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Editor’s Note
Whatever you may think of 2017, it has not been short of momen tous 

events in payments. The year may go down in history as the year the  

space finally saw attention from innovators.

No doubt, the complexity of B2B payments is still holding back 

innovation. However, times are beginning to change and – amid 

the excitement over instant payment initiatives, blockchain, PSD2, 

Open Banking and APIs efforts and collaboration between banks 

and fintechs – B2B payments – a large and relatively untapped 

opportunity – have found the spotlight. This happens as players 

recognise areas of opportunity to address key points of friction 

– and potential for revenue – with Deloitte estimating global B2B 

payments to reach USD 23.1 trillion by 2020. It is time to see 

these initiatives actually improve the ecosystem and generate real 

value to banks, corporates and market participants globally. 

As always, The Paypers is committed to providing clear per spec

tives on the everchanging payments industry, to help professio

nals and players not only understand the opportunities it offers, 

but also keep pace with the latest developments. 

The 2018 edition of B2B Fintech: Payments, Supply Chain 

Finance & E-invoicing Guide covers the main trends – techno-

logical, regulatory and international – that are top of mind for global  

payment executives, and not only. These topics cover B2B cross

border payments, blockchain (applied to payments and supply 

chain finance), B2B onboarding, einvoicing, supply chain finance, 

and many more.

Payments on a global scale
The B2B payments landscape is everchanging, and, as global 

focus is a part of B2B relations, there are as many challenges 

as there are opportunities. The area is still clunky, while high 

transaction costs, FX fees and slow payment processing create 

issues for businesses. 

But all is not lost; according to a new research from Juniper, B2B 

Money Transfer: Cross-border Market Oppor tunities 2018-2022, 

fintech is having a dis rup tive effect on traditional crossborder B2B  

trans actions, and more providers are now able to enter the mar ket, 

increasing competition and improving B2B solutions, as Anders 

la Cour – Saxo Payments Banking Circle rightfully notes.

Indeed, while businesstocustomer and peertopeer have expe

rienced technological advancement in recent years, with inno

vations such as mobile payments and cryptocurrencies, disruption 

has yet to work its way into the businesstobusiness landscape. 

The need to provide a better experience, with greater speed and 

transparency, applies just as much in crossborder transactions 

as well, a valid point from Karen Braithwaite and Carl Slabicki 

– BNY Mellon.

To date, B2B crossborder payments are largely facilitated by banks  

and financial institutions using traditional infrastructure. Compared to  

B2C, retail payments, and ecommerce, there is a lot to improve in 

B2B payments, in terms of transparency, convenience, price, and  

speed. With multiple banks involved in the chain and money 

moving between the networks of different countries, payments 

take longer to settle and tracking is difficult, resulting in a lack of 

transparency.

There are many points of friction when it comes to sending money 

internationally the traditional way. No doubt, the crossborder B2B 

payments space is ripe for disruption, with traditional banks and 

facilitators faced with the need to modernise. However, things 

are changing, with the industry opening up doors to new players 

and innovation, and fintechs moving from consumertoconsumer 

(C2C) to businesstobusiness (B2B) crossborder payments. 

These force banks to rethink their approaches to cross-border 

payments. The good news is that a lot has improved already when 

it comes to high fees, speed, transparency, and friction.

Moreover, some initiatives, in particular, are underway to help 

address these issues, with some of them, especially, holding a 

great deal of promise. First, SWIFT’s global payments innovation 

(gpi) initiative is already enhancing crossborder payments by 

adding transparency and speed. Second, distributed ledger 

technology could add value, and be implemented by banks, adds 

BNY Mellon. Blockchain offers a direct alternative to current 

systems that can take days to complete an international payment, 

costing businesses millions, slowing down trade, increasing 

settlement and fraud risks and causing a liquidity drain for banks, 

according to Charley Cooper, Managing Director at R3. ➔

https://www2.deloitte.com/content/dam/Deloitte/us/Documents/financial-services/us-fsi-b2b-payments-untapped-opportunity.pdf
https://www.juniperresearch.com/researchstore/fintech-payments/b2b-money-transfer/cross-border-market-opportunities
https://www.juniperresearch.com/researchstore/fintech-payments/b2b-money-transfer/cross-border-market-opportunities


5 B2B FINTECH: PAYMENTS, SUPPLY CHAIN FINANCE & E-INVOICING GUIDE 2018 | INTRODUCTION

In supply chain finance, blockchain can tackle the points of the  

current process, some of them being delayed timeline and payment  

(due to multiple intermediaries and manual contract execution) and 

additional risk through exporters that use invoices to achieve short

term financing from multiple banks. Erik Hofmann, Dominik  

Roeck & Philipp Wetzel, ISCM-HSG also point out the interface  

and data verification issues due to multiple platforms and media 

discontinuities, as well as risky pre and atshipment inventory 

financing due to limited quality of available data.

Blockchain enables endtoend, realtime, seamless connectivity 

between trade participants, eliminating the data silos, which prevent  

free flow of information causing inefficiencies and discrepancies, 

Charley Cooper adds. What’s more, increased transparency, 

trust, safety and decentralisation, created by blockchain, can have  

clear supply chain effects. It can cut onboarding cost is by reducing  

the need for extra KYC checks, as shown by Christiaan de Goeij  

& Michiel Steeman, Windesheim University of Applied 

Sciences.

However, in the words of Shirish Wadivkar, Standard Chartered,  

“though distributed ledger technology adoption in crossborder 

payments has tremendous merit, institutions have to collaborate 

to create common standards and look at solutions jointly to be 

able to deliver any relevant scale using DLT in tomorrow’s world 

of payments.”

There is no question that blockchain is gaining momentum. Over 

36% of financial services executives say their organisations 

will make investments in the technology over the next three 

years, according to PwC’s 2017 Digital IQ Survey. Yet for the 

technology to gain real traction, the industry and early adopters 

must contend with a number of challenges. These include data 

security and privacy, speed, technical issues, and applying 

regulatory and compliance requirements to a new technology. 

The usage of DLT and instant payments will help drive this industry  

forward. Instant payments is a key area with the potential to change  

businesses’ approach to payment experience and cash manage

ment, Jean Leguy, Research Coordinator, Holland FinTech 

reveals. What’s more, instant payments, coupled with open banking,  

will provide solutions to further develop instant payments schemes 

already being developed around the globe.

Domestic instant payments systems have been around the world,  

including schemes in Switzerland and Japan. The Nordic countries  

and the UK have been moving in the same direction. The European 

Union will also soon implement several instant payments systems, 

the SEPA Inst Credit Transfer scheme being one of them. What’s 

more, the past 12 months have seen the introduction of the 

US RealTime Payments (RTP) initiative and Australia’s New 

Payments Platform. It is now up to banks to ensure that these new 

pioneering capabilities can be delivered to clients, as indicated by 

Karen Braithwaite and Carl Slabicki – BNY Mellon.

The benefits these domestic instant payments systems bring will 

also be felt in crossborder payments once the systems start to 

interoperate. However, there is still work to be done to ensure a 

seamless integration with corporate systems and manage issues 

such as exception handling and reporting. Optimising these 

areas will ensure that the scheme continues to build on its early 

successes, becoming more efficient and more accessible – and 

paving the way for instant payments to become the norm across 

Europe and beyond, Cédric Derras, Global Head of Cash 

Management, UniCredit notes.

No doubt, the concept of instant cross-border payments in the 

B2B space is one of the most desired milestones in the financial 

industry. However, achieving realtime payments on a global scale 

is difficult, due to the combination of technology deficits and 

regulatory standards. The barriers to achieving this goal are not 

only technological. They also lie in the need to incorporate the 

foreign exchange element, comply with KnowYourCustomer 

(KYC), antimoney laundering (AML) and respect specific local 

market standards and requirements.

Quite evidently, realtime payments also call for bulletproof realtime  

fraud detection and prevention strategies. Banks and payment 

providers need robust and flexible fraud prevention partners. 

According to Feedzai, many banks fear that they will lose their 

traditional processes of making decisions in batch, and of heavily 

relying on rules and manual review. Indeed, plenty of banks 

around the world have had to delay their participation in new 

instant payments infrastructures because they are not prepared 

with their risk controls. ➔

https://www.pwc.com/us/en/advisory-services/digital-iq.html
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Can your risk management solution look at all the details of vast 

quantities of transactions occurring in the thousands per second? 

Can you manage the potential losses and the compliance require

ments at this velocity, and still sleep at night? These are two honest 

questions to ask about realtime payments, for which Richard  

Harris, Head of International Operations, Feedzai might just 

have the answer. 

Financial institutions must arm themselves with financial crime 

pre  vention tools that are able to detect, investigate, prevent and 

resolve financial crimes much more intelligently. One solution for 

effective fraud prevention is to combine advanced AI technology 

with a platform that is purposebuilt to fight new and evolving 

fraud, adds Feedzai.

Whether through the use of blockchain, instant payments, APIs or 

other technologies, addressing key pain points in B2B payments 

is fundamental, and 2018 promises to bear the footprints of huge 

strides in the right direction. 

Guide Structure
This year’s edition features a 2part structure. Part 1 is dedicated  

to thought leadership contributions, featuring various contextual 

approaches for B2B payments, supply chain finance and einvoicing,  

as presented by top industry players. Such contributions that 

reflect key industry topics serve as food for thought and inspiration 

for evolution within the everchanging B2B payments space.

Part 2 includes a comprehensive section of company profiles.  

This part is rich in details such as key players’ geographical pre

sence, core services, unique selling points and business partners. 

We would like to express our appreciation to SCF Community, and 

Holland Fintech – our endorsement partners who have constantly 

supported us – and to thought leaders, participating organisations, 

top industry players and experts that contributed to this edition. 

Enjoy your reading!

Oana Ifrim

Senior Editor, The Paypers
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Financial Utilities are Levelling the Payments Playing Field

Saxo Payments Banking Circle

New technology is streamlining business processes, improving 

the customer experience and cutting costs. With the increased 

demand for better and frictionless solutions ensuring continuous 

innovation, service expectations have evolved, encouraging 

businesses to stay competitive. 

This is true acrosstheboard and the pressure weighs heavily on 

the financial services industry. As the ecommerce market grows 

rapidly, the demand for cross border payments is higher than ever, 

yet banks are retrenching from foreign markets. On top of that, 

regulation is increasing.

Digitalisation has empowered an influx of new entrants to provide 

tailored solutions, putting even greater pressure on traditional 

providers. These smaller institutions are in a strong position to 

win market share. Attributes such as a depth of local knowledge 

and experience, strong customer relationships, and leaner cost

structures make these institutions competitive with established 

providers.

Change is coming
The increasing competition, along with the pressure of new 

regulation, have impacted financial services. As a result, the ban

king industry is teetering on the cusp of its most significant change 

in generations.

It has been the case that traditional banks couldn’t compete with 

the agility of FinTechs that react rapidly to changing customer 

needs. Salesforce has recently reported that 52% of millennials 

prefer to do basic payment activities using FinTechs, as they are 

easier and more convenient than banks. 

However, times are changing and banks are responding by inves-

ting in FinTech or creating FinTech solutions inhouse. 

Blurring the lines
International transactions usually involve various service elements 

such as supply chain, trade finance, and payments. But the growth  

of ecommerce has blurred the lines. For many corporate custo

mers, the distinctions have become irrelevant. 

What matters is that the transaction and payment process run 

smoothly, efficiently and quickly, with seamless integration and 

low costs.

The growth of digitalisation has levelled the playing field of the 

inter national marketplace. Today, emerging economies are 

counterparts on over half of global trade flows. This levelling of 

the playing field also applies to cross border banking and PSPs, 

with more providers now able to enter the market, increasing 

competition and improving B2B and B2C solutions.

Moreover, there has been an increase in the acceptance of 

an ecosystem approach to cross border transactions and 

payments, with partnerships between third-parties breaking 

down barriers that had previously held back smaller businesses 

from international trade. For the first time, smaller institutions and 

challengers can enter the market to meet the growing need for 

corporate cross border payments and banking. 

The role of Financial Utility in banking
Employing thirdparties to deliver specific solutions is not novel, 

but it has never previously extended into banking. As an essential 

service used in everyday life, the banking industry meets the basic 

criteria of a utility, but has traditionally not held the same structure 

as other utilities.

New technology is at the heart of new solutions, like Banking 

Circle. Financial Utilities handle core banking functions, such as 

payments, for financial institutions outside their domestic core, 

leaving their time and resources to focus on customer relation ships. 

Financial institutions are looking beyond traditional routes to meet 

the evolving needs of customers, including international payment 

requirements. And the emergence of Financial Utilities could 

overcome challenges such as high operational costs and slow 

transfer times. Partnering with a Financial Utility not only removes 

much of the delay in bringing new solutions to market, but it also 

ensures that solutions are more efficient and customercentric, as 

the company building them is focused only on that one type of 

service. ➔

https://www.salesforce.com/uk/form/conf/industries/financial-services/connected-banking.jsp
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Share this story

Click here for the company profile

The winners in this digital age will be those with the right mindset. 

They must focus on providing excellent customer service, even if 

this means breaking from tradition by entering new partnerships 

to enable delivery of the best solutions. Saxo Payments Banking 

Circle is leading the emergence of a supercorrespondent 

banking network which offers the infrastructure, liquidity pools 

and connectivity with payment rails across the globe, to facilitate 

cheaper, faster, secure cross border payments and banking 

services. 

Working with a Financial Utility such as Banking Circle helps knock 

down existing legacy walls, allowing faster integration, smoother  

payments and data integration for the discovery of crosssell 

oppor tunities. All of this comes with low risk, and huge rewards.

Solutions for today’s cross border businesses
Banking Circle helps FinTechs, tier 2 and 3 banks, payment 

providers and FX businesses improve their cross border payments 

offering. Membership of Banking Circle gives businesses the 

ability to offer their merchants the facility to make payments 

directly from a web interface delivered by them, in their name, 

powered by Saxo Payments Banking Circle. 

Banking Circle Virtual IBAN gives FX and payments businesses 

the ability to issue multicurrency IBANs in their customers’ name 

and in multiple jurisdictions – delivering full transparency and 

faster settlement, and enhancing the services that FinTechs 

deliver to their customers. 

Banking Circle Marketplaces is a new proposition supporting 

FinTech businesses servicing online marketplaces, and their sellers.  

It helps with regulatory changes under PSD2 and offers the ability 

to give marketplace sellers local IBANs.

Banking Circle for FinTech Start-Ups provides new B2B FinTech  

companies the ability to open bank accounts in multiple currencies 

and begin transacting across borders without unnecessary delays. 

About Anders la Cour: Co-founder of Saxo Pay-
ments Banking Circle, Anders la Cour is a hands-on 
leader, driving innovation to facilitate more efficient 
and cost-effective cross border payments. As at 
December 2017, Banking Circle achieved USD 50 
billion volume growth. 

About Saxo Payments Banking Circle: Innovative 
global scale Financial Utility, Saxo Payments Banking  
Circle is underpinning the service proposition 
of FinTechs, PSPs, FX businesses and banks. 
Members of the Banking Circle can offer banking 
services to their customers – enhancing their own 
proposition – and helping merchants to trade 
globally, at low cost and efficiently.

www.bankingcircle.com

Anders la Cour

Chief Executive Officer
Saxo Payments Banking Circle

https://plus.google.com/share?url=http://bit.ly/2oTPrlz
https://www.facebook.com/sharer/sharer.php?u=http://bit.ly/2oTPrlz
https://www.linkedin.com/shareArticle?mini=true&url=http://bit.ly/2oTPrlz
https://twitter.com/intent/tweet?text=.@BankingCircle The winners in this digital age will be those with the right mindset and this might require breaking from tradition @ThePaypers B2B Fintech Guide http://bit.ly/2oTPrlz 
https://www.bankingcircle.com/
https://www.bankingcircle.com/
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Could you describe how R3 came into existence, 
the philosophy behind it and the use cases that 
your company supports?
R3 was born out of a common frustration with multiple genera

tions of disparate legacy financial technology platforms that 

struggle to interoperate, causing inefficiencies, risk and spiralling 

costs. We rethought the blockchain concept from top to bottom 

and uncovered a new approach to connecting businesses that 

reduces costs, risks and duplication.

Our enterprisegrade blockchain platform Corda was built by the 

financial industry for the financial industry. It was developed in 

collaboration with over 100 banks, financial institutions, regulators, 

trade associations, professional services firms and technology 

companies to leverage the power of blockchain to address their 

specific business challenges. However, as Corda was designed 

to meet the highest standards of the financial services industry, 

it can also be applied seamlessly to all other areas of commerce.

What are the challenges for distributed ledger 
techno  logies companies and the businesses working 
with them? 
The main challenges are being encountered by companies 

that don’t understand that public blockchain tech is different 

to enterprise blockchain tech and vice versa. Most concerning 

are platforms being developed for business usage that simply 

modify the public Ethereum platform or use it as a template. 

While perhaps superficially appealing, the design of these 

platforms appears to be fundamentally at odds with the needs of 

the companies whose demands they claim to solve. 

What are the benefits of using a distributed ledger 
in crossborder payments and SCF? What other 
use cases is R3 looking into for blockchain?
Looking at cross-border payments, domestic payment systems 

have advanced in many countries to the point of providing real

time funds transfer for customers, highlighting the extremely 

inefficient experience businesses encounter with international 

pay ments. Blockchain can improve world trade efficiencies 

by facilitating instant international payments. It offers a direct 

alternative to current systems that can take days to complete 

an international payment, costing businesses millions, slowing 

down trade, increasing settlement and fraud risks and causing a 

liquidity drain for banks.

In 2017 we built a pilot app on Corda with 22 of our member 

banks, an app that leverages blockchain technology to enable 

fast, efficient and costeffective crossborder payments. In supply  

chain finance, our partner TradeIX has built a blockchain app on 

Corda for postshipment trade financing. It enables endtoend, 

realtime, seamless connectivity between trade participants, 

eliminating the data silos which prevent free flow of information 

causing inefficiencies and discrepancies. We are currently 

piloting this following a successful proof of concept and are 

aiming for initial commercial deployments later in 2018.

What are your main partnerships focused on and 
what are the success stories resulting of these 
collaborations? 
Our network comprises of over 100 partners across industries 

and regions. These partners are working with us to deploy 

the first commercial applications based on Corda – known as 

CorDapps – in the coming months. Over the last two years, we 

have worked relentlessly to build a vibrant community of partners 

and provide them with the support and freedom needed to 

develop innovative solutions that solve their (and our) customers’ 

specific challenges. ➔

The Paypers interviews Charley Cooper, Managing Director at R3 to understand how blockchain techno-
logy is changing the financial industry

R3

We rethought the blockchain 
concept from top to bottom and 
uncovered a fundamental new 
approach to linking businesses 
that massively reduces cost, risk 
and duplication.
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Our partners are working with us in a number of ways: with some 

– such as Microsoft, Amazon Web Services, Intel and Hewlett 

Packard Enterprise – Corda is being integrated within their 

technology. Some are building enduser apps on Corda, such 

as Calypso’s FX matching app, Finastra’ s syndicated lending 

app, HQLAx’s collateral app and TradeIX’s trade finance app, 

in partnership with Accenture. Others are delivering custom

built solutions for clients on Corda and some are advising their 

clients on the business potential of the platform. As an open and 

inclusive platform, Corda’s common protocol ensures seamless 

interoperability between all these applications and services.

How’s the competition in this market? 
While there are other players in this space, R3 is the only block

chain software company that combines the critical components 

for success: innovative technology, experience, industrywide 

collaboration and regulatory engagement. We realised over 

two years ago that blockchain technologies such as Fabric and 

Ethereum were not the right starting point for the problems we 

aspired to solve in enterprise, so we built a new platform from 

scratch. The result of this process is Corda, which captures the 

benefits of public blockchain systems, yet with design choices that 

make it able to meet the needs of regulated financial institutions. 

Corda’s approach to data privacy and security is groundbreaking 

in the blockchain space, as Corda only sends data to those who 

have a “need to know.” This unique feature of Corda emerged from 

the requirements of financial institutions which need to ensure the 

confidentiality of trades and agreements while also capturing the 

benefits of a shared distributed ledger infrastructure.

What are R3’s main development plans for 2018?
We’re currently focused on working with our partners to use Corda 

to address specific challenges faced by businesses. The solutions 

to these challenges are the CorDapps our partners are building, 

and a number of these will be ready for commercial deployment 

later in 2018. Once a company has deployed a CorDapp, they 

instantly gain access to Corda’s entire ecosystem, and so the 

platform can be applied throughout the organisation, fueling 

adoption of Corda far and wide across multiple sectors and 

industries. 

About Charley Cooper: Charley leads external 
affairs globally for R3. Formerly, Charley worked as 
the Chief Operating Officer of State Street Global 
Market’s division of Trading and Clearing, before 
which he served as the Global Head of Legal 
Operations in the risk management division of 
Deutsche Bank AG.

About R3: R3 is an enterprise software firm working 
with a network of over 200 banks, financial institu
tions, regulators, trade associations, professional 
services firms and technology companies to 
develop on Corda, its blockchain platform designed 
specifically for businesses.

www.r3.com

Charley Cooper

Managing Director
R3
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How Blockchain Might Change Cross-Border Payments

Standard Chartered

In the past, the correspondent banking network was the primary  

channel to settle crossborder payments. In that way, a financial 

institution acted on behalf of another due to the lack of geo

graphical presence of the latter. Given the very nature of the cross

border payments, at times, they go over multiple intermediaries 

before reaching the end beneficiary.

The perceived ease of any trade and commerce depends on how 

reliable and welltimed payments are. This explains the corporate 

clients’ demands for improving the certainty and timelines of 

transactions. As providers of payment solutions to corporates, 

financial institutions have the responsibility of making cross

border payments more efficient and effective.

The traditional correspondent banks have come under intense 

scrutiny from regulators and under competitive pressure from 

the upcoming fintechs. Banks themselves have been under 

costefficient pressures and have had their hands tied on major 

investments to overhaul decades of old payment infrastructures. 

Given the need for immediate remediation from banks and 

regulators, the increasing popularity of cryptocurrencies and 

the promise of lowcost, quick and transparent peertopeer 

transactions, the using of blockchain – or more accurately 

Distributed Ledger Technology (DLT) – for crossborder payments 

has received a “welldeserved” widespread public attention. 

There are obvious benefits from DLTbased crossborder payment 

solutions, although they do pose challenges before being 

considered for mass adoption.

Benefits of DLTbased crossborder payments
1. Real-time payments

As the transacting parties are connected to the same DLT network, 

the transactions on a distributed ledger (DLT) will be settled  

instantaneously. With realtime payments, corporates can maxi

mise the use of cash until the last possible due date while 

preventing the risk of late payment defaults.

2. Visibility and traceability

DLT enables endtoend delivery confirmation, which is shared 

with the originator. Think of it as a courier parcel, which both the  

sender and the receiver can track until the delivery has been made.

3. Full transparency

Payment charges and FX rates used across the payment journey 

are made visible to customers prior to initiating the payment. 

Improved transparency means that corporates improve the 

efficiency of supplier disputes and reconciliation issues when 

payments not received in full are prevented.

4. Certainty

Crossborder payments are 100% prevalidated and hence 

guaran teed. DLT technology provides certainty regarding the 

location and the amount of money received by the beneficiary. If a 

corporate wants USD 100 to reach its end beneficiary/supplier, it 

can ensure that the right amount of money is sent out after taking  

any fees or FX charges into consideration.

5. Rich information

Distributed Ledger Technology aims to drive industry standards 

where financial institutions are compelled to transfer unaltered 

messages. This facilitates the reconciliation of payments, 

improves the working capital allocations and reduces the errors/

investigative times spent by back offices.

Challenges to gain market adoption
1. Interoperability & Scalability

The benefits of any technology are strong if it offers a connection 

to other similar technologies and gains mass adoption. Most finan

cial institutions have an innovative agenda. That is why we see 

them building their own DLT solutions according to their specific 

needs. R3 Corda, RippleNet and Hyperledger are examples of 

consortiums working on the crossborder payments problem. 

However, these fragmented approaches to the same problem 

tend to create proprietary solutions. ➔
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2. Awareness and understanding

The main challenge associated with DLT is the lack of under stan

ding in the market of the underlying technology. This is hampering 

a widespread investment or even the mere exploration of the idea.

3. Cost and efficiency

Distributed ledgers rely on cryptographic encryptions to provide 

security and to facilitate consensus over the network. In order to 

contribute to the chain, a user/miner must run complex algorithms. 

This requires an exorbitant amount of computing energy. Thus, 

given the integration costs, using DLT may not be cheaper than 

the total cost of ownership of traditional platforms.

4. Liquidity issues when using fiat currency over DLT

Currently, crossborder payments using fiat currencies over 

DLT have challenges to meet the interbank liquidity or payment 

funding requirements. One of the possible solutions is using 

prefunding. This will however drive more bilateral banking 

relationships and will affect the scalability of such solutions. 

Some DLT enthusiasts believe that cryptocurrencies may be 

used to tackle the fiat currency problem. However, this approach 

brings about another set of challenges, given the high degree 

of price volatility of the cryptocurrency asset and its current 

lack of transparency in ownership and control of usage. Hence, 

the overall costs on the transaction may be unmanaged and 

unpredictable.

Though DLT adoption in cross-border payments has tremendous 

merit, institutions have to collaborate to create common standards 

and look at solutions jointly to be able to deliver any relevant scale 

using DLT in tomorrow’s world of payments.

About Shirish Wadivkar: For the last nine years, 
Shirish, the Global Head of Correspondent Banking 
Products, has been delivering value-added payment 
& collection propositions across a wide spectrum 
of institutional and individual clients of the bank. 
Shirish has 18 years of experience as a multi-region, 
multi-product professional. He has been working 
with Standard Chartered for over 14 years and 
has activated in emerging markets of India, Middle 
East, Sub-Saharan Africa and Asia. He is currently 
focusing on delivering commercial applications of 
distributed ledger technology. 

Email: Shirish.Wadivkar@SC.com 
LinkedIn: www.linkedin.com/in/shirishw

About Standard Chartered: A global leader in corres-
pondent banking with a unique network across Asia, 
Africa and the Middle East, Standard Chartered is 
focused on driving innovative initiatives in cross-
border payments through our active involvement in 
DLT solutions including SWIFTgpi and RippleNet.

www.sc.com

Shirish Wadivkar

Managing Director & Global Head – 
Correspondent Banking Products,  
Transaction Banking 
Standard Chartered
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Payments Fraud Hits New High

Association for Financial Professionals

Payments fraud is a continuous matter of concern for corporations, 

as any breach can expose sensitive information and can result in 

actual losses of funds. Moreover, new technologies can actually 

help criminals commit their crimes, and inflict damages on a 

grander scale than before. 

AFP’s 2018 Payments Fraud and Control Report tracks the 

development of fraud and has shown that since 2013, fraud has 

increased. The 2017 Report noted that overall fraud increased 

from 73% to 74%, a new and unfortunate record. As unsettling 

as this was, the 2018 report revealed an increase of 4% points 

to 78%. This dramatic rise in fraud shows that the threat is more 

widespread than ever. 

Check fraud
Cheques are subjected to more fraud than any other payment 

type in the US. However, the trend did decline for a number 

years, until 2016 when there was an increase from 71% to 75%. 

One likely reason for this growth is a slight increase in the use 

of cheques for B2B transactions. Another reason is that cheque 

fraud can be easier to commit, due to new technologies such as 

sophisticated devices for imaging, etc. 

This year’s survey shows a small decline in cheque fraud from 

75% to 74%. However, the level is still well above the low point 

of 71% as seen two years ago.

Wire fraud 
One of the most troublesome trends over the past couple of 

years has been the increase in wire fraud. Wire fraud jumped 

from 14% to 48%, according to the 2016 survey. This dramatic 

expansion of wire fraud is likely the result of increasing business 

email compromise (BEC) scams. When these scams started 

emerging they took everyone by surprise. Criminals gathered as 

much information as they could on their targets and managed to 

impersonate CFOs’ and CEOs’ emails requesting payments to 

fraudulent accounts. 

The reason BEC scams most often target wire payments is that 

they are fast and very difficult to retract. Also, criminals often 

use the time difference of various regions to their advantage. If a  

BEC scam aims at having a wire be released by the end of the 

workday in the US, and sent to a region in Asia, detection of the 

fraud may take a long time since they may not realise the fraud 

until the next morning. By then the funds are most definitely 

gone. The criminals will have had plenty of time to withdraw all 

the stolen funds.

Fraud evolution 
In the past couple of years, BEC scams have morphed into a wide 

range of areas and are customised to the type of organisation 

they target, making them look very authentic. As BEC continues 

to evolve and take the shape of new and more sophisticated 

attempts, wire fraud levels also seem to stay high. Although there 

was a slight decline in the 2017 Survey from 48% to 46%, the 

2018 Survey revealed a slight increase to 47%. 

It is worth noting that checks are being targeted for BEC to a larger 

extent than before. In 2015, 29% of survey respondents reported 

checks as the payment method targeted by BEC. This number is 

now up to 34%. At the same time, 56% reported that wires were 

targeted for BEC, compared to 54% in this latest survey. The 

increased focus on cheques for BEC could indicate that criminals 

are aiming to target smaller organisations since they typically use 

checks to a larger extent than larger organisations.

A record number of respondents to the survey report that they 

have been subjected to BEC fraud in the past year. BEC is now 

experienced by almost 77%, up from 74% the year before.  

This clearly indicates that despite industry efforts to curb it, this 

kind of fraud is still growing. ➔

https://afp.informz.net/AFP/pages/PaymentsFraud_SurveyPaypers
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Another major change from past years is an increase in account 

takeovers. In the 2017 report, this number was reported at 13% 

and have now gone up to a full 18%. This supports the notion 

that payments fraud is becoming more and more sophisticated. 

These kind of scams are much more difficult to commit and 

require extensive research and data collecting. Unfortunately, the 

increase in these scams means that they are lucrative enough for 

criminals to continue to pursue. 

How to protect yourself from fraud
When it comes to payments fraud, there is no such thing as a safe 

space. If there is value to be had, criminals will want to pursue it.  

Whilst fraud is a risk organisations cannot totally remove, there  

are, however, a number of things they can do to protect them-

selves from fraud:

• Use protective services, such as Positive Pay;

•  Look into enhancing internal controls, especially regarding initia

tion of payments;

•  Beware of the information exposed on the company website, it can  

be used against you;

•  Segregation of duties;

•  Multilayer authentication.

Strong security measures and control of risks are essential aspects  

within an organisation. Criminals often look for cracks in the sys

tems, or weaker systems. If they encounter strong protection, they 

will likely move on to an easier target. 

About Magnus Carlsson: Magnus Carlsson is 
the Manager for Treasury & Payments covering 
payments efficiency through electronic payments, 
protection against payments fraud and payments 
standards. Magnus is responsible for the Annual 
Payments Roundtable at AFP 2018 and leads the 
Payments Track Task Force.

About Association for Financial Professionals: The 
Association for Financial Professionals (AFP) is the 
professional society committed to advancing the 
success of its members and their organisations. AFP 
administers the Certified Treasury Professional and 
Certified Corporate FP&A Professional credentials, 
which set standards of excellence in finance. AFP 
hosts the largest conference worldwide for 6,500 
corporate finance professionals.

www.afponline.org

Magnus Carlsson

Manager for Treasury & Payments
Association for Financial Professionals
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The Missing Link in Corporate Fraud Prevention

Strategic Treasurer

Imagine receiving an email that appears to come from your 

supervisor, requesting that you immediately send a wire transfer 

of a substantial sum to a client. Not wanting to disappoint or 

question your superior, you hastily comply without taking the 

time to notice the red flags that point to the imposter behind the 

message. You follow the directions included in the email and 

unwittingly transfer thousands of dollars to a fraudulent account. 

The company suffers a significant loss that ultimately costs you 

your job. 

Unfortunately, this scenario plays out all too often in today’s 

financial environment. A 2017 survey by Strategic Treasurer 

found that 86% of companies experienced fraud in the prior 

two years. The type of fraud highlighted in the above example, 

known as business email compromise (BEC) or imposter 

fraud, was experienced by 79% of respondents. Often difficult 

to recognise, criminals impersonate a corporate employee 

or vendor using fake credentials as a disguise. Perpetrators 

spend significant time learning the nuances of an employee’s 

interactions before initiating a fraudulent transfer request, 

with the goal of convincing an employee that their request is 

legitimate. 

It is not uncommon for business email compromise to be success

ful. Over 14% of imposter fraud attempts result in the criminal 

successfully initiating a money movement out of the company. 

Of the organisations that suffered a loss in 2016, 11% terminated 

an employee. The losses can also be significant an average 

payout for successful BEC fraud in the US is upwards of USD 

130,000. 

As fraud attempts become more commonplace, corporates have 

had to change the way they think about managing transactions. 

In 2017, 61% of corporates said that security concerns had a 

strong or very strong influence on their planned technology 

spend. For 46% of corporates, this is higher or significantly 

higher than in 2016. As defence spending becomes an increased 

priority, corporations must learn how to best allocate these 

resources. This includes both technology and training. 

When it comes to defending against fraud, the human elements 

are just as important as the technological ones. Many banks and 

corporates invest heavily in technology that supports security. 

This may include tangible locks, key cards, and other barriers to 

entry, as well as multifactor authentication systems and updated 

firewalls. Unfortunately, the human element is often overlooked.

Technology cannot always prevent fraudulent activity. Human 

activity is unpredictable and prone to error. Imposter fraud no 

longer consists of a hastily written email by a foreigner who 

does not speak the reader’s language. While such attempts have 

been easy to spot in the past, criminal sophistication continues 

to develop, and attempts become harder to detect. Educating 

employees is now one of the most important measures of defence. 

Education can be as simple as holding quarterly or yearly training 

sessions to guide awareness of security threats. The most 

effective training will have an element of awareness and testing. 

For imposter fraud specifically, there are a few action points that 

can help employees be aware of the red flags. First, employees 

must authenticate the source through multiple avenues. An 

employee should not simply reply to an email, but instead use 

phone, in person conversation, or an alternate email to inquire 

as to the legitimacy of the request. It is also wise to consider the 

urgency of the message. If the message includes the necessity of 

immediacy, it is often illegitimate. Awareness makes a difference 

in how fraudulent activity affects your company, but corporates 

must take the responsibility for that knowledge. 

Alarmingly, many corporations are still not engaging on this front. 

A recent survey showed that even though banks and corporates 

have invested significantly in fraud prevention and security tools, 

training is still being overlooked by corporates. Whereas nearly 

all banks (97%) responded that they require employees involved 

in payments to take yearly security training, only 39% of 

corporates do the same. Even with the widespread awareness 

of fraud and the increase in fraud attempts, corporates are failing 

to educate their employees on security. ➔

https://strategictreasurer.com/2017-treasury-fraud-controls/
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Consultants in Treasury

BEC Fraud is on the rise and the implications of the threat cannot 

be overlooked. Even if your company takes the first strong step 

towards security and invests in technology that supports it, 

prevention should not stop there. Addressing the human element 

of security through training is key to a complete safeguard 

against loss due to fraud.

About Meredith Carpenter: Meredith Carpenter 
works as a content analyst and copywriter in the 
market intelligence division of Strategic Treasurer, 
a top tier treasury consultancy headquartered in 
Atlanta, Georgia.

About Strategic Treasurer: Strategic Treasurer pro-
vides consulting, research, and professional services 
for treasury management, security, technology, and 
compliance. Since 2004, corporations and financial 
institutions throughout the world have relied on their 
insights, which are backed by a deep awareness of 
the industry through annual surveys and decades 
of treasury experience. 

www.strategictreasurer.com

Meredith Carpenter 
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Strategic Treasurer 
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How Artificial Intelligence Can Tackle the Issue of Late Payments 

Previse

Slow payments in the supply chain are a global, endemic and 

growing problem.

Large businesses lack the tools to process invoices fast enough 

in the face of the high volumes they receive. As a result, despite 

pressure from governments and the public, corporations have 

been struggling to get a grip on the problem. 

We saw a prime example of the consequences of slow payments 

this year after the collapse of the construction giant Carillion.  

The company’s payment terms were 120 days and it owed 

many of its 30,000 small and mediumsized suppliers millions of 

pounds. Long terms like these put an immense pressure on small 

suppliers, impacting the cash flow and, ultimately, leading to 

thousands of companies closing.

But now, artificial intelligence allows us to unlock the rich value of 

the invoice data and to crack this problem once and for all.

Buyer’s barriers
Large corporate buyers are not necessarily paying slowly on 

purpose as many face various barriers paying small suppliers. 

They are shackled by process requirements, compliance and their 

own accounting rules.

Furthermore, there is little direct incentive for them to pay faster. 

Only 21% of small suppliers charge interest on late payments, 

according to Time to act: The economic impact of poor payment 

practice (Federation of Small Business, 2016). Instead, small 

businesses have to finance the shortfall, with typical marginal 

costs of capital being at 20% APR and higher. This stresses 

the supply chain, causes reputational damage for the buyers 

and increases the cost of production, which results in higher 

purchasing expenses. However, these costs are much harder to 

directly quantify for the large buyer.

One solution for all
The limitations of previous efforts at solving the problem of 

late payments, such as supply chain finance, have shown that 

scalability, right down to the smallest suppliers, is key for any 

solution that aims to solve the late payments issue. Artificial 

intelligence will enable us to achieve this scale.

The majority of small businesses’ credit risk is high and size 

of the loans they require small. That is why it is expensive to 

provide them financing options. What if it was actually possible 

to transform the small business’ risks by refocusing the analysis? 

Instead of looking at the supplier’s risk, we analyse the buyer’s 

likelihood to settle a given invoice. In this case, the type and 

magnitude of the risk can vary dramatically.

An invoice issued by a small, creditchallenged supplier may have 

a high supplier risk, but it could still have a very high probability of 

being settled. If the buyer is a highlyrated, large corporate with 

significant cash flows and long, good credit history, the financial 

risk suddenly becomes very attractive. 

Instead of searching for small amounts of gold in the river of 

highrisk lending opportunities, we can open up new financing 

options based on some of the world’s biggest and best credit 

rated businesses. This requires, however, the ability to accurately 

measure the probability that a given invoice will be settled by the 

buyer.

This is possible by leveraging the wealth of data that the ERP 

systems of large corporate buyers can provide. By applying state

oftheart machine learning methods to this data, we can train a 

scoring algorithm that produces a “probability of settlement by the 

buyer” for any invoice. ➔
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This is completely scalable as it does not require assessments of 

the supplier’s creditworthiness, but looks purely at the probability 

that an invoice will be settled. This gives the supplier cashon

delivery, funded and underwritten by external funding providers, 

and allows the buyer to receive a data access fee without any 

need to change its process.

Machine learning eliminates the problem of slow payment and 

enables buyers to make money and suppliers to get paid instantly 

(cashondelivery) and save money.

 

About Paul Christensen: Paul Christensen is the 
CEO and co-founder of Previse. He was formerly 
Head of Strategic Investments at Goldman Sachs. 
He is currently a guest lecturer in entrepreneurship 
at the University of Oxford and London Business 
School.

About Previse: Previse is a UK-based company 
which uses artificial intelligence to solve slow 
payments for the entire supply chain. Previse’s AI 
technology enables suppliers to receive payments 
the day they issue their invoice by instantly 
identifying the probability of an invoice being settled, 
allowing a funder to pay the supplier immediately, 
with a small discount. The large corporate buyer 
receives new EBITDA as a data access fee and 
has no impact to its balance sheet or change to its 
process; all funded and underwritten by external 
funding providers.
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The Shapes and Flavours of Banking APIs

Accenture

The banking industry will change dramatically over the coming 

months and years, with Open Banking at the core of this reform. 

Effective use of Application Programming Interface is a key 

requirement to benefit from Open Banking, as APIs pave the way 

to enhanced innovation and customer relevance, via partnerships 

with the larger ecosystem of market participants, accelerating 

the shift to realtime payments and, last but not least, securing 

compliancy with the upcoming Payment Services Directive 

(PSD2). An APIled strategy is therefore emerging as a crucial 

capability to navigate the digital age and will be the talk for the 

years to come. 

As APIs come in different shapes and flavors, three API models 

– Public, Partner and Private APIs – have been widely used in 

the industry. With a clear vision in place, banks need to focus on 

what they need to implement in order to capture the value they’ve 

identified. An understanding of the different kinds of API models is 

critical in selecting the right open banking business model.

Private APIs: Connecting the internal dots 
Although Private APIs are prevalent in the banking industry, there  

is still unclarity over what constitutes a Public and Partner API.  

Given that a bank is a regulated body and any third party accessing  

the APIs need to be regulated, the definition of Public and Partner 

is rather controlled in a banking context.

Private APIs are accessible only within the security boundaries of 

an organisation. Private APIs are used by systems within an orga-

ni sation and are usually managed by the employees with systems 

built and managed by the employees of the organisation. Private 

APIs streamline internal operations, lead to simplification of inter

nal IT systems and create an internal ecosystem of developers and  

agility in IT development (reduced development time and resources).  

However, Private APIs create a range of security and management 

challenges, such as integrating systems that use different protocols  

and standards – particularly as legacy systems are often unsuitable  

for use on mobile devices or the Web. Most banks are using Private  

APIs to enhance process automation inside between systems, pri-

ma rily to improve agility, flexibility, and velocity. 

Partner APIs: Sharing is Caring
Partner APIs are accessible only between organisations which 

are insti tutionalised through closed agreements or frameworks.  

These APIs are only on an ‘invite only’ basis and are often seen to 

be explored in a B2B context. Partner APIs can potentially lead to 

B2B revenue monetisation opportunities and explore the benefit 

of ‘platform economics’, leading to exposure of underlying 

services to an extensive user base and drives consumption. At the  

same time, managing the ecosystem of partners requires addi

tional resources, governance and key capabilities. 

JPMorgan Chase entered into an agreement with Intuit, allowing 

customers to use Intuit’s services through partner APIs. DBS Bank  

offers Partner APIS through its banking API developer platform, 

enabling companies (such as AIG, McDonald’s and FoodPanda) 

to develop solutions that will bring more convenience and value 

to customers. The Partner API of Starling enables third parties to 

access customer data and build on top of the Starling Platform 

to create products and services such as spending analytics, 

chatbots, or connections with the InternetofThings (IoT).

Public APIs: Opening up the Black Box of the Body
Public APIs are accessible to any third party user or organisation 

without the need for maintaining any closed agreements or con

structs. These APIs are often seen to push publically available 

infor mation and/or data points to a third party developer. The key 

benefits of Public APIs are focused on maximising the reach and 

brand awareness of a bank and distributing their services across 

multiple platforms. ➔
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On the other side, risks of security threats need to be considered, 

especially APIs which involve customer data. In addition, third

party apps may not be as reputable or established as the bank’s 

brand, creating the need for platform curation.

A Facebooklike display of a location on Google Maps and an 

em bed ded YouTube video on a third party website are perfect 

examples of Public APIs. A good example of a Public API in bank

ing context is the ATM Branch locator API provided by Citi in its 

developer portal, which provides functionalities to access the 

vari ous ATM branch locations. The information accessed through 

this API is public and therefore qualifies as a public API. 

Seasoning and flavoring the API strategy
For success in open banking, banks would have to adopt an ‘APIfirst’  

approach within its organisational boundaries. An ‘APIfirst’ approach  

would mean using APIs both internally as well as externally, 

treating them as a new accelerator for product development.  

In our view, banks that have been using Private APIs in their orga-

ni sational development functions are more likely to succeed in 

deli vering open banking synergies given the knowledge, process 

knowhow and familiarity of using APIs as a core development 

methodology is embedded in these organisations. We think that 

Partner APIs will be strategic in nature allowing banks to form 

strategic alliances with curated third parties for new proposition 

development. The success Private and Public APIs – while being 

experimental – will largely depend on the type of adoption curve it 

generates. A successful open banking ecosystem will be driven by 

the adoption curve of developers and community developments. 

Hence, banks exposing Partner APIs should ensure they deliver 

the right tools and environments to develop such collaborative 

ecosystems.

As banks generate huge amounts of data, success in the digital 

world isn’t just about enabling access through APIs. The key is 

to figure out which audience is appropriate for each data set, and 

then open up that data to the correct audience via APIs. With the 

API market gaining momentum, banks that move quickly to define 

a solid API strategy and monetisation model, institute the right 

governance, and drive adoption can create powerful new avenues 

for revenue growth and value.

About Anupam Majumdar and Paul Weiss: Anupam  
Majumdar and Paul Weiss work within Accenture’s 
Consulting Practice, Financial Services, based out  
of the Netherlands. Both have worked with multi-
nationals to define their business and technology 
strategy and then playing a role executing and 
delivering against that strategy. 

About Accenture: Accenture is a leading global 
professional services company, providing a broad  
range of services and solutions in strategy, con-
sulting, digital, technology and operations. Accenture  
has extensive experience in payments, Everyday 
Banking, open APIs and digital banking strategies – 
and can help organisations to navigate the optimal 
route along this journey.

www.accenture.com 
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Evolving Your Fraud Strategy for the Instant Payments Economy

Feedzai

The global rise of instant payments corresponds with the demand 

for “instant everything.” Customers want an economy that is like 

everything else in their lives: frictionless, ondemand, and most 

important of all, fast.

To meet this demand, central banking authorities everywhere are 

enabling their member banks with new directives and guidelines 

to deliver realtime, irrevocable transactions that occur in fractions 

of a second. Globally, there will be new dynamics in payments.

A global shift
Instant payments are hardly new. As this paper from the Federal 

Reserve Bank of Atlanta noted, “Japan’s Zengin moved first  as 

early as 1973” to reduce intermediation time for retail payments. 

What is new is the aggressive global shift in this direction, with an 

“aggressive rollout of realtime/instant payments initiatives... in 51 

countries,” according to The Clearing House. 

Instant payments infrastructure is providing the rails for new pay

ment initiative services, and regulations like the second Payments 

Services Directive (PSD2) in Europe and the New Payments 

Platform (NPP) in Australia are providing frameworks for financial 

services companies to deliver new and innovative services to 

market. 

Meanwhile, in the US, a shift to faster payments is well underway. 

The Clearing House has launched a realtime payments scheme 

that’s soon expected to be used by banks holding more than 

half of all deposits. Meanwhile, new P2P players are entering the 

scene to facilitate these realtime transfers.

Underneath these various faster payments systems across the 

globe, the infrastructure varies. However, there is at least a trend 

towards industry standards like ISO 20022, and what all of the 

infrastructures have in common is the idea that risk and security 

are key components of the approach. 

Managing risk has become a fundamental concern, and the 

amount of time that elapses between payment and settlement 

creates a risk tradeoff. The traditional approach where settlement 

takes hours or days provides a window for banks to assess risk, 

often utilising manual screening approaches. Now, however, 

schemes with instant or nearinstant settlement give banks less 

time to assess risk; and therefore, without a change in approach, 

the risk will increase.

If you’re a bank, this global shift to instant payments, with its range  

of underlying infrastructures, must fundamentally change the way 

you think about and manage your business. 

The obvious and the not so obvious 
It is generally perceived that instant payments may open up banks  

to fraud. Many banks fear that they will lose their traditional pro

cesses of making decisions in batch, and of heavily relying on 

rules and manual review. Indeed, plenty of banks around the world 

have had to delay their participation in new instant payments infra

structures because they are not prepared with their risk controls. 

It’s certainly true that when the UK introduced instant payments 

in 2008, online banking fraud losses increased before security 

measures implemented forced the fraud rates to start dropping 

again. However, we all have the benefit of hindsight, and we 

should see the starting point for these new systems as well ahead 

of where that market was 10 years ago.

A true picture of market risk only comes from being able to see 

the whole market, not just senders and recipients. Similarly, true 

security in these instant payment solutions is intertwined not 

just with the payments themselves, but also with the registration 

processes and other systemic interactions. Risk systems that 

are able to cross siloed data within banks are the order of the 

day. These systems must also have multidimensional profiling 

capabilities to spot anomalies wherever they emerge, not just at 

the consumer level. ➔

https://www.frbatlanta.org/-/media/documents/rprf/rprf_pubs/2016/risks-in-faster-payments.pdf
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However, fraud is only part of the picture. In a realtime payments 

environment, compliance is potentially an even greater headache. 

Most AML and sanctions screening processes have been 

developed on previous generation systems that are unable to 

func tion, or at best are completely unscalable, in the new real

time payments reality. 

The platforms in question here are enormous, and protecting them 

at the level of access requires fraud and risk mitigation systems. 

These systems are architected from the ground up for handling 

huge volumes of transactions in extreme detail and reliability, all 

without adding friction to authentication processes. The only hope 

for effective fraud prevention at this scale is to combine advanced 

AI technology with a platform that is purposebuilt to fight new 

and evolving fraud. 

A strategy to meet an instant payments world
Can your risk management solution look at all the details of vast 

quantities of transactions occurring in the thousands per second? 

Can you manage the potential losses and the compliance require

ments at this velocity, and still sleep at night?

At Feedzai, we create hypergranular behavioral profiles of every entity 

in “segments of one,” and we create and update these bench marks 

for normal behaviour for billions of entities in real time. We do  

this reliably, at high scale, in a fault tolerant way, with complete 

data assurance end-to-end. 

We also provide a service called the OpenML Engine, the 

firstever of its kind in the fraud space, that allows inhouse data 

science teams at banks to import their preferred machine learning 

tools, libraries, models and languages into the Feedzai Risk Engine.

These capabilities are critical for an organisation functioning as a 

true digital bank in these new environments.

The instant payments economy, with all its risks and all its oppor

tunities, represents a moving target. Things are going to evolve 

rapidly and in ways we can’t predict. Your fraud prevention partner 

needs to be robust and flexible, so it can come along with you for 

the ride. 

About Richard Harris: A veteran in both the finance 
and technology industries, Richard is helping to lead 
Feedzai’s global scaling. Before joining Feedzai, 
Richard held Vice President roles at both Experian 
and Accertify, during which time he built global sales 
teams and helped lead regional expansion. Richard 
has held leadership positions with Visa and PayPal, 
following various technical and development roles, 
and has also served as a member on the board of 
the Merchant Risk Council.

About Feedzai: Feedzai is AI. We’re coding the 
future of commerce with today’s most advanced 
risk management platform powered by big data and 
artificial intelligence. Founded and developed by 
data scientists and aerospace engineers, Feedzai 
has one mission: make banking and commerce 
safe. The world’s largest banks, payment providers 
and retailers use Feedzai’s machine learning 
technology to manage risks associated with banking 
and shopping, whether digitally or in person.

www.feedzai.com
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Balancing Risk and Reward in Instant Payments Systems

Smart Payment Association

Following the November 2016 publication by the European 

Payments Council (EPC) of the new SEPA Credit Transfer Instant 

Rulebook, the Instant Payments scheme has become operational 

just one year later. The EU banking industry has been extremely 

proactive. European banks willing to participate must endorse 

and implement the EPC Rulebook. The scheme rules enable the 

interbank transfer of up to EUR 15,000 in less than ten seconds 

of payment initiation, and require the service to be available 

24/7/365. 

The SEPA Instant Credit Transfer is not merely a new brick to build 

the SEPA payment market integration, but rather a worldwide 

trend. In this global context, the future interoperability between 

national/regional instant payments schemes will be facilitated by 

the adoption of the ISO 20022 standard. 

The data richness offered by ISO 20022 constitutes a barrier – 

which is why interoperability is the first target of the ISO 20022 Real

Time Payments Group (RTPG). The RTPG focuses on developing  

guidelines for the harmonised implementation of ISO 20022 busi

ness processes, message components, and data content across 

borders. 

Alongside the harmonisation effort, crossborder interoperability 

also requires a common settlement process. It will be a challenge 

for instant payments to reach the same degree of global interope

rability as card networks using the ISO 8583 standard have 

achieved. It is also worth mentioning that instant payments have 

the potential to cannibalise a certain number of card transactions, 

especially if mobile payments take hold. 

Ultimately, the success of the new instant payment schemes will  

rely on the ability to reward the end users, to build a positive busi

ness case for banks, and to maintain low levels of fraud. 

Mobile devices are expected to be used for the initiation of instant 

credit transfers, opening the possibility for merchants to offer new 

services. 

For instance, the mobile device will drive the use of instant 

payments directly at the point of interaction (POI). In this context,  

financial institutions (1) need to fully assess the impact of inte

grating mobile technology with existing payment systems using 

new interfaces not necessary under their full control and (2) 

evaluate the security risks of mobile instant payments of a certain 

amount and implement proportional countermeasures. 

From the merchant perspective, instant payments guaranteed are 

in such a way as to facilitate treasury management. Of course, 

user experience is key to adoption – with frictionless interactions 

between the payer and the merchant implemented in a way that  

does not facilitate new security risks. A tradeoff between user  

experience vs security should be developed and possibly stan

dardised. This is true for any new payment instrument. However, by  

their very nature, instant payments do present security vulnera

bilities. 

For example, instant payments feature finality. Once the pay ment 

is executed, the money leaves the payer account and is imme

diately available for the payee. Establishing the identities of both 

the payer and the payee is fundamental. Instant payments are, 

of course, subject to authentication procedures according to the 

Regulatory Technical Standard on Strong Customer Authentication 

(RTS on SCA).

In the case of remote instant payments, dynamic linking is required.  

While the Annex of the RTS on SCA sets out an exemption regime 

when extremely low fraud rates are achieved for remote credit 

transfers, these figures appear challenging for mobile instant 

payments and the exemption only applies for payments under 

EUR 500. For higher transfer amounts, a digital signature using 

a private key under the exclusive control of the payer may be 

required. Also, should payments be initiated from a mobile device, 

specific security objectives are needed. ➔
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Instant payments will speed up transactions for endusers and 

facilitate the circulation of money. They will also put pressure on 

current systems that banks have in place to check suspicious 

transactions, look at the records of the payer and payee 

accounts, and assess the risk associated (fraud or system 

misuse) before authorising the payment. Moreover, because 

instant payments flows are more difficult to track, in theory, they 

may facilitate money laundering or the funding of financial crime. 

A sum of money to launder may be broken down into lower 

amounts and transferred to different intermediary beneficiaries 

– who may immediately repeat the same operation. After a 

series of rounds the opposite process, the aggregation of the 

transferred amounts, can be operated overseas.

The instantaneous nature of payments will increase the number 

of transactions and may overload the banks’ risk management 

systems. Frequent inspection of the nature of the payment is 

crucial to avoid authorising the transaction without having all 

the necessary information available. This is a vulnerability that 

cybercriminals are aware of and will exploit. 

SPA believes appropriate security countermeasures for mobile 

instant payments should be standardised, implemented and 

evaluated. This should include a specific certification programme 

for computing components that process critical assets. Similarly, 

mobile instant payments constitute a good case for the programme  

on the prevention against cyberattacks that ENISA is expected to 

develop. 

Despite the promising start of SEPA instant payments, there are  

specific issues of risk that need to be managed. We believe certi

fied, hardwarebased technology remains by far the most efficient 

costsecurity tradeoff to protect data used for instant payments. 

We would like to confirm our commitment to collaborate with 

stakeholders across the payments industry to (1) ensure the secure  

coexistence of different payment instruments on mobile devices, 

and (2) guarantee a good user experience when paying in a 

physical shop or in a remote context. 

About Lorenzo Gaston: Lorenzo Gaston is the 
Technical Director of Smart Payment Association 
(SPA). He is the spokesperson of the Vendor Sector 
in the ECSG, Chair of the Task Force to specify 
the SEPA functional and security requirements for 
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Convenor of the Expert Team on Card Innovative 
Payments. 

About Smart Payment Association: The Smart 
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challenges of the evolving payment ecosystem, 
offering leadership and expert guidance to help 
its members and their customers realise the 
opportunities of smart, secure and personalised 
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ECSG (European Card Stakeholders Group).
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Instant Payments and Open Ecosystem: Game-Changers for Business Practices

Holland FinTech

A changing ecosystem
Steadily climbing the innovative curve for a couple of centuries, 

the financial services industry is now progressing in leaps and 

bounds. The rise of technologies and the ensuing advent of 

fintech, followed by a change in the regulatory landscape, are 

enablers pushing forward developments in the field. The payments 

ecosystem is at the heart of this change, with the shift of user 

expectations as the main driver.

The payments industry is being impacted by the adoption of  

innovative technologies, such as wearables, biometrics and 

mobile. Nevertheless, within this bubbling ecosystem, we see 

instant payments as a key area with the potential to change busi

nesses’ approach to payment experience and cash management.  

Less grandiose than some hyped developments, such as block chain 

and machine learning, the instant payments impact on business  

practices will be decisively resulting in fundamental changes within  

the financial industry.

What are instant payments?
If instant payments are nothing new, going back to the 70s in 

Japan, recent evolutions in the sectors are clearing the way 

for scalability and performance. These payments, more than 

just speed, are part of the overall digital philosophy of instant 

gratification and onward innovation. It is about creating a seamless 

merchant ecosystem, never asleep and always accessible. The 

new payment schemes are thus looking into 24/7/365 systems 

that are able to process transactions instantly, not only at a local 

scale, but also globally.

However, a series of challenges are today preventing those from 

fulfilling their role as enablers of tomorrow’s payment ecosystem. 

A lack of harmonisation and security issues, particularly at an 

international level, represent roadblocks for their development. 

To overcome this impediment, the paradigm of open banking 

could provide solutions to further develop instant payments 

schemes already being developed around the globe. In Europe, 

the SEPA Instant Credit Transfer (SCT Inst) was launched 

in November 2017 to support pan-European instant payments, 

and is the base for solutions such as the EBA Clearing and the 

TARGET Instant Payments System (TIPS).

The roots of an open environment
The next step, that is the integration of such systems within open 

infrastructures, will radically change our conception of payments. 

The advent of open banking is catalysing instant payments, and 

vice versa. 

New market entrants will challenge inert legacy structures, while 

offering new ways to exploit financial data. The API’s approach is 

breaking the payment value chain into distinct elements, paving 

the way for new business models. Open APIs, based on public 

standards, have a huge potential for bank customers to access 

better tailored services, by opening up exploitation of financial 

data. Banks will have to adjust their offering to customers’ needs 

and characteristics. 

Open APIs facilitate requests made in realtime on account 

balance and smooth payment orders. They enable the aggregation 

of data, allowing providers to deliver better services and an 

accelerated payment process. For instance, this opening enables 

merchants to become PISPs (Payment Initiation Service Providers) 

and to benefit from instant payments. 

From their standpoint, instant payments have a crucial role to 

play, as they could accelerate the factual implementation of open 

banking. It is about creating an open system, as an open system 

is required for instant payments.

Finland is leading the way in this regard, with the Siirto scheme, 

which features an open banking interface where third parties can 

plug in their solutions. In Europe, PSD2 is setting the stage for 

such development by opening access to financial data.

What does this mean for businesses?
This upcoming change will have certain effects on corporates. 

Instant payments supported by open APIs are going to impact 

both small and large organisations due to their effect on liquidity 

planning and cash management. ➔

https://www.instapay.today/tracker/japan/
https://www.instapay.today/tracker/japan/
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Realtime practices will change businesses’ approach to  

payments, as they make the process of authorisation, confir-

mation and clearing more certain, taking some burden off 

treasurers’ shoulders. Cash management will be reinforced by a 

better planning and use of funds. These funds staying longer in 

the company’s accounts, it will allow businesses to better micro

manage cash flows.

A concrete adoption of instant payments at a corporate level 

would lead to upgrading back offices from batch to realtime 

processing, radically changing the approach to cash management. 

The adoption of realtime through open and instant schemes 

would also facilitate just in time supplier management and instant 

suppliers payment, leading to a swifter supply chain. 

Following the same logic, instant payments will allow businesses 

to benefit from shortterm loans servicing (Capgemini, World 

Payment Report, 2018). They will ease instant remuneration for 

freelancers, an essential feature for businesses built on such 

models. The possibility to pay these elements of the value chain 

in realtime prepares companies for the upcoming gig economy. 

Finally, the combination of APIs with instant transfer will provide a 

way for businesses to increase their profits by offering better flows 

to suppliers and customers.

From a larger approach, business preparing to be aligned with open  

banking and realtime processing will better ensure their smooth 

digital transformation.

Closing thought
The shift currently taking place within financial services is driving 

organisations to change their practices, while redundancies and 

inconsistencies in the payment value chain are being corrected 

by new technology use cases. This open and instant ecosystem 

is on the brink of being globally adopted, a change businesses 

need to be aware of to ensure a seamless and efficient adap

tation for better customer experience, frictionless payments and 

leaner cash management.
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Real-Time, Real Momentum: the Drivers of Real-Time Payments Adoption

BNY Mellon

Realtime payment infrastructure adoption has grown substantially 

in recent years. Over 30 European countries, plus the US and 

Australia, now either have or are developing their own version of a 

24/7/365 realtime clearing solution. It is now up to banks to ensure 

that these new pioneering capabilities can be delivered to clients. 

Several factors have been combined to drive the desire for real 

time payments functionalities. First, the pace of hightech evolution  

that has occurred across multiple sectors and indus tries has meant  

that client needs have become more sophisticated, triggering a 

growing demand for new, cuttingedge capabilities to be applied 

to payments. 

Second, traditional payment and settlement methods, such as 

Automated Clearing House (ACH) or checks in the US, have often 

not been able to meet new client expectations in today’s digital, 

ondemand world. Prior to the introduction of RTP – an entirely 

new payment rail – no significant infrastructure upgrade had been 

made to the US payments network since the implementation of 

ACH in the 1970s.

Third, an influx of fintechs has entered the marketplace, vying 

to provide attractive, niche solutions – whether by introducing 

enhanced speed from an availability perspective, greater 

convenience, or lower fees. 

This competitive landscape has sparked a great deal of payment 

innovation, bringing industry players together through different 

means, and acting as a catalyst for current rapid developments. 

Transforming US payment systems
Taking the US as an example, banks have embraced this changing 

landscape, but they still have more inroads to make. The Clearing 

House (TCH) and its member banks launched RTP in November 

2017 (BNY Mellon originated the first ever transaction), using new 

technology to deliver an aroundtheclock system that clears 

and settles payments within seconds and provides realtime 

transparency to both parties with robust messaging.

The flexibility of RTP also allows it to interact with various 

payable/receivable solutions and industry platforms. For example,  

by connecting with directory services – which enable payments 

using a nonsensitive identifier (such as an email address or 

mobile phone number) – users can also benefit further from real

time payments.

Six of the largest US banks are currently on the network and 

approxi mately 50% account reach is predicted by the end of 

2018. Yet, unlike most markets, including the UK, Australia and 

Singapore, which have a handful of core banks, the US has 

over 10,000 financial institutions (FIs). This creates a very 

different dynamic, with thousands of banks required to build, 

connect to and rollout realtime payment capabilities in order to 

ensure market reach. What’s more, the aim is for this to be in 

place by the end of 2020. 

Undoubtedly, getting over 10,000 banks on the network so 

quickly is a massive undertaking. The costs of investment and 

connecting directly to the RTP network can be substantial and 

may present a challenge for many FIs. Indeed, many banks do 

not have the capabilities or scale to get onto the RTP network (or 

implement other functionalities) by themselves. But outsourcing 

some or all of the capabilities by partnering with a correspondent 

bank can significantly reduce the level of investment required 

– enabling institutions to deliver a transformed payment 

experience to their clients, and one fit for this digital age.

Beyond borders 
The need to provide a better experience with greater speed and 

transparency applies just as much in crossborder transactions. 

While many of the drivers are the same as for domestic realtime 

payments, they are amplified on the crossborder side. With 

multiple banks involved in the chain and money moving between 

the networks of different countries, payments take longer to 

settle, tracking becomes more complex, resulting in an even 

greater lack of transparency, and fees are typically higher. ➔

Initiatives are underway to help address these issues, with three, 

in particular, holding a great deal of promise. First, SWIFT’s global 

payments innovation (gpi) initiative is already enhancing cross

https://blog.plaid.com/how-many-fis/
https://blog.plaid.com/how-many-fis/
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border payments by adding transparency and speed. Second, 

distributed ledger technology – while still at an exploratory stage 

– could add value and be used within a private network of banks.

Third, there is the potential for interconnectivity between domestic 

realtime payments systems. While there are many challenges to 

overcome for formats and countryspecific payment regulations, 

by using common standards such as ISO 20022, it should even

tually become possible to stitch together the different networks. 

Finally, there is also the possibility of interconnectivity with mobile 

payment networks, particularly with those in emerging economies 

where phone providers are often used to execute payments. For 

some of the more developed countries, the ability to pay both 

inside and outside those emerging regions and the interoperability 

with the mobile payment networks in these regions will be key to 

achieving a truly global realtime payments ecosystem.

In short, the world of realtime payments is gaining momentum, 

partly by design and partly by necessity, resulting in developments 

that are genuinely transformational. By working together, banks 

can secure their place at the forefront of payment innovation, 

extending the reach of realtime and delivering an enriched 

payments experience.

The views expressed herein are those of the authors only and 

may not reflect the views of BNY Mellon. This does not constitute 

treasury services advice, or any other business or legal advice, 

and it should not be relied upon as such.
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Future Gazing: Instant Payments and What to Expect Going Forward

UniCredit

The European Payments Council’s instant payments scheme, SCT 

Inst, went live across the SEPA zone’s 34 countries in November  

2017, with 17 banks processing payments of up to EUR 15,000 in  

real time. Corporate appetite for this new instrument is expected 

to take off in earnest once this limit has been lifted, but results  

from the first six months have already exceeded initial expec

tations – with SCT Inst proving popular in corporate and retail 

settings alike, while coverage has already extended to 20 banks 

from eleven countries.

Moving forward, there is still work to be done to ensure a seamless 

integration with corporate systems and manage issues such as 

exception handling and reporting. Optimising these areas will 

ensure that the scheme continues to build on its early successes, 

becoming more efficient and more accessible – and paving the 

way for instant payments to become the norm across Europe and 

beyond. 

The experience to date
Though still in its infancy, the SCT Inst scheme is already 

surpassing expectations in a number of areas – a feat made all 

the more impressive considering the limited coverage and non

mandatory nature of the service.

In usage terms, the service has proven more popular than 

anticipated, with total transaction numbers exceeding predictions 

by a third, and covering a wide range of sectors, from smaller C2C 

retail and online transactions, to larger C2B payments. Indeed, 

roughly a third of transactions took place in this latter sector alone, 

and, with the average transaction size sitting in the lowfourdigit 

range, it would appear the service is garnering more interest from 

businesses than initially forecast.

Offering the convenience of realtime execution, the security of 

mandatory feedback on negative transactions, and, processing 

95% of all transactions within three seconds – well under the 

prescribed EPC target of 10 – it is not hard to see why the service 

is becoming popular. 

Moving forward
Yet, as with any new service, the SCT Inst scheme needs to keep  

growing – in terms of both coverage and efficiency – if it is to 

become the default payment method for businesses across 

Europe. 

Indeed, while the service has proven popular among those with 

access, it is not yet universally supported across all banking 

platforms – with some banks’ savings and foreigncurrency 

accounts currently unable to accept instant payments. 

Another area that requires attention is communication. Currently, the  

lack of clarity in the information passed between different banks 

means that, in the event of refused transactions, they are often 

unable to pass on clear feedback to their client. To support  

this process, banks need a better recovery system for failed 

pay ments. Standardised return reason codes are perhaps the 

most promising avenue of exploration here – promising clear 

alternatives for users to ensure payment processes do not break 

down upon refusal.

This is the aim of a working group established by EBA Clearing. 

Currently, in the process of developing a harmonised catalogue 

to provide guidance for existing and new participant banks, the 

group aims to implement a uniform set of common standards that 

will ensure originating banks can pass on clear guidance to their 

clients.

For corporates – who demand minimal disruption when it comes 

to instant payments – the SEPA system could benefit from a 

similar, detailed automatic feedback system, and even one that 

would enable payments to be automatically rerouted in the event 

of refusal. ➔
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A seamless link with corporate systems
On top of these systemic improvements, perhaps the most impor-

tant challenge lies in aligning instant payments with corporate 

Enterprise Resource Planning (ERP) systems. For instance,  

while the SCT Inst scheme enables the instant transfer of funds, 

clients have raised the issue that there is no direct trigger system 

in place to provide them with realtime updates on completed 

payments – meaning there is still a delay in initiating the next 

steps in their service process. 

What’s more, the current batchprocessing approach to feed

back limits banks to provide corporates with information updates 

every half an hour or so. There is room for better coordination 

between the two to ensure that the information transferred is 

both relevant and delivered in realtime. Indeed, the rise of Open 

Banking in the wake of PSD2 – live from January 2018 – poses 

a neat solution. Through the use of application programming 

interfaces (APIs), corporates’ systems will be able to interact 

directly with bank systems to share information in real time – 

even aggregating data across banks.

We are now dealing in future gazing, of course, but the future 

outlined above is not so distant now. The Regulatory Technical 

Standards for PSD2 give operators the time until September 

2019 to have their systems compliant. Meanwhile, the first step 

towards faster payments seamlessly integrated into corporate 

systems has already been taken – and with impressive results. 

Now we can only look forward to the next stage. For banks, this 

means increasing coverage – in terms of both accounts and 

geographies – and working with corporates to streamline the 

interface between instant payments and their internal processes. 

Once addressed, we will be looking at an era where corporates 

can make and receive payments freely and instantly – and begin 

exploring the additional benefits of managing treasury processes 

in real time.
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US Bank Readiness for Business-to-Business Real-Time Payments

Aite Group

Market Overview
In November 2017, six US banks became early adopters of The 

Clearing House’s RTP (realtime payment) system, the first new 

core payments system in the US in more than 40 years. With this 

new system, The Clearing House believes that market ubiquity 

will be possible by the year 2020. However, many banks think 

this is unachievable and unrealistic. While some banks, including 

the six initial banks announced in November 2017 (BNY Mellon, 

Citi, J.P.Morgan, PNC, SunTrust, and US Bank), have already 

invested in the technology needed to introduce a new payment 

work stream and believe this is the future of banking, others are 

finding it more difficult to justify the investment just yet. 

Bank Adoption of RealTime Payments
According to a 2018 Aite Group survey of the top 60 US banks, 

70% of banks plan to go live with the RTP system by 2020. While 

this number seems promising, only about half of these banks 

report having an implementation or project plan. With 2020 

approaching quickly and the oftentimes lengthy lifecycle of bank 

technology projects, this number is more realistically reduced to 

about 50%. What is also important to consider when anticipating 

adoption rates is that the RTP system is reliant on banks that 

allow realtime payment initiation in order to see volumes of 

credits received. Over half of the banks surveyed plan to only 

allow receipt before they will begin allowing initiation. This is due 

to the added technology considerations of implementing initiation 

capabilities. If the majority of banks can begin receiving realtime 

payment credits, but only a minority allow initiation, this creates 

a stall in actual volume ramping up. Many of the 30% of US 

banks that have no plans to implement realtime payments have 

expressed a ‘wait and see’ approach. They are waiting to see 

how bank business customers will warmup to the new offerings, 

updated volume predictions and use cases, and lessons learned 

from the banks that will go before them. In some circumstances, 

for the banks that will enable P2P realtime payments on a more 

accelerated timeline than B2B realtime payments, the wholesale 

side of the financial institution is allowing retail to work out how 

the bank will handle around the clock servicing and operational 

support at a higher level.

Projected Volumes
When asked about projected monthly transactional volumes 36 

months post implementation of realtime payment functionalities, 

there is little synergy in bank predictions or methodology (Figure 

1). Twentyfive percent of the top 60 US banks believe that 

volume will be extremely low at less than 5,000 transactional per 

month while an equal percentage of banks believe that volume 

to be over 100,000 realtime transactions per month. Much of 

this variance depends on the bank’s method of predication and 

general assumptions about market trends. Some banks report 

that they will use current sameday ACH volumes to forecast 

realtime payment volumes to be about the same, essentially 

predicating that realtime payments will cannibalize sameday 

ACH payments. Some banks believe that sameday ACH is too 

new and those corporates that have incorporated the same-

day ACH workflow into their processes will not be inclined to 

implement something new again so soon. There are some banks 

that have completed an analysis of lowdollar wires and have 

assumed that a large percentage of these payments will move to 

realtime payments. What is clear is that there is no formula and 

that banks are not sure what transactional volumes will be. ➔
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Use Cases
According to several US banks, one of the greatest barriers to 

building out a viable business case is the lack of use cases for 

business to business realtime payments amongst their client 

base. Surprisingly, 70% of the top 60 US banks report not having  

any clients requesting or providing use cases for realtime pay

ments. This includes banks that are in the process of or will soon 

be in the process of introducing realtime payment capabilities 

to their business customers. The perceived lack of customer 

driven demand leaves banks guessing on potential returns on 

investment and adoption, making it even more difficult to commit 

to implementation of the new payment capabilities. Without the 

customer drivers, the marketing and sales approach is much 

more ambiguous as well. With that, some of the most commonly 

mentioned industry targets immediately postimplementation 

that banks are creating uses cases for include healthcare, real 

estate, airlines, and insurance and many of these will focus on 

B2C payments in addition to B2B payments. This is primarily 

driven by corporates that have high escheatment costs and high 

volumes of low dollar payments. 

Conclusion
Realtime payment capabilities for business payments have arrived  

in the US, but there is still discord over adoption rates and prac

tical use cases across banks. As most of the top 60 US banks are  

planning to offer realtime payments for receipt only at initial 

imple men tation, there is a lag of volume ramping up until the  

net  work of banks that also allows initiation increases. It is essential 

that banks are aware of changing customer expectations as real

time payments become a more commoditised offering. 
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Instant Payments: Challenges and Opportunities for Banks and Corporates

Lipis Advisors

Instant Payments are a clear and present global trend. Australia’s new 

instant payment system, the New Payments Platform, capped off  

a period of 4 months in which instant payments systems went live 

in countries with combined populations of over 600 million. RTP 

in the USA, SCTInst in the Eurozone, and the NPP in Australia 

may be the newest instant payment systems to go live, but Faster  

Payments in the UK, BiR in Sweden, and Straksclearing in 

Denmark have already been around for years, demonstrating the 

various use cases that instant payments offer. The implementation 

of these instant payment systems means that over 50% of the 

world’s population has access to lowvalue instant payments. 

Furthermore, the instant payment trend is not slowing down; as 

countries modernise aging domestic payment systems, we will 

continue to see instant payments spread.

Figure 1: More than 50% of the world’s population lives in 
countries where RT is live, Source Lipis Advisors

Open Banking is changing the competitive landscape
In another trend, national governments, including the Eurozone, 

the UK, and Canada, have begun promoting open banking 

initiatives such as those in the PSD2. Open Banking will separate 

the underlying financial accounts from products and services, 

allowing authorised third parties to access information and 

initiate certain types of transactions on behalf of the account 

holder. For consumers, this means they will be able to obtain 

products and services from a much wider array of companies 

without needing to open an account with each one. 

New players, such as fintechs, are taking advantage of these trends 

and competing with “traditional” banks for customers. As new,  

highly motivated and targeted organisations, fintechs are experien

cing success in bringing new, improved propositions to the  

financial market, unencumbered by legacy technology and compe

ting priorities of their traditional bank competitors. These new 

players are also being helped by regulatory initiatives aimed at 

leveling the playing field.

As technology continues to spread at a rapid pace around the 

world, consumer and business expectations are also evolving. 

Corporates, merchants, and banks need to revamp their strategy; 

those that do not may find themselves losing relevance or even 

disintermediated by fintech competitors. New products and 

services that meet these demands are gaining traction. In places 

with instant payments, merchants are accepting mPOS and 

e-commerce transactions using instant payments, businesses are 

paying employees (especially freelancers and hourly employees) 

via instant payments, and banks are creating new payment 

products using instant payments and their enhanced capabilities. 

Venmo (US) and Swish (Sweden) are just two such examples.

Instant payments present a multitude of challenges to  
banks and corporates
Banks and corporates have plenty of work to do. Instant payment  

and open banking trends often coincide with regulatory mandates  

such as “ring fencing” in the UK or GDPR across the EU. Banks that 

have relied on batch payments, processed during normal ban king  

hours, will need to update backoffice systems and operational 

procedures in order to handle instant payments, manage liquidity, 

and respond to Open Banking. While some banks are hesitant to 

accept change and are struggling to adapt to new realities, there 

are plenty of challenger banks, fintechs, and more progressive

minded banks more than happy to fill in the gaps. ➔
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There are also special challenges relating to implementing instant 

payments that banks will have to confront as they move internal 

systems from “95” batch systems to 24/7 instant. These include 

a range of settlement issues related to settlement models (pre

funded realtime settlement, deferred net settlement, etc.) to the 

operating hours of underlying settlement systems. How banks 

participate in a batch payment system may also necessitate or 

warrant upgrading connectivity and participation models in an 

instant payment system to meet SLAs or to support the instant 

payment propositions they wish to bring to market.

Many operational issues such as liquidity management, AML/

KYC checks, and fraud detection also present new challenges 

for banks in an instant environment. Opening up user account 

information via APIs to meet new regulations also presents 

challenges, especially in the EU once new GDPR regulations go 

into force in May 2018.

Instant payments and opening banking create many 
opportunities
It would be misleading to think of all the changes presented by 

instant payments and open banking as simply challenges to 

be overcome. Open banking will allow for faster integration via 

APIs, giving banks and PSPs opportunities to establish closer 

relationships with customers, the creation of new business 

models, and open up new revenue streams. Instant payments 

and the ISO 20022 data standard will offer increased efficiency 

via integration of ERP systems and give treasurers more 

options when managing cash flow. Partnerships with fintechs 

can allow banks to expand their product offering to clients, 

enabling new revenue streams to be created while also building 

closer relationships with their clients. Those forwardlooking 

organisations that recognise the inevitability of instant payments 

and Open Banking will see these trends as opportunities to build 

new user experiences, those that don’t may find themselves 

obsolete.
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SHIFTING THE CUSTOMER TO A NEW 
BANKING EXPERIENCE
The brand new CCX Forum is the convergence 
of the Efma Distribution Summit and Customer 
Experience Summit, a major event that will bring 
together hundreds of the world’s top financial services 
executives to explore the issues at the heart of the 
industry. 

Delegates will be able to network with industry 
peers as they take part in a range of activities from 
in-depth sessions and themed lunches to co-creation 
workshops. A Fintech village will enable them to 
explore the latest innovations and opportunities. 

Roundtable discussions, parallel streams and plenary 
sessions will provide expert insights on the issues 
affecting the industry today.

Discussions will include the following hot topics:
   The customer journey: turning your bank 
into a customer-oriented organisation
   New technologies: AI, ML, chatbots,
blockchain, IoT and more
   Operating models: the cost of channels 
and cost/income improvement in distribution

   Multi-channel: old-fashioned already?
   Mobile: its role in traditional banks
   Big data and cross-sell strategies
 The branch network: what kind of revamping?

The CCX Forum is essential for banks and other 
financial institutions that want to deliver the 
experience that tomorrow’s customers expect.

Have a look at program on: 
www.ccx-forum.com
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Third Parties and Corporate Banks: Digitally Transforming the Corporate 
Onboarding Process

INNOPAY

The concept of Open Banking and its potential grows steadily on 

corporate banks. PSD2 has been an important catalyst for banks 

in opening up, however, it forced them to focus on complying 

first, leaving little leeway to innovate beyond PSD2. 

PSD2 compliance has proven to be a challenge for banks.  

The inter  pretation of PSD2 has been complex and, even though 

the agile way of working is introduced into the banking industry, 

its legacy infrastructures, low levels of digitisation and siloed 

operating models are still barriers to innovation. As a result, 

change is costly, risky and takes time. 

To develop new financial services that go beyond PSD2, incumbent 

banks would have to start from scratch. Preferably start small and 

scale up while building experiences with clients and Third Parties, 

innovating their organisation, digitising business processes and 

managing risks accordingly. 

With Open Banking, banks are offered exactly this. By designing 

a fully digital and customercentric corporate onboarding process 

for Third Parties banks can start with a clean slate. Third Parties 

are a new client segment for the industry and thus banks can use 

it to create a “testing” environment and innovate one of its core 

and most differentiating client processes – corporate onboarding. 

Corporate onboarding is about creating a customer identity for a 

new legal entity and charging it with all things required to deliver 

the requested product or service.

Third Parties play an essential role in creating 
customer value 
For corporate banks, the primary customer relationship is 

essen tial in maintaining a profitable and futureproof business. 

However, current corporate onboarding processes are time-

consuming, costly and deliver a poor customer experience. 

Already in 2014, Forrester research showed that the onboarding 

experience correlates with the profitability of practically all 

(98%) customer relationships. Deals are lost and business 

development rates are low. A successful onboarding experience 

will improve conversion rates, increase revenue with cross

selling and upselling and thus contribute to customer value. 

With the financial industry opening up, this will become even 

more relevant as new players will try to disintermediate existing 

corporate client relationships.

PSD2 allows newly introduced regulated roles to access bank 

customers’ payment accounts for Account Information Services 

(AIS), Payment Initiation Services (PIS) and Confirmation Availability 

of Funds (CAF). With explicit customer consent. Open Banking 

goes beyond PSD2 and enables banks to create customer value 

by sharing customer (data) resources with Third Parties in a secure 

way, through the use of open application programming interfaces 

(APIs). Consequently, banks need to onboard Third Parties and 

since they can have all kinds of corporate identities (f.i. Financial 

Institutions, BigTech, FinTech, Retailer, Corporates, SMEs) several 

corporate onboarding processes will apply.

For regulated PSD2 services, a standard procedure for identifying 

Third Parties is prescribed in the Regulatory Technical Standards 

(RTS), i.e. using eIDAS certificates. However, for Open Banking 

services this does not apply. The diversity of Third Parties and 

functionality of APIs is unfamiliar territory for banks. As this 

impacts the risk profiles, Know Your Customer (KYC) obligations 

and attributes needed to charge the corporate Third Party identity, 

banks tend to be hesitant and fall back on their existing processes. 

However, instead of onboarding via the existing siloed, cumber

some and costly processes, banks should seize this opportunity 

and design a modular, digital and secure Third Party onboarding 

process. As the functional scope of APIs exposed via 

developer portals is still very much focused on complying 

with PSD2, the number of Third Parties wanting to use these 

APIs is not expected to grow very rapidly. This will allow banks to 

innovate at a slow but agile pace. 

How to best seize the opportunity and innovate 
corporate onboarding
Future proofing will be key to innovating corporate onboarding. 

The new process should consider the types of Third Parties (i.e. 

Third Party segmentation) and APIs offered. ➔
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Therefore, it is important to start with ‘the end in mind’ and go for  

flexibility. Where current onboarding processes are often static, 

new processes should consist of generic building blocks that can  

be deployed depending on f.i. identity of the Third Party, type of  

APIs consumed, services offered and the risks involved. This results  

in a flexible onboarding architecture as depicted below: 

The onboarding process should aim for convenience and ease 

of use, while gathering all attributes required, reducing risks and 

adherence to KYC obligations where needed. Consequently, a 

flexible architecture comprises of:

1.  Variation in the order of steps: offer a relevant and tailored 

onboarding experience;

2.  Adjustment to local flavours: f.i. KYC requirements could be 

a quick check against sanction and PEP lists, but could also 

include full identification procedures;

3.  Leaving out steps: when you onboard a Third Party that offers 

APIs with limited risk exposure, f.i. finding the nearest ATM, 

there is no need for building blocks 4 –7. When a Third Party 

offers PSD2 APIs only, only building block 1 is allowed on a 

voluntary basis (i.e. without requiring additional authorisations 

and registrations in addition to those provided for in PSD2).

In short, by designing future proof onboarding for Third Parties – 

still a relatively small but divers client segment – banks will have 

the opportunity to start from scratch, innovate and digitise some 

of the most complex business processes in corporate banking. 

A great testing environment that enables banks to scale up 

their onboarding capability across the organisation and to Third 

Parties. An important leap into Open Banking.

About Esther Groen: Esther has extensive 
experience in sales consultancy and transformation 
management particularly in transaction banking. 
She advises financial institutions and corporates 
on digital (data) transactions and guides teams and 
organisations in becoming more customer centric. 

About INNOPAY: INNOPAY is a leading innovation 
expert in digital transactions. Our mission is to help 
companies, organisations and consortia develop 
innovation strategies and new product / services 
and transform to new business models in the digital 
transaction era. 

www.innopay.com

Esther Groen

Lead Banking & Payments
Innopay
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Blockchain and the Opportunities to Accelerate SCF Development

Supply Chain Finance Community

Currently, blockchain is proving to be more than just a hype. 

Blockchain applications are moving from pure cryptocurrency 

towards applications in many other contexts. At the same time,  

Supply Chain Finance (SCF) is moving from a onedimensional 

focus on Reverse Factoring (RF) towards other instruments. 

Blockchain has the potential to improve supply chain collabo

ration, to speed up the shift in the usage of SCF instruments and 

to include different types of players in the supply chain that are 

often left out, like SMEs. 

The blockchain promise: transparency, trust, safety 
and decentralisation 
Transparency, trust, safety and decentralisation are the most 

used keywords when explaining the possibilities of blockchain. 

Blockchain is a distributed system without a single company 

having control of it. This decentralised system, therefore, has no  

‘one single point of failure’ and should be safe and less vulnerable, 

for example for hacking or data corruption. The system can 

eliminate problems with disclosure and accountability between 

companies whose interests are not necessarily aligned, thereby 

providing a solution for limited information sharing in the supply 

chain because of low trust. Data that is mutually important can 

be updated in realtime giving transparency to managers and 

reducing the need for errorprone reconciliation with each other’s 

internal records, for example when it comes to orders and 

invoices. 

Supply chain effects: collaboration and key KPIs 
Increased transparency, trust, safety and decentralisation, 

created by blockchain, can have clear supply chain effects. 

With blockchain, every member of a supply chain can get more 

visibility about flows of goods, cash, and information. This can  

lead to faster and more efficient sending, approval and payment  

of orders and invoices and the tracing of errors. In a broader 

context, blockchain can change the structure and the relation

ships between companies within the supply chain. The techno

logy can reduce the need for intermediaries such as financial 

service providers but also logistics service providers, for example, 

expeditors who arrange transportation for other companies. 

Less manual intervention in ordertocash and purchasetopay 

processes in combination with fewer intermediaries will reduce 

operational expenses for the other supply chain parties. Because of  

the possibilities for ‘selective’ transparency, companies can share 

more easily the mutually beneficial information. This reduces  

infor mation asymmetry in typical buyersupplier relationships and 

allows for better collaboration. Research on 11 use-cases shows  

how blockchain influences key supply chain KPI’s like cost (by 

reduction of paperwork for orders and invoices), speed (reduced 

interaction needed for delivery of goods), flexibility (easier to 

monitor performance and adapt it to customer’s wishes) and 

dependability (easier to verify quality of product). 

Supply chain finance effects: enabling both post 
and pre-shipment SCF 
Improved supply chain collaboration, due to safer and easier 

sharing of mutually beneficial information, is an important catalyst  

for SCF. This enables more efficient processing, reduced paper

work and, therefore, better order-to-cash and purchase-to-

pay processes. Postshipment SCF instruments, in particular 

Reverse Factoring, are still by far the most popular. For RF, the 

trigger point is an approved invoice. Blockchain can increase 

the speed at which the invoice is approved with fully digital and  

signed order, delivery and payment documents, thereby increasing  

the potential win in RF. The onboarding of suppliers onto 

SCF platforms can be complex and costly, which is why only 

suppliers representing large spend are usually invited and the 

SMEs in the ‘long tail’ supplier base are left out. One example of 

how blockchain can cut onboarding cost is by reducing the need 

for extra KYC checks. Right now, there is often a duplication 

of KYC checks, since RF is done with the bank of the buyer, 

which is not necessarily the same as the bank of the supplier.  

By sharing checks and registering them on a blockchain, banks 

will no longer have to do a second check. This allows for a 

reduction in onboarding costs and the inclusion of more SMEs 

in RF. ➔

http://hbr.org/2017/03/global-supply-chains-are-about-to-get-better-thanks-to-blockchain
http://hbr.org/2017/03/global-supply-chains-are-about-to-get-better-thanks-to-blockchain
http://sciencedirect.com/science/article/pii/S0268401217305248
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Besides the invoice, blockchain can also play an important role 

in the processing of other supply chain documents. Consider, for 

example, the storing and sharing of the order information, the 

bill of lading, CMR waybills and customs information. A bank 

can more easily provide financing before invoice approval when 

there is better information and more certainty about outcomes. 

Transparency in sharing these documents provided by the 

usage of blockchain technology allows a bank to make a better 

estimation of the supply chain risks. Therefore, blockchain 

can be a major accelerator for the usage of preshipment SCF 

instruments like PO Financing and inventory finance.

 

About Christiaan de Goeij: Christiaan de Goeij is 
a researcher at Windesheim University of Applied 
Sciences and Politecnico di Milano. He is also the 
project manager of ‘SCF for SMEs’, which recently 
won the RAAK-audience award for the best applied 
research project in the Netherlands. 

About Michiel Steeman: Michiel Steeman is the 
inaugural holder of the Supply Chain Finance 
professorship at Windesheim University of Applied 
Sciences, and executive director of the SCF 
Community. His job experience includes various 
senior roles for Deutsche, NIB Capital, NMB-Heller 
and ING. 

About Supply Chain Finance Community: The Supply  
Chain Finance Community is an independent global  
community promoting and accelerating the under-
standing, development and implementation of SCF. 
It connects knowledge institutions to the industry 
by supporting research projects and endorsing 
SCF initiatives and events like the SCF Forum, the 
Global Student Challenge and the SCF Academy.

www.scfcommunity.org
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Windesheim 
University of Applied 
Sciences
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Fintechs (like Bolero, CRX or Lighthouse) have been massively 

stirring up the financial services sector in the past years. All mar

kets are now being transformed by the new business models  

arising out of developments in information technology; blockchain 

is one of these new technologies. Blockchain has the power to 

transform decentralised ledgers as a tool to record, enable and 

secure an enormous range of transactions. It has no central 

authority; instead, it uses a shared record of information 

distributed over a vast network of users. This way, blockchain can 

deliver a new kind of trust to trade and supply chain finance. 

Biggest pain points with the traditional trade process

To understand how blockchain tackles the pain points of trade 

and supply chain finance, one has to understand the current

state process. As shown in Figure 1, the first step in the process  

is the establishment of the payment terms between the importer 

and the exporter via a financial agreement. This financial 

agreement includes details on the quantity of goods sold, 

price and delivery time. The import bank receives a copy of the 

financial agreement for review. It then reviews this agreement 

and provides the financials on behalf of the importer to a corres

pondent bank, which serves as a bridgebuilder to the export 

bank. The export bank hands the financing details to the expor

ter, which then initiates the shipment. Several physical and/or 

manual inspections take place while the goods pass through 

customs of both the exporting and importing country. Upon arrival  

at the final destination, the import bank receives a receipt 

notification from the importer. The import bank then initiates the 

payment to the export bank through the correspondent bank. 

These are the points of the current process:

•  Delayed timeline and payment due to multiple intermediaries and  

manual contract execution;

•  Additional risk through exporters using invoices to achieve short 

term financing from multiple banks;

•  Interface and data verification issues due to multiple platforms 

and media discontinuities;

•  Risky pre and atshipment inventory financing due to limited 

quality of available data. 

The future of blockchainbased trade process with SCF 
In the blockchainenabled trade finance process (see Figure 

2), the financial agreement is shared with the import bank via a 

smart contract. After reviewing the agreement, the letter of credit 

(LoC) is drafted and submitted to the export bank for approval. 

Once the LoC is approved, the parties generate a smart contract 

incorporating the conditions and terms of the LoC. After the 

exporter has digitally signed the LoC via the smart contract, the 

shipment is initiated. Import and export country customs are 

passed as the agents provide digital signatures as approval. When 

the importer digitally acknowledges the receipt of the goods, 

the import bank initiates the payment to the export bank 

through a smart contract. 

Inventory finance is currently only common in the postshipment 

phase due to a high-risk for banks in the pre- and at-shipment 

phase. With the help of blockchain, the overall data quality could 

be improved, leading to a lower risk and therefore enabling pre 

and atshipment inventory finance. The blockchainenabled 

inven tory finance could close the time gap between financing and 

remuneration of the produced goods. ➔

Blockchain Can Solve the Pain Points of Trade and Supply Chain Finance

Institute of Supply Chain Management, 
University of St. Gallen (ISCM-HSG)

http://www.scfbriefing.com/blockchain-shared-ledger-technology-for-supplier-finance/
http://www3.weforum.org/docs/WEF_The_future_of_financial_infrastructure.pdf
http://www3.weforum.org/docs/WEF_The_future_of_financial_infrastructure.pdf
http://www3.weforum.org/docs/WEF_The_future_of_financial_infrastructure.pdf
http://www3.weforum.org/docs/WEF_The_future_of_financial_infrastructure.pdf
http://www3.weforum.org/docs/WEF_The_future_of_financial_infrastructure.pdf
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This is how it works: the software platform behind a blockchain 

based inventory finance solution issues digital proprietary 

certi ficates (“tokens”) of the assets financed. This funds the  

production assets of the producer. Lenders that possess  

the tokens can claim a nonrepayment. A cash outflow occurs 

only at the end of the sales cycle. 

Advantages of the blockchainbased solution:
•  Realtime review of financial documents and decentralised 

contract execution reduces the time and resources to initiate and  

proceed the shipment;

•  Access to invoices on DLT allow for a transparent and realtime 

view into subsequent shortterm financing;

•  Disintermediation makes correspondent bank obsolete; 

•  Buyerled blockchainbased SCF facilitates reverse factoring, 

as all parties can track both location and ownership of 

the goods; 

•  Blockchain fosters transparency and data quality, which enable 

pre and atshipment financing on a large scale. 

No doubt, blockchainenabled trade and SCF bear an impressive  

upside in terms of transparency and speed across the supply  

chain. Important enablers for the application of this new techno

logy are increased transparency in trade finance agreements 

among stakeholders, interoperability of platforms through techno

logy and aligned regulatory guidance and legal frameworks. 

Despite a growing number of startups and wellestablished big 

players like BASF, Maersk, Port of Rotterdam, DHL, or Panalpina, 

that offer blockchainbased solutions, the DTL still sees a 

niched commercial deployment but promises to change the way 

corporations and individuals exchange value and information 

over the blockchain, allowing unprecedented levels of 

collaboration. 

 

About Erik Hofmann, Dominik Roeck and Philipp 
Wetzel: Prof. Dr. Erik Hofmann is Director of the 
ISCM-HSG and a permanent lecturer and professor. 

Dominik Roeck is a Research Associate and 
Ph.D. candidate. He manages the HEMRO Lab for 
Digital Innovation at the University of St.Gallen. 

Philipp Wetzel is a Research Associate and 
Ph.D. candidate. He manages the SCF-Lab at the 
University of St.Gallen. 

About ISCM-HSG: The Institute of Supply Chain 
Management at the University of St. Gallen follows 
a systematically oriented approach to foster a 
distinct practical benefit for industrial, retail and 
logistics companies. Current research includes SCF, 
digital innovation in SCM, purchasing performance 
measurement, and supply chain strategy and 
governance.
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Why Small Things Make a Big Difference in Supply Chain Finance

BBVA

Much has been said and written about the benefits that SCF 

brings to the parties involved, some of the most important ones 

being improved working capital for buyers and suppliers, as well 

as the financial strengthening of the supply chain. BBVA Group is 

well aware of this, as we have been creating opportunities for our 

customers through these solutions for almost 30 years now.

There have also been discussions around what is the best solution 

for a company’s SCF programme, whether it should be a bank 

or a nonbank solution. Naturally, each of these arguments is 

different depending on the speaker’s perspective. In addition, 

there are ample works of literature and abundant lectures on the 

key success factors for implementing a SCF solution, such as the 

depth of supplier onboarding or the accounting treatment of the 

operation.

In this article, we mainly focus on other relevant aspects, which 

(if executed well) are key for a successful SCF deployment in the 

medium term. Ultimately, these less “popular” elements drive 

buyers to maximise the performance of such a solution.

Connectivity
Companies that take up SCF schemes seek (as in the rest of 

their thirdparty relationships) simple, efficient, secure and robust 

connectivity models. By simple, we mean easy to implement, in 

line with the market standards; by efficient, we point at systems 

with assumable startup and maintenance costs; by secure, we 

mean inviolable, and by robust, we refer to systems that are 

“alwayson”.

For these reasons, buyers who drive SCF programmes greatly 

value H2H or Swift connection functionalities. Banks, which have  

accumulated experience in cash management solutions and, in  

parti cular, in mass supplier payments schemes, are well positioned 

to provide this type of connectivity in SCF solutions.

Looking into the future and into the likely scenario of SCF con

verging in SCM (Supply Chain Management) systems, APIs 

(Application Programming Interface) will play a very important role 

for the transformation of the transactional banking (“in batches”) 

into a succession of financing events that will be dealt with in real

time, thus improving the experience of both buyers and suppliers.

Distribution
Diversification of the funding sources available in a SCF pro

gramme goes hand in hand with the capabilities of attracting 

investors and distributing any assets available in the solution. 

These solutions enable the future growth of the volumes to which 

an ambitious implementation aspires. Today, in the marketplace, 

we see a wide variety of asset allocation types, each with its pros 

and cons, with no industry standard.

In addition to this ability to handle high volumes, the distribution 

of a growing number of currencies beyond the usual ones will  

be decisive. This will make it easier for the benefits of SCF pro

grammes to reach as many local suppliers (who charge in their 

local currency) as possible.

Purchase back
Dynamic discounting schemes can generate profits in terms 

of discounts on purchase prices for companies that use them. 

However, companies that opt for this type of solution must be able 

to predict with some accuracy the surplus liquidity they want to 

use repeatedly in their dynamic discounting solution, which is not 

always an easy task. A valid alternative for companies wishing to 

invest their oneoff cash surpluses is to purchase back in their 

own SCF programme. The company invests in its own commercial 

risk, which disappears when it purchases the invoices sent in 

advance by its suppliers. ➔
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Moreover, automating purchase back by facilitating onthefly 

operations is a feature that will be highly valued by the buyers.

Data
SCF platforms accumulate huge amounts of valuable information 

about the purchasing and paying habits of the buyers and sup-

pliers working on them. Exploiting this wealth of data is still in 

its early days through the generation of research by country and 

sector of the payment periods to suppliers of the buyers, always 

within the framework of respect for data protection laws.

Looking ahead, we expect a broadening of advice based on trans

actional data to the different participants in SCF programmes.

 

About Fernando Díaz: Fernando Díaz heads the 
Payment Services & Global SCF team at BBVA 
Corporate & Investment Banking. He held Product 
Development positions in the Cash Management 
and Working Capital and worked at Adquira holding 
positions in Business Development.

About BBVA: BBVA provides services in 30 
countries to 72 million customers. Serves the 
Spanish market and it is the biggest financial 
institution in Mexico. BBVA also has franchises 
in South America, Sunbelt region in the US. It’s 
present in Turkey and operates in a network of 
branches worldwide.

www.bbva.es
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A Sustainable Supply Chain Is Key to Business Continuity

Philips Lighting

Sustainability is a top priority for Philips Lighting and our focus is 

very much on environmental protection and business continuity 

in order to achieve our strategic goals. However, we are living in 

a dynamic, alwayschanging world and continuity, in particular, 

depends on the relationships between Philips Lighting and other 

suppliers within the chain. Financial stability is another important 

element to secure this continuity in the long run. Next to that, 

the lighting industry is shifting from conventional lighting to LED 

lighting and to connected Lighting Systems & Services. 

Supplier financing programme
We started out our supplier financing initiative in 2008 by 

creating individual solutions for a number of suppliers. The aim 

of the initiative was to collect proof points that the solution could 

produce the expected positive cash impact for both supplier 

and buyer (Philips). After the positive recognition by the board of 

Philips, we have developed a global platform together with one 

of our supporting banks. For countries with restricted treasury 

condition we offer local solutions.

Supplier Financing can also be applied to NTier supplier if this  

is necessary to secure continuity. However, the immediate conse-

quence of the newly introduced buy/sell element is an extra 

layer of complexity added to the business model. This means  

that Philips Lighting will buy the components from e.g. tier3 

supplier and sell them to a tier2 supplier. In this way, the invoice 

received from the tier3 supplier is creating the legal/accounting 

justification for supplier financing. Taking into account that this 

additional complexity is coming at a cost and that the positive 

effect of financing is wearing off downstream to the supply chain, 

we need a balance to secure our continuity. Another possibility 

would be that our supplier builds a similar relationship with its 

suppliers and makes supplier financing/dynamic discounting 

available to them.

Conventional lighting
Conventional lighting mainly concerns inhouse production by 

Philips Lighting, even though we have already sold some of the 

factories due to the market decline. However, as we have been 

able to remain profitable with our conventional business, we have  

decided to implement our lastmanstanding strategy. This strategy  

helps us gain market share and maintain profitability in the future.

The combination of our transformative initiative and the bespoke 

strategy has some consequences for our supply base that can 

affect the continuity of the conventional lighting business. As the 

market for conventional lighting is continuously declining, this 

creates continuity problems for our suppliers in the chain.

Suppliers who have not sufficiently anticipated this transforma

tion or have not generated a new business in time may run 

into financial issues. Philips Lighting’s dependency on those 

suppliers may lead to mitigation actions in order to help them 

through. However, if suppliers are unable to continue to supply 

strategic components, Philips Lighting will need to find an 

alternative supplier or start producing inhouse.

For this reason, Philips Lighting’s procurement organisation is 

continuously profiling and monitoring its suppliers (even ntier 

suppliers) to make sure they are strategic enough. Profiling 

consists of monitoring financial performance, the nonfinancial 

critical elements like dependency, strategic collaboration, 

IP rights, etc. and production locations concerning natural 

disasters. In this way our team can create awareness to the 

business regarding potential instabilities in the supply chain, 

calculate the impact for the business in case of disruption and 

can suggest certain mitigation actions as part of a contingency 

plan or can lead crisis management if necessary. ➔
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We have several options in order to secure the continuity of our 

supply chain. We can create financial stability by introducing 

supplier financing, with the condition that the additional cash for 

the supplier is used for that purpose. However, we have to realise 

that supplier financing is a triangular relationship in which Philips 

Lighting is running the highest risk. Taking over assets that are 

dedicated to Philips Lighting’s production can also generate 

cash. Another option is to enter into a supply agreement with 

declining quantities so that a supplier can adapt its financial 

situation with the obligation not to cease production before the 

end of the agreement. In the most cases, the financial instability 

of our suppliers is not at stake, which means that supplier 

financing can be used both to support strategic directions in 

cash and/or profitability.

LED lighting
LED lighting is different from the conventional lighting because 

the production is mainly outsourced in an OEM business model, 

with different suppliers. Philips Lighting is focusing more on 

Research and Development; Design/Application activities and 

Lighting System & Services are projectoriented activities in 

which we introduced a new business model by renting out light 

to generate recurring income.

The basic raw materials for making LED’s are coming from a 

few suppliers located in hazardous areas and the production of 

LED’s is concentrated with some suppliers in Asia. This makes it 

more difficult to secure the continuity as Philips Lighting is less 

in control over the supply chain. Philips Lighting is less of an 

influencer in the supply chain. Possible solutions when continuity 

is in jeopardy could be buying an interest in a supplier. Supplier 

financing is becoming less of an option in these cases.

 

About Fred de Brabander: Fred de Brabander 
is Global Supplier Risk Manager. He introduced 
supplier financing in Royal Philips in 2008 and, after 
creating a Philips platform, he linked Supplier Risk 
Management to the onboarding process.

About Philips Lighting: Philips Lighting is the world 
leader in lighting products, systems and services. 
It delivers innovations that unlock business value, 
providing rich user experiences that help improve 
lives. The company leads the industry in leveraging 
the IoT to transform homes, buildings and urban 
spaces.

www.lighting.philips.com
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Philips Lighting
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Can Payables Finance Bridge the USD 1.5 Trillion Trade Finance Gap?

Deutsche Bank

When faced with the choice of cash to fund a corporate finance 

strategy or cash to meet a 30day supplier schedule, the revenue

generating activity will obviously be more alluring. However, what 

happens if the supplier goes out of business in the meantime? 

The fact that there is a USD 1.5 trillion shortfall in global 

trade finance makes this concern even more real, especially 

if those suppliers are located in emerging markets. According 

to the Asian Development Bank (ADB), 40% of global trade 

finance rejections are in Asia Pacific, with small and medium

sized enterprises (SMEs) often the most severely affected. Enter 

supply chain finance (SCF) or, the focus of this article, payables 

finance – a buyerled SCF technique through which sellers can 

access liquidity by means of receivable purchase. Traditionally, 

banks and corporate buyers have historically prioritised the 

“short tail” of the supplier portfolio – covering the majority of 

the procurement volume. Yet global programmes, improved 

technology, and partnerships between third party providers and 

financial institutions have all made it more possible than ever to 

reach SME suppliers with liquidity that transforms businesses and 

economies. 

An increasingly global and innovative business
Payable finance, today, helps corporates of all shapes and sizes, with  

demand growing rapidly across Asia and Latin America. In fact, 

many of our clients now expect programmes that offer not only 

crossborder but also crossregional capabilities. While working 

capital management has traditionally been the primary objective 

of many payables finance programmes, increasingly important 

motivations include the need to shore up certain points of 

supply chain vulnerability, corporate responsibility and long

term sustainability. This has helped broaden the reach of supply 

chain finance to emerging markets. One key development is SCF 

programmes executed in partnerships between development and 

commercial banks. An example of this is the deal announced on 

22 November 2017 by Deutsche Bank and ADB to provide 

more than USD 200 million a year in financing to Asian SMEs to 

Landmark Group, a Middle East retailer. Most of the suppliers that 

stand to benefit from the arrangement are located in Bangladesh, 

the People’s Republic of China, India, Sri Lanka and Vietnam.  

While SCF dominance still largely resides with five or six banks, 

a new generation of nonbank platform providers have also 

increased their share of the market – advertising enhanced 

digital interfaces, simplified implementation processes, and new 

business models – further extending the market’s geographic 

reach and appeal. However, as the business has expanded – 

becoming increasingly global – new complexities and challenges 

have emerged. 

Mitigating the challenges 
1.  Local nuances 
There are additional layers of complexity involved – in terms of 

regulatory, legal and operational challenges – if a buyer and its 

suppliers are located crossborder and crossregion. A successful 

global payables finance provider will therefore need to have 

people on the ground who understand the local environment – 

in particular the regulatory environment – and who can respond 

to the supplier in the same time zone and the same language.  

An effective onboarding process is about more than just systems 

and technology. It is about the people you put in front of the 

suppliers and the service you provide to them. Small and medium

sized suppliers in particular want to talk to a person in their own 

country and in their own language. Electrolux, an appliance 

manufacturer with a global network of more than 1,000 strategic 

suppliers, is a good example. Until 2011, Electrolux ran a series 

of localised and regionalised payables finance programmes in 

Europe, North America, Chile, and Brazil. In 2012, the company 

rolled this out globally, with the help of Deutsche Bank. Initially 

focused on crossborder flows for its Asian suppliers, the 

programme quickly expanded to cover all regions and flows. In 

a recent payables finance paper, the company’s Director 

of SCF outlined that the success of the programme has hinged 

on its buying entities and suppliers being supported (both in an 

operational and legal sense) locally, even when, for example, the 

buying entity is located in North America, and the supplier in Asia. 

2. The need for diversified funding sources 
As the market continues to grow, and spread geographically into 

emerging markets, so does the size of payables finance deals 

demanded by corporates. Some programmes (particularly those 

of the largest MNCs) have become so enormous that they now ➔

https://www.adb.org/news/15-trillion-trade-finance-gap-persists-despite-fintech-breakthroughs
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http://cib.db.com/insights-and-initiatives/white-papers/payables_finance_a_guide_to_working_capital_optimisation.htm
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outstrip the funding capacity of a single bank. Leading banks 

have created capacity for these enormous pro grammes by 

forming syndicates with other banks. However, only a handful of 

players currently have the capabilities and expertise to lead such 

syndicates. Managing a multibank payables finance solution 

also introduces new challenges, with respect to technical and 

data compatibility issues, reporting requirements, and risk and 

compliance needs of all participants. 

Moving forward, there is hope that further financing capacity can 

be created through new linkages with the capital markets and the 

development of a deep secondary market for trade finance assets. 

However, in practice, this will take some years to crystallise. 

3. Ensuring safety and soundness 
The growth of the payables finance market can bring risk, how ever,  

and it is worth addressing the future with caution. A key require

ment, especially when working in emerging markets, is fulfilling 

KnowYourCustomer (KYC) and AntiMoney Laundering (AML) 

obligations in the onboarding process in order to mitigate financial 

and reputational risk (for all parties), and not compromise the 

entire trade ecosystem. Instead, the emphasis moving forward 

should be on enhancing the efficiency of compliance processes 

through the use of new technology and utilities such as SWIFT’s 

KYC Registry and IBM’s solution, rather than advocating solutions 

that are light on compliance, or providers that are willing to take 

shortcuts in the process.

Security is now perhaps the most important consideration when 

enacting a global payables finance programme. Corporates have  

to be completely sure that their funding structure meets appropriate  

accounting standards. They need to be sure that the legal docu

men tation is secure and enshrines all rights, duties and obligations 

of the provider. And, last but not least, they need to be sure that 

their programme is compliant with global, national and regional  

regulation, and in a reputable manner. By meeting these challenges  

head-on, we can open up many more opportunities for providing 

finance to emerging market companies, in order to bridge the 

trade finance gap. 

About Anil Walia: Anil Walia heads Deutsche Bank’s  
SCF Sales in Europe. Walia was involved in some of 
the first SCF transactions that took place in Europe, 
and has been a key contributor to the growth and 
evolution of the market. 

About Deutsche Bank: Deutsche Bank is a leading  
transaction bank and the world’s biggest Euro  
clearing bank. Its trade finance and cash manage
ment offering supports corporates and FIs with 
domestic and cross-border payments and interna-
tio nal trade transactions.

www.cib.db.com

Anil Walia

EMEA Head Supply Chain Finance
Deutsche Bank
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iSHARE Data Sharing Scheme Now Available for Everyone in the Logistics Sector 

iSHARE + INNOPAY

INNOPAY has announced that as of March 2018, all organisations 

active in the logistics sector can make use of iSHARE, a scheme 

launched during the annual conference of the Dutch Top Sector 

Logistics. iSHARE is a uniform set of agreements, which enables 

everyone in the sector to share logistics data with everyone else 

– including with partners further upstream or downstream in the 

chain – in a simple and controlled way.

iSHARE enables safe data sharing across the logistics sector. 

The scheme includes functional, technical, legal and operational 

agreements, cocreated by the sector itself. iSHARE’s goal is 

to significantly lower barriers to new data sharing relationships 

between all parties adhering to the agreements. By agreeing to 

use the same technical standards to identify, authenticate and 

authorise each other, and by agreeing to only use shared data for 

the purposes specified under iSHARE, adhering parties reduce 

the time spent to integrate software solutions and to get to know 

and trust each other. 

Throughout 2017, more than 20 logistics parties – public and private,  

large and small, and active in various modalities – contributed to 

working groups which co-created the iSHARE data sharing scheme.  

These working groups, and the cocreation process in general, 

were chaired and facilitated by INNOPAY. The set of agreements 

was tested and proven through a series of proofs-of-concepts, 

such as the one presented by Ritra Cargo, Yellowstar and Portbase  

in a webinar. 

INNOPAY and scheme development
INNOPAY has a rich history of facilitating the development of 

schemes including iDEAL, eHerkenning, Simplerinvoicing and 

others. The key to success is our inclusive style of development. 

By inviting parties to co-create schemes for the market and by 

the market, we ensure that agreements are highly relevant and 

supported by the sector. INNOPAY’s knowledge and expertise 

of functional, technical, legal and operational domains ensure 

that agreements represent a balanced representation of what the 

stakeholder needs. 

‘Everything Transaction’
Schemes such as iSHARE fit perfectly with INNOPAY’s vision on 

data sharing. As data becomes more valuable, we strongly believe 

that all data sharing is becoming a series of transactions based 

on the exchange of value. This means that INNOPAY’s digital 

transaction expertise is now highly relevant across many domains 

and sectors, including logistics. 

INNOPAY believes that access to data, rather than the data itself, 

should be centralised. If parties agree on standardised ways to 

pro vide each other access to data – specifically on how to identify, 

authenticate and authorise each other – the data can remain at 

the source with no need to store them in (additional) platforms.  

This negates the need for additional software solutions, and 

prevents further fragmentation. The shared way of accessing data 

allows all parties to continue providing data services through their 

preferred technology solutions, to create business value as they 

see fit, to increase service reach and conversion, and to minimise 

costs.

iSHARE’s ambitions
INNOPAY will continue to facilitate iSHARE’s adoption before 

transferring the scheme management to an independent scheme 

owner, as was done to the Dutch Payments Association for 

iDEAL and to Logius for eHerkenning. Meanwhile, INNOPAY also 

facilitates the international adoption of iSHARE. 

If you are a logistics organisation interested in sharing data in a uni form, 

simple and controlled way, please visit www.ishareworks.org  

If you find yourself in a fragmented market with high barriers to 

sharing data, a scheme like iSHARE might be exactly what is 

needed. Please contact iSHARE project manager Mariane ter 

Veen for more information on how INNOPAY can help you. ➔

https://www.youtube.com/watch?v=Y_xDhPhUBfc&t=638s
https://www.betaalvereniging.nl/en/
https://www.ishareworks.org/
http://mariane.terveen@ishareworks.org
http://mariane.terveen@ishareworks.org
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About INNOPAY: INNOPAY is a consultancy firm for  
digital transactions. We enable worldwide organi-
sations to maximise the value of the digital trans-
actions ecosystem. We do this by specialising in 
the delivery of innovative and trusted strategies, 
solutions and services across multiple sectors and 
geographies.

INNOPAY has grown from strength to strength since  
our foundation in 2002. We have operations in 
Amsterdam, Frankfurt, Berlin and Stockholm. Our 
head office is located in The Netherlands, where 
we have the #1 market position. We are a founding 
member of HollandFinTech, a financial technology 
hub with links to the rest of Europe, the US, the 
Middle East and Asia. Our team includes more 
than 50 experienced domain experts who regularly 
advise a wide range of global organisations.

About iSHARE: iSHARE is an innovative project 
from the Neutral Logistics Information Platform 
(NLIP) – a Dutch Top Sector Logistics initiative. It will  
soon enable everyone in the logistics sector to 
share data with everyone else in a uniform, simple 
and controlled way. This includes with hitherto 
unknown parties. 

www.ishareworks.org
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Checklist for Invoice Compliance in Procure-To-Pay Processes

Comarch e-Invoicing

No matter the size of a company or if it operates locally or 

internationally, it needs to automate the procuretopay (P2P) 

processes, especially when it comes to invoicing and data 

compliance. For businesses that fail to do this, the results are 

mountains of paperwork, lost documents and endless mistakes 

in orders. Understanding the challenges that exist within the P2P 

process and how to overcome them can help companies grow.

In order to gain comprehensive insight about invoice compliance 

within the biggest organisations, Comarch asked them to 

complete a survey about the problems they face daily and their 

plans for the future. With our partner Sharedserviceslink, we 

talked to P2P and finance professionals working for healthcare, 

finance, retail, food, fashion, transport and banking companies 

around the world. The majority of respondents (80%) represented 

fairly large companies, with an annual invoice volume exceeding 

100, 000 documents. As far as location was concerned, 58% of 

the responding organisations were based in Europe, and 31% in 

North America. 

The variety of industries and geographical locations, and the 

amount of processed invoices, gave us a quality insight and better 

understanding of the biggest challenges in the areas of invoicing 

processes, content, archiving, and protection of sensitive data. At 

the same time, we have learned that P2P automation can really 

help companies to improve invoice compliance. 

Legal compliance
Electronic invoices (einvoices) are the modern version of the paper 

documentation. Instead of piling invoices up in countless folders, 

it is much easier to handle and archive them on digital platforms. 

Einvoicing saves time and money, and limits human error. 

Generally speaking, einvoicing is regulated under two models 

worldwide. The first one is the postaudit model, present in the US,  

Australia, and most of Europe. In this model, issuers of invoices 

send their documents directly to the recipients. The second group 

is the clearance model used by Russia, South America and Turkey. 

Files cannot be sent directly to the recipient, but must be verified  

and authorised by the appropriate ministry, which varies depen ding 

on the country. The survey showed that both of the legal models  

give rise to similar problems.

Furthermore, it is important to mention data security. All data must 

be stored and archived safely, in a manner allowing swift retrieval. 

On top of that, the new European Union General Data Protection 

Regulation (GDPR) will come into force on the 25th of May 2018, 

and companies which collect and process personal data of EU 

citizens must adjust their operations to comply with this new law. 

Einvoicing compliance challenges
When asked about the biggest invoicing compliance challenges 

in everyday work, more than half of the companies who took part  

in the survey highlighted ensuring tax/VAT compliance (63%) and 

the integrity of invoice content (54%). It is worth mentioning that  

failure to comply with formalities related to taxes or VAT settle

ments, or incorrect VAT settlements, may result in additional costs 

for an enterprise and create the risk of liability for those responsible 

for tax settlements. What is more, one in five compa nies reported 

many problems with archiving rules (22%) and protection of 

sensitive data (21%). In the event of a security breach, losing a 

company’s archive of crucial data (e.g. customers’ personal 

information) may result not only in fines, but also in serious loss of 

reputation and trust.

What are your major compliance challenges when it comes 

to invoicing.

➔
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Multichannel invoicing
The majority of our respondents admitted that they receive most 

of their invoices in paper format/scanned (77%) or manually 

entered email/PDF (68%). Taking into consideration the number 

of invoices (from 100 000 up to 1.5 million annually), this implies 

a massive workload for employees and increases the possibility 

of errors significantly. Manual invoicing makes compliance much 

more difficult and there is certainly room for improvement in this 

area. 

How are invoices arriving at your organisation?

When asked about future improvements, P2P automation was 

by far the main way in which companies were looking to upgrade 

their processes (65%) and standardise them globally (46%).  

The demand for P2P automation is so high that 88% of respon-

dents declared that they are interested in improving P2P auto

mation, regardless of the current level of automated processes.

What are the main priorities, as far as P2P processes are con-

cerned, and what are the best P2P practices? What are the 

most popular types of P2P automation? 

The answers to those questions can be found in our extended 

white paper, which provides important information for a better 

under standing of P2P automation and invoice compliance.

Moreover, it includes best policies and procedures, and – if 

applied correctly – will save time, increase income, educate 

employees and reduce costly (yet avoidable) mistakes within the 

P2P processes.

About Bartłomiej Wójtowicz: He has over 10 years 
of experience in the field of B2B communication 
in the supply chain. Initially responsible for the 
e-Invoicing market development in Southern and 
Central Europe, he is currently responsible for the 
development of Comarch E-INVOICING portfolio. 

About Comarch e-Invoicing: Comarch e-Invoicing 
is a B2B2G platform, which provides a competitive 
advantage by a fast and secure data exchange 
with business partners. The solution provides 
the automation of data processing throughout 
the supply chain: from the procurement process, 
through the logistics, to invoicing and payment 
processing. 

www.comarch.com

Bartłomiej Wójtowicz

Product Development Manager
Comarch e-Invoicing
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The State of Play of B2G E-Invoicing in Europe

EESPA

B2G einvoicing projects are gathering pace reflecting govern

ments’ desires to realise the benefits of einvoicing for their 

taxpayers. There are major cost savings and efficiency benefits 

in prospect, amounting to hundreds of millions of EUR.

At EU and Member State level, public policy is highly supportive 

of B2G einvoicing projects as they fit well within the goals of 

the Digital Single Market. The Directive 2014/55/EU supports the 

adoption of the new core invoice standard EN 16931 prepared 

by CEN. All contracting entities in the EU must take steps to be 

able to receive and process electronic invoices presented in this 

standard within 2 or 3 years.

This has led to a rampup of activities by public authorities and 

procurement functions to prepare for the change, supported by 

their suppliers and a variety of service and solution providers. 

Many authorities are planning to go further than the requirements 

of this enabling Directive and seek to maximise the level of supply 

chain automation and growing the available efficiency savings. 

Indeed, the Directive recognises that the Member States may 

wish to mandate einvoicing i.e. make it an exclusive requirement 

for both government departments and local authorities, as well 

as for all their suppliers. This creates economies of scale.

Member States vary considerably in their current use of einvoicing 

and the plans they put forward to implement the Directive (please 

note these are illustrative rather than watertight categories).

Firstly, some countries have adopted einvoicing and eprocure

ment for many years now, such as those in the Nordic area. In 

some cases, their infrastructure for handling invoices is turning 

into a ‘legacy system’ and they are planning an upgrade to adopt 

the EU standard and move to the PEPPOL platform, or if already 

using it, to plan for the ENcompliant specification. Even in the 

Nordic area, some market segments such as municipals have 

been slow in taking up and projects are being launched to close 

the gap. Most Nordic countries have empowered a digitalisation 

or procurement agency Difi in Norway using PEPPOL, the Ministry  

of Finance (Digitisation Agency) in Denmark using NemHandel, 

and ESV in Sweden using various channels – to coordinate a 

national adoption policy.

Secondly, there are countries that have recently moved towards 

fullscale adoption and have also announced a national policy 

and a central infrastructure to implement einvoicing to the public 

sector, usually on a compulsory basis. Examples that spring 

to mind are Chorus Pro in France, FACe in Spain, Sistema di 

Interscambio in Italy, Platforms BASE and Compras in Portugal, 

and the PPA and related systems in Slovenia. In the case of Italy, 

there are further initiatives to open the use of the central platform 

for B2B invoicing. Indeed, the use of e-invoicing to support better 

fiscal reporting is operational or under development in Member 

States such as Italy, Spain, Portugal, Hungary and Poland.

Thirdly, there are countries where a more partial coverage of  

the public sector has been or is being implemented with the aim  

of broadening the adoption on a stepbystep basis. Examples 

include Austria, where the Federal level has taken the lead, 

the Flanders Region and some Federal einvoicing initiatives in 

Belgium, the Scottish government and the NHS in the UK (the  

latter using PEPPOL), and the central ministries in the Netherlands  

based on Digipoort and Simplerinvoicing. Moreover, Germany 

has started to adopt einvoicing and plans for a systematic 

rollout starting at the Federal level, although complexity in 

the composition of the regional government implies a phased 

approach. ➔
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Fourthly, there is a group of Member States where active planning 

or recent releases of new capabilities have taken place. Examples 

include Poland, Croatia, the Czech Republic, Greece, Lithuania, 

Estonia, Ireland, and many others in the context of the adoption 

of the obligations of Directive 2014/55/EU. The level of energy 

and engagement has palpably risen. A key enabler here is the 

Connecting Europe Facility (CEF), both in terms of the provision 

of funding grants and the support for adoption through the CEF 

Digital e-Invoicing and e-Delivery programs, which offer 

webbased tools and webinars/seminars. 

What are we learning from all this activity? In terms of implemen

tation, there is clearly a requirement for a balanced policy mix, 

which includes creating the necessary legislative framework, 

selecting the infrastructural support for various user segments, 

establishing a proactive planning function, and implementing 

the EN at the technical level in conjunction with any other well

supported standards. It is a good idea to enlist the service provider 

and solutions community to take advantage of the lessons learned 

from B2B einvoicing and of the wider country experiences of 

public sector projects. Ideally, B2G and B2B einvoicing should 

essentially involve the same user experience.

Another major factor is to carefully plan the automation of the  

whole value chain, from procurement through the delivery of 

goods and services to invoice and payment. Maximising auto

mation of the whole transaction chain, including automated 

financial processing, is the key to achieving the real benefits. 

In many cases, the creation of shared services environments 

for appropriate functions is worth considering. In the European 

Union legislation, an electronic invoice is defined as one which is 

issued, transmitted and received in a structured electronic format 

that allows for its automatic and electronic processing. A human

readable version might be rendered as a complementary object or 

serve as a means of data capture, but should not be mistaken for 

the real thing.

EESPA members (www.eespa.eu) look forward to working with 

many governments and their supply chain in the months and 

years ahead.

About Charles Bryant: Charles Bryant is Secretary 
General of the European E-Invoicing Service 
Providers Association (EESPA).

About EESPA: The European E-invoicing Service 
Providers Association acts as a trade association 
at European level for a large and dynamic 
community of e-invoicing service providers, drawn 
from organisations that provide network, business 
outsourcing, financial, technology and EDI services. 
EESPA is an international notforprofit association, 
organised under Belgian law. Formed in 2011, 
it has over 70 full and associate members and 
is involved with a range of important initiatives 
in interoperability, the public policy debate, and 
promoting adoption.

www.eespa.eu

Charles Bryant

Secretary General
European E-Invoicing Service Providers 
Association (EESPA)
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Company Saxo Payments Banking Circle

Innovative global scale financial utility, Saxo Payments Banking Circle, is underpinning the 
service proposition of FinTechs, PSPs, FX businesses and Banks. Members of the Banking 
Circle can offer banking services to their customers and help them to trade globally, at low 
cost and efficiently.

Website www.bankingcircle.com

Service provider type Banking Services

Head office location London

In which market do you provide 
your services?

Global

Contact details Miranda McLean, VP Marketing, mm@bankingcircle.com 

Active since 2013

Keywords Global banking services for Financial Tech businesses and banks, virtual IBANs, physical 
IBANs, multi-currency account opening, 25+ currencies, open bank accounts in your name, 
financial utility

Markets

Which side in the supply chain is 
your primary target group?

Suppliers

B2B, B2C and/or B2G 
(Government)?

B2B

Target customer PSPs, payment gateways, e-wallets, alternative payment methods, payment processors, 
banks

Are you specialized in a certain 
industry?

Generic 

Proposition

Which processes in the supply 
chain do you facilitate?

Cross-border and domestic payments, physical & virtual IBAN accounts and FX

Support interoperability with other 
service providers?

Yes

Which pricing model do you 
mainly use?

Transaction-based

Solution description Banking Circle enables cross-border transfers to happen in seconds, at very low cost, in 
multiple currencies and in a secure cloud-based environment. Payment service businesses 
can add value to their proposition by joining Banking Circle and offering own-branded global 
banking services to their merchants.

Services: which of the following services do you offer?

Purchase Order Flip No

Matching of related transactions No

Distribution of e-invoices No

Invoice presentment portal No

Legal compliance tools No

TAX/VAT compliancy No

e-Signature service No

Finance & (reversed) factoring 
services

No

(Dynamic) discounting No

e-Archiving No

Scanning of paper invoices No

Total invoice management, 100% 
paper to electronic

No

View company profile in online database

https://www.bankingcircle.com
https://www.bankingcircle.com
mailto:mm%40bankingcircle.com?subject=
http://e-invoicing.thepaypers.com/Saxo_Payments_Banking_Circle/company/302
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Printing No

Workflow functionality No

Direct integration with payments Yes

Accounts Payable management No

Accounts Receivable 
management

No

Integration with ERP /accounting 
software

No

Which standards do you support? UN/CEFACT CII, ISO20022 Financial Invoice, UBL 2.0, other (specify)

Conversion from or into various 
XML formats (mapping)

No

Content validation of incoming 
invoice data

No

Facilitate customer onboarding No

Other services FX, IBAN accounts (physical & virtual)
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Company Comarch

Comarch is a global provider of IT solutions. Comarch has: 
- more than 20 years of industry experience; 
- thousands successfully completed projects in over 40 countries; 
- references fro across the world worldwide; 
- own R&D department made up of high-end IT engineers; 
- high ranking IT analyst ratings: Gartner, IDC, Truffle 100; 
- custom Data Centers in Poland and Germany.

Website www.comarch.com 
https://www.comarch.com/trade-and-services/data-management/e-invoicing/

Service provider type e-Invoicing service provider, software vendor

Head office location Poland

In which market do you provide 
your services?

Global

Contact details Mr. Bartlomiej Wojtowicz, Product Manager, bartlomiej.wojtowicz@comarch.com,  
+48 12 684 8735

Active since 1993

Keywords supplier on-boarding, supplier portal, e-invoicing, Procure-to-Pay, accounts payable, 
contract management, master data management, supply chain financing

Markets

Which side in the supply chain is 
your primary target group?

Both buyers and suppliers

B2B, B2C and/or B2G 
(Government)?

B2B, B2G

Target customer Micro SMEs, SMEs, corporates

Are you specialized in a certain 
industry?

Broad scope of industries incl. FMCG, retail, DIY, automotive, logistics, oil & gas, pharma, 
manufacturing, services

Proposition

Which processes in the supply 
chain do you facilitate?

Supplier on-boarding, ordering, e-Procurement, master data management, supply chain 
management, e-invoicing, supply chain financing, B2B ecommerce

Support interoperability with other 
service providers?

Yes 

Which pricing model do you 
mainly use?

Subscription and transaction based

Solution description Comarch provides companies with smart solution enabling exchange of validated and tax 
compliant invoices in the format adjusted to back office systems. It provides electronic 
archive and electronic signature as well as Service Desk in 10 languages (incl. English, 
German, French, Turkish, Russian) to guarantee onboarding of each partner.

Services: which of the following services do you offer?

Purchase Order Flip Yes 

Matching of related transactions Yes 

Distribution of e-invoices Yes 

Invoice presentment portal Yes 

Legal compliance tools Yes 

TAX/VAT compliancy Yes 

e-Signature service Yes 

Finance & (reversed) factoring 
services

Yes 

(Dynamic) discounting No

e-Archiving Yes 

Scanning of paper invoices Yes, via partners

View company profile in online database

https://www.comarch.com
https://www.comarch.com
https://www.comarch.com/trade-and-services/data-management/e-invoicing/
mailto:bartlomiej.wojtowicz%40comarch.com?subject=
https://e-invoicing.thepaypers.com/Comarch/company/58
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Total invoice management, 100% 
paper to electronic

Yes 

Printing Yes, via partners

Workflow functionality Yes 

Direct integration with payments No

Accounts Payable management Yes 

Accounts Receivable 
management

Yes 

Integration with ERP /accounting 
software

Yes 

Which standards do you support? Support for various formats

Conversion from or into various 
XML formats (mapping)

Yes 

Content validation of incoming 
invoice data

Yes 

Facilitate customer onboarding Yes 

Other services Suppliers on-boarding
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Company ebpSource Limited

The most experienced team in the e-billing and payment industry, ebpSource delivers 
software solutions, consultancy and support to banks, payment processors, billers and 
outsourcers. ebpSource brings unparalleled knowledge and a highly successful track-
record designing, developing, deploying, integrating and supporting many of the largest and 
highest-adoption services of this kind worldwide.

Website www.ebpsource.com

Service provider type High-volume digital infrastructures for billing, invoicing, signing, documents and payments 
– across all customer channels. Complementary solutions for supply chain finance, 
authentication and national KYC. Ongoing support and specialist consultancy.

Head office location United Kingdom

In which market do you provide 
your services?

Globally

Contact details Steve Wright, Commercial Director, swright@ebpsource.com, +44 1753 567896

Active since 2006

Keywords ebpsource, e-billing, payment, software, solution, e-invoicing, e-signing, authentication

Markets

Which side in the supply chain is 
your primary target group?

Both suppliers and buyers

B2B, B2C and/or B2G 
(Government)?

B2B, B2C, B2G

Target customer Banks, Payment Processors, Corporates, Government

Are you specialized in a certain 
industry?

Cross-industry with specific specialisations in national bill consolidation, digital payments, 
bank-based e-invoicing and payment, telecoms and utility e-billing, e-signing, KYC and 
smart authentication.

Proposition

Which processes in the supply 
chain do you facilitate?

Authentication, automation, e-invoicing, payments, online bank integration, kyc, supply 
chain finance, ordering, e-signing

Support interoperability with other 
service providers?

ebpSource has a wealth of experience in connecting e-billing and payment infrastructures, 
at a national and trans-national level.

Which pricing model do you 
mainly use?

License, subscription, transaction-based

Solution description ebpSource provides a range of software, consultancy and support services to help clients 
achieve new levels of operational efficiency, customer service and cost reduction. The team 
works closely with clients to design, develop, deploy, integrate and support high-volume end 
customer applications. A long-term strategic technology partner to clients.

Services: which of the following services do you offer?

Purchase Order Flip Yes

Matching of related transactions Yes

Distribution of e-invoices Yes

Invoice presentment portal Yes

Legal compliance tools Yes

TAX/VAT compliancy Yes

e-Signature service Yes

Finance & (reversed) factoring 
services

Yes

(Dynamic) discounting Yes

e-Archiving Yes

Scanning of paper invoices No

View company profile in online database

http://www.ebpsource.com
http://www.ebpsource.com
mailto:swright%40ebpsource.com?subject=
https://e-invoicing.thepaypers.com/ebpSource/company/88
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Total invoice management, 100% 
paper to electronic

Yes

Printing No

Workflow functionality Yes

Direct integration with payments Yes

Accounts Payable management Yes

Accounts Receivable 
management

Yes

Integration with ERP /accounting 
software

Yes

Which standards do you support? All current major e-invoicing, e-billing and payment standards.

Conversion from or into various 
XML formats (mapping)

Yes

Content validation of incoming 
invoice data

Yes

Facilitate customer onboarding Yes

Other services Technology development, consultancy and application support.



http://www.ebpsource.com
http://www.ebpsource.com
mailto:info%40ebpsource.com?subject=
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Company Saphety Level – Trusted Services S.A.

Saphety is a leading company in global network solutions for electronic invoicing and 
electronic documents exchange, electronic bill presentment, electronic procurement and 
data synchronisation. Currently, its client portfolio has over 3800 companies and over 
140.000 users throughout more than 37 countries.

Website www.saphety.com

Service provider type E-invoicing service provider, software vendor, reseller or specialist.

Head office location Lisbon, Portugal (Headquarters); Bogotá, Colombia; São Paulo, Brazil.

In which market do you provide 
your services?

Global

Contact details info@saphety.com, +351 210 114 640

Active since 2000

Keywords electronic documents exchange, e-invoice, electronic invoice, invoice software, paperless 
transactions, EDI, electronic bill presentment, EBP, electronic procurement, public 
procurement, data synchronisation

Markets

Which side in the supply chain is 
your primary target group?

Buyers, suppliers, both.

B2B, B2C and/or B2G 
(Government)?

B2B, B2G.

Target customer Micro SMEs, SMEs, corporates and government.

Are you specialised in a certain 
industry?

Automotive, government, healthcare, retail, utilities, telecom, tourism, oil & energy, finance 
(bank and insurance), mass businesses and others.

Proposition

Which processes in the supply 
chain do you facilitate?

Contracting, ordering, supply chain information automation, invoicing, payments.

Support interoperability with other 
service providers?

Yes

Which pricing model do you 
mainly use?

Subscription, transaction-based.

Solution description SaphetyDoc enables you to exchange business documents electronically, including 
purchase orders, delivery notes and invoices, in a simple way, at a low cost. While 
complying with all legal requirements related to e-invoicing, SaphetyDoc allows to 
completely eliminate the use of paper in the invoicing process, from issuance to sending and 
approval enabling touchless processes.

Services: which of the following services do you offer?

Purchase Order Flip Yes

Matching of related transactions Yes

Distribution of e-invoices Yes

Invoice presentment portal Yes

Legal compliance tools Yes

TAX/VAT compliancy AU, AT, BE, BG, CA, CO, CY, CZ, DK, EE, FI, FR, DE, GR, HK, HU, IS, IE, IM, IL, IT, LV, LI, LT, 
LU, MT, MX, MA, NL, NZ, NO, PL, PT, RO, SG, SK, SI, ZA, ES, SE, CH, GB, US.

e-Signature service Yes, we provide e-Signature Service. We can also use external e-Signature service if 
requested by the client.

Finance & (reversed) factoring 
services

Yes

(Dynamic) discounting Yes

e-Archiving Yes

Scanning of paper invoices Yes

View company profile in online database

http://www.saphety.com
http://www.saphety.com
mailto:info%40saphety.com?subject=
https://e-invoicing.thepaypers.com/Saphety/company/287
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Total invoice management, 100% 
paper to electronic

Yes

Printing Yes

Workflow functionality Yes

Direct integration with payments No

Accounts Payable management Yes

Accounts Receivable 
management

Yes

Integration with ERP /accounting 
software

Yes

Which standards do you support? UBL, EDIFACT, Flat files, TXT, XML, Idoc, etc.

Conversion from or into various 
XML formats (mapping)

Yes

Content validation of incoming 
invoice data

Yes

Facilitate customer onboarding Yes

Other services IPC Invoice Payment Control, Doc+. 
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Company Taulia 

Taulia was founded in 2009 with a single purpose – to enable companies across the supply 
chain free up cash to boost business growth. Through turning every invoice into a revenue 
opportunity, Taulia enables organizations to strengthen supplier relationships while adding 
millions to the bottom line. 

Website www.taulia.com

Business model Enabler of early payments / dynamic discounting for suppliers

Head office location San Francisco

In which market do you provide 
your services?

Global

Contact details Mr Matthew Stammers, matthew.stammers@taulia.com, 250 Montgomery St. Suite 400 
San Francisco CA, 94104, (m) +1 415 900 8838

Active since 2009

USP’s COLLABORATIVE: Use a data-led approach to align and execute on commercial goals. 
CONNECTED: Connect with 1.5m companies & 80+ funders to exchange information and 
access funding. 
SCALABLE: Create working capital and early payment programs that scale supply 
chain-wide. 
INTELLIGENT: Leverage data from $1tr+ invoice transactions to optimise program 
performance. 
EQUITABLE: Ensure supply chain strength through early payment certainty and lower 
financing costs.

Keywords Technology-led, Working Capital, Supply Chain Finance, Dynamic Discounting, eInvoicing

Markets

Which are your primary target 
groups

Suppliers, buyers, financiers

Target customer Large corporates and mid corporates

Are you specialized in a certain 
industry?

Generic (no specific industry), 

Proposition

Solution description Taulia empowers companies to boost cash flows through our technology-led working 
capital and invoicing solutions. Our AI engine enables companies to understand working 
capital opportunities and convert this insight into superior supply chain-wide programs, 
which underpin payment terms optimisation, deliver supplier early payment certainty and 
digitise invoicing.

What kind of finance is offered (or 
facilitated)

With Taulia, buyers can utilise self and/or third party funding to finance the early payment of 
invoices. Suppliers can choose to accelerate single invoices, a set of invoices or all invoices 
all the time.

Onboarding strategy Taulia leverages its AI engine to design and drive supplier on-boarding strategies that 
targets the right person at the right time with the right on-boarding offer. This is delivered 
through a comphrensive approach where high value suppliers receive a white glove personal 
approach, medium value suppliers a personal engagement and low value suppliers, a highly 
automated self service approach through our portal and on line terms and conditions.

Partnering Taulia collaborates with leading companies that have extensive industry expertise and a 
diverse range of services and products. This includes KPMG, IBM and EY.

Which pricing model do you 
mainly use?

More information available upon request.

View company profile in online database

https://taulia.com/
https://taulia.com/
mailto:matthew.stammers%40taulia.com?subject=
https://e-invoicing.thepaypers.com/Taulia/company/235
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Services: which of the following services do you offer?

Dynamic discounting Yes

Receivables Financing No

Factoring Yes

Asset based lending No

Reverse factoring Yes

Peer to peer financing No

Other services eInvoicing 



Glossary
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Glossary
3Corner Model
3Corner Model is an exchange model where senders and receiv

ers of invoices are connected to a single service provider for the 

dispatch and receipt of messages.

Another definition: 3Corner Model is an invoicing process setup  

whereby trading partners have separate contractual relationships 

with the same service provider. When both senders and receivers 

of invoices are connected to a single hub for the dispatch and 

receipt of invoices, it is referred to as a 3Corner model. This central  

hub consolidates the invoices of several receivers and many 

senders in the case of accounts payable, and several senders and 

many receivers in the case of accounts receivable processing. 

Consolidators and trade platforms are usually 3Corner Models in 

which both senders and receivers are connected to the service. 

The 3Corner Model in principle can only offer reach to the 

parties that are connected to the central hub. This means that 

either invoice senders or invoice receivers often have to connect 

to multiple hubs in order to increase their reach. To solve limited 

reach in 3Corner Models, roaming has been introduced.

4Corner Model
4Corner Model is an exchange model where senders and receivers  

of invoice messages are supported by their own service provider.

Another definition: 4Corner Model is an invoicing process setup 

whereby each trading partner has contracted with one or several 

separate service providers, whereby the service providers ensure 

the correct interchange of invoices between the trading partners. 

The concept of the 4Corner model originated in the banking 

sector. When senders and receivers of invoices are supported 

by their own consolidator service provider (for the sender) and 

aggregator service provider (for the receiver), it is referred to as 

a 4Corner Model. A network usually based on open standards 

provides connectivity and the facilities for the secure trusted 

exchange of invoices and or other business documents. In the 

4Corner Models, the consolidator and aggregator roles are often 

two different service providers.

A
Access to Accounts (XS2A)
The term refers to access to payment accounts by third parties 

acting on behalf of the Payment Service User. The basic require

ments are set by the European Banking Authority. They define 

how data from bank accounts is accessed for PSD2. It makes it  

mandatory for banks to set up access to bank account data via  

API, although there are multiple standards for APIs. This will enable  

consumers to log on to their bank accounts on a thirdparty 

provider’s platform without exposing their bank login data to them.

Access to finance
Access to finance is the ability of individuals or enterprises to obtain  

financial services, including credit, deposit, payment, insurance 

and other risk management services.

Account Information Service Provider (AISP)
An authorised entity that provides aggregation services related to 

payment accounts such as bank accounts. PSD2 allows AISPs 

autho rised access to bank account data through an API. AISP’s can  

be existing banking providers or third parties. 

Account Servicing Payment Service Provider (ASPSP)
The term means a Payment Service Provider (PSP) (bank or card  

issuer) that provides authorised access to bank account informa

tion. For PSD2 they are allowing API access to bank account data 

for AISPs and PISPs.

Accounts payable
Accounts payable refers to the money a business owes to others; 

current liabilities incurred in the normal course of business as an 

organisation purchases goods or services with the understanding 

that payment is due at a later date. Accounts payable is also the 

department within an organisation responsible for paying invoices 

on behalf of the organisation.

Accounts payable automation
Accounts payable automation represents the (semi) automated 

management of accounts payable administration by automated 

processing of invoices. Accounts payable automation requires 

integration of the invoicing process with accounting software.
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Accounts receivable
Accounts receivable refers to money which is owed to a company 

by a customer for products and services provided on credit. This is  

often treated as a current asset on a balance sheet. A specific sale  

is generally only treated as an account receivable after the custo

mer is sent an invoice.

ACH
The paperless funds transfer system maintained by the Federal 

Reserve and other approved operators that utilises electronic 

networks to exchange funds transfer items. Also called automatic 

cheque handling.

ACH Network
The Automated Clearing House (ACH) Network facilitates 

ecommerce, by serving as an efficient, reliable and secure 

payments system. NACHA, led by member depository financial 

institutions and payments associations, fulfils this purpose by 

managing the development, administration, and governance of 

the ACH Network, and by providing superior services and value 

to its members as the industry association responsible for ACH 

payments. The ACH Network connects the originating depository 

financial institutions with the receiving depository financial 

institutions.

Advanced electronic signature (AES)
Advanced electronic signature (AES) means an electronic 

signature which meets the following requirements: a) it is uniquely 

linked to the signatory; b) it is capable of identifying the signatory; 

c) it is created using means that the signatory can maintain under 

its sole control; and d) it is linked to the data to which it relates 

in such a manner that any subsequent change of the date is 

detectable.

Alternative finance
Alternative financial services (AFS) is a term often used to describe 

the array of financial services offered by providers that operate 

outside of federally insured banks and thrifts (hereafter referred to 

as ‘banks’). Checkcashing outlets, money transmitters, car title 

lenders, payday loan stores, pawn shops and renttoown stores 

are all considered AFS providers. However, many of the products 

and services they provide are not ‘alternative’; rather, they are the 

same as or similar to those offered by banks. 

AFS also sometimes refers to financial products delivered outside 

brickandmortar bank branches or storefronts through alternative 

channels, such as the internet, financial services kiosks and mobile 

phones. Online platformbased alternative financing activities 

include donation, reward and equitybased crowdfunding, peer

topeer consumer and business lending, invoice trading, debt

based securities and others.

AntiMoney Laundering (AML)
A set of procedures, laws or regulations designed to stop the 

practice of generating income through illegal actions. In most 

cases, money launderers hide their actions through a series of 

steps that make it look like money coming from illegal or unethical 

sources was earned legitimately.

API (Application Program Interface)
A formalised set of software calls and routines that can be referen

ced by a software application program in order to access suppor

ting network services.

Asset based lending (ABL)
Asset based lending (ABL) is a specialised form of secured lending  

whereby a company uses its current assets (accounts receivable 

and inventory) as collateral for a loan. The loan is structured so  

that the amount of credit is limited in relation to the value of the  

collateral. The product is differentiated from other types of lending 

secured by accounts receivable and inventory by the lender’s use 

of controls over the borrower’s cash receipts and disbursements 

and the quality of collateral rather than ownership of the receiva

bles as in factoring.

Asset based loan
Asset based loan is a business loan in which the borrower pledges 

as loan collateral any assets used in the conduct of his or her busi 

ness. Funds are used for businessrelated expenses. All asset

based loans are secured.

Automated clearing house (ACH)
Automated clearing house (ACH) is an electronic payments system  

(outside the card networks) for clearing and settling transactions. 

Funds are electronically exchanged directly to/ from participants’ 

accounts. Frequently used by enduser organisations as the 

payment method by which to pay their issuer.
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B
Basel III
Basel III is a comprehensive set of reform measures designed to 

improve the regulation, supervision and risk management within 

the banking sector. The Basel Committee on Banking Supervision 

published the first version of Basel III in late 2009, giving banks 

approximately three years to satisfy all requirements. Largely in 

response to the credit crisis, banks are required to maintain proper 

leverage ratios and meet certain capital requirements.

Bank payment obligation (BPO)
Bank payment obligation (BPO) is a class of settlement solution 

in international supply chain finance. Bank payment obligation is 

an irrevocable undertaking given by an obligator bank (typically 

buyer’s bank) to a recipient bank (usually seller’s bank) to pay 

a specified amount on an agreed date under the condition of 

successful electronic matching of data according to an industry

wide set of rules adopted by International Chamber of Commerce 

(ICC) Banking Commission.

Bill of lading
A bill of lading (sometimes abbreviated as B/L or BoL) is a legal 

document between the shipper of a particular good and the carrier 

detailing the type, quantity and destination of the goods being 

carried. The bill of lading also serves as a receipt of shipment 

when the good is delivered to the predetermined destination. 

This document must accompany the shipped goods, no matter 

the form of transportation, and must be signed by an authorised 

representative from the carrier, shipper and receiver.

Blockchain
The blockchain is a public ledger of all transactions in the Bitcoin 

network made of all computers (nodes) participating and using the 

cryptocurrency protocol. A blockchain is a transaction database 

shared by all nodes participating in a system based on the Bitcoin 

protocol. A full copy of a currency’s blockchain contains every 

transaction ever executed in the currency.

Business interoperability interfaces (BII)
Business interoperability interfaces on public procurement in 

Europe (BII) is CEN Workshop providing a basic framework for 

technical interoperability in panEuropean electronic transactions, 

expressed as a set of technical specifications that in particular are 

compatible with UN/CEFACT.

Business Process Outsourcing (BPO)
Business process outsourcing (BPO) is the contracting of a specific  

business task, such as payroll, to a thirdparty service provider. 

Usually, BPO is implemented as a costsaving measure for tasks 

that a company requires but does not depend upon to maintain 

their position in the marketplace.

Businesstobusiness (B2B)
Business-to-business is a type of commerce transaction that  

exists between businesses, such as those involving a manufac

turer and wholesaler, or a wholesaler and a retailer. Business to  

business refers to a business that is conducted between compa-

nies, rather than between a company and individual consumers. 

This is in contrast to business to consumer (B2C) and business to  

government (B2G). A typical supply chain involves multiple busi 

ness to business transactions, as companies purchase components 

and other raw materials for use in its manufacturing processes.  

The finished product can then be sold to individuals via business to 

consumer transactions.

Business-to-business payments 
Business-to-business payments represent the payments that 

are made between businesses for various goods, services, and 

expenses.

Businesstoconsumer (B2C)
Businesses or transactions conducted directly between a 

company and consumers who are the end-users of its products 

or services. Businesstoconsumer as a business model differs 

significantly from the businesstobusiness model, which refers to 

commerce between two or more businesses.

Business networks
Many businesses use networking as a key factor in their marketing 

plan. It helps to develop a strong feeling of trust between those 

involved and play a big part in raising the profile and takings of a 

company. Suppliers and businesses can be seen as networked 

businesses, and will tend to source the business and their 

suppliers through their existing relationships and those of the 

companies they work closely with. Networked businesses tend 

to be open, random and supportive, whereas those relying on 

hierarchical, traditional managed approaches are closed, selective 

and controlling.
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C
Card scheme
It is a payment network directly connected to a payment card. A 

pay ment card is a payment tool issued by the bank or the finan

cial institution that is member of the payment network (VISA, 

MasterCard).

Cash flow
Cash flow represents the pattern of company income and expen

ditures and resulting availability of cash. 

CENBII 
CENBII is an UBL-based XML format used for the OpenPEPPOL 

network, it currently exists in a version 1 and version 2. CENBII 

is meant to be used for international transfers on OpenPEPPOL, 

whereas domestic transfers will generally use a localised version 

of CENBII. 

CFDI
Comprobante Fiscal Digital a través de Internet (CFDI), or Digital 

Tax Receipt through Internet, refers to the current mandated form 

of einvoicing in Mexico. All einvoices in Mexico are issued as 

CFDI as of January 1, 2014.

Clearing 
The process of submitting transactions to the respective card 

company (Visa, Discover, AMEX or MasterCard) for interchange 

pro cessing, the fourth in the seven stages of processing. This pres-

entment of the transactions is also a request for payment in the 

settlement process.

Clearing house automated payment system (CHAPS)
The company has responsibility for the operation of an electronic 

transfer system for sending realtime gross settlement sameday 

payments for CHAPS Sterling and CHAPS Euro.

Commercial card
A commercial card is the generic, umbrella term for a variety of card 

types used for businesstobusiness (B2B) payments. Some of 

the cards listed as commercial are purchase cards, entertainment 

cards, corporate cards, travel cards and business cards.

Commercial finance
Commercial finance is a generic term for a range of asset based 

finance services which include factoring, invoice discounting, 

international factoring, reverse factoring and asset based lending 

facilities. There are many variations on each of these product sets 

(and the precise nomenclature varies from market to market) but 

all exist to provide working capital funding solutions to businesses.

Conversion
Conversion represents the act of automatically converting the 

format of an electronic invoice from the format of the sender to the  

format of the recipient (format conversion), or converting the enco

ding of content (e.g. different code list or units of measure), using 

agreed mapping processes that do not alter the information 

represented by the document (content conversion).

Corporate card
Corporate card is a type of commercial card used by organisations 

to pay for business travel and entertainment (T&E) expenses. It is 

also referred to as a travel card. The liability for abuse of the card 

typically rests with the company and not with the employee.

Corporate liability
The enduser organisation is liable for the commercial card charges;  

this is the case for purchasing card programs and, sometimes, 

corpo rate card programs.

Covenant
The covenant represents a promise in an indenture or any other 

formal debt agreement, that certain activities will or will not be 

carried out. Covenants in finance most often relate to terms in a 

financial contracting, such as loan documentation stating the limits 

at which the borrower can further lend or other such stipulations. 

Covenants are put in place by lenders to protect themselves from 

borrowers defaulting on their obligations due to financial actions 

detrimental to themselves or the business.

D
Days payable outstanding (DPO)
Days payable outstanding (DPO) is an efficiency ratio that 

measures the average number of days a company takes to pay 

its suppliers.
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Days sales outstanding (DSO)
Days sales outstanding (DSO/ days receivables) is a calculation 

used by a company to estimate their average collection period. It 

is a financial ratio that illustrates how well a company’s accounts 

receivables are being managed.

Debtor (buyer)
A debtor or buyer constitutes a business that has been supplied 

with goods or services by the client and is obliged to make pay

ment for them. It is also referred to as the purchaser of goods or 

services supplied by a client whose debts have been assigned/ 

sold to a factor.

Debtor finance
Debtor finance, also called cash flow finance, is an umbrella term 

used to describe a process to fund a business using its accounts 

receivable ledger as collateral. Generally, companies that have 

low working capital reserves can get into cash flow problems 

because invoices are paid on net 30 terms. Debtor finance 

solutions fund slow paying invoices, which improves the cash flow 

of the company. This puts it in a better position to pay operating 

expenses. Types of debtor financing solutions include invoice 

discounting, factoring, cash flow finance, asset finance, invoice 

finance and working capital finance.

Debt financing
Debt financing refers to when a firm raises money for working 

capital or capital expenditures by selling bonds, bills or notes to 

individual and/or institutional investors. In return for lending the 

money, the individuals or institutions become creditors and receive 

a promise that the principal and interest on the debt will be repaid.

Directive of the European Commission
The Directive of the European Commission is a legal act of the Euro

pean Union regarding defining a new legal framework for payments.

Disruptive innovation
It is an innovation that helps create a new market and value network,  

and eventually disrupts an existing market and value network (over  

a few years or decades), displacing an earlier technology. The term  

is used in business and technology literature to describe innova

tions that improve a product or service in ways that the market does  

not expect, typically first by designing for a different set of consu

mers in a new market and later by lowering prices in the existing 

market.

Distributed ledger
A distributed ledger is a consensus of data shared and synchro

nised geographically across multiple websites, countries, and 

institutions.

Dynamic discounting
Dynamic discounting represents the collection of methods in 

which payment terms can be established between a buyer and 

supplier to accelerate payment for goods or services in return for 

a reduced price or discount.

E
Electronic invoice (einvoice)
An einvoice is an electronic invoice that contains the information 

required by Council Directive 2010/45/EU and which has been 

issued and received in any electronic format. It contains more than 

just an image of an invoice. An einvoice also contains data in a 

format that computers can understand. This means that an email 

with a PDF file attached is not an einvoice.

E-invoice address
E-invoice address is the ID used to send or receive an e-invoice. 

The type of ID used differs depending on the country and the 

format in use. Typical IDs include GLN, DUNS, VATID, IBAN, and 

OVT. A sender must know a recipient’s einvoice address in order 

to send an e-invoice. The message is routed to the recipient by 

any operator along the way using the einvoice address.

E-invoicing service provider
It is a provider that, on the basis of an agreement, performs certain  

einvoicing processes on behalf of a trading partner, or that is active  

in the provision of support services necessary to realise such pro

cesses. To determine whether an IT vendor is a service provider, the 

following circumstances should be taken into account: a) That the  

contract with the trading partner(s) leads the latter to expect a 

VATcompliant service. b) The nature of the service is such that 

VAT compliance is appropriate. c) The provider is insured against 

service related risks to his clients’ tax compliance. Trading part

ners can use multiple einvoicing service providers; see 3Corner 

Model and 4Corner Model definitions. An einvoicing service 

provider can subcontract all of parts of its services to other 

providers; such subcontractors can also be einvoicing service 

providers if they meet the criteria set out in this definition.
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Early payment discount
An early payment discount is offered by some companies to moti

vate credit customers to pay sooner. The early payment discount 

is also referred to as a prompt payment discount or cash discount. 

The seller often refers to the early payment discount as a sales 

discount, while the buyer may refer to the early payment discount 

as a purchases discount.

Electronic bill presentment and payment (EBPP)
Electronic bill presentment and payment (EBPP), usually consu

meroriented ‘bill paying’ presented and paid through the internet. 

Other terms such as internet bill presentment and payment (IBPP), 

electronic bill presentment (EBP) and online bill presentment and 

payment (OBPP) are also in use.

Electronic data interchange (EDI)
Electronic data interchange (EDI) constitutes the electronic commu

ni cation of business transactions such as orders, confirmations, and 

invoices between organisations. Third-parties provide EDI services 

that enable organisations with different equipment to connect. 

Although interactive access may be a part of it, EDI implies direct 

computertocomputer transactions into vendors’ databases and 

ordering systems.

Electronic funds transfer (EFT)
Electronic funds transfer (EFT) represents the moving of funds 

between different accounts in the same or different banks, 

through the use of wire transfer, automatic teller machines (ATMs) 

or computers, but without the use of paper documents.

Electronic invoice life cycle
A process comprising: a) the issue of the electronic invoice by, or 

in name and on behalf of the supplier; b) receipt of the invoice by 

or on behalf of the buyer; and c) storage of the electronic invoice 

during the storage period by or on behalf the supplier and the buyer.

Electronic invoice presentment and payment (EIPP)
Electronic invoice presentment and payment has originated in the 

B2B world and describes the process through which companies 

present invoices and organise payments through the internet.

Electronic invoicing
Electronic invoicing is the exchange of the invoice document 

between a supplier and a buyer in an integrated electronic format. 

Traditionally, invoicing, like any heavily paperbased process, 

is manually intensive and is prone to human error resulting in 

increased costs and processing lifecycles for companies.

Electronic payables
A form of electronic payment, using the card infrastructure, mana

ged centrally within an organisation, typically by accounts payable 

(AP). Also known as electronic accounts payable (EAP), automated 

payables, epayables, push payments, straight through payments 

(STP), buyer initiated payments (BIP), single use accounts and 

electronic invoice presentment and payment (EIPP). Each provider 

has a proprietary name for its particular solution; functionality and 

processes vary for each.

Electronic procurement
Electronic procurement represents the use of the internet or a 

com pany’s intranet to procure goods and services used in the 

conduct of business. An eprocurement system can streamline all 

aspects of the purchasing process while applying tighter controls 

over spending and product preferences.

Electronic signature
An electronic signature, or esignature, is any electronic means that  

indicates either that a person adopts the contents of an electronic 

message, or more broadly that the person who claims to have 

written a message is the one who wrote it (and that the message 

received is the one that was sent). By comparison, a signature is a 

stylised script associated with a person. In commerce and the law, a 

signature on a document is an indication that the person adopts the  

intentions recorded in the document. Both are comparable to a seal. 

Electronic statement presentation (ESP)
It refers to the electronic presentment of a variety of other commer

cial documents, apart from invoices, such as account statements, 

purchase orders, delivery notifications and others. Not included 

are many unstructured documents that are exchanged.
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Enterprise resource planning (ERP)
Enterprise resource planning (ERP) is an integrated information 

system that serves all departments within an enterprise. Evolving 

out of the manufacturing industry, ERP implies the use of packa

ged software rather than proprietary software written by or for one  

customer. ERP modules may be able to interface with an organisa

tion’s own software with varying degrees of effort, and, depending 

on the software, ERP modules may be alterable via the vendor’s 

proprietary tools as well as proprietary or standard programming 

languages.

Escrow
Escrow is a financial instrument held by a thirdparty on behalf of  

the other two parties in a transaction. The funds are held by the 

escrow service until it receives the appropriate written or oral 

instructions or until obligations have been fulfilled. Securities, 

funds and other assets can be held in escrow.

European Banking Authority
It is a regulatory agency of the European Union headquartered 

in the UK. It concerns itself primarily with banking regulation, but 

has a mandate to develop technical standards for the security of 

internet payments.

F
Factor
The factor is a financial entity providing factoring facilities.

Factoring
Factoring is an agreement between a business (assignor) and 

a financial entity (factor) in which the assignor assigns/sells its 

receivables to the factor and the factor provides the assignor 

with a combination of one or more of the following services with 

regard to the receivables assigned: advance of a percentage of 

the amount of receivables assigned, receivables management, 

collection and credit protection. Usually, the factor administers 

the assignor’s sales ledger and collects the receivables in its own 

name. The assignment can be disclosed to the debtor.

Faster Payments
A UK banking initiative to reduce payment times between different 

banks’ customer accounts from three working days using the long

established BACS system, to typically a few hours. Many other  

countries are now adopting a similar model.

Fintech (Financial technology)
An economic branch where companies develop technologies in 

order to improve the financial system.

Fleet Card
A fleet card is a specialised commercial card used to capture 

fleetrelated expenses (e.g., fuel, vehicle maintenance, repair, and 

service).

Four-party payment system
The fourparty payment system is a card payment system invol

ving the end-user and issuer on one side, and the merchant and 

acquirer on the other—all of whom are linked by the network; 

includes the Visa and MasterCard models.

G 
GDPR
The General Data Protection Regulation (GDPR) is a regulation 

that targets all individuals within the European Union. It addresses 

the export of personal data outside the EU. Focuses primarily to 

give control back to citizens and residents over their personal 

data and to simplify the regulatory environment for international 

business.

Global process owner (GPO)
A global process owner is a professional who has (or should have) 

complete ownership of an endtoend process globally. This 

means that once the correct process has been established there 

should be no process deviation, unless approved by the global 

process owner. A global process owner has final approval of the 

adoption of any technology affecting the given process.

I
Instant payments
According to the European Retail Payments Board (ERPB), 

instant payments are ‘electronic retail payment solutions available 

24/7/365 and resulting in the immediate or closetoimmediate 

interbank clearing of the transaction and crediting of the payee’s 

account with confirmation to the payer (within seconds of pay

ment initiation). This is irrespective of the underlying payment instru

ment used (credit transfer, direct debit or payment card) and of the 

underlying arrangements for clearing (whether bilateral interbank 

clearing or clearing via infrastructures) and settlement (e.g. with 

guarantees or in real time) that make this possible.’
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Interchange fee
When a customer pays for a purchase in a store using a credit 

or debit card, the bank that serves the store (the ‘acquiring 

bank’) pays a fee to the bank that issued the payment card to 

the consumer (the ‘issuing bank’). A socalled ‘interchange fee’ 

is then deducted from the final amount that the store merchant 

receives from the acquiring bank for the transaction. Today, 

only competition rules limit the fees set by banks and payment 

card schemes, which are hidden from the consumer and neither 

retailers nor consumers can influence.

Interoperability 
A situation in which payment instruments belonging to a given 

scheme may be used in other countries and in systems installed by  

other schemes. Interoperability requires technical compatibility 

between systems, but can only take effect where commercial agree

ments have been concluded between the schemes concerned. 

Invoice
An invoice is an itemised bill for goods sold or services provided, 

containing details such as individual prices, the total charge and 

payment terms.

Invoice discounting
Invoice discounting is a form of short-term borrowing often used 

to improve a company’s working capital and cash flow position. 

Invoice discounting allows a business to draw money against its 

sales invoices before the customer has actually paid.

Invoice finance
See Debtor finance.

Invoice tracking
Invoice tracking represents the process of collecting and mana

ging data and information about an Invoice Item and its various 

traits and/or states as it is followed or tracked throughout different 

phases of its life cycle (lifecycle).

ISO 20022
It’s a single standardisation approach (methodology, process, 

reposi tory) to be used by all financial standards initiatives. 

K
Know Your Customer (KYC)
The term refers to due diligence activities that financial institutions 

and other regulated companies must perform to ascertain 

relevant information from their clients for the purpose of doing 

business with them. Know your customer policies are becoming 

increasingly important globally to prevent identity theft, financial 

fraud, money laundering and terrorist financing.

L 
Level I data
It refers to standard transaction data including date, supplier and 

total purchase amount. Also written as ‘level 1’ data.

Level II data
It represents the enhanced transaction data including Level I data 

plus a customerdefined reference number, such as a purchase 

order number, and separate sales tax amount. Also written as 

‘level 2’ data.

Level III data
It constitutes the detailed transaction data including Level II data 

plus lineitem detail, such as the item purchased. Sometimes 

referred to as simply ‘lineitem detail.’ Also written as ‘level 3’ data.

Lineitem detail
It is a transaction data reflecting what was purchased. See also 

Level III data.

M
Money laundering
The process of concealing the source of money obtained by illicit  

means. The methods by which money may be laundered are 

varied and can range in sophistication. Many regulatory and 

governmental authorities estimate each year for the amount of  

money laundered, either worldwide or within their national eco

nomy.
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N
Network provider
A network provider is a service provider that connects directly to 

both the supplier and the buyer. The supplier or buyer is required 

to make only one connection to the network provider, enabling 

them to connect to multiple buyers and/or suppliers. With an 

einvoicing network, there is no requirement to interoperate as 

connection is independent of data format and a global network 

enables the flow of data crossborder.

O
Open API
An open API, sometimes referred to as a public API, is an appli cation 

program interface that provides a developer with programmatic 

access to a proprietary software application.

Open banking
Is a new financial term seeking to use open source technologies 

to enable thirdparty developers to build financial applications and 

related services that could change the way people bank. Banking 

data will be available in realtime for use in thirdparty. In the UK, 

the Open Banking Working Group (OBWG) established in 2015 

came up with the Open Banking Standard that provides a new set 

of models that act as a guide for how open banking data should 

be created, shared and used.

One card
One card is a type of hybrid card in which a single card is issued 

to an employee for more than one category of expenses (e.g., 

goods/services and travel expenses), eliminating the need to carry 

two separate cards.

One card plus fleet
A single card used for purchasing, travel and fleetrelated 

expenses (fuel, vehicle maintenance, others). It combines the 

functionality of a P Card, corporate card, and fleet card.

OpenPEPPOL
OpenPEPPOL is an open pointtopoint network of sending/ 

receiving web services to cover all of Europe, it is currently 

primarily in use in Finland, the Netherlands, Norway, and Sweden. 

CENBII v1 is the base format, but domestic transfers might use a 

localised version.

Order-to-cash
Ordertocash, also known as OTC or O2C, is the endtoend 

process by which companies receive an order from a customer, 

deliver the goods or services, raise the invoice for the transaction 

to send to the customer and receive the payment from the 

customer’s bank account. Increasingly, the OTC process (which is 

part sales and part accounts receivable) is being managed as an 

endtoend process. See also Accounts Receivable.

P
PAC
PAC stands for Authorised Provider of Certified Tax Receipts via 

Internet. Authorisation as a PAC is issued by SAT after an entity 

proofs the technical and legal requirements to ensure the safety, 

capacity and infrastructure of the provider in delivering services 

to the taxpayer.

Peertopeer (P2P) lending
A method of debt financing that enables individuals to borrow and 

lend money – without the use of an official financial institution as 

an intermediary. Peertopeer lending removes the middleman 

from the process, but it also involves more time, effort and risk 

than the general brickandmortar lending scenarios.

PO flipping
Purchase order (PO) flipping happens when a supplier receives 

a purchase order from its customer through a supplier portal, 

and, at the time of raising an invoice, converts the data provided 

in the purchase order into the data on the invoice. The benefit of 

this process is that, by the time the invoice has been received 

by the customer, the matching of the invoice with the purchase 

order information will be perfect. PO flipping is however only 

appropriate for the type of supplier that uses a supplier portal 

to create invoices, typically a lower volume supplier. See also 

Supplier portals.

Procurement
Procurement is the process of obtaining or acquiring goods and 

services. It also represents the department within an organisation 

that is usually responsible for the development of requests for 

proposals (RFPs), proposal analysis, supplier market research, 

negotiations, buying activities, contract administration, inventory 

control, etc. Also referred to as purchasing, sourcing or similar term.
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Procuretopay (P2P) process
The steps the employees of an enduser organisation follow to 

make a purchase and the associated payment. An organisation 

typically has different P2P processes for different types of 

purchases/payments; a PCard P2P process is usually the most 

streamlined. Also referred to as purchasetopay or sourceto

settle process.

PSD2
On 24th July 2013, the European Commission adopted a proposal 

for a revised Directive 2007/64/EC on Payment Services (“the 

PSD2”). The main highlevel objectives of the revision are to 

promote better integration, more innovation and more competition 

in the market for payment services within the EU. 

Purchase order (PO)
Purchase order is a written authorisation for a supplier to deliver  

products and/or services at a specified price according to speci

fied terms and conditions, becoming a legally binding agreement 

upon supplier acceptance.

Purchase-to-pay process
See Procuretopay (P2P) process.

Purchasing card (PCard)
A purchasing card is a type of commercial card used by organi

sations to pay for businessrelated goods and services; enduser 

organisation must pay its issuer in full each month for the total of 

all PCard transactions. Also called a procurement card (ProCard) 

and purchase card.

R
RTGS
Realtime gross settlement systems are specialist funds transfer 

systems where the transfer of money or securities takes place 

from one bank to another on a “real time” and on a “gross” basis. 

Settlement in “real time” means a payment transaction is not 

subjected to any waiting period, with transactions being settled 

as soon as they are processed. “Gross settlement” means the 

transaction is settled on onetoone basis without bundling or 

netting with any other transaction. “Settlement” means that once 

processed, payments are final and irrevocable.

Rebate
It refers to money paid by an issuer to its customer (an enduser 

organisation) in conjunction with the enduser’s commercial card 

usage; the rebate amount is based on various criteria, as defined 

within the contract terms between issuer and enduser. Also 

sometimes called revenue share.

Receivables
Receivables represent an asset designation applicable to all debts, 

unsettled transactions or other monetary obligations owed to a 

company by its debtors or customers. Receivables are recorded 

by a company’s accountants and reported on the balance sheet, 

and they include all debts owed to the company, even if the debts 

are not currently due.

Receivable finance
Receivable finance allows suppliers to finance their receivables 

relating to one or many buyers and to receive early payment, usually  

at a discount on the value.

Reconciliation
This is the matching of orders done by (internet) shoppers with 

inco ming payments. Only after a successful reconciliation, the 

mer chant will start the delivery process. The extent to which 

payment service providers carry out reconciliation and the way in 

which they do so (sending an email, providing files) may vary.

Reverse factoring
Reverse factoring is an arrangement made between large buying 

organisations and banks with the intention to finance suppliers and 

provide a lower buying price to the buyer. Like ‘factoring’, there  

are three parties involved – the buyer, supplier and the factoring 

company (in this case, typically a bank). The bank takes on the 

responsibility to pay the supplier’s invoice early for a discounted 

price. The buyer then settles with the bank, according to the 

terms of the original invoice. The supplier has offered or agreed 

to a discount based on early payment, and this discount is shared 

between the bank and the buyer.
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S
Sales tax (VAT)
Referred to as value added tax in the UK or sales tax in the US, this 

form of indirect tax is applied to almost all business transactions. 

It is the company’s responsibility to add the tax amount to its sales 

transactions and pay the tax on purchase transactions. At the end 

of each period (each quarter) it is the company’s responsibility to 

net off the charged tax on the sales invoices and the paid tax on 

the purchase invoices, and, if there is a positive balance, to pay 

this to the government. Increasingly, the management of VAT is 

moving into the shared services organisation, as this is where 

purchase and sales invoices are processed.

Settlement
Settlement is the process by which merchant and cardholder banks  

exchange financial data and value resulting from sales trans

actions, cash disbursements, and merchandise credits.

Shared services
Shared services refer to a business model which is largely applied  

by midtier or enterprisesized companies. It is larger companies 

who typically adopt shared services because scale is one key ele

ment of the model. The intention of shared services is to run opera

tions more efficiently and more costeffectively. Using the finance 

function as an example, shared services works in the following 

ways. Firstly, it is the centralisation of a finance activity, the 

consolidation of systems that activity runs off, the standardisation 

of the processes that support that activity, and the automation (and 

continuous improvement) of that activity’s processes. Secondly, it is 

the running of this centralised, consolidated activity as a “business 

within a business,” which means the shared services organisation 

will often have its own profit and loss account (P&L), will treat the 

rest of the business as its customer, will hire and develop service 

oriented staff, will possibly have service level agreements (SLAs) 

with its customers, and will charge for its services. When a company 

centralises a function, it is not quite accurate to call it shared 

services. Centralisation is just one aspect of shared services.

SOAP (Finvoice)
Transmission frame (SOAP) specifies the sender, recipient and 

service provider data. The service provider routes the message to 

its recipient on the basis of frame data. File may include several 

Finvoice messages. Each message must include a transmission 

frame (SOAP).

SOAP (generic)
Simple object access protocol (SOAP) is a web service protocol 

or message framework for transferring XML-based messages 

between web services. BT does not support UBL directly, but 

it is able to identify and handle an UBL message wrapped in a 

SOAPenvelope.

SoftwareasaService (SaaS)
SaaS is a costeffective way for companies to ‘rent’ software 

with out the burden of installation and maintenance, because it is 

supplied, hosted (via the internet) and maintained by an external 

vendor.

Sourcetosettle process
See Procuretopay (P2P) process.

Small and medium sized enterprises (SMEs)
SMEs are organisations which employ fewer than 250 persons and 

which have an annual turnover not exceeding EUR 50 million, and/ 

or an annual balance sheet total not exceeding EUR 43 million.

Split liability
Liability for commercial card charges is split between the card

holder and enduser organisation, based on merchant category 

codes; for example, the cardholder might be liable for travel and 

entertainment (T&E) expenses, while the organisation is liable for 

the other transactions.

Straightthrough payment (STP)
Straightthrough payment (STP) is a specific version of electronic 

payables; an enduser organisation receives and approves a 

supplier invoice, then initiates payment to the supplier through its 

issuer. The supplier does not need to process a card transaction, 

as payment is made directly through its merchant account.

Supplier
The supplier represents a merchant/vendor with whom the 

organisation does business.

Supplier finance
Supplier finance is a set of solutions that optimises cash flow 

by allowing businesses to lengthen their payment terms to their 

suppliers while providing the option for their large and SME 

suppliers to get paid early. See also Supply chain finance, Reverse 

factoring.
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Supplier onboarding
This refers to getting a supplier set up on a particular program, 

such as purchasecards, dynamic discounting or electronic 

invoicing. Supplier onboarding involves both the communications 

concerning the process change and the supplier’s role within it 

and the technical setup of the program.

Supplier portal
A supplier portal is the front end of the einvoicing or eprocurement 

platform which enrolled suppliers connect to via the internet. Here, 

suppliers can accept purchase orders, change profile information 

such as bank details and addresses, flip purchase orders (see PO 

flipping) and raise invoices. Supplier portals are generally used by 

low volume suppliers, as the supplier will have to rekey the data 

into its own billing system. One significant benefit for a supplier 

using a supplier portal is that it gets full visibility of the invoice 

process, namely when the invoice will be paid.

Supply chain finance (SCF)
The use of financial instruments, practices, and technologies to 

optimise the management of the working capital and liquidity tied 

up in supply chain processes for collaborating business partners. 

SCF is largely ‘eventdriven’. Each intervention (finance, risk 

mitigation or payment) in the financial supply chain is driven by an 

event in the physical supply chain. The development of advanced 

technologies to track and control events in the physical supply 

chain creates opportunities to automate the initiation of SCF 

interventions.

Supply chain payments
Supply chain payments optimises cash flow by allowing busi

nesses to lengthen their payment terms to their suppliers, while 

also providing an alternative option to their suppliers to get paid 

early.

T
TARGET Instant Payment Settlement (TIPS)
TIPS is a service for instant payment settlement across Europe in 

central bank money.

Trade finance
Trade finance signifies financing for trade, and it concerns both 

domestic and international trade transactions. Trade finance 

includes such activities as lending, issuing letters of credit, 

factoring, export credit and insurance. Companies involved 

with trade finance include importers and exporters, banks and 

financiers, insurers and export credit agencies, as well as other 

service providers.

Treasury
Treasury is defined as the funds of a group, institution or govern ment, 

or to the department responsible for budgeting and spending.  

Another definition refers to treasury as being the department of 

a government in charge of the collection, management, and 

expenditure of the public revenue.

Three-party payment system
The threeparty payment system is a card payment system involving  

the enduser on one side and the merchant on the other—linked 

by the network, which also fulfills the role of issuer and acquirer; 

includes the American Express and Discover models.

U
UBL
Universal Business Language (UBL), is an XMLbased format with 

corresponding business processes created by OASIS, it amongst 

others contains scenarios for sourcing, ordering, and billing. Many 

newer formats (EHF, CENBII and OIOUBL) are localisations of UBL 

2.0.

Underwriting
In B2B payments, underwriting represents the department within 

an acquirer/processor organisation that evaluates the financial 

stability and risk of a potential merchant customer.

V
Validation
Einvoice XMLdata is validated usually against schema which 

means that the structure and content of the data is checked. Failed 

validation means that the invoice is going to be rejected by the 

receiving operator which then sends negative acknowledgement 

to sending operator which forwards the acknowledgement to 

sender.
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Value added
The enhancement a company gives its product or service before 

offering the product to customers. Value added is used to describe 

instances where a firm takes a product that may be considered a 

homogeneous product, with few differences (if any) from that of a 

competitor and provides potential customers with a feature or add

on that gives it a greater sense of value.

W
Working capital
Working capital represents the cash and other liquid assets needed 

to finance the everyday running of a business such as the payment 

of salaries and then purchase of raw materials.

X
XML
The Extensible Markup Language (XML) is a flexible markup 

langu age for structured electronic documents. XML is based on 

SGML (standard generalised markup language), an international 

standard for electronic documents. XML is commonly used by 

dataexchange services to send information between otherwise 

incompatible systems.
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