquiring, we don’t see them as outright competition, but we draw the 
learnings we can from them. Like any industry - if no one came along and tried to do it better or 
differently, it would be a sad day for consumers. 

Continued on next page

How does your unique strategy offer Zilch a competitive advantage?



Exclusive CEO Interview – Philip Belamant

“Although Zilch's 
customer base 
spans all 
generations, 
Millennials and 
Gen Z make up our 
primary user base. 
These consumers 
are the most 
informed 
customers the 
world has ever 
seen and, as such, 
are pushing 
forward a financial 
revolution."

Although Zilch's customer base spans all generations, Millennials and Gen Z make up our primary user 
base. These consumers are the most informed customers the world has ever seen and, as such, are 
pushing forward a financial revolution. They know how to price compare; they won’t overpay for 
anything and have learnt from the mistakes of the generations before them. Unlike their parents, they 
don't trust credit cards with 100s pages of small print and instead demand transparency. This is 
driving these generations to Zilch as we provide a flexible, responsible and transparent credit.

On the other hand, many members of these generations are unable to get access to traditional credit 
because they do not have enough credit history to apply for traditional credit lending options. At Zilch 
we know it's our duty as a financial provider to ensure they have access to a responsible and 
affordable alternative type of credit. Our unique processing model enables us to offer innovative 
payment solutions by providing a safe and accessible form of credit to those who may have previously 
been denied or been skeptical of borrowing. With Open Banking technology and sophisticated soft 
credit checks, Zilch has a 360 view of a consumer's financial history before any lending occurs. This 
means we will never lend more than our users can afford therefore encouraging a healthy attitude 
when it comes to personal finance.

What are the typical demographics of your consumers? 

Continued from prior page

We are, after all, building our business with technology that is 10 years more advanced than when 
most of these companies began so if we couldn’t do it better or faster that would be a shame! It’s 
important we take that view because, at the end of the day, it’s about helping the consumer win. 

Ultimately, the Zilch model takes advantage of the latest technologies and platforms (there was no 
easy way to speak to 1bn consumers in a day 10 years ago so you needed retailers to sell your product 
for you) to enable the most scalable BNPL offering to date - One without massive sales teams and 
time consuming integration.



Exclusive CEO Interview – Philip Belamant

“We recently 
closed our $80M 
series B funding 
round which will 
see us continue to 
expand in the UK, 
with over 100 new 
internal hires 
planned for the 
coming months, as 
well as across 
Europe and the 
US.”

Traditional BNPL providers lend money to a retailer’s customer. Zilch, on the other hand, brings our 
customer to the retailer and lends that customer the money too. There’s a fundamental difference. 
Retailers can bid higher commissions on the Zilch platform for more exposure to the Zilch customer 
base and can target offers by liquidity and location data too – assuming the customer has opted in to 
allow for this. All of this, in turn, creates massive value for our customers as they are forever served 
with the most value each time they wish to transact. This flywheel is what has made Zilch so 
successful to date.

What is the differentiated value proposition that you offer to merchants and 
consumers? How do these different value propositions interact with and affect each 
other? 

Zilch is a London born start up currently operating in the UK only. We recently closed our $80M series 
B funding round which will see us continue to expand in the UK, with over 100 new internal hires 
planned for the coming months, as well as across Europe and the US. We have already begun further 
growth and development in the UK by announcing the recent launch of the UK’s first ever way to Tap & 
Pay-over-time. This unique feature allows consumers to tap and pay in store and spread the costs over 
a 6 week period, bringing more convenience to customers in the most responsible way.

As a fast-growing fintech, we have ambitious plans and, as we enter this exciting next phase of 
business growth, we will continue to evolve and adapt to ensure we stay at the forefront of 
sophisticated lending. Zilch is leading the way with affordability scoring and ultimately putting 
consumer wellness at the heart of everything we do.

Where does Zilch currently operate? Are there plans to expand geographically?



Exclusive CEO Interview – Philip Belamant

“Our overarching 
goal is to become 
an expert in one 
area first and then 
rapidly expand into 
new markets.”

It’s abundantly clear to me consumers are ready for a dramatic change when it comes to credit and 
lending. The general demand for transparency, efficiency and responsibility must infiltrate into all 
financial services and I am pleased to say Zilch is currently leading the way on this. We are now the 
highest and most rated BNPL provider on Trustpilot in the UK.

Our overarching goal is to become an expert in one area first and then rapidly expand into new 
markets. BNPL is to Zilch what books were to Amazon - in the beginning, analysts thought that 
Amazon was just an online bookstore, they missed the bigger picture. In getting what is arguably the 
hardest service offering done right first (responsible BNPL credit to anyone) we can then strive to get 
all other financial services right too. Pay Now + Rewards, pay later for free, pay even later for a fee, 
retrospectively split a payment and so on. We truly believe that our multibillion-dollar opportunity is to 
become the best way to pay any way you like, anywhere, for anything.

What’s the long term vision for Zilch? What does the product roadmap look like over 
the next 5-10 years? 



Buy Now Pay Later: 
Revolutionizing Traditional Credit With 

Convenience, Data & eCommerce
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https://finte.ch/BNPL
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http://www.ftpartners.com/fintech-research
https://finte.ch/BigPay
https://finte.ch/Revolut
https://finte.ch/Varo510
https://finte.ch/Pismo
https://finte.ch/AllyFairSquare
https://finte.ch/Endpoint
https://finte.ch/NerdWalletIPO
https://finte.ch/Upgrade280




Personal Loans / Credit SMB Financing Supply Chain Finance 
Solutions

Consumer Marketing / 
Credit Lead GenerationOn-Demand Pay

Point of Sale Financing 
Solutions

SMB Financing

SMB Financing

Lending Enablement 
Platform for Auto Finance

Omni-Channel Lease-To-
Own Provider
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https://www.ftpartners.com/transactions/greensky-ipo
https://www.ftpartners.com/transactions/greensky
https://www.ftpartners.com/transactions/greensky53
https://www.ftpartners.com/transactions/greensky-pimco
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http://twitter.com/ftpartners
http://www.linkedin.com/in/stevemclaughlin2
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The FinTech Finance 40: 
o

M&A Advisor Awards
o

o

o

o

The Information’s “Silicon Valley’s Most Popular Dealmakers”
o

o

LendIt FinTech Industry Awards 2018:
o

Bloomberg
o

o

http://finte.ch/1UDzAPt
https://www.ftpartners.com/news/most-influential
https://www.prnewswire.com/news-releases/lendit-fintech-names-pitchit-competition-winners-and-second-annual-lendit-industry-award-winners-300627905.html
https://www.ftpartners.com/news/number-one-second-year
https://www.bloomberg.com/news/articles/2019-12-06/he-left-goldman-to-hunt-fintech-firms-and-now-catches-unicorns
https://www.bloomberg.com/news/videos/2019-12-06/why-steve-mclaughlin-left-goldman-to-hunt-fintechs-video
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