A Proven Mobile Financial Services Solution
 Initial Target Market: Unbanked, Prepaid Mobile Users
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Elevator Pitch: A majority of the world’s population does not have the ability to make basic financial transactions. Affinity Global Services(AGS) has developed a proprietary and highly scalable mobile financial services (mFS) solution that brings secure, low cost and user-friendly banking functions to the unbanked consumer via the mobile phone and a proprietary agent cash management system. Affinity was first-to-market with a Western Union send money platform designed to meet the needs of the underbanked in developed and emerging markets. Affinity is leading the industry with a complete mFS solution to enable Mobile Network Operators, Financial Institutions and Retailers to reach new consumers, reduce customer churn, and generate additional sources of revenue.











Affinity Global Services, LLC 


5160 Tennyson Parkway, Suite 1000W


Plano, TX  75024


E-mail: ilevy@affinitymobile.com


URL: http://www.affinityglobalservices.com





Funding Sought:


$20M 





Use of Proceeds:


Investment to Fund Market Pilots/Roll-out/enhance system functionality and capacity





Revenue Forecast:


Year 2: $5 million      


Year 3: $27 million    


Year 4: $56 million    


Year 5: $70 million  





Reach Profitability: 


Unlevered free cash flow:1Q, 2010 





Competitive Advantage:


Fully Integrated, Turn-key Solution


Platform is Highly Scalable


Low Cost/Fast Deployments


Proprietary Retail Cash Management


Commercially Operational Today


Depth and Breadth of mFS Experience


Knowledge of Global AML, KYC and CFT Regulations 


Unique Focus on Unbanked, Prepaid Wireless Subscribers


Highly Experienced Management Team





Selected Management Team:


John Carney, CEO


Responsible for Developing T-Mobile’s U.S. Distribution Strategy and Implementation and Managed $14B in Annual Revenue and $4B billion in Operating Expenses.�


Ira Levy, CFO


Financial leadership positions and operational experience with high growth companies, including Verizon Wireless, MetroPCS, PrimeCo Personal Communications and Bell South.� 


Craig McNeil, CTO


Wireless Telecommunications Industry Veteran with Experience in Business Operations in US, Europe, Asia and South America. Earned M.S. in Telecommunications from the University of Colorado, School of Engineering.  �


Todd Achilles, Managing Director


Experience in Sales, Product Development, Engineering and Marketing with HTC and T-Mobile.





Financial: The financial model includes revenue from platform licensing fees along with recurring revenue from subscriber transactions.  Affinity has two commercial deployments planned for Q408 that are expected to generate current or near-term revenue.  Affinity is in latter stage negotiations with four major network operators representing 15+ markets throughout LatAm and EMEA, and that is expected to provide revenue in 2009. Affinity is in early stage discussions with an additional 5+ network operators. 








Solution: Affinity’s mFS platform combines a proprietary handset and server technology with a unique retail cash management system  to bring together all the necessary partners to enable wireless subscribers to send and receive money from a mobile phone, purchase airtime, pay bills, make loan repayments, receive direct deposits and more.  Affinity’s solution is fully compliant and secure.  Affinity is aligned with key partners, including Western Union and can be used on any handset or wireless technology.








Problem: In developing countries, financial services are not available to the masses, particularly in rural areas.  Mobile phones have become the first communications technology to have more users in developing countries than in developed ones, and mobile networks now cover 80% of the world’s population. The acceptance and proliferation of mobile technology now provides the means for new services to be brought to developing countries in a manner that provides the much needed access and security for banking and financial transactions.  



































segment of the population who are not ready or willing to see a health care professional. 





Market: Worldwide, there are 5 billion underbanked consumers, with 106 million in the U.S.  There are 3 billion mobile phone users globally. These individuals are currently outside the formal banking sector and pay disproportionately higher fees for basic banking transactions.  This large segment is unattractive to financial institutions due to the high cost to serve. The global remittance market alone is estimated to be $300 billion per year with $18.3 billion in transfer fee revenues. AGS Technology bridges the gap in a low cost, fast to market way for carriers, banks and retailers and has the potential to transform the lives of millions via safe, secure and low cost services while expanding profitability for providers.








Sales Plan: Affinity’s go to market plan is a direct sales, wholesale model targeted at  mobile network operators, financial institutions and retailers.  In addition to its own sales force AGS  is promoting its offering via partnerships with complementary providers of services as well as system integrators. Affinity expects additional opportunities to increase as global acceptance of mFS raises, mobile network operator’s markets mature, and financial institutions seek to expand their marketplace.    
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