Infiniti Markets

Infiniti x Fin.com

Fin.com moves money across borders. Infiniti turns market data into
intelligence, automation and execution. The proposal is a commercial
partnership first, and an investment that accelerates it.
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Infrastructure, intelligence, execution

Fin.com and Infiniti are complementary, not competitive. Fin builds the rails money moves on. Infiniti
builds the layer that reads the market, decides and executes.

FIN.COM

Financial infrastructure

Licensed payment rails, stablecoin
settlement, virtual accounts, liquidity
and compliance across its corridors.

Infiniti x Fin.com - 2

INFINITI SIGNALS

Financial intelligence

Issuer intelligence, market analytics,
Al-visibility tracking and automated

reporting, sold as enterprise software.

Automated execution

Multi-tenant strategy execution and
settlement reconciliation on customers'
own exchange accounts.



Two businesses, one automation stack

Issuer intelligence for public companies: release reporting, An automated prediction-market platform. A multi-tenant
market intelligence, live quarter-hour pricing, Al-visibility engine running strategy instances on customers' own exchange
tracking and brand assets. A new issuer is a configuration accounts, with fill-level and settlement-level audit trails on every
folder, not a rebuild. position.

ENTITY JURISDICTION ROLE

Infiniti Markets LLC United States Operating company — prediction markets

Infiniti Signals LLC United States Operating company — issuer intelligence

Holding entity (in formation) Cyprus Group holdco; acquires both US entities
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TRACTION

Revenue is live, not projected
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PAID PILOTS FIRST REVENUE CONTRACTED TARGET

OPNW, SNES, MRT, COPR, QUCY collected in the first two days RetailVolts, signed clients within 12 months
N J J U Y,

The product is already client-agnostic: one pilot was seeded from a different market — Canadian listing, CAD/USD,
its own peer set and dilution stack — with no change to the application code. Onboarding is a configuration exercise,
which is what makes 100+ clients a delivery plan rather than a hiring plan.
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Measured at scale, not modelled

Live-money pilot, 13 August to 20 October 2026, across 15 funded accounts. Every position is reconciled fill-by-fill
against the exchange's own settlement records.

MEASURE RESULT MEASURE RESULT
Trading days Strategy instances

Settled positions Market series

Contracts executed Funded accounts

Capital cycled Settlements reconciled

Average entry price 92.88¢ Position win rate 95.3%

The engine ran unattended for 69 days and executed a quarter of a million contracts across 15 accounts without a reconciliation break.
The asset is a system that can be pointed at a strategy, a market or a client at volume.
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What they have that we do not

CAPABILITY WHAT FIN STATES WHY IT MATTERS TO US
Payments Collections and payouts, 40+ countries International subscription billing
Virtual accounts Named USD, AED, EUR, INR accounts Per-client reconciliation
Stablecoins Fiat-USDT across six corridors Treasury and customer funding
Licences Seven live across five jurisdictions Markets we cannot enter alone
Compliance KYC, KYB, AML screening Faster enterprise onboarding
Prediction markets Names Kalshi on its platform page The reason this call exists

Fin's own problem statement opens with a prediction market: “A prediction market in New York cannot take a deposit from a

customer in Lagos.” They are already thinking about our category — the question is whether that relationship is a live
integration or a logo.
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One customer, two halves of the job

FIN.COM THE SHARED CUSTOMER

Money moves Decisions move Gets both

Collect, convert, settle, pay out. Read the market, decide, execute, Issuers, fintech platforms and
Licensed in the corridors, reconcile, report. On the prediction-market participants, sold
compliant at both ends. customer's own accounts. once.

Neither company has to become the other. Fin does not build intelligence; we do not hold licences or move customer
money. The overlap is the customer, and that is where the revenue is.
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Five ways to work together, ranked

# OPPORTUNITY VALUE TO BOTH COMPLEXITY
Prediction-market intelligence and execution High
Strategic investment plus distribution Medium-high
Infiniti Signals as enterprise distribution High Medium
Fin as our global payments infrastructure High Medium
Joint international expansion Medium-high High

We are not asking Fin to choose all five. We are asking which one they want to test first — and we think the answer is
the one they already have exposure to.
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Fin's rails, our intelligence layer

FIN BRINGS SOLD TO

Settlement connectivity, licensed Cross-venue analytics, automated Prediction-market participants, fintech
corridors, compliance, and existing execution, position-level reconciliation, platforms and trading-technology firms
relationships in the prediction-market risk controls and institutional reporting. already on Fin's infrastructure.
ecosystem.

Three ways to structure the revenue

Fin refers qualified customers and Fin offers Infiniti technology to its own Sold together as one product, each
takes an agreed share of platform customers under licence. side keeping its own service revenue.
revenue.
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Signals sells without prediction markets

Issuer intelligence is enterprise software. It needs no exchange, no trading permission and no regulatory conversation
— which makes it the quickest thing Fin could put in front of its corporate and fintech customers.

DISTRIBUTION PARTNER RESELLER WHITE-LABEL MODULE
Fin introduces issuers and corporates; Fin sells selected modules on its own A financial-operations dashboard over
we deliver and support. paper at an agreed margin. Fin's own transaction data.

100 clients at an assumed $12,000 a year is $1.2M of recurring revenue. At an assumed
15% channel commission, Fin earns $180K a year from introductions alone. to Fin, per year, illustrative
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The launch is the forcing function

PERIOD

Days 1-15

Days 15-30
Days 30-45
Days 45-60
Days 60-75
Days 75-90

OBJECTIVE

Strategic alignment
Technical integration
Commercial validation
Product collaboration
Distribution

Decision

DELIVERABLE

Partnership term sheet

Sandbox integration

First joint opportunities

Enterprise prototype

Joint sales pipeline

Investment or expanded agreement

Infiniti Markets
goes public
Across a major X influencer network:

1,000,000 impressions and 50,000 visitors
targeted over 30 days.

The launch proceeds either way. A payment
integration is not a prerequisite.

The ask: a commercial and technology partnership first, Fin as our preferred payments infrastructure second.
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