
What differentiates a good idea from a 
successful business? (in Fintech’s) 

Innovation is at the heart of finance disciplines and Fintech 
companies propose a large range a solutions and products. 
However, they are not all successful. If we focus on financing 
and funding area, for example, due to the changes in the 
way of doing business, some of the ground-breaking 
solution providers partnered with their clients and have 
begun to shift the current state of play. Nevertheless, it 
remains key to convince both parties: sell & buy-sides of the 
products to scale it properly. There may reside some 
difficulties.  
 

What makes a Fintech solution successful? 

 

To successfully launch and develop an innovative solution for the financial 

market, you must at least have a good idea at the start, have felt a need and a 

missing piece in the users' puzzle. The standardization of the product or 

solution which ideally must be multi-counterparties and multi-products. This is 

a classic request from the treasurers. They hate targeted, limited or proprietary 

solutions. Successful Fintech’s offer a truly innovative solution. Then you must 

"sell" this solution and show how it meets user’s needs (buy & sell-sides), 

without necessarily being completely revolutionary. This propensity to innovate 

is not given to everyone, alas or fortunately users will say. On the other hand, 

users, and treasurers, in particular, must be brave, innovative and adventurous 

to test, try and dare to adopt this type of solution. Their naturalness is 

unfortunately not often of this type. Which can cause problems. Often 

treasurers or "buy-sides" prefer to wait for a solution well adopted by the 

market rather than being a pilot and pioneer. We could qualify the most 

innovative treasurers: the “early followers”. The wait-and-see mode is often 

favoured. This is one of the major obstacles for any fintech that starts. 

Whatever the quality and excellence of the solution, it needs to be adopted by 

all stakeholders. This part is often forgotten by Fintech’s. They have the 



answers. We have the questions. They then need to link the dots. This last mile 

is unfortunately often neglected by Fintech’s. What can push the treasurer user 

to adopt an innovative solution is an effective, precise ad specific need. When 

the treasurer faces pain to solve a problem, the innovative solution will be 

welcome. The issue must be big enough to push treasurers to consider 

alternative solutions. There he begins to modify his/her approach and to open 

up. The advice would therefore be to find these ideal pilots and “early 

adopters” (often the same treasurers) who will be your best ambassadors in 

the long term. The treasurer does not have this appetite for innovation (except 

for the “treasury geek") for the pleasure of innovating. He will adopt whatever 

can help him, in a very pragmatic way. 

 

Are treasurers attracted by innovations? That’s an interesting question 

 

If we focus on the field of "financing and funding”, the attractiveness of 

innovation will meet these same criteria: imperative needs, necessity to 

automate, access to different range of products and simplified operating 

management. Obviously, the need to diversify its sources of funding and 

investment (depending on the "short" or "long" position) will be essential. The 

desire to access different products at better returns or costs is also crucial. 

Finally, the idea of being able to easily and automatically access other products 

or markets will increase interest in this type of solutions. This journey in the use 

of new solutions is truly an adventure according to the degree of development 

in which we intervene. On the other hand, being a pioneer is always an 

advantage in obtaining the design you want and marking the product with your 

imprint. There is a long way to go, given the need to "design", prototype, test, 

etc., and without knowing whether the product will reach critical mass. 

Choosing an innovative solution is therefore tricky because you must bet on the 

future without necessarily being certain of the product's success. This is the 

reason why so many treasurers are reactive and wait for others to have wiped 

the plasters. The start-up must remain alive long enough to reach this point of 

balance and this critical size. This is the most difficult goal to achieve, without 

question. On which fintech partners shall we bet? What are the tools we really 

need?  

 

 



 
Open to innovation… if not too disruptive 

 

Treasurers remain open to innovation and anything that can make their lives 

easier and safer. However, the difficulty lies in the choice. How to separate the 

good from the chaff? How do you predict the success of one solution over 

another? I remember that in the early 2000’s, the first people to use exchange 

platforms passed for people who were a little too “avangardist”. There is 

therefore a whole educational process that should not be overlooked, and it is 

in part the role of the associations of treasurers to help these promising 

solutions to emerge, in the interest of the profession they defend. But it's also 

cultural. Some do not dare or are mere followers. Sometimes the lack of 

success of a product among treasurers, typically the Tri-Party Repo, comes 

from a distrust, a lack of knowledge of the product and from the administrative 

burden generated by this type of products. They are more complicate to 

proceed and to follow than basic ones (according to treasurers). They can go so 

far as to prefer to concentrate the counterparty risk by lending their excess 

cash to a single bank. Isn't it paradoxical when a well-known and proven 

product gives additional guarantees/securities (even at 100%)? The lack of 

resources and staff may explain the lack of attractiveness for certain products. 



On the other hand, as with the FX, a platform can revolutionize the ways of 

working and the underlying products. 

 

 
 

Treasurers, often followers rather than leaders 

 

By nature, treasurers are generally (given their function) cautious and 

conservative. They are pragmatic and look for incentives. However, it may 

come as a surprise that all companies are chasing and cutting costs as much as 

possible, while they could also limit the costs and risks of short-term bank 

deposit investments. It is a paradoxical situation but how often. Mitigating risk 

is his duty as is reducing costs, right? But since he/she does not like being the 

first he/she will prefer to follow and wait a bit. Liquidity has a high price in this 

case. Being and staying in money market funds (with credit rating moreover – 

i.e. IMMFA funds) is an expensive luxury. Likewise, the reform of money market 

funds, mainly in the United States, has pushed companies to return to 

“Govie’s” and bank deposits, to the detriment of yield (in one case) and risk (in 

the other case). Furthermore, even money market funds with a “rating” are 

invested in similar products and in identical proportions to obtain this famous 



“AAA” rating. We believe we are diversifying in different MMF’s, what is 

ultimately very similar. Rates are falling and the universe of products used 

tends to shrink where it should expand. In the case of excess cash, which many 

companies have piled up in recent years, despite share-buy backs, jumbo 

dividends and other costly investments in various assets, they are crumbling 

under cash. 

 

Fintech’s or Techfin’s, a real issue 

 

I have also noticed that some “Fintech’s” seem to be more “Techfin’s”. It seems 

that some are unsuccessful because they are focusing more on technology 

rather than on finance. It is important to have smart engineers. However, it is 

also clever to have finance practitioners to help developing products and… at 

the end of the day… selling them. It seems so obvious, although not always 

applied. It explains many failures in the fintech’s world. And if finance is 

properly addressed, lots of these start-ups do not invest (enough) in marketing 

and sales. That’s to me the weakest point and a main reason for not being 

successful. A solution, platform or product will be get sold on its own. The 

smartest solution needs to be “sold” to the buy-side and treasurers need to be 

convinced. Could you imagine a car showroom with sale guys who don’t have 

driving licences? How do you want to sell a car you have not driven?  

 

Do alternative solutions exist? 

 

There are solutions offering alternatives and structured products facilitating 

access for the investor (a sort of "one-stop-shop"), with products notably in 

corporate debt. In the USA, it has been observed that GAFAN’s (usually cash 

rich) invest their liquidity in government bonds at circa 50%, in corporate bonds 

at 30% and in money market funds at 10%. Does this presage a future trend for 

all corp’s? Are the US large corporations designing the tendencies? Perhaps… 

Treasury Spring platform is part of this precept. There are of course many other 

examples I cannot all list. Nevertheless, I guess it illustrates the way problems 

we face should be addressed. They understood that treasurers want further 

automation, standardization of products and access to multiple counterparties 

through a single administrative channel and the benefits of confronting 



stakeholders and of competition though a platform. The future lies in smart 

and simple innovations that respond to specific treasurer problems. There are 

many other examples of dynamic and intelligent solutions that will make life 

easier for treasurers. The new generation of “millennial” and other “Y” 

treasurers who are coming may change things rapidly. They want simplicity and 

breaking with the processes of the past. They will be tempted by multi-

counterpart solutions, automated and by "peer-to-peer" platforms. The success 

of fintech’s will certainly come from them and their greater appetite than their 

elders for innovative solutions. I firmly believe that. I am convinced that the 

disruption will gradually increase over the next years. If these emerging 

solutions understand how to convince users and buy-side why to adopt their 

products, many of them will become successful. The momentum and timing are 

perfect and stars are all aligned. 
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