
PEAK - We are competitive in every part of Europe - says Márton 
Suppan, founder and owner of a prepaid payment services 
company, Peak Financial Services. He says his own fintech 
company is already in the same league as the multibillion-dollar 
valued Monzo and Revolut.

Overwhelming
dynamism



probably this person is very well 
trained in English and in informatics 
as well. The founder and owner of 
Peak Financial Services, Márton 
Suppan is not that case. He is 29, he 
is a successful leader and 
entrepreneur and an internationally 
acknowledged fintech expert, who 
had trouble with discipline in school. 
      „Our family is open-minded, but 
not on the field of digitalisation: we 
didn’t have a television or a PC for a 
very long time. I never liked 
cramming, I was looking for logic all 
the time, and this sometimes 
caused me problems” - recalls 
Márton Suppan about his school 
years. He had a wide range of 
experiences in different educational 
institutions, he was a Waldorf 
student in elementary school and 
graduated at the Piarist High School 
Budapest. Then he went to 
Budapest Metropolitan University, 
but prior to that he gained insight 
into different studies as well: „I 
studied law for a semester at 
Pázmány Péter Catholic University, 
but then I decided it would be better 

Pázmány Péter Catholic University, 
but then I decided it would be better 
to create a business which will 
cover my future legal costs. Later, I 
studied management and business 
at Budapest Corvinus University, 
but it wasn’t for me either.”
     Considering these early 
experiences, we can say that he is a 
good example of the saying: Non 
scholae sed vitae – we do not learn 
for school, but for life. In 2014, he 
started his own business, which was 
the only company providing prepaid 
payment technologies in the region 
by that time.

I asked him, how he would measure 
his professional career on the scale 
of 1-10 and where he is at the 
moment: „Somewhere between 2 
and 3” – he answers immediately. 
He thinks, that many people 
consider their company’s profit or 
personal wealth as the most 
important factors to be measured 
by, but as per Márton, the key 
factors are the connections and 
relationships that he managed to 
build, and he has the most 

significant results, out of these 
three, until today. 
       However, it is not that evident, 
whether it is a blessing or a curse to 
launch a fintech company in 
Hungary. „Hungary is a perfect 
market for testing pilot projects, 
and we have numerous excellent IT 
professionals, and you can also find 
very smart guys working in creative 
product development. Since the 
region is still lagging behind in 
digital services, if someone who 
dares to dream and act on it can 
make a fortune. On the other hand, 
we are a small country, which is a 
serious obstacle when facing 
expansion, or looking for an 
investor. We are focusing on B2B 
clients, because financial 
awareness in the retail sector is still 
low, making B2C market a tough 
ground” – lists Márton the most 
important pros and cons. 
       He is not afraid to say that the 
portfolio and services provided by 
Peak are in the same league as the 
multibillion-dollar valued Monzo 
and Revolut, even though Peak was 
launched from much less money, 
and some features were introduced 
2-3 years earlier at Peak than at its 

If someone builds a career 
on the field of digital 
financial services, most 

Blessing and a curse

Born in 1990, Márton arrived in the Suppan family as the seventh child, out of 

ten. One might think that in such a large family, internal rivalry is also a 

necessary driving force, but he rather says that his desire to win, comes from 

the world of sport. He first competed at a bicycle race at the age of 10, and 

then on the age of 12 and 18 he was the member of a mountain bike racing 

team. He has been the member of the national team since his second 

season, became a three-time Hungarian champion, won the Austrian Cup, 

and finished at the eighth place in a World Cup Series race. He received 

offers from professional teams from abroad, but he felt that future still holds 

something else for him, so closed this chapter of his life as he entered 

adulthood. However, he keeps doing sports either on two wheels or by 

running, Hármashatárhegy and the Alps are his favourite ones, ever.

Motivation on two wheels



big competitors. As he sees, in most 
cases, even decision makers are 
hesitant about, whether possible or a 
must to differentiate between 
incumbents and new fintech 
companies from a regulatory point of 
view, but he doesn’t want to gain any 
undue advantage.
       „Decision for the same activity 
shouldn’t be different, and this 
statement is difficult to argue with.  If 
a customer has an account at a 
commercial bank, which was 
founded like a hundred years ago, 
there must be enough reserve to pay 
for taxes and fines, while the 
situation is a bit different at a fintech 
company, founded by a young lad in 
his twenties. But since customers 
trust them with their money, there 
must not be a differentiation. Rules 
aren’t determined by the 
perspective of market players; they 
are for protecting end users and 
their customers. Local pubs have to 
follow just the same food hygienic 
standards as fast food chains. 
Facebook also sails on dangerous 

waters with the introduction of its  
own cryptocurrency, Libra, which 
can be evaluated in thousands of 
different ways from a regulatory 
point of view, while Amazon and 
Apple are just around the corner. At 
the moment, there is no such bank 
that would provide services to all 
the citizens of the world.” He is 
curious about what secret services 
will say about allowing a Russian, an 
American, a Chinese, and a Syrian 
man start transferring funds to each 
other through the same system.

Peak and its affiliate company 
Simplon (which consists of 
Simplon Zrt, Simplon 
Marketplace Kft, and Egy 
Digitális Jövőért Nonprofit Kft), 
are already capable of 
generating a revenue of a million 
euros per year. By the end of the
second five-year period, a 
turnover of 30 to 100 million EUR 
could be a realistic goal to 

achieve. Having an existing 
15-20 corporate business 
partners and cardholders from 
88 countries around the world, 
provides a solid foundation, but 
to reach the ambitious growth, 
Peak will require a raise in capital 
with about 5-8 million EUR, 
potentially during the next year. 
Apart from strengthening their 
domestic presence, they would 
also enter the Romanian and 
Croatian markets and are 
planning to open offices in 
Bucharest and Zagreb. 
„Romania is a good opportunity; 
it is a big country with plenty of 
cash available. Their current 
banking products are like the 
Hungarian ones 10-15 years ago, 
with a few bank account and card 
products offered, but households 
have a high internet penetration 
all over the country, and we 
shouldn’t forget, that there are 
almost 20 million inhabitants and 
potential customers living there” 
– he is listing the advantages.

Before raising capital 

„We got to know each other during the Piarist high school years, and 
we can say that both of us seemed slightly deviant in that environment” 
- recalls Benedek Juhász, the company's chief operating officer, who is 
the first and only member of the Peak team to hold a senior 
management position, as Márton Suppan does.  In spite of studying 
economic analysis and film aesthetics, later he realized that IT was his 
real thing. He was a trainee at IBM, Sony and Google, then shifted to 
small businesses and startups, including Webuni where he dealt with 
early-stage project management and business development. Three 
years ago, he joined Peak as a business development manager. The 
company is benefitting from Benedek's proficiency not only in the field 
of IT, but also in people management. “Not all innovative solution come 
out of my mind, but it’s definitely me who is selecting the suitable 
professionals, managing people effectively and building a team whose 
accomplish the projects- the COO says, adding that “colleagues are 
friends” is not just an empty slogan at Peak. 

IT is the real strength of Juhász



Márton Suppan considered it a 
milestone, when The National 
Association of Young 
Entrepreneurs (FIVOSZ) 
awarded him as the Young 
Entrepreneur of the Year in 2017. 
But if his plans come true, in a 
few years he may appear on the 
list of the richest or most 
influential people over time. 
„Despite what they say, most 
people would love to see 
themselves on these lists, and 
when it comes to me, I wouldn't 
mind it at all, but it is much more 
motivating for me to step further 
together with my team.” – says, 
referring to the Peak team 
counting 17 members, which 
may grow up to 25 by the end of 
this year. He thinks that, if 
someone goes fast and far it may 
draw the attention of some 
people, but it’s an unrealistic 
goal to be liked by everyone. „In 
the last one or two years, my 
behaviour changed a lot and get 
refined, and the FIVOSZ prize 
has also improved the way 
people see me. Although I will 
only be thirty next year, I'm not at 
the phase of running from one 
client to another with zero 
references in my pocket – he 
summarizes. Family and sport 
are quintessential, but since my 
work is also a hobby, he is likely 
to spend 10-12 hours a day at 
Peak instead of the standard 8, 
and he often finds himself 
reading fintech related articles 
on the web in the rest of his time.

The original article has been published in Hungarian at: 
https://www.vg.hu/manager-magazin/mindent-elsopro-lendulet-1819173/

The next capital raise could 
arrive within two or three years, 
and with the additional 15-20 
million EUR, they could consider 
building a European network. 
„We don’t want a contract with 
English banks, we rather not 
swim in the bloody ocean“ – 
Márton warns. With an existing 
non-financial customer portfolio, 
focusing on banks, insurers and 
other financial services 
providers is common at this 
stage.
       „If a company wants its own 
branded prepaid card product 
with a netbank, and an 
application, we can provide it to 
them with an out-of-the-box 
solution, but nowadays, it's all 
about reducing prices, and many 
customers don't pay the same 
amount for even more upgrades. 
On the other hand, banks have to 
act, so our answer is the 
Prometheus platform. By using 
it, any traditional financial 
institution/incumbent can 
introduce its own digital banking 
division within a few months from 
the start, with low investment 
costs” –Márton points it out, 
emphasizing that such 
investment can be up to 90-95 
percent cheaper than an inhouse

project at the bank, where the 
preparation itself could last for 
years. „PSD2, open banking, 
online account opening: it’s not 
surprising that critics say that 
most financial institutions are 
just scratching the surface, and 
while they are pursuing customer 
experience there is still a lot of 
manual work and potential errors 
in the background.” He believes 
the new pathway also requires 
new pricing and sales 
techniques, but creating a 
platform like this, they could be 
competitive anywhere in the 
European market. Although 
raising capital is still an open 
question, they are not spending 
money irresponsibly in the 
meantime. „I don’t like those 
business models that say if you 
don’t raise capital within three 
months, you will be overturned. 
That’s why we have at least 
400-500,000 EUR liquidity. 
Capital accumulation doesn’t 
hold back development, we could 
grow organically, but in this case, 
without external sources, we 
could set 5-10 million EUR as a 
goal, instead of a 30-100 EUR 
over the next five years” – he 
explains the difference. 

When your hobby is your job


