FinConnect Pvt. Ltd. — A Journey through the Indian Fintech Ecosystem

In the winter of 2016, when the Indian government launched its demonetization initiative, two
young entrepreneurs, Raghav and Sneha, found themselves at the heart of a unique opportunity.
Recognizing the growing gap between small businesses and digital financial infrastructure,
they decided to take the plunge into the fintech world. This was the beginning of FinConnect
Pvt. Ltd., a company that would soon become a leader in India’s burgeoning digital financial
landscape. Initially launched as a PayTech company, FinConnect’s early focus was to bridge
the divide between digital payments and India’s massive base of micro, small, and medium
enterprises (MSMEs). This venture laid the foundation for their future expansions into multiple

fintech domains.

From the start, FinConnect aimed to disrupt the conventional payment systems that MSMEs
used. Many small businesses, especially in Tier 2 and Tier 3 cities, had limited access to point-
of-sale (POS) machines, often hindered by high costs and low transaction volumes. FinConnect
created a Unified Payments Interface (UPI)-based mobile application that allowed merchants
to receive payments by generating a simple QR code. The introduction of UPI by the National
Payments Corporation of India (NPCI) provided the perfect infrastructure for this, as it enabled
instant, low-cost transactions without the need for expensive hardware. With UPI’s increasing
adoption, FinConnect quickly garnered attention, growing its user base to thousands of small

businesses within its first year.

With success in the payments sector, Raghav and Sneha realized that small businesses also
struggled to access credit. Banks were traditionally hesitant to lend to MSMEs due to a lack of
formal credit history or proper documentation. FinConnect saw this as an opportunity and, in
2018, expanded into the world of LendingTech with the launch of FinConnect Credit. Their
lending arm was designed to offer digital loans with quick approvals based on non-traditional
data points such as UPI transaction history, GST filings, and the personal reputation of
merchants verified via Aadhaar e-KYC. In 2023, FinConnect explored the application of
blockchain technology, focusing on tokenization to offer secure, transparent asset management
solutions. Promoted by RBI’s Regulatory Sandbox for blockchain innovation, FinConnect

developed a tokenization service that enabled MSME:s to raise capital.

Digital Locker was instrumental in the operations of FinConnect Credit. By using this feature,

small businesses could share verified digital copies of their financial and identity documents



without the need for cumbersome paperwork. This significantly shortened loan processing
times, allowing merchants to apply for and receive credit in a matter of days. FinConnect Credit
also introduced an Al-based credit scoring mechanism that utilized customer transaction data
from their UPI platform. This algorithm could assess creditworthiness in real-time, enabling
more MSMEs to access working capital. Partnerships with Non-Banking Financial Companies
(NBFCs) and private banks like HDFC and ICICI Bank allowed FinConnect to offer credit
without holding lending risk on its balance sheet. The company operated as a fintech enabler,
facilitating digital loan origination rather than assuming the role of a traditional financial

institution.

While expanding into lending, FinConnect identified another significant gap in the market:
insurance. Many small business owners, particularly in rural areas, had minimal access to
insurance products tailored to their needs. Recognizing the potential, in 2019, FinConnect
ventured into InsureTech with FinConnect Insure. This new division focused on offering micro-

insurance products designed for India’s underinsured populations.

FinConnect Insure began with partnerships with large insurers like LIC and ICICI Lombard,
but what set them apart was their innovative use of technology. Through Aadhaar-enabled
payment services (AePS) and eSign, FinConnect Insure allowed rural customers to sign up for
insurance policies instantly. These policies were tailored to specific sectors, such as crop
insurance for farmers and health coverage for gig workers. As a result, FinConnect was able to
tap into previously untouched customer segments, providing insurance products to millions of
people who had never owned an insurance policy before. Their focus on inclusivity and
affordability made FinConnect Insure a crucial player in expanding financial security to

marginalized communities.

By 2020, FinConnect was well-established in payments, lending, and insurance, but they
weren’t done yet. Observing the rise in financial literacy and the growing interest in
investments among India’s youth, Raghav and Sneha saw an opportunity to enter the
WealthTech space. That same year, they launched FinWealth, a platform aimed at
democratizing wealth management by providing access to mutual funds, digital gold, and robo-

advisory services.

FinWealth stood out for its personalized approach. By using data collected from the customers’
financial transactions across payments and lending, the platform provided tailored investment

advice through a robo-advisor. The integration of the Account Aggregator (AA) framework



under RBI’s guidelines allowed FinWealth to pull customer data from across financial
institutions—such as banks, mutual fund companies, and insurance firms—creating a
consolidated view of a customer’s financial health. This made it easier for users to track their

assets and receive personalized advice.

Integration of the Account Aggregator (AA) framework, ensured that customer data was
accessed only with explicit consent. This layer gave users full control over how their financial
information was shared, ensuring privacy while enabling FinWealth to offer customized
investment portfolios based on a user’s overall financial profile. It was this innovative use of
the Account Aggregator and consent framework that allowed FinWealth to create a holistic
wealth management experience, setting it apart from traditional wealth management firms that

operated in silos.

A crucial addition to FinConnect’s success was the integration of the Open Network for Digital
Commerce (ONDC). In 2021, FinConnect expanded its services by integrating with ONDC, a
government-backed initiative aimed at democratizing e-commerce by enabling small
businesses to access digital marketplaces. FinConnect used ONDC to allow its MSME
customers to sell their goods and services on a variety of e-commerce platforms, increasing
their reach and driving revenue growth. The firm’s existing payment infrastructure, combined
with ONDC'’s open network, created a smooth user experience for small businesses looking to

expand their customer base online.

FinConnect’s journey was shaped by close collaboration with India’s regulatory authorities.
The Reserve Bank of India (RBI) played a central role in regulating their payment and lending
operations, ensuring that FinConnect’s products adhered to stringent security and transparency
norms. The introduction of RBI’s regulatory sandbox in 2019 provided FinConnect with a
controlled environment to test its Al-driven credit scoring models and digital lending platform
before scaling it to the broader market. Similarly, the Securities and Exchange Board of India
(SEBI) governed their wealth management services, ensuring that FinWealth complied with

investment advisory norms and offered transparent advice to retail investors.

In the insurance domain, the Insurance Regulatory and Development Authority of India
(IRDAI) monitored FinConnect Insure’s operations, particularly ensuring that their micro-
insurance products met regulatory standards while protecting customer interests. Meanwhile,

the firm’s engagement with the Ministry of Electronics and Information Technology (MeitY)



and NPCI ensured that their payment systems remained aligned with India’s broader digital

transformation initiatives.

The Account Aggregator (AA) framework introduced by RBI was another game-changer for
FinConnect. By allowing customers to share their financial data across institutions with full
consent, it made it possible for FinConnect to create comprehensive financial profiles for its
users. The consent layer (Sehmati) not only ensured privacy but also bolstered customer trust,

enabling FinConnect to innovate while adhering to robust data security standards.

FinConnect’s success was largely due to its ability to serve diverse customer segments. In urban
areas, the company’s digital payments platform became popular among millennials and tech-
savvy professionals looking for easy ways to transact. With FinWealth, they offered robo-
advisory and investment solutions tailored to this group’s risk appetite, helping them manage

wealth in a convenient, mobile-first manner.

In rural India, the story was different. FinConnect Insure’s micro-insurance products became a
lifeline for farmers, self-employed individuals, and informal workers who were previously
excluded from traditional insurance offerings. By utilizing Aadhaar and eKYC, FinConnect
made insurance accessible even to those without a formal credit history, thereby contributing

to financial inclusion.

For MSMEs, FinConnect was a comprehensive financial solution. Their payment platform
helped businesses go cashless, while FinConnect Credit provided access to digital loans based
on non-traditional data points. This focus on small businesses in Tier 2 and Tier 3 cities helped
FinConnect establish a loyal customer base among a demographic that was largely underserved

by traditional banks.

Questions

Q1. What initial market gap did FinConnect Pvt. Ltd. aim to address? How did FinConnect
transition from a PayTech company to a multi-domain fintech player? Discuss the strategic

shifts involved in its expansion into LendingTech, InsureTech, and WealthTech.?

Q2. How Indian digital infrastructure components help FinConnect scale its operations across

multiple fintech domains?

Q3. Describe the role of various emerging technologies in the growth of FinConnect?



Q4. What are the key opportunities that India Stack and the broader fintech ecosystem offer to

startups like FinConnect in the Indian market?

Q5. Identify some of the challenges FinConnect might face as it continues to scale across
various fintech domains. How can the company address these challenges, particularly in terms

of competition and regulatory compliance?



