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Editor’s letter
2016 has been an exciting year for the payments industry, and 2017  

is looking to be just as exciting. The new regulations, the explo-

sive growth of non-bank players and increased collaboration, 

competition, and coopetition are all set to challenge the existing 

state of affairs in the payments industry.

How is digital transaction banking shaping the industry, how PSD2  

and API will change the banking industry, what is the impact of 

faster payments in Europe, these are all subjects of this report.  

Moreover, what are the major cybersecurity, risk and fraud 

aspects in transaction banking, which are the drivers in B2B pay-

ments scene, what are the most relevant supply chain finance  

developments, and what are the main characteristics of the 

e-invoicing market. 

There are disruptive shifts happening at the regulatory, infra-

structural and technology level that will make transformational 

changes to the way payments industry operates. Both fintechs 

and incumbent banks will have to create business and technical 

strategies in order to address these changes and make decisions 

about their role in the value chain. 

Ross Jones, Global Payments Product Line Manager at BNY 

Mellon, notices that “fintech is providing an unprecedented 

opportunity to revolutionise payments, and banks are positioning 

themselves at the forefront of change, leveraging new digital 

capabilities”. On the other hand, “banks must make significant 

investments in their banking and payment systems to optimise 

technological advances and prepare for the post-PSD2 

landscape”, points out Sophia Wikander, Head of Business 

Innovation in Transaction Banking at Nordea.

The payments industry is developing at full tilt. The dominant 

players – banks – face an uncertain future while regulators put 

pressure on them to be more collaborative with the fintech 

challengers and develop a new spirit of cooperation. Fintechs 

are set to challenge the incumbent payment providers by offering 

faster, cheaper and easier-to-use services, many of them using 

blockchain. 

PSD2 at the doorstep
PSD2 and Open Banking are aimed to revolutionise the payment 

landscape and “disrupt the traditional vertically integrated 

banking model” according to Accenture. With the rise of PSD2 

and Open Banking, both the corporate segment, as well as the 

consumer segment will see significant changes.

What are the possibilities that APIs bring to corporate banking? 

In terms of APIs for corporate customers, “the application that  

needs to be developed should be mainly focused on encom-

passing a number of business processes – treasury, cash manage-

ment, liquidity, trade finance, SCF, flows, and all the processes 

that treasury goes through”, mentions Enrico Camerinelli, senior 

analyst at Aite Group. At this point, corporate banking is an 

overlooked, underserved segment facing numerous limitations. 

Banks must shift their focus to offer corporate clients easy-to-

use, rich applications and tools: “If banks provide API-based 

technology and make it available to corporates, they will boost 

payments into a richer area of cash management and treasury 

features that corporate treasures might be willing to use 

from banks, like a dedicated treasury software that financial 

institutions could offer as a thin layer over their back-office 

applications”.

What’s more, there needs to be a similar push for building a solid 

digital environment for SMEs. Currently, the digital channel for 

SMEs is highly fragmented, unfriendly and difficult to navigate 

through. In order to address this, banks need to tailor online 

and mobile experiences (as those already available to retail 

customers), and offer products and solutions designed to meet 

their specific needs.

The changes introduced by PSD2 will usher in a new era of 

costu mer choice and control. Customer account information 

and payment options can be aggregated into a single mobile 

application and payments can be made on the platform of their 

choice, which is provided by their bank or fintech.
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Banks can approach the changing regulation in two ways:

1.  They can do what is required by the new regulations and try to 

keep ahead of the competition

2.  Banks could translate regulation into a competitive advantage 

by building trust with their existing (and potential) customers. 

There is certainly a huge opportunity for banks to turn the regu-

latory stress into growth opportunities. They could create their 

own AISPs to provide their customers access to their other banks 

and payment methods, all within one mobile app. Moreover, 

they could collaborate with fintechs to use that data to identify 

consumer trends or changes in financial patterns, and create 

specifically targeted customer propositions.

Moreover, PSD2 should be viewed as “a catalytic force for height-

ened innovation, security and data transparency in the payment 

space” (Shahrokh Moinian, Managing Director and Global Head 

of Cash Management Corporates at Deutsche Bank), and the shift 

towards an open banking environment as an impetus to rethink 

how the organisation uses data and how that influences the 

digitization agenda.

 

Fighting financial crime – a must-do
In 2017, protecting information and the entire infrastructure from 

cyberattacks remains a hot topic. As a first step in addressing 

security concerns, “financial institutions should start by going 

back to the basics of AML prevention by reviewing their depart-

ment’s documentation to ensure they are covering the five pillars 

of an effective AML framework”, shows Keith Furst, founder at 

Data Derivatives. Community banks must be prepared to do their 

part to protect the financial system. AML/KYC are the first steps 

to gauging the risk profile of a client, and implementing them are 

smart actionable insights for any bank that does not want to be 

left behind.

These systems provide a data channel and analytical tools that 

can deliver the necessary insight to move forward. As opposed to 

a one-time onboarding check, modern AML/KYC means ongoing 

risk monitoring, looking at, and analyzing behaviour as it happens.

The purpose of having strong transaction monitoring systems is 

to ensure compliance is aware of what is happening, and able to 

identify and report any suspicious activity. These systems can 

quickly notice changing customer behaviour, trigger upgrade 

opportunities and direct to new service possibilities. 

Conclusion
While banks may relish in their incumbent advantage, non-

bank challengers have been ramping up their offerings and 

functionalities in a significantly faster pace and challenges the 

privileged access and relationships traditional transaction banks 

currently enjoy with their clients. It is imperative for banks to 

recog nise and act upon meeting the growing digital needs and 

expectations of clients in times of rapid change, by seizing the 

opportunity to establish themselves as early fintech adopters.

Long story short: banks can either seek to gain the first-mover 

advantage, or remain on the sidelines and be forced to catch up 

eventually. They can either do nothing or fully embrace it and ride 

the waves of change.

Oana Ifrim

Senior Editor, The Paypers
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This is an exciting time for payments, with new technological 

developments unfolding at a rapid pace. Ross Jones, Product 

Line Manager, Global Payments, Treasury Services EMEA, 

BNY Mellon, discusses the importance of collaboration 

in driving effective, value-added transformation of the 

transaction space.

Digitally-driven change in the payments space is being fuelled by 

several factors; notably, the growing influence of the millennial 

generation in the business world and the huge influx of fintech 

startups. Furthermore, in response to the fintech revolution, 

newly introduced regulation aims to open up the payments 

industry to new entrants while also making it more transparent 

and efficient for all users. Technology is generating a significant 

shift in the world of transactions, bringing payments more in-line 

with the needs of the modern day customer.

A prime example is the fact that in at least 30 countries across 

the globe, domestic payments have gone – or are in the process 

of going – real-time. Indeed, the Real-Time Payments (RTP) 

system is due to launch in the US in April 2017, for instance. 

This represents a huge step forward in addressing evolving 

client payment needs – providing enhanced efficiency and 

speed, reducing costs, and improving flexibility by removing the 

restriction that payments can only be processed during business 

hours. Reporting capabilities can also be immediate, with 

notification to both the payment originator and the beneficiary 

provided in real-time, including status and payment information 

to aid downstream reconciliation. 

With client demand for real-time services increasingly being 

met in domestic payments, the industry is turning its focus to 

applying similar capabilities to global payments. In this globalised 

world, cross-border transactions are soaring. Creating real- 

time solutions for payments, irrespective of location – with 

complete transparency of payment status, as well as real-time 

fraud analysis – has, therefore, become a key priority. And with  

technology helping to provide the tools, banks are at the 

forefront of innovation initiatives, exploring new concepts and 

their real-world applicability to deliver enhanced real-time global 

payments solutions. That said, what has become clear is that 

change of such scale requires collaboration.

Stronger together 
In the spirit of collaboration, many banks are leveraging the 

extensive tech know-how of fintech companies. Of course, bank-

fintech partnerships bring mutual benefits. Banks have unrivalled 

payments experience, knowledge of the regulatory landscape 

and an established, extensive client base. These are all key 

attributes for fintechs looking to bring their solutions to market. 

Certainly, combining skill sets in this way can help to speed up the 

development of new concepts.

Bank-fintech partnerships are not the only collaborative 

techniques banks are adopting. Collaboration across the 

industry is also gathering pace, with banks working together on 

initiatives to enhance global payments. For example, SWIFT’s 

gpi aims to improve interoperability and transparency between 

correspondent banks and seeks to use existing technology to 

quickly bring visible improvements to B2B customers; providing 

same day use of funds, enriched information and transparency, 

including predictability of fees and end-to-end payment 

tracking. With SWIFT’s existing global network, the established 

interconnectivity between banks, real-time messaging system 

and regulatory structure, gpi already has a strong foundation in 

place. It has already attracted the involvement of over 70 banks 

– representing 227 countries and over 74% of SWIFT cross-

border payment traffic.

Elsewhere, APIs (or “application programme interfaces”) are 

deemed useful in achieving closer integration of systems and 

processes. While not a new concept, the recent focus on APIs 

is based on the fact that they can provide an increased level of 

connectivity, their ability to enable new services to be brought to 

market quicker and, importantly, their ease of integration, which 

means that banks, clients and indeed third parties can work 

collaboratively to develop new solutions. With clients involved in 

new developments from an early stage, they can help to steer 

the direction of the digital transaction journey and ensure end-

products are tailored to their needs. ➔

Collaborating for Client-Centric Payment Innovation

BNY Mellon

https://www.americanbanker.com/opinion/the-real-promise-of-real-time-payments-its-not-the-fees
https://www.swift.com/insights/press-releases/swift_s-global-payments-innovation-initiative-will-transform-cross-border-payments
https://www.swift.com/insights/press-releases/swift_s-global-payments-innovation-initiative-will-transform-cross-border-payments
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Ross Jones

Global Payments Product Line Manager, 
Treasury Services
BNY Mellon

Value for the client
Without a doubt, fintech is providing an unprecedented oppor-

tunity to revolutionise payments, and banks are positioning 

themselves at the forefront of change, leveraging new digital 

capabilities. And as we continue to explore the opportunities 

technology is presenting, the most important thing to remember is 

that innovation should centre upon the client – creating solutions 

that meet expanding needs and solve real client problems, with a 

focus on cost and value, efficiency and the availability of real-time 

information. 

Change is afoot, and banks are dedicated to working together 

and working with clients to deliver the very best digital payments 

experience for the future. 

The views expressed herein are those of the author 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.

https://plus.google.com/share?url=http://bit.ly/2mRsBuz
https://www.facebook.com/sharer/sharer.php?u=http://bit.ly/2mRsBuz
https://www.linkedin.com/shareArticle?mini=true&url=http://bit.ly/2mRsBuz
https://www.bnymellon.com
https://www.bnymellon.com
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Innopay values clients as much as anyone else does. Hence, we 

fully understand the urgency that is felt throughout the sector to 

become more customer centric. However, most existing operating 

models are so much intertwined with the DNA of corporate banks 

that it has proven to be almost impossible to fundamentally renew.  

Today’s conventional approaches advise banks to start with defi-

ning customer journeys, yet, these often end up in long, disrup tive 

transformations with uncertain outcomes. To realise better results, 

short and long-term, Innopay advises starting with establishing an 

activity-based view of the existing operating model. 

New regulation and rapid digitisation force banks and other 

financial institutions to focus on their clients more than ever. Policy 

makers use regulation (PSD2, GDPR) to accelerate a change in 

mindset and openness in the industry, redefining the relationship 

between customer and their banks. As a result, start & scale ups 

introduce new customer-centric business models at a high pace, 

disintermediating the existing client relationships with banks. 

Particularly for corporate banks, owning the primary client relation-

ship has always been key in maintaining a profitable and future 

proof business. Consequently, banks invest a lot of time and money  

in rethinking their strategy and execute on it by plotting client 

jour neys on their existing processes to make them seamless and 

digital. Additionally, innovation labs and start up initiatives are 

embraced and employees are trained to work agile practically 

overnight. 

Unfortunately, most of these initiatives have not yet resulted in 

the necessary transformation to a more customer-centric bank.  

The com plexity, siloed and closed design of the existing operating 

models do not support customer-facing teams in executing 

on the (digital) customer-centric strategies in their day-to-day 

operations. As a result, operational inefficiencies, unclear roles 

and fragmented client communication have put even further 

pressure on the primary client relationship. 

To illustrate, according to a recent survey by Thomson Reuters, 13%  

of corporates have said to change banks because of KYC issues. 

Corporates are caught up in bank demands for KYC and CDD 

simply as banks lack a golden source and common standard 

because of their own complexity and siloed way of working. As a  

result, treasurers have to deal with frequent, fragmented and 

inconsistent document requests in order to manage their banking 

relationships and wide range of financial products. We already see 

startups seizing this opportunity. 

To properly address these types of customer dissatisfiers and sup-

port a successful customer-centric strategy, opening up the banks 

operating models is essential. However, to continue defining costly 

customer journeys as the leading approach, without the support 

of operational processes, banks may end up losing clients as the 

experience will not improve in the short-term. 

Therefore, we propose an alternative perspective on how to deploy 

a customer-centric strategy in a complex organisation and in the 

meantime safeguard, even improve the existing relationships.  

Figure 1: Evolving to a customer-centric bank

Innopay’s approach is based on the Crosslinx framework© and 

consists of three elements. All contribute to delivering a customer-

centric strategy: business model, operating model and customer 

experience (see Figure 1). ➔

To Achieve Customer Centricity, Banks Need to Change Perspectives 

Innopay

Source: ©Crosslinx framework, Innopay Analysis, 2017
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co-create new services and transform business 
models in the digital transaction space.

www.innopay.com

Esther Groen

Sector Lead Banking & Payments
Innopay

➔ Creating first an activity-based view of the organisation changes  

the mindset of employees, reduces internal silo thinking and acting  

and thus helps existing operating models to open up. It triggers a 

virtuous cycle where the three elements comple ment and reinforce 

each other, maximising the results of change initiatives from a cus-

to mer satisfaction and a profit & loss perspective:

•  The activity-based view of the existing Operating model enables 

the organisation to immediately improve its operational perfor-

mance through: ‘de-cluttering’ the organisation from redundant 

processes and tools, improving the effectiveness of time spent, 

defining most valuable customer segments, redefining roles & 

responsibilities and empowering employees to reach across silos. 

•  Improved operational performance positively impacts the 

Customer experience. Banks can increase satisfaction 

levels by redirecting time spend towards activities more highly 

valued by the client and deploying effective (digital) customer 

journeys. Banks should use direct test methods like Agile and 

implement effective ways to capture the voice of the customer. 

These lessons learnt should be incorporated in the ongoing 

improvement of the customer journey;

•  Increased customer satisfaction leads to cost efficiencies and 

potential revenue increase within the existing Business model. 

Improved business performance will help build confidence in the 

customer-centric strategy and will secure the required funding 

to evolve to a more open banking model step by step. Those 

changes then need to be incorporated in the operating model 

and related customer journeys as part of the virtuous cycle 

towards the customer-centric bank.

The Innopay Crosslinx approach delivers immediate results by 

unleashing the untapped potential that resides within existing 

operating models and focuses on initiatives that empower 

customer-facing teams and increase customer satisfaction 

without immediately disrupting core operating models. 

Becoming customer-centric means that banks need to be in it for 

the long haul and accept their complexity. It is, thus, imperative to 

balance long-term spend with effective short-term results. This is  

the only way to face competition, deal with regulation and safe-

guard and sustain your client relationships. 

https://plus.google.com/share?url=http://bit.ly/2mRsBuz
https://www.facebook.com/sharer/sharer.php?u=http://bit.ly/2mRsBuz
https://www.linkedin.com/shareArticle?mini=true&url=http://bit.ly/2mRsBuz
http://www.innopay.com
http://www.innopay.com
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Scandinavia has long been a hive of disruptive technology and 

has developed a strong innovative startup culture and a history 

of early consumer adoption. Much in the manner that Skype 

impacted the telecom industry or Spotify forced the music 

industry to reassess its modus operandi, we are seeing a similar 

level of rapid change in the transactions and payments industry. 

Convenience comes to corporate finance and 
finance
Initially, much of the excitement around fintechs and payments 

in volved the household sector, with Apple Pay, iZettle, PayPal 

and person-to-person payment methods allowing faster and more 

convenient customer experiences. These developments gave rise 

to a new digitally empowered banking customer that is confident, 

well-informed and constantly connected. This customer now resi-

des in corporate finance and treasury departments – or indeed in 

newly formed corporate divisions, such as ecommerce – and it is 

up to the banks to deliver on these new expectations through inno-

vative solutions, an agile culture and collaboration with third parties. 

It is essential that banks enter into an ongoing dialogue with cus-

tomers around digitalisation to ensure that they are in tune with 

their needs, and to allow the customer to actively shape the future 

landscape of payments and financial services: the fanciest digital 

solution is worthless if it does not meet the needs of the customer. 

A recent example for us was our AutoFX solution, which was 

closely developed together with a small number of customers to 

ensure their needs were directly met. 

This method of collaboration working is a definite trend we believe 

in and a sure-fire way for banks to deliver the right digital solutions 

to customers. Simply put, customers are at the treasury coalface, 

so if they have daily challenges they can be resolved or their own 

ideas about how treasury could be made more efficient, then 

our door is open. We listen and then assess the situation before 

involving other relevant customers into the discussion to see if 

there is demand elsewhere or across the industry. If so, we begin 

collaborative development and pilot processes, ensuring that 

customers get the maximum benefit from the final outcome. 

Corporate payments are becoming fully automated and self-

service, real-time and completely seamless – i.e. the same 

information and services are available across all channels: 

mobile, web, ERP/TMS, and face-to-face. PSD2 will enhance 

these developments and we will see further improvements in 

the corporate payment experience, even easier management 

and overview of cross-border accounts, more integrated and 

convenient consolidated account overviews, and increased 

competition and innovation that will drive down costs for corpo-

rates on each payment they conduct. 

In short, the next 10 years will be game changing. Increasingly, 

Nordea and other banks see themselves not only technology 

compa nies, but financial institutions as well. Why? Because tech-

nology will define our future as a society, and within this, it will 

define the future of banking. The Nordea Startup Accelerator, for 

instance, focuses on ideas in new technology such as cogni tive 

computing, artificial intelligence and blockchain techno logy. Yet, 

we are also interested in other areas, where new technology can 

help us offer better services to our customers, where the focus 

is to ensure newly developed solutions are solving real customer 

problems and that we use combinations of different technologies 

to create superior value.

Competition drives innovation
However, the biggest potential benefits for corporate customers 

may come from new value propositions, services and solutions 

that result from banks and new entrants partnering and combi-

ning their individual strengths or from banks becoming more inno-

vative in the face of increased and agile competition. To elaborate: 

in general, fintechs are smaller, more agile and idea-rich with short 

times to market. They frequently have an innovative culture and 

a can-do attitude. Banks are adopting some of this culture and 

more agile ways of working but it is a tricky process. What banks 

do have however, is experience in compliance and regulation, 

strength in number of customers and they are reliable creatures of 

habit that can protect customer information and data. ➔

Transaction Banking Can Deliver Digital Benefits to Corporates

Nordea 

https://www.nordea.com/en/our-services/cashmanagement/oursolutions/autofx/
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➔ Combined these advantages with the fantastic amounts of 

customer data that banks are sitting on and extensive financial 

knowledge, and you can see that collaboration between banks 

and fintechs can really produce exciting, customer-satisfying 

results. A likely future scenario is that large banks will leverage 

new technology by providing platforms that act as “digital 

banking superstores” to maximise collaboration with external 

providers and thirds parties and deliver a great end-user 

experience. Yet, banks must make significant investments in 

their banking and payment systems to optimise technological 

advances and prepare for the post-PSD2 landscape. 

https://plus.google.com/share?url=http://bit.ly/2mRsBuz
https://www.facebook.com/sharer/sharer.php?u=http://bit.ly/2mRsBuz
https://www.linkedin.com/shareArticle?mini=true&url=http://bit.ly/2mRsBuz
http://www.nordea.com
http://www.nordea.com


17 B2B FINTECH: PAYMENTS, SUPPLY CHAIN FINANCE & E-INVOICING GUIDE 2017 | THOUGHT LEADERSHIP

How progressive are banks in order to achieve an 
effective customer-centric shift to APIs? 
There is a need to distinguish between the banks on the retail 

business side and the banks on the corporate side. When it 

comes to retail banks, their API strategies are barely advanced, 

especially in Europe, because we have the PSD2 regulation that is 

addressing banks to make their accounts available to customers. 

In terms of developing solutions with fintechs, all the hackathons 

that banks are running with the fintech developing companies are 

focusing mainly on payments services, being consumer-centric. 

If we are talking about the corporate side, the user experience, 

which is so important on the retail side, it is less important for the 

corporate users. So, the application that needs to be developed, in 

terms of APIs for corporate customers, should be mainly focused 

on encompassing a number of business processes – treasury, 

cash management, liquidity, trade finance, SCF, flows, and all the 

processes that treasury goes through. 

In this case, we can assume that banks are beginning to identify 

all these opportunities for their banking strategies and considering 

applying them. Specifically, two banks have already declared 

they are developing APIs for a corporate treasury or for cash 

management applications – Standard Chartered and Citi Group. 

Do you see other triggers besides PSD2 or is it the 
only one?
Certainly, PSD2 is a major trigger for banks in the European Union; 

and, although the UK left the EU, it is still involved in the open 

banking strategies. More than that, there are similar triggers in 

Australia and India, but they are not as widespread as PSD2 in the 

faction of being a mandatory directive, instead they are triggers 

that make banks aware that they cannot keep their system closed. 

Banks now realise they have to be more collaborative: PSD2 

highlighted that banks must start looking at APIs as a way 

to enhance collaboration and offer easier-to-use services. 

Moreover, banks are required to develop a customer value 

ecosystem and focus mainly on customer centricity.

What are the benefits for banks opening their APIs 
to fintech partners? 
The benefit for banks is that they can leverage the technical 

proficiency of these fintech partners, startups or companies that 

have technically skilled employees. This is something that banks 

hardly have in their own IT departments. Also, a skills shortage 

has been identified as a barrier to growth, therefore banks are 

closely analysing their resources and cutting costs, so that 

people who are currently working as IT in banks can still focus 

on the current systems the banks use. 

Dynamic partnerships with fintech startups will help banks 

introduce digital innovation. Yet, when these ambitious startups 

came to stage, banks started raising a number of concerns.  

The dominant players – banks – understood that these new 

players bring honed technology expertise; however, they do not 

have the brand recognition, network, business experience, and 

customer trust that current bank products enjoy. In short, there is 

plenty of opportunities for traditional banks and fintech to co-exist 

without hindering progress. Banks will reimagine themselves 

digitally and offer innovative experiences; fintechs, on the other 

hand, will put effort towards creating revenue and reach a wider 

client base. 

How are corporate treasurers impacted by the API-
driven agenda?
If we are to consider the limitations that corporate banking faces 

and the fact that APIs are just at the beginning of their journey, 

I believe that corporate treasury will eventually understand 

that APIs allow them to perform a uniform and integrated real-

time process execution. The API-driven applications will allow 

treasurers to have a more integrated process, something they 

have always looked for. ➔

API banking and the digital innovation of businesses 

Aite Group 

PSD2 highlights that banks must 
start looking at APIs as a way to 
enhance collaboration and offer 
easier-to-use services.
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➔ When banks will state clearly how they want to apply their 

corporate banking APIs, treasures should consider what are the 

areas they would like to address more, that are API driven.

The role of a treasurer is not just to sit and wait for solutions 

to come from banks, but rather be proactive, guide the API 

development, be aware of the possibilities APIs brings to 

corporate banking. 

How does the future of APIs look like beyond 
payments?
As I mentioned before about Standard Chartered and Citi, larger 

banks with international networks realise the need to adopt API 

applications for their value-added features. Treasury goes back 

to what could be the role the treasures might have on API driven 

agenda. 

There are large companies capable of investing closer in so-called 

treasury management systems and they keep on working with 

basic functionalities like Excel. If banks provide API-based 

technology and make it available to corporates, they will boost 

payments into a richer area of cash management and treasury 

features that corporate treasures might be willing to use from 

banks, like a dedicated treasury software that financial institutions 

could offer as a thin layer over their back-office applications.  

The research I carried out a few years ago concludes that 

companies in emerging markets are still willing to work with 

banks. Corporations do their best to have a closer relationship 

with banks and the latter should start to offer them easy-to-use, 

rich applications. 
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On 13th January 2018, the new “European Directive on Pay-

ment Services in the Internal Market” (PSD2) comes into 

force. Shahrokh Moinian, Global Head of Cash Management 

Corporates, Deutsche Bank, explains why the global payment 

community must welcome this regulatory change. 

The revised Directive on Payment Services (PSD2) is not a minor 

update of the original EU Payment Services Directive established 

in 2007. The impact of PSD2 on the payment community will be 

considerable. However, the global payment community needs not 

resent the effects of PSD2. Instead, PSD2 should be recognised 

as a major step forward along the road to a more open, client-

focused, digital payments market in Europe. 

PSD2 brings three major changes to the first EU Payment 

Services Directive (PSD1). Firstly, it widens the geographical 

and currency scope of its predecessor regulation. Under PSD2, 

the bulk of PSD1’s provisions about payment transparency, and 

payment rights and obligations have been extended to apply to 

payments where only one party is located in an EU/EEA country 

(“One Leg Principle”), and to payments made in all currencies. 

Secondly, PSD2 tightens payment security and authentication. 

While strong customer authentication is currently mandated only 

for browser-based payments, PSD2 stipulates that a payment 

service provider must apply strong or 2-factor customer 

authentication (2FA) to each remote, online or electronic 

payment, no matter what the surrounding circumstances. 

Finally, and perhaps most disruptively, PSD2 licenses new Third 

Party Providers (TPPs) – such as Payment Initiation Service 

Providers (PISPs) and Account Information Service Providers 

(AISPs) – and obliges financial institutions to offer these new 

market players access to their customer data and payment 

infrastructure, provided they consent for related transactions. 

A Directive to fear? 
The changes to the first directive are both logical and incremental. 

However, they are not universally popular. According to a PWC 

report released in the first quarter of 2016, 68% of bankers fear 

the effects of PSD2, particularly the impact of new third party 

provisions.

Payment service providers will have their work cut out implemen-

ting the new Directive. The extended scope of PSD2 requires 

financial service providers to make a series of process and system 

modifications. These modifications include not only currency 

conversion, value dating and availability of funds in international 

payments, but also introduce 2-factor authentication systems and 

mandate a secure and easily accessible online account interface 

that Third Party Payment Providers (TPPs) can use to extract the 

information they need to operate effectively.

Yet, existing service providers should not fear the impact of 

PSD2. While the entry of organisations with business models 

and channels of customer communication vastly differ from the 

traditional banking modus operandi and may disrupt the payment 

market, this disruption should be welcomed. PSD2 should be 

viewed as a catalytic force for heightened innovation, security and 

data transparency in the payment space. 

A force for innovation
The opportunities that PSD2 can foster far outweigh any tempo-

rary pains if narrowing it down to payment innovation alone. 

TPPs are already fostering innovation and helping to enhance 

the customer experience in the payment space. For example, 

Payment Initiation Services, now used widely in the area of 

internet payments, have helped catalyse the ecommerce 

process – they provide comfort to a payee that a payment has 

been initiated, and in turn incentivise the payee to release goods 

or deliver a service without delay. Also, new Account Information 

Services providers can now equip payment service users with 

consolidated and convenient online information on one or more 

of their payment accounts. 

In licensing TTPs, PSD2 not only ensures better consumer pro-

tec tion. By providing TPPs with access to incumbent providers’ 

account interfaces, and mandating increased interplay between 

the two, PSD2 will inject a new dose of competition into the ➔ 

Why Embracing PSD2 Is a Must

Deutsche Bank
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➔ payments market, and help drive further improvements in 

product and service offerings. Whether these services are 

offered by banks – leveraging their deep-rooted customer trust 

and regulatory experience, technologically nimble fintechs, or 

collaboration between the two, they are likely to be delivered 

through new convenient channels of customer communication.

Moreover, if open application programming interfaces (APIs) are 

used to build the new interface between banks and third party 

providers – PSD2 might even ease in a new era of open banking. 

The European Banking Authority encourages this development 

as an open banking ecosystem that offers tremendous potential 

for banks and financial institutions to innovate at pace, create 

new revenue streams and ‘disrupt the disruptors’. 

Raising the bar for security and customer authenti-
cation
Naturally, where there is more frequent and easier access to 

customer account information by more parties, this gives rise 

to concerns about the security of customer data – particularly 

given the staggering rise in online card payment fraud. Card Not 

Present fraud in the EU rose by 21% from 2011-2012, in-line 

with rises in e-commerce.

With PSD2 in place, practitioners have nothing to fear. By manda-

ting 2-step customer authentication in all kinds of electronic, 

remote and online payments, PSD2 shows the EU’s determination 

to enhance consumer protection. Despite some concerns that an 

extra authentication step might deter customers from completing 

online purchases, enhancing consumer protection is an aim, 

which payment service providers, retailers and regulators should 

naturally share. 

Deutsche Bank sees PSD2 as a clear indication of the EU’s desire 

to be at the heart of a digital payments revolution already well 

underway. PSD2 will help foster innovation, payment security and 

harmonisation across the European payments market – in turn 

delivering significant benefits to the customer. 
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Open Banking will reshape everyone’s experience with financial 

service. Banks may benefit from Open Banking – through an 

API-enabled approach – as this paves the way to enhanced 

innovation and customer relevance, industrial partnerships with 

the larger ecosystem of fintech market participants, movement 

towards real-time payments and, last but not least, compliance 

with the upcoming Payment Services Directive (PSD2). 

Advanced technology and new functionalities in B2B payments 

will turn directory marketplaces into transactional marketplaces, 

solidify the terms of the contract and carry out the transaction, 

all through the online platform. 

PSD2 – the game changer in the banking industry
European banks are at a critical juncture in their history. The revised 

PSD2 is driving European banks to a defining moment forcing them 

to make a key strategic decision: whether to become a banking 

‘utility’ supporting other providers’ customer-facing solutions, or 

an ‘Everyday Bank’ playing a central role in customers’ daily lives. 

At the core of PSD2 – coming begin 2018 – is the requirement 

for banks to provide APIs for granting third party providers (TPPs) 

access to a customer’s online account/payment services while 

also enhancing the security of internet payments and account 

access. For consumers, this means providing consent to their 

banks to use their bank details, initiate payments or use data for 

marketing purposes. For corporates, PSD2 will drive increased 

competition, innovation and transparency across the corporate 

payments value chain and also introduce increased multi-bank 

account aggregation services.

Open and Instant: delivering real-time payments 
One of the most fundamental changes required by the advent 

of immediate payments is a shift of service mindset for banks.  

To retain and win customers in the future, banks must migrate 

their entire mind-set towards immediate delivery both of pay-

ments and other banking-related offerings. Real-time payments 

will carry significance for corporates as it brings down their DSO 

(Days Sales Outstanding) value and provides real-time overview 

of their payables as well as receivables positions. 

What’s more, the impact of real-time payments should not be 

looked at in isolation. Open API banking – pushed by PSD2, growth  

of e/m-commerce in EU and smartphone, internet penetration – 

will provide a big thrust to the uptake of the real-time payments 

in the market. 

For banks, this means exposing their systems, including payments, 

to the outside world through APIs that developers of third-party 

applications can embed wherever needed. By giving access to 

their APIs to others, banks should not risk disintermediation. In 

fact, the opposite is true. It allows banks to extend their services 

and their brand outside the banking environment and into the 

digital ecosystem for extensive use. This requires banks to enter 

partnerships to provide a user-driven experience through APIs.  

By giving developers their APIs, banks can keep pace with con-

sumer demand. 

Banking as a platform: the new normal
To orchestrate the open banking ecosystem that simplifies 

customers’ lives and offers services of unprecedented diversity and 

value, current execution models must change. Consumers ex pect  

nearly all of their transactions to be on par with the service they 

receive from GAFA (Google, Amazon, Facebook and Apple) 

companies, which poses a challenge for banks in particular. 

Banks need to create branches that provide an advanced digital 

experience combined with convenient locations, while also 

developing an online digital experience that can compete head on 

with the tech giants. 

Banking as a platform is the key theme that banks would want 

to invest in on the backdrop of PSD2. For transaction banks, this 

allows them to serve partner banks and corporates separately 

and higher up the supply-finance value chains. Transaction banks 

might be keen to offer value-added services even remotely to 

corporate customers not served today. ➔
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➔ Thus, the combined impact of the revised Payments Services 

Directive (to come into force by 2017), real-time payments and 

APIs will be profound and pervasive. Accenture Research predicts 

a 20-40% risk of loss in revenues for corporate banks if no action 

is taken. Doing nothing is not an option. Soon, corporate banks 

will take a ‘three-fold strategy’ to protect their revenues and differ-

entiate themselves:

1.  Innovation play – Deutsche Bank’s Autobahn project (cor-

po rate banking open APIs to offer markets trading) and 

Citi’s publication of selective API uses cases in corporate 

banking are examples which proves the emergence of open 

innovation in corporate banking as a theme to track in 2017.  

A natural step would be to create a repository of open banking  

APIs (core and value added), power a developer portal to 

publish these and create developer communities to foster 

innovation;

2.  Relationship play – Corporate banks would pro-actively 

pursue a strategy of building new collaboration models with 

fintechs and third party providers (including ERP providers, 

accounting package providers), explore possibilities of 

offering bank’s core services on these platforms and create 

new revenue sharing possibilities;

3.  Evolution play – A few market leading corporate banks 

(typically first movers) would explore offering ‘beyond 

banking’ services to their corporate clients (and to customers 

of these corporate clients). This will though require 

development of an active partnership strategy with players 

offering maximum synergies.

PSD2 and other Open Banking initiatives will disrupt the traditio-

nal vertically integrated banking model. Thus, the challenge 

for European banks is to recognise both the threat and the 

opportunity in these changes. The poorly prepared will only see 

it as an existential threat to their consumer payments business. 

To conclude, the banking industry will change dramatically over 

the coming months and years, with Open Banking at the core of 

this reform.

Paul Weiss
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Implementing a comprehensive anti-money laundering (AML) 

framework, which can withstand regulatory scrutiny, is becoming 

increasing complex given the myriad of regulatory requirements, 

limited project timeframes and coordinating consensus across 

the enterprise. This article will explore 6 ways financial institutions 

can increase their AML program’s robustness and increase the 

likelihood of success.

 

1. Go back to the basics
Financial institutions should start by going back to the basics of 

AML prevention by reviewing their department’s documentation 

to ensure they are covering the five pillars of an effective AML 

framework. This documentation should be very detailed to outline 

the program’s current state, but also highlight potential gaps and 

areas of improvement, which can be addressed in the future. 

The diagram below shows the five pillars of an effective AML 

frame work which includes internal controls, independent testing, 

designating responsible individuals, training personnel and 

customer due diligence (CDD). 

You may notice that the five pillars are supported by the AML risk 

assessment. As most regulatory bodies recommend following a 

risk-based approach, this is an important point to recognize; yet 

this can only be done when an institution conducts periodic and 

comprehensive reviews of its AML program to understand risk 

exposures and adjust the framework accordingly.

Effective AML framework 1

2. Adopt policies for accountability to build a culture 
of compliance
The New York State Department of Financial Services (NYDFS) 

issued a risk based banking rule, which requires regulated 

institutions to submit an annual certification for their transaction 

monitoring and filtering program starting April 15, 2018.

Institutions not regulated by the NYDFS should still consider 

implementing an internal annual certification, which the Board of 

Directors or Senior Officer(s) must sign off. This certification should 

attest the completeness and soundness of the organization’s AML 

program. This also applies to institutions, which may not fall under 

the definition of a traditional bank such as merchant acquirers, but 

still have sanctions screening requirements. 

Ultimately, the NYDFS recognized the fact that – if senior leader-

ship is not held accountable – then the AML program will probably 

suffer from a variety of deficiencies. This is not to say that the 

Board of Directors is intentionally neglecting compliance, but as 

the old adage goes – out of sight, out of mind.

3. Move towards enterprise model risk management
Model risk management (MRM) is becoming a critical process for  

institutions to centralize as the quantity and complexity of the mo dels  

being used today continues to increase. Additionally, mo dels are 

being embedded into various business functions beyond com-

pli ance, but still can expose it to risk. Developing enterprise 

standards for MRM can streamline the implementation, validation 

and governance of the models used across the organization and 

consequently reduce risks and operational costs.

4. Learn what not to do
As new regulations arise or financial institutions are subjected 

to regulatory scrutiny, new projects are constantly being created 

to address those items, but there is always an element of time 

running against the organization. Unfortunately, AML projects 

tend to be fairly complex and this is especially true when it 

im pacts the client facing processes such as implementing 

beneficial ownership requirements to comply with the fifth pillar 

of an AML program. ➔

An Effective Framework for the Prevention of Money Laundering and Funding  
of Terrorism in 2017
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➔ I often see AML projects created with ambitious goals, and the 

scope is often reduced to ensure a project deadline is met. As a 

result, sometimes there is a significant amount of time wasted on 

stuff that really does not matter in the grand scheme of things. 

This is where subject matter expertise and good management 

processes become critical if you need to make it work properly. 

Sometimes it is about knowing what not to do and why.

5. Focus on integration and consolidation
Regulatory bodies have cited the requirement to have a holistic 

view of the customer, which will only be amplified by the CDD 

final rule. Many financial institutions have an array of customer 

onboarding and account systems, which serve various business 

lines but may not “talk” to each other. This could lead to situ a-

tions where each customer relationship is risk-rated and reviewed 

separately as opposed to all at one time.

Financial institutions should evaluate their current technology 

landscape to see where processes can be consolidated and 

if data can be stored in a common location to leverage new 

analytic tools and solve the daunting challenge of providing a 

holistic view of the customer. 

6. Let the team unwind
Working in compliance can be stressful. Whether you are an  

inves ti gator reviewing alerts on a daily basis or the Chief 

Compliance Officer (CCO) having to report to regulators about a 

cease and desist order – the stakes are high because everyone 

wants to do a good job.

Sometimes it’s the simple things that can reinvigorate a person 

or team such as having a game room with a ping pong table or 

holding a monthly social event outside the office. Given the 

complexity and gravity of what AML programs are designed for, 

working in teams and fostering collaboration among different 

groups is a key element to ensure success. And ping pong is a 

lot of fun!
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In the world of payments, digital platforms, omni-channel ser-

vices and virtual accounts are the new industry buzzwords. 

While regulators demand greater openness, interoperability and 

financial inclusion, real-time transactions and mobile payments 

have already become mainstream. The background to this trans-

formation is a changing customer base and a shifting competitive 

landscape where trust and loyalty are hard to win – and easy 

to lose, and where digital-first market entrants are challenging 

traditional business models. 

Open, instant, interoperable
Next-generation financial infrastructure is laying the foundation 

for digital, personalised, financial services for this changing 

landscape. Success stories like Sweden’s Swish payment platform 

and Mobile Pay in Denmark already demonstrated that there 

is demand for new types of payment service. Both have shown 

classic, hockey-stick growth curves for customer and transaction 

volumes. And both have expanded beyond P2P payments into the 

consumer-to-business space.

In Finland, Tieto has developed Siirto, the country’s first real-time 

payment service and cross-banking mobile payment platform. 

When using Siirto, consumers no longer need a credit or debit 

card for sending or receiving money in real time. A mobile phone 

number is all that is necessary. 

The primary characteristics of these platforms is that they are 

open, instant and interoperable. Siirto, for example, is the result 

of collaborative effort between Tieto, infrastructure provider 

Automatia, and the Finnish banks, and represents a significant 

departure from the traditional ‘closed-shop’ models of platform 

development. This is the future of banking and payments in the 

EU, where the revised Directive on Payment Services (PSD2) 

requires banks in the 28 member states to open up data to new 

market entrants. As the first mobile payment platform to comply 

with PSD2, Siirto allows any EU-licensed service provider to 

offer payments across the platform. The goal is to facilitate 

innovation and enable consumers to benefit from a more dynamic, 

competitive and responsive financial sector.

We are seeing similar digital platforms in developing economies, 

even though the drivers are more focused on financial inclusion 

and economic efficiency. For example, Kenya has one of the 

more advanced financial ecosystems in East Africa but is highly 

fragmented. Services offered by various market participants are 

often based on closed networks – making each one accessible to 

only a limited group of customers. 

Tieto has designed a new P2P transaction service, called Pesa-

Link, to overcome this problem. Developed for the Kenya Bankers 

Association (KBA), PesaLink is the first real-time interbank trans-

action platform in the region, and will enable real-time money 

transfers, 24/7, among the KBA’s 45 members. For customers, it  

means sending money to anyone, at any bank, through any channel  

in a matter of seconds. 

Virtualisation and cash management
In Europe, the instant and open requirements of the incoming 

regu latory environment reflect the digital-first business models of 

the new market disruptors. These companies are putting pressure 

on banks to innovate and launch new services more quickly. 

Nonetheless, banks must retain core functions. Innovative, data-

centric and interoperable payment and transaction solutions may 

attract customers, but processes such as cash management, 

liquidity control, working capital, and inventory management must 

remain robust. The challenge is to develop the bold new services, 

without compromising functionality.

Virtualisation can help address this challenge. Virtual overlay 

services enable banks and their collaborators to develop new value 

propositions without the pain of replacing legacy infrastructure. ➔ 

Next-Generation Digital Platforms Open the Way for Instant, Omni-Channel Payments

Tieto



29 B2B FINTECH: PAYMENTS, SUPPLY CHAIN FINANCE & E-INVOICING GUIDE 2017 | THOUGHT LEADERSHIP

Share this story

About Sheri Brandon: Sheri Brandon currently is 
head of Transaction Banking for Financial Services 
at Tieto, a global leader in payment solutions. Sheri 
has been in the Payments & Cards industry for 
more than 2 decades, having worked in the banking 
industry and in payment technology companies. 
Sheri is a thought leader in the corporate payments, 
retail payments, cards business as well as in mobile 
payments. 

About Tieto: Tieto aims to capture the significant 
opportunities of the data-driven world and turn 
them into life-long value for people, businesses 
and society. We aim to be customers’ first choice 
for business renewal by combining software 
and services capabilities with a strong drive for 
co-innovation and ecosystems.

www.tieto.com

Sheri Brandon

Head of Transaction Banking
Tieto

➔ A virtual overlay gives banks the space, time and resource 

to focus on front-end innovation and the intelligent use of data. 

Solutions like Tieto’s Virtual Account Management platform 

therefore act as both a toolbox for digital innovation and an 

advanced liquidity and cash management platform. 

A digital-first approach
As a consequence of the regulatory, competitive and customer 

drivers, banking IT departments are adopting the characteristics 

typically seen in less traditional industries. Hackathons are being  

used to explore new opportunities and to spark necessary changes  

in corporate culture, governance, policy and processes. To create 

a platform in which store systems ‘recognise’ customers and tailor 

in-store offers and information accordingly, Tieto has already run 

hackathons on the Siirto platform using sales-assisted tools to 

develop these more personalised and interactive retail solutions. 

Another major consequence of the changing landscape is the 

increased role of data and data analysis in payment and related 

ser vices. In the retail environment, where tight margins and com-

peti tive conditions place a premium on customer experience, 

personali sation is a source of value. Digital platforms that rely 

heavily on customer-centric data-driven processes for onboarding 

bank customers quickly and efficiently can also be used to enhance  

the shopping experience, create better customer support through-

out the purchasing process, and so increase conversion rates.

The new generation of digital platforms enables payments to 

be more closely integrated into shopping experience, as part of 

the convergence of bricks-and-mortar stores with e-commerce 

operations. This environment incorporates innovations such 

as digitalised payment cards into retailer apps, and automatic 

debiting for ‘frictionless’ purchases. 

There are any number of paths that payment and transaction 

businesses can take in the pursuit of great customer experiences 

and innovative solutions. But one thing is sure. The digital environ-

ment is collaborative. The days of working behind closed doors 

are gone. 

Click here for the company profile
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A wave of innovation in instant payments is hitting the shores of  

Europe. Cédric Derras, Global Head of Cash Management at 

UniCredit, explains how banks and corporates are preparing  

for the change.

The introduction of instant payments is fast approaching the 

European market. So what must banks and corporates do to 

ensure they are ready for this transition and can profit from its 

opportunities? Despite the myriad benefits on offer, banks will 

have to adjust and update several back-office operations, and 

wider adoption will need a considered approach. Meeting growing 

customer demands for faster, more secure and more efficient 

payments is nevertheless the prize that is now within reach.

Instant payments are set to be introduced across 34 European 

countries by November 2017. Designed to enable individuals, 

busi nesses and administrations to make instant euro credit 

trans fers, it will bring cash-flow transparency, greater liquidity, 

and faster transitions between payment authorisation and 

service provision for all stakeholders. 

But independent instant payments schemes are, in fact, already up 

and running in European countries such as Denmark, Sweden and 

the UK. The European Central Bank (ECB) is aware, however, that 

such an assortment of different payment standards and formats 

could undo the unifying effect of the Single Euro Payments Area 

(SEPA), introduced in 2014. The implementation of a standardised 

European instant payments system is therefore seen as crucial 

to ensuring that Europe’s payments landscape does not become 

fragmented.

Benefits across the board
Such a system will provide corporates with access to greater 

liquidity, faster transitions between payment authorisation and 

service provision, and cash flows that are more transparent. 

Ecommerce, in particular, stands to benefit as faster payments 

remove the time delay between consumers authorising a trans-

action and confirmation of payment from the bank. 

Moreover, there are other use cases for instant payments in the 

business-to-business (B2B) and business-to-consumer (B2C) 

space. For instance, B2B deliveries that must wait for completed 

payment before goods can be unloaded – even when already at the 

destination – will no longer suffer from delays. In B2C payments, 

firms will be able to refund customers immediately and use instant 

salary payments for employees on short-term contracts. Similarly, 

corporates operating in a B2C environment on the collections side 

will enjoy real-time visibility of their collections, rather than having 

access to this data limited to traditional banking hours.

Retailers offering instant payments will also improve their customer 

experience, allowing them to order services, pay bills and get final 

confirmation all via a single online interaction. At the same time, 

payments will be final at the moment of execution, eliminating the 

need for credit screening and credit recovery, while back-office 

operations will also be simplified, thanks to the removal of time 

delays between order and final settlement, technical returns, 

partial settlements and other obstacles. 

A tall order for banks
For banks responsible for providing these instant payment 

facilities there are, however, considerable challenges. Instant 

payments will require moving from batches of credit transfers to 

a system where a single instant credit transfer has to be received, 

accepted, validated, compliance-checked, processed by the 

clearing and settlement mechanism, sent to the beneficiary bank, 

and processed and posted to the beneficiary’s account – all in a 

matter of seconds. This is a major difference from current standard 

practice, in which banks book all an account’s activities in bulk at 

the end of the day. Furthermore, all this processing has to be done 

24 hours a day, seven days a week, with no down time. 

Financial institutions will thus have the task of transitioning from an 

environment in which they had hours, if not days, to process pay-

ments and manage exceptions, to a new reality where payments 

need completing within seconds. ➔

Instant Payments Are Coming to Europe: How Are Banks and Corporates Coping?

UniCredit
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➔ UniCredit and other banks are rising to the challenge, working

with partners such as EBA Clearing – the pan-European payment

infrastructure solutions provider – to develop and implement a

simple and efficient clearing and settlement system for instant

payments.

For banks’ corporate clients, significantly less preparation is 

ex pec ted. Yet, corporates will still need to consider the potential 

impacts of instant payments on their business. For example, 

online retailers are already expected to process and ship goods 

24/7 – and the usage of instant payments will only increase this 

expectation both from consumers, and, in some cases, from 

other corporates as well – requiring more efficient logistics and 

extra weekend coverage. 

Achieving critical mass
The experiences of early movers such as Denmark and Sweden 

have served as useful case studies that highlight the types of 

challenges instant payments will face. One important lesson 

is that simplicity and convenience are essential for fostering 

uptake – with ease of use and availability cited as key drivers for 

adoption.

There will also be a maximum payment limit of EUR 15,000 

(although this could be raised as early as November 2018) when 

the scheme is first rolled out, which means many transactions 

will not be eligible. This, along with the need to change “sticky” 

payments habits in certain countries, means adoption among 

corporates will, at first, be gradual.

Of course, it is only a matter of time before instant payments 

be come the norm in Europe. Although banks have to be mindful 

of the challenges ahead, embracing innovations such as instant 

payments will be a crucial factor in meeting customers’ growing 

expectations for faster, more secure and more efficient payments.
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The B2B payments space is hampered by paper payments, 

inconsistent processes, and multiple proprietary connections 

– a complex combination that limits efficiencies and innovation 

in an environment where speed, flexibility and reliability are key. 

Advances in payments technology have, to date, failed to solve 

the large-scale problem, but the concept of “API standardization” 

could hold promise.

Analysing the current landscape
Today, the B2B payments process is paper-intensive. According 

to the 2013 AFP Electronic Payments Survey, paper cheques 

account for a significant portion of B2B payments, with busi-

nesses cutting cheques for roughly 50% of such payments.  

Paper cheques require manual processes and can be costly. 

In addition to paper-based processes impeding efficiencies 

and innovation, we can mention the complex array of siloed 

systems, connections, and platforms that businesses use to 

support payments processes. According to a 2016 FIS survey of 

corporations, more than 40% of businesses work with more than 

five payment banks, which could each have their own systems for 

supporting financial transactions. Additionally, more than half of 

corporations manage 100 different accounts or more. These prac-

tices make it difficult to implement consistent payment processes, 

controls and formats, and ultimately increase the cost of payments. 

Moving towards electronic payments and standardi-
zation
The current environment is not where payments professionals in 

the B2B space want it to be. According to the AFP study, almost 

80% of organizations want to remove paper from their payments 

processes and convert to electronic payments. Additionally, a 

growing number of treasury and finance managers are seeking 

to achieve some degree of standardization within their payments 

processes. 

And these desires for advancements are all in an effort to achieve 

speed, flexibility and reliability in payments – the driving forces 

behind many of today’s business decision.

The bigger hurdle remains how to collectively get the B2B pay ments 

ecosystem to its desired goal. New solutions and advancements in 

payments have presented new opportunities for businesses. Many of  

these developments fail to holistically address the long-standing 

issues around paper payments, manual processes and siloed 

sys tems that are preventing the B2B payments ecosystem from 

evolving at a more rapid rate. 

Achieving results through API standardization
This is where API standardization can play a significant role. 

APIs are available application programming interfaces that 

provide developers with programmatic access to a proprietary 

software application. Within the payments industry, APIs are not 

a new phenomenon. Many payments providers, financial services 

compa nies and businesses have been experimenting with the 

use of APIs to increase automation, create more consistency, 

and support interoperability for years. Yet, what is currently 

lacking with these efforts is standardization. API standardization 

can enable the greater payments industry, including businesses, 

to reap the full potential of APIs, and ultimately meet its goal of 

speed, flexibility and reliability in payments. 

Let’s take for instance “Corporation X”, an international company 

with multiple facilities and distribution channels throughout the 

world. Because of its international scope, it maintains hundreds 

of vendor relationships across the globe, each with different 

processes and payment needs and requirements. Corporation X 

currently pays 40% of its vendors via paper cheque. Maintaining 

accurate information and payment instructions on all of its vendors 

is challenging, and cutting so many cheques can be costly. ➔

API Standardization Enables Speed, Flexibility and Reliability for B2B Payments 

Payments Innovation Alliance
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https://www.fisglobal.com/Solutions/Institutional-and-Wholesale/Corporate-Solutions/-/media/FISGlobal/Files/Whitepaper/B2B-Payments-and-Bank-Connectivity-Market-Study.pdf
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➔ However, a standardized API could support the delivery of 

payment instructions to all of Corporation X’s approved vendors, 

indicating payment preferences and remittance requirements. 

This API also could enable those vendors to seamlessly send 

an electronic payment versus a paper check to Corporation X 

with the proper remittance information included. And all of this 

would provide for increased automation, more efficient and timely  

payments, and even costs savings. Multiply the use of this stan -

dardized API by the thousands of businesses making and receiving 

payments, now in a consistent manner, and you get the results that 

businesses are striving towards.

Collaborating to achieve results
The opportunity is clear: through API standardization, speed, 

flexibility and reliability in B2B payments are attainable goals.  

To support the industry in reaching its goal, NACHA – The Electronic  

Payments Association’s Payments Innovation Alliance is sponsor-

ing a new industry group: the API Standardization Industry Group. 

The new Group will develop an industry “Playbook” that will serve 

as a tool to assist financial institutions, businesses, fintechs and 

other industry stakeholders with the creation of a standardized 

API ecosystem that can enhance support of the payments and 

business needs of the industry.

The days of inefficiency and inconsistency in B2B payments are 

numbered. Through the exploration of API standardization and 

the establishment of industry groups to help bring it to fruition, 

businesses can finally witness the long-awaited transformation 

in payments they have been working towards. 
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What are the top bank and corporate payment priorities?  

What drives banks and corporates in developing their payment 

strategies? Where are the biggest differences in perspective? 

These are just three of the many questions Strategic Treasurer 

sought answers to in the 2016 Global Payments Survey 

underwritten by Fides Treasury Services. This survey sought to 

understand better the payment practices, strategies, and priorities 

of both banks and corporates on a global scale. The survey report 

uncovered some particularly interesting insights noted below.

Bank payment practices are driven largely by com-
pe tition
A large percentage of corporates are willing to restructure their 

bank relationships to go with leaders in the payments arena. In 

fact, 38% of corporates say that a bank’s adoption or lack of 

adoption of new payment initiatives and technologies directly 

influences their likeliness to do business with them. According to  

Craig Jeffery, Managing Partner of Strategic Treasurer, this 

new mindset represents a major shift in corporate priorities. 

“Historically, credit has been a completely dominant driver in 

relationships, with little else having an impact. The changes in 

the payments landscape and their importance have become a 

key item that can cause organizations to switch banks.” 

For banks, this means that staying abreast of their competitors 

plays a huge role in maintaining clients. When asked about 

how new payment initiatives are viewed at their bank, 73% of 

respondents saw them as either an opportunity or a significant 

opportunity to improve their competitive position. With the 

changes that are occurring in the payments landscape, it is clear 

to banks that staying ahead of their competition in the payments 

arena is pivotal.

Fraud & regulation top banks’ payment concerns
62% of banks saw fraud as a top concern regarding changes 

to their payments structure. The drastic rise of payments fraud 

in recent years and the large amount of media coverage that 

recent fraud cases have received have clearly had an impact. 

After incidents like that of Central Bank of Bangladesh who saw 

USD 81 million stolen, banks are more intent than ever to avoid 

becoming the next headline.

Following closely behind fraud, 57% of banks saw the amount of 

regulation or changes to regulations as a top concern. Legislation 

like Basel III and Dodd-Frank have impacted the operations of 

banks following the 2008 financial crisis, while factors such as the 

recent US presidential election lead many to assume a lessening 

of bank regulation is likely. 

Fraud prevention & efficiency top corporate 
payment drivers 
When asked about their top payment drivers, 46% of corporates 

indicated that fraud protection and management was their 

primary payment driver. As indicated in Strategic Treasurer’s 

2016 Treasury Fraud & Controls Survey underwritten by 

Bottomline Technologies, over half of corporates are currently 

experiencing payment fraud attempts. The high frequency of 

payment fraud against companies, coupled with several high-

profile fraud cases that have garnered media attention, have put 

pressure on Treasury to ensure their operations are not exposed. 

As their second most important payment driver, 34% of corporates 

listed efficiency, either from a standpoint of reducing costs or 

eliminating error-prone processes. Data found that over half of 

corporates were: 

• Using six or more banks to initiate payments;

• Regularly making payments in more than 6 currencies;

• Generating more than 10,000 payments a month globally.

Due to the complex and global nature of today’s payments 

land scape, it can be difficult to ensure the accuracy of each 

funds transfer that takes place. Also, the costs of managing the 

payments systems and processes that it takes to generate these 

funds transfers can be quite high. Because of this, corporates are 

looking to adopt payment solutions that help drive down the costs 

of generating their payments while also ensuring that the vast 

amount of information being exchanged is valid and accurate. ➔

How Do Corporates and Banks View Payments? 

Strategic Treasurer
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Two areas where bank & corporate attitudes diverge 
While both banks and corporates expressed high optimism 

towards faster payment initiatives like Same Day ACH and SWIFT 

GPI, there were two key areas where their attitudes diverged.  

The first was concerning blockchain as a potential rail for 

payments, where 60% of banks were optimistic compared to 

only 30% of corporates, with opposition stemming mainly from 

concerns about fraud. 

The second area of divergence had to do with the use of Appli-

cation Programming Interface (APIs) for payments, where 54%  

of banks saw it as a top priority compared to only 25% of corpo-

rates. While there is currently a large gap in optimism, Jeffery 

expects the corporate viewpoint to gradually shift in favour of 

APIs for payment management and approval as banks develop it. 

“Regarding APIs for payments, the far more optimistic view held 

by banks will eventually be matched by corporates as they begin 

to understand the benefits of APIs.” 

Final thoughts 
The next several years will continue to be an interesting time for 

the payments landscape. Reasons for this include the increasing 

number of fraud attempts, an uncertain banking regulatory 

environment, and the complex, global nature of today’s payment 

activity. All of these reasons combined will push organizations 

to adopt faster and better payment practices. Moving forward, 

corporates must be proactive in communicating their payment 

needs to their banking partners, and banks must listen to 

their corporate clients and focus on developing the payment 

technologies and practices that match their needs. This form 

of collaboration between banks and corporates will ensure that 

payment projects undertaken by banks address the top payment 

priorities for their clients. 
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Consumer cards
During 2015 the value of European card payments – i.e. excluding 

cash withdrawals – increased 11.4%, far more than the rate of 

Euro pean inflation which has been a mere 0.03%. The growth is 

significantly higher than the 8.4% growth rate of 2014, partly due 

to debit cards usage online and prepaid issuance. The average 

transaction value of payments slightly decreased by 0.44% in 

2015 to just over EUR 46, followed by a 0.76% decline during 

2014. Such lower variance suggests that consumer cards are 

heavily used by many Europeans to pay for everyday purchases, 

although significant differences exists among countries.

The impact of interchange fee regulation on 
consumer cards
The harmonization of Interchange Fees (IFs) in Europe to the low 

levels imposed by the Interchange Fee Regulation (IFR) lowered 

issuers’ revenues, more severely in some countries than in others. 

To offset decreasing revenue, a number of issuers started to 

increase annual fees − sometimes by replacing them with monthly 

fees aimed at managing cardholders’ perception − and/or charge 

for services that used to be provided for free such as monthly or 

quarterly statements.

In addition, European issuers stopped reward programmes on a 

number of consumer card products, eliminated welcome/sign-up 

bonuses for new cardholders, reduced earn rates, imposed caps to 

the maximum amount of monthly rewards and/or replaced perma -

nent loyalty programmes with limited time point-collection periods.

Figure 1: POS Payments per card EUR (2015)

Other important fee increases have been reported in foreign 

currency conversion for cross-border transactions and ATM 

with drawals fees, both uncapped.

Commercial cards
The Interchange Fee Regulation is not applicable to commercial 

card payments thus issuers revenues generated by commercial 

card portfolios are not affected. Therefore, issuers should value 

closely any opportunities related to commercial cards.

After a healthy 6.6% growth during 2014, the number of commer-

cial cards in Europe slowed its growth to 4.5% in 2015, quite 

higher compared to the 2% growth rate of consumer cards.

Though the growth of commercial cards is significant, we expect 

a higher growth in the near future. This growth is sustained by the 

opportunities to increase interchange fee revenues when migrating 

consumer cards used by sole traders and smaller companies to 

commercial cards, which many issuer have not pursued so far, or 

have done so only to a marginal extent.

In addition, lower cards penetration among European businesses 

– 1.92 card per individual adult vs. 0.84 card per company – 

suggests the high growth potentials of the commercial segment. 

It should be noted that, as most companies have a number of 

employees, and several of them may potentially use a payment 

card to pay for business expenses, the actual potential for 

commercial cards is higher then the figures show.

Figure 2: Payment card penetration (2015)

Opportunities in the European Commercial Cards Space

CleverAdvice 
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Average consumer card spend value is less than a third than 

that of the average commercial card, suggesting higher issuer 

revenue. In addition, after the introduction of the Interchange 

Fee Regulation each commercial cards brings on average 5-7 

times more revenues than a consumer card revealing significant 

opportunities in the European commercial card market.

Going forward we suggest issuers to focus on migrating consu mer 

cards, used by sole-traders and smaller companies, to commer-

cial cards and promote more aggressively commercial cards 

toward SMEs and sole traders to increase card portfolio revenues.

On the latter point, some issuers may fear that the risk profile of 

a number of their smaller commercial customers may not allow 

additional issuance of credit cards. Commercial prepaid cards 

introduced in the recent past represent a valid alternative to credit 

cards and retain a very similar level of profitability. 

In addition, commercial prepaid products may be key in re placing 

individual billing charge/credit cards – fully impacted by IFR – as 

they offer benefits not only to issuers but they are also welcomed 

by employees as they do not need to link their bank account 

to the card. As the impact of replacing individual billing charge/ 

credit cards with central billing commercial pre paid products 

on a company’s credit line and cash flow is often marginal, we 

recommend issuers to take actions aimed at migrating individual 

billing charge/credit cards to central billing prepaid commercial 

cards, i.e. drawn on a company account.

Finally, we believe that European issuers should devote additional 

effort in the commercial cards space, diversifying offering with 

product/packages targeted to specific segments to include a 

number of value-added services beyond payments.
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The do’s and don’ts of starting a successful supply chain finance programme

Orbian

Why choosing a bank-agnostic financing model is 
the right option for a company starting implemen-
tation of its first SCF programme?
The reason for choosing a bank-agnostic financing model is that 

companies want their first programme to be successful after 

they have gone through the trouble of implementing. For this, 

a company must ensure there is always sufficient liquidity for 

the programme and that is not exposed to any risk of individual 

banks choosing to exit the programme. Moreover, it must have 

the instruments to manage their liquidity requirements without 

involving their supplier in the programme. It makes more sense 

to choose a bank-agnostic financing model instead of starting 

with a bank-dependent or single bank and then having to move 

to a broader base-financing model. 

What are Orbian’s lessons learned and challenges 
in implementing a SCF programme?
The technology around it is quite simple, and understanding the 

corporate value proposition is very straightforward. The main 

challenges come in the execution phase. Executing a well-

structured, well-managed SCF programme that involves multiple 

suppliers and multiple jurisdictions funded with multiple sources 

is an exercise that requires dedication and concentration to get 

everything right, getting the message to the suppliers right. 

What are the main considerations to take into account 
when preparing a future-proof SCF programme?
Risk management is the key driver standing front and center in 

every decision that somebody considering a SCF programme 

should be thinking about. 

First, we need to ensure that there is no risk to payments that apply 

over the course of the programme and that it is completely remote 

from any individual bank or counterparty risk. Second, we need to 

ensure the buyer checks if the information that they are uploading 

to the SCF manager is secure, that there is no risk of being hacked, 

abused or manipulated by any parties involved in the transaction.  

The third aspect relates to the fact that the supplier needs to know 

that liquidity within the SCF programme is going to be there. They 

do not want to be put in a situation where they have to scramble 

for liquidity, because the first person they are going to call is 

the buyer and ask them to pay early. The next risk people want 

to have addressed is the fact that the programme is compliant 

with all requirements – KYC, AML, other regulatory approval 

specifications, appropriate accounting.

For a buyer that wants to future proof a SCF programme, the 

im por tant thing they need to do is to make sure upfront that who-

ever is providing it to them is going to have the financial resources 

on an ongoing basis. What becomes increasingly clear over 

the last couple of years is that SCF is now a mature business. 

Businesses unable to make a good return of capital and earn 

a profit are certainly not sustainable future proof businesses.  

That does not only apply to single product SCF kind of specia-

list, it also applies to the bank providers of this service for whom  

the P&L may not be publicly disclosed because it is part of an  

aggregated view of the organisation. However, within the orga ni-

sation, they will know whether that SCF business act as indepen-

dently accounted set of businesses and if it’s profitable or not.

A first key point when choosing partners is making sure that 

they can execute a global programme seamlessly, from a single 

point of integration. A second one is checking if they are able to 

bring in financing sources from whatever type of resource that 

is around the world, without impacting individual suppliers or 

requiring individual supplier to enter a contract with individual 

sources of financing. ➔

Risk management is the key 
driver standing front and center 
in every decision that somebody 
considering a SCF programme 
should be thinking about
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What holds suppliers back from successfully 
onboarding into SCF programmes and what can be 
done to address this?

Making it complicated for the suppliers, so that they do not feel 

as being treated as local organisation within a global construct, 

all these are going to hinder the success of enrollment. Having 

a clarity of strategy from a buyer is the most important part of 

getting the suppliers to enroll. In order to address this, the buyer 

must be clear about what it is that they want their suppliers to do 

and what they are going to offer them in return. If the buyer aims 

for working capital improvement, they need to be clear that this 

is what they want and that the SCF programme is designed to 

assist in that. 

What are the key strategies and tools to tackle SCF 
compliance challenges in the next two years?
It is crucial to avoid focusing solely on compliance. At this 

point, there is no substitute for just having a very diligent team 

of people within the SCF organisation that are responsible with 

managing the huge array of appliance regulatory KYC, AML, 

and accounting challenges that exist. Outsourcing it to robots 

or to technology has its limitations. It has to be done by people. 

Indeed, technology and extra resources can assist, yet, at the 

end of the day, it boils down to individuals in the organisation 

having to take responsibility for the compliance roadmap. 

 

 

Click here for the company profile
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The great evolution of logistics
The logistics industry has seen tremendous changes in the last 

50 years. From a mere synonym of distribution, the concept 

evolved into the integrated management of product flows, 

introducing a new player: the Logistics Service Provider (LSP). 

By the end of the ‘90s, Supply Chain Management had risen 

from the obscure desks of remote academia to the mainstream 

of business opportunities, and the Third-Party Logistic Providers 

(3PL) took the scene: contractors who cover additional activities 

such as order processing and information management. The last 

decades, with the advent of ecommerce and last-mile distribution, 

saw further developments and the dawn of Fourth-Party Logistic 

Providers (4PL), which provide additional solutions up to the 

complete outsourcing of supply chain management departments. 

Yet, what does the future hold for this industry? What value added 

services will LSPs offer tomorrow? The answer is not difficult and 

– more importantly – does not have to be sought in a nebulous, 

distant, future. Yes, you got it: it’s Supply Chain Finance. And it’s 

already here.

Is Supply Chain Finance the new logistics future?
Supply Chain Finance (SCF) is a trendy topic. With a potential 

market of accounts receivable in the major European countries 

closed to the 2 trillion euro mark in 2016*, it could not be any 

different. However, accounts receivable (or payable) is not the 

only source of working capital gains: inventory plays a big role 

too, and here is why LSPs are in the perfect position to exploit 

the existing SCF market. It is for this reason that the Supply 

Chain Finance Community has launched, in 2016, a 2-years pan-

European project aimed at supporting the development of SCF 

schemes among LSPs. The project involves a group of top-level 

universities and LSPs committed to this topic from Germany, Italy, 

the Netherlands, the UK and Switzerland.

Inventory financing. The most common SCF solution provided 

by LSPs is Inventory Financing. Although inventories have always 

been used as collateral for loans, LSPs are exploiting their 

visibility on product and information flows to give the concept a 

new meaning. The process is quite straightforward (see Figure 

1): the LSP buys inventories from a supplier, keeps them in its 

own warehouse (and on its own balance sheet) and, when time 

comes, sells them to the buyer (at a higher price). The LSP can 

enforce buy-back clauses, price conditions and other contractual 

requirements that minimise (or remove) risk of obsolescence 

and unsold inventories. Such SCF scheme is already offered by 

several of the most relevant LSPs globally, including DHL, UPS 

and SwissPost, as well as several others (including regional and 

small) LSPs all around the world.

Figure 1: example of inventory financing process

Fixed asset financing. Initial analyses within the project show 

that several LSPs are taking advantage of differences in cost of 

capital to exploit cheap financing of assets (trucks, ships, but 

also new warehouses). We see this happen in two ways: large 

LSPs, often 3PL or 4PL exploit their relatively lower cost of 

capital to finance the assets of small sub-contractors, keeping the 

ownership of the asset and receiving in exchange a higher service 

level. On the other side, mid-size LSPs exploit the lower cost 

of capital of their customers to get asset financed in exchange 

for higher service levels or the ability to follow particularly steep 

growth patterns. ➔

How Logistics Service Providers are Shaping the Future of Supply Chain Finance

Supply Chain Finance Community

[Source: Osservatorio Supply Chain Finance, 2017, Politecnico 
di Milano (Italy)]
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The next big thing
Finally, if we turn to the next logical step in the evolution of 

logistics and finance, several directions pop up. In the very near 

future, blockchain is definitively the incumbent technology with 

the highest potential impact on the role of LSP as providers of 

SCF solutions. How exactly the whole shared ledger concept 

works is a technical maze of which only a few hold the map and 

understand how to read it. But its value for logistics and SCF is 

recognized by more and more businesses every day. That is why 

the Supply Chain Finance Community in 2016 has taken the lead 

– together with a consortium of other organisations – with a EUR 

2.2 million project aiming to build functioning blockchain pilots 

over the next 2 years. The first one will revolve around LSPs and 

SCF, investigating the use of smart contracts to finance carriers.

Looking a bit further, the recent rise of circular economy business 

models will very likely play a huge role in the future of LSPs and 

SCF. Those new concepts of ownership, collaboration and urban 

mining will greatly impact the financing models underlying supply 

chains. The smartest LSPs will soon grasp the relevance of 

those models, as well as the key role they can play through their 

understanding and visibility of material, component and product 

flows. A role that goes beyond operations, directly into finance, 

from providing the right information at the right time, to offering 

new SCF schemes leveraging knowledge on physical flows.

The future of SCF is exciting and full of opportunities, most of 

which revolving around enhanced collaboration and integration 

between the physical and financial supply chain. 
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It is widely acknowledged that the vast majority of international 

trade is supported and facilitated by trade finance; be it the 

provision of financing and liquidity, forms of risk mitigation, or 

payment solutions. Yet over the past 15 years we have seen a 

noticeable shift from the use of traditional trade finance instru-

ments to trade on an “open account” basis. In response, the use 

of supply chain finance (SCF) has also seen a noticeable uptick. 

Fundamentally, the value of SCF lies in its ability to use financing 

and risk mitigation to optimise management of working capital 

and liquidity within supply chains. Indeed, SCF bridges the 

intrinsic conflict between the objectives of the supplier and of 

the buyer; while the supplier wants to receive payment as early 

as possible, the buyer wants to extend the payment terms. SCF 

allows a “win-win” scenario whereby attractive financing can 

be provided to the supplier at the time of sale, based on the 

buyer’s superior credit rating – therefore enabling flexibility in the 

payment terms. 

With open account trade increasing the likelihood that suppliers 

may be left without payment for lengthy periods of time, SCF 

has naturally become more popular. Indeed, according to the 

International Chamber of Commerce (ICC) Banking Commission’s 

2016 Global Survey on Trade Finance, nearly 35% of respondents 

reported an increase in SCF deals, while 39% reported an increase 

in interest from their customer base in SCF solutions.

Yet, further growth of SCF will depend on the standardization of 

its terminology. Having established a clear set of definitions, we 

are now on to stage two of this process: advocacy and education 

towards adoption. 

Issues of terminology
Certainly, the growing usage of SCF has created inconsistencies 

around the definitions, nomenclature and language used for the 

financing of trade linked to global supply chains. Even SCF itself 

can refer to different things: a single product or technique, or 

holistic programs encompassing multiple techniques. In another 

example, “payables finance”, “reverse factoring”, “confirming”, 

“approved payments finance”, “confirmed payables”, “trade 

payables”, “supplier finance” and “supply chain finance” have all 

been used to describe the same technique or solution.

This divergence in terminology and understanding has proved 

challenging for buyers, sellers, finance providers, service providers 

and industry stakeholders. It has even impacted market uptake for 

those who could benefit from SCF solutions and techniques, as 

well as the engagement of new providers. 

Standardizing SCF
This is precisely why, in 2014, ICC Banking Commission, together 

with a number of sponsoring industry associations – BAFT, the 

Euro Banking Association (EBA), Factors Chain International 

(FCI) and the International Trade and Forfaiting Association (ITFA) 

– formed the Global Supply Chain Finance Forum to develop 

common standard definitions for SCF and SCF-related techniques. 

The Forum adds clarity to definitions and understanding of SCF 

by bringing together previous work undertaken by member 

organizations from across the globe. 

As a result, last year, we launched the Standard Definitions 

for Techniques of Supply Chain Finance – with the aim of 

helping remove the uncertainty and lack of clarity around what 

terminology is best used both in technical industry discussions 

and in broader conversations. A product of collaboration between 

industry practitioners from dozens of countries around the world, 

the document was also developed to promote understanding 

and ensure a much clearer communication in the rather complex 

ecosystem of finance providers, corporates, commercial and 

SME clients, investors, regulators, legal practitioners, information 

technology and infrastructure providers, as well as other trade 

finance related communities. 

In particular, the Standard Definitions for Techniques of Supply 

Chain Finance was intended for operation and use by banks and 

non-banks when processing, financing and mitigating risk in 

trade transactions. ➔

Evolution of Supply Chain Finance Terminology

International Chamber of Commerce

https://cdn.iccwbo.org/content/uploads/sites/3/2016/10/ICC-Global-Trade-and-Finance-Survey-2016.pdf
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Evolution of SCF terminologies 
A year on from the launch, we move into the second phase: 

focusing on advocacy, education and adoption. While we have 

done much work to raise the awareness of the importance of 

the terminologies and standards, it will be nothing without 

industry uptake. Although we are very much near the start of this 

particular journey, we believe that global adoption is possible 

and, ultimately, vital to the continuing success of SCF. 

Moreover, the Forum will ensure that the terminologies will evolve 

in line with additional needs and priorities identified across 

the industry. In a fast-paced industry, the Standard Definitions 

were designed as a "living" document, which would be updated 

to remain aligned with market developments. In this respect, 

updates will be put through a consensus-based approach, to 

ensure a consistent approach to future iterations which will be 

accepted by the market. 

Clearly, for the relevant standardization of SCF terminologies to 

be successful, it is imperative that we receive industry feedback 

and updates on their SCF usage and experiences. A dedicated 

online platform for the project enables users to access up-to-

date and accurate information, provide their feedback, and even 

ask questions directly to industry experts relating to specific SCF 

techniques, information, or geographic regions. 

 

In line with this, ICC Academy – providing industry-leading busi-

ness education and setting international standards – offers 

courses such as “Introduction to Supply Chain Finance” in 

order to help trade finance practitioners stay up to date with 

developments. Similarly, the fifth SCF Summit in Singapore this 

March presented an opportunity for industry stakeholders to stay 

abreast of developments in this fast-changing area, and provide 

their feedback directly to the Forum. 

Watch this space. 
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In a recent survey done by the Supply Chain Finance Community 

(Dec 2016), it was found that only 10% of corporates with 

revenue below EUR 1bn currently offer some type of Supply 

Chain Finance to their suppliers. Even more staggering is to 

find that out of all the corporates (including those with revenues 

above EUR 1bn) 67% has onboarded less than 100 suppliers 

onto their program. It is therefore only right to conclude that the 

envisioned access to finance for SME suppliers to these Supply 

Chain Finance programs is limited at best. 

Low-interest rates do not reach SMEs
Although the reality is that we have ultra-low if not negative 

interest rates, SME lending is still perceived to be difficult, if 

not impossible at all. At the same time, governments are trying 

to stimulate markets to increase the access to liquidity for 

SMEs by subsidising national initiatives such as Betaalme.nu  

(Pay Me Now) in the Netherlands, Prompt Payment Code in the 

UK, SupplierPay in the US, and crowdfunding platforms, and 

by backing national investment funds that focus more on SME 

funding. One of the reasons for this funding gap is regulation 

such as Basel III, which points out that SME lending should 

be considered ‘risky’, implying higher capital requirements for 

the banks making each euro outstanding with an SME costlier, 

leaving the developments of SME funding to non-bank players 

in the alternative financing market. One of these developments is 

the increased use of P-cards, which allows SME to get payments 

immediately, while a corporate retains its period of payables 

outstanding and improves the efficiency of its P2P process for 

this specific group. 

Large corporates have little to gain from SME funding
Supply chain finance holds the promise of enabling early 

payment to suppliers by using the corporates’ promise to 

pay to attract favourable financing rates. Yet, there is no free 

lunch: most corporates want to get something in return for 

their commitment to these SCF programs. Whether through an 

improvement in the financial performance by reducing the COGS 

or extending their payment terms, or by means of improving the 

delivery performance by reducing supplier risk or increasing 

supplier responsiveness. 

The potential benefits for corporates of including their long-tail 

suppliers, which typically includes the majority of their SME 

suppliers, does not outweigh the effort put into and cost of 

onboarding these suppliers onto the programs offered.

Meeting regulatory standards is cumbersome and 
too complex
Ask anyone involved in originating supply chain finance 

programs what their biggest stumbling stone is and you get the 

same answer: meeting KYC requirements when onboarding SME 

suppliers. It is not just the assessment of the information, but 

more on having the right background information available and 

ensuring that the SME supplier understands which documents 

need to be delivered to get it first time right. The major obstacle 

in this respect is the lack of standardisation in this area, where 

every funder has its own requirements and most importantly, 

does not rely on previous KYC assessments of other parties 

effectively doubling or tripling the burden on SME suppliers. It is 

of crucial importance that governments start to think about 

and consequently develop central data repositories such that 

SCF solution providers/funders can easily access verified and 

trusted data of (SME) suppliers as a basis for their internal KYC 

assessment.

The innovation in traditional SCF is due in the mid-
corporate segment
The focus of SCF solution providers/funders has long been in the 

large corporate space, mainly for the same reasons as to why 

large corporates focus their programs on their largest suppliers 

first: onboarding effort per entity is roughly the same, but with 

larger volumes per entity the benefits of the program scale easy. 

However, due to the ultra-low if not negative interest rates, 

investors are aggressively looking for a positive yield, moving 

the supply chain finance offerings into the space of the mid-

corporate segment. This is a positive development for SMEs 

as their customer base is typically more centred around mid-

corporate then large corporate buyers. Traditional supply chain 

finance programs rely on the investment-grade ratings of the 

corporate buyer to assess the risk and corresponding rates. ➔

Why Supply Chain Finance Is Not Meeting Its Promise to SMEs

Capital Chains

http://scfacademy.org/scf-barometer-2016/
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➔ The mid-corporate segment is characterised by companies 

that do not possess an investment grade rating, yet they can still 

be large buyers. By adding credit risk insurance to the mix, either 

offered by market participants or by means of government-

backed facilities, it once again becomes possible to finance the 

SME suppliers with favourable rates. 

With large corporate buyers targeting mostly mid-corporate 

suppliers with their supply chain finance programs, the aim is to 

share those benefits further down into the entire supply chain: 

the SME suppliers of the mid-corporate node in the supply 

chain. A necessity for this development is still the removal 

of the (perceived) barriers of KYC and other administrative 

requirements.

It is time for market participants and governments to focus more 

on SME financing, leveraging existing SCF technologies but 

more geared towards the engine of the economy. Creating value 

for all participants in the supply chain and hence meeting its 

promise of creating the ultimate win-win-win.

Matthijs van Bergen 

Consultant
Capital Chains
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What are the 3 main areas where fintech could 
positively transform supply chain finance?
-  Unconfirmed Transactions: While some buyers absorb 

performance and timing risk by confirming payables, the vast 

majority do not. For some this is merely a matter of inability to 

confirm, e.g. situations where title has not shifted to the buyer, 

whereas others may be unwilling to assume the risk and burden 

of confirmation. This leaves sellers of goods unable to accelerate 

payment for about 90% of their transactions. Fintech companies 

can use analytics and automation to mitigate performance and 

timing risk, enabling financial institutions to safely accelerate 

payment for unconfirmed transactions.

-  Multi-tier SCF: The largest pain point within a supply chain is 

not between the OEM and its large tier-1 suppliers, which is 

where SCF has traditionally focused, but rather between large 

commodity companies and their smaller customers. Credit and 

supply risk in this space bubbles up a supply chain, adding 

considerable cost and risk for the OEM. Fintech companies can 

leverage new payment methodologies to directly pay supply 

chain constituents, eliminating credit risk and processing cost.

-   Flow Disruption: Financing trade within supply chains is easy, 

assuming, of course, the music does not stop. However, financial 

institutions and manufacturers are both harmed when trade 

flows are disrupted. Fintech companies can monitor trade flows, 

leverage distributed ledgers and employ analytics to predict flow 

disruptions and the resulting ripple outward through the supply 

chain.

What types of partnerships is Hitachi Capital pur-
suing with fintech companies?
-  Servicing: Changing the way a large financial institution 

services business is difficult and slow. We prefer to work with 

fintech companies able to automate and build out back office 

servicing to enable our new solutions. Partners are better able 

to service our business because of their intimate knowledge of 

their technology.

-  Technology: Our new solutions rely on analytics, distributed 

ledgers and efficient payment processing, all of which is not our 

core competency. We look to partner with fintech companies 

where this is their core competency.

Could you outline the constraints in the existing bank 
offerings that make agreements with fintechs even 
more appealing?
•  Bank offerings are oftentimes constrained to an individual buyer, 

whereas the supplier seeks a solution across all its buyers. 

Fintechs can provide a kind of middleware that aggregates 

disparate programs and presents a holistic solution to the 

supplier.

•  Banks also have a difficult time entering markets or rolling out 

new products until they are somewhat proven. Fintechs are 

more nimble and less constrained in what they can finance, 

enabling them to prove out markets and solutions the banks 

can then adopt.

How can supply chain finance unlock the middle-
market? Also, what is on the company’s agenda to 
providing working capital to the mid-market? 
SCF can lower cost and risk relating to originating and serving 

the SME sector. Large companies that buy from or sell to 

SMEs represent channels and fintech companies the delivery 

mechanism. Hitachi Capital is focused on what we call Hitachi 

Inventory Procurement, wherein we finance on both sides of our 

client’s balance sheet. We pay our client’s suppliers early and are 

later repaid from their customers. ➔ 

Supply chain finance is under the biggest transformation in years, pushed by changing customer 
demand and the rise of fintech. The Paypers interviews Tom Cross, GM of Trade Finance at Hitachi 
Capital to understand where the industry is going next.

Hitachi Capital America

The power of fintechs is in 
providing a kind of middleware 
that aggregates disparate 
programs and presents a holistic 
solution to the supplier.
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➔ TradeRocket and Flowcast provide the data and analytics to 

enable the program. The ultimate goal is to leverage Hitachi’s 

strength in procurement, logistics and finance to offer procurement 

as a service. The following illustrates how Hitachi Capital delivers 

one of its SCF solutions.

•  Hitachi leverages its purchasing, logistics and finance strength 

to lower procurement cost & risk.

•  Clients can increase CCC by increasing DPO and lowering both 

DIO and DPO.

•  Hitachi Capital partners with several companies to deliver these 

solutions.

Are there any particular US / Canada sectors where 
supply chain finance is now taking off?
There is great potential in the auto industry for multi-tier solutions 

and in the retail for programs that enable pay-on-scan, i.e. reduce DIO.

How does the supply chain finance landscape look 
from your position and experience? Could you 
pinpoint the biggest challenges and briefly describe 
how they can be overcome?
SCF is still in the early days of a broader movement from financing 

at the enterprise level to financing at the transaction level, much 

like we saw in the consumer finance world. Commercial is more 

complex, but like we saw in consumer, the potential to greatly 

improve liquidity, price, flexibility and speed creates very large 

benefits for all of us. Hitachi believes that any large endeavour 

should be broken into manageable pieces that can be delivered 

over reasonable timeframes. We also believe that solutions are 

best done in partnership and look to form long-term relationships 

with those that will help Inspire the Next Breakthrough.

About Tom Cross: Tom Cross is GM of Trade 
Finance for Hitachi Capital. He was founder and 
president of Crestmark Bank, Hennessey Capital 
Solutions and Triad Financial. Tom received his 
MBA from the University of Michigan and BS in 
Economics from Oakland University.

About Hitachi Capital America: About Hitachi Capital 
America Corp. is a specialty finance company that 
serves commercial businesses and other Hitachi 
companies in the United States. We offer senior 
secured financing solutions with a focus on truck, 
trailer, and floorplan financing; trade financing; 
medium/small ticket financing; structured financing; 
vendor financing; and asset-based lending.

www.hitachicapitalamerica.com

Tom Cross

GM of Trade Finance
Hitachi Capital America
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Factoring accounts receivables (i.e. sent invoices) is becoming 

a popular funding option among Dutch small and medium-sized 

enterprises (SMEs) to quickly unlock cash in sent invoices.  

This allows SMEs to optimise their working capital and to avoid 

late invoice payments. Factoring is costly for SMEs, as providers 

(e.g. banks, factors, brokers) lack appropriate information and 

mechanisms to manage the risks associated with factoring 

accounts receivables efficiently. Digital innovations in this space 

would contribute to a healthy and growing factoring market.  

In return, SMEs benefit from improved offerings.

One of the risks in factoring accounts receivables is ‘double 

financing’: the event when a fraudulent SME successfully extract 

funds from multiple financiers using the same invoice. Double 

financing often leads to disputes where financiers have to bear 

the loss. Disputes can be avoided if there was a register to check 

the funding status (e.g. open, secured) of receivables. 

Project status. In collaboration with factoring players voldaan,  

FreelanceFactoring and Trfi, Innopay developed a first version  

of a register based on blockchain technology. Market responses  

to solve double financing with a blockchain register are positive 

and Innopay is now in talks with the Dutch government, factors,  

banks, and other market parties to mature first version into an 

industry model. If you are interested in joining, please send an 

e-mail to pepijn.groen@innopay.com. 

The application of blockchain technology to host the register may 

be an interesting opportunity. The next paragraph explains why. 

Use blockchain potential to create a register for 
financiers
A receivables register is relevant only if it is widely adopted by 

the market. Looking at the Netherlands for instance, an industry 

of preferably all (approximately) 26 competing players would need 

to share data on a secure, scalable, accessible, “no downtime” 

and easy to govern registry. Furthermore, it requires undisputable 

unique recording of financial agreements (i.e. transactions). 

A blockchain solution has the potential to meet fore-mentioned 

requirements as it allows for an immutable, decentralised, always  

accessible, shared ledger (i.e. register) to exist on a large network  

of nodes. Figure 1 below explains the five core enabling blockchain  

properties, and provides a visualization of a shared register. 

Figure 1: The five core blockchain properties to create a ‘trusted’ 
distributed registry for financiers

Blockchain was preferred over ‘traditional’ database solutions (e.g. 

Oracle, SQL, SyBase) because the trust model is advantageous. 

Blockchain technology ensures that the exact same version of 

the register exists on all nodes at all times. This is done without 

coordination by a central administrator. Furthermore, it is almost 

impossible for nodes to unilaterally control transactions in the 

register, so the blockchain can serve as a secure and clear record 

of transaction ownership. 

In the next paragraph, the essentials of the receivables register 

proto type are further explained. 

Setting-up a blockchain register
For this project, a private blockchain database structure of ‘certified’  

nodes (i.e. clients) was set-up, each representing a financier holding  

an exact same copy of the register at all times. Based on a first 

scope, three preliminary protocols were developed that financiers 

can execute directly from their back-end system: 

1.  Verification notifies financiers whether a receivable is already 

part of a financial agreement or is open for finance;

2.  Notarisation records financial agreements uniquely on a crypto- 

graphically secured register;

3.  Revocation allows for the release of single receivables or release  

of receivables from long term agreements (e.g. overdraft facility) 

to be financed by another node. ➔

Reducing Double Financing Risks in SME Financing with Blockchain

Innopay

http://www.factoringnederland.nl/cijfers-en-trends
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About Pepijn Groen: Pepijn is an experienced 
consultant at Innopay. He is in the lead of developing 
the blockchain register to reduce ‘double financing’. 
Currently he is involved in setting-up new blockchain 
proof of concepts for the Dutch ‘Blockchain and 
logistics innovation’ project.

About Innopay: Innopay is innovation expert in 
digital transactions. Our goal is to help companies, 
organisations and consortia develop innovation 
strategies, co-create new services and transform 
business models in the digital transaction space.

www.innopay.com

Pepijn Groen

Consultant
Innopay

➔ Though blockchain is often praised for delivering transparency, 

financiers demand strong customer privacy protection. This means  

little customer information is used to record transactions, but  

enough to ensure authenticity of transactions. In addition, partici-

pants wish to protect sensitive information for competitive reasons.  

Since each participant can query its own register copy, containing 

all transactions in the network, the private blockchain will be imple-

mented with a group signature scheme. This means participants 

can only see transactions that are signed by a certified node, but 

not by whom.

Next steps towards an industry model
Innopay has ambition to launch a live version of the register for the 

Dutch market in 2018. We are currently looking for participants in 

the Netherlands for a pilot in 2017, as well as future participants 

to bring this initiative to a European level. In addition, the register’s 

scope could be extended with more invoice attributes and 

become a European register on which vendors and (financial) 

service providers can built new SME offerings. 

Want to learn more? Or interested in joining? Please sent an e-mail  

to pepijn.groen@innopay.com. 
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An increasingly populist view that cross-border commerce 

and offshoring have caused job losses and adverse economic 

impacts have put globalisation and trade under significant 

pressure over the past few years. 

Trade protectionism in the West could accelerate the develop-

ment of new trade corridors, particularly in emerging markets, 

stimulating fresh demand for trade finance even at a time when 

global trade remains sluggish. The rise of the emerging market 

consumer and the digitisation of trade will create opportunities 

for banks to evolve their supply chain financing offering for the 

future of emerging markets. 

Beyond traditional trade corridors
Despite an overall slowing in the pace of growth of cross-border 

commerce over the past few years, south-south trade has 

actually been growing. With the unbundling of supply chains, 

production and manufacturing have also expanded beyond 

traditional markets in Asia such as China to the next set of 

producing markets, such as Vietnam and Bangladesh.

Markets across Asia and Africa, as well as Latin America, are 

evolving from a consumer perspective as well, due in large part 

to the favourable demographics and higher levels of disposable 

income. With rising consumerism in emerging markets, this will 

stimulate demand and trade flow across South-South corridors, 

a trend that Western protectionism could help accelerate. 

Digitisation of trade
Changing consumer demands and advances in technology has 

placed manufacturing on the brink of an ingenious revolution. 

Fully automated manufacturing facilities in some industries, and 

the ability to have products delivered onsite through remote 3-D 

printing in other industries will transform the logistics, costs and 

delivery timings of trade in some sectors. These shifts may also 

allow more developing market-based SMEs to engage in export 

trade, as well as to lead to more “near-shore” or “on-shore” 

production. 

However, it is often not possible to reap the financial benefits of 

automation without digitising the physical supply chain so that 

suppliers learn about shifting demand in real time. It is also often 

difficult for suppliers to react without a digitised financial supply 

chain that provides sufficient working capital to match shifts in 

production.

Today as various parts of trade are slowly being digitised, 

corporates are able to increase visibility and track all facets of 

their supply chain, which can mitigate risk. The challenge for many 

corporates, however, has been how to use technology to create 

a fully interoperable environment to connect their physical and 

financial supply chains.

Making supply chain finance possible 
While the benefits of trade are widely recognised, access to 

financing to support that trade remains a significant issue. SMEs, 

in particular, continue to have difficulty obtaining financing, and 

their disparity with large corporates has continued to grow. New 

solutions such as peer-to-peer lending haven’t been large enough 

to meet significant needs. 

Leading financial institutions are, however, working on solutions to 

increase the availability of financing. Banks are using technology 

to increase visibility over the financing of the entire supply chain, 

for instance, with solutions such as data analytics enabling better 

assessment of risks and automation enabling lower cost services. 

In addition to reducing banks’ credit portfolio risk and clients’ 

costs, these new tools provide new insights for clients to optimise 

their own performance. 

Banks are also collaborating with clients to enable them to pull 

data together across all of their channels so that they can make 

better decisions about counterparties and provide new solutions 

for financing a broader range of companies. In addition to 

reducing banks’ credit portfolio risk and reducing clients’ costs, 

these new tools make providing insights for clients easier and help 

clients optimise their own performance by enabling corporates to 

analyse their customers’ creditworthiness more effectively. ➔

  

Evolving Supply Chain Finance for the Future of Emerging Markets

Standard Chartered
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About Michael Vrontamitis: Based in Hong Kong, 
Michael Vrontamitis is responsible for delivering 
overall trade finance P&L and strategy across 
Standard Chartered’s global network. He joined 
Standard Chartered Bank in 1995 and has worked 
in Hong Kong, London and Singapore across a  
number of businesses including Corporate Relation-
ship Management, Cash Management and Trade 
Product Sales, Investor Relations, Business 
Planning and many others. 

About Standard Chartered: We are a leading inter-
na tional banking group, with more than 80,000 
emplo yees and a 150-year history in some of 
the world’s most dynamic markets. We bank the 
people and companies driving investment, trade 
and the creation of wealth across Asia, Africa and 
the Middle East. For more information, please visit 
www.sc.com. Explore our insights and comment 
on our blog, BeyondBorders. Follow Standard 
Chartered on Twitter, LinkedIn and Facebook.

www.sc.com

Michael Vrontamitis 

Global Head, Trade Products, Transaction 
Banking
Standard Chartered

➔ For Standard Chartered we have developed a strategy around 

banking the ecosystem of our clients. Leveraging the technology 

and tools available, we are taking a wider view of our clients, 

their buyers and suppliers and providing solutions to finance and 

deliver banking services across their supply chain. 

Linkages between trade, finance and technology will continue 

to evolve and will be the subject of further policy attention as 

well as investment. With the increasing digitisation of trade and 

opportunities in emerging markets, there will be more tangible 

progress in combining supply chain finance with fintech-based 

and data-based solutions across the physical supply chain. 

There is, therefore, ample reason for optimism for the future of 

trade-based economic growth, inclusion and development in 

emerging markets.
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Corporate treasurers are always considering ways to optimise their  

treasury function to meet ever-changing internal and external 

require ments and respond to market developments. However, 

due to the ever-changing environment, defining a clear roadmap 

with concrete steps for strategic treasury development is not an 

easy task.

Addressing the challenges in assessing treasury 
maturity
In the process of achieving treasury maturity, the first step is to 

assess the current degree of maturity for each of treasury’s areas 

of responsibility. At this assessment stage, the treasurer faces the 

first challenges:

•  How to assess treasury maturity using a single framework when 

companies have different complexities, are active in diverse 

markets, use different currencies, and have varying risks?

•  What are the criteria to assess the level of maturity of a treasury 

function?

•  What is our maturity stage and how do we compare to our peers?

•  How do we get from the assessment stage to the target maturity 

stage?

Depending on the company’s treasury objectives, approach, strategy 

and organisation, these challenges will differ for each company.

Determining treasury maturity
To determine the maturity level of a treasury function, the treasurer  

should assess both the core ‘treasury activities’ (treasury opera tions, 

risk management and corporate finance) and the core ‘treasury  

enablers’ (strategy & organisation, processes & systems, and gover-

nance & control). The assessment of these areas will determine 

the current level of maturity of the treasury function. At Zanders 

we distinguish five levels of treasury maturity where each maturity 

level has its own characteristics: 

Treasury maturity levels
1. ‘ Foundation’ – a treasury that often is not formalised, and has 

neither an official treasury mandate, nor treasury objectives. 

2.  ‘Developing’ – the treasury will have transitioned from the first 

stage and will typically have treasury personnel responsible for 

some core treasury activities such as financing. 

3.  ‘Established’ – has a clear central treasury structure and 

gover nance model in place with a full treasury charter and 

responsibility for delivering on formalised treasury objectives.

4.  ‘Enhancing’ – has a defined treasury roadmap, full complement 

of treasury resources and budget, more than adequate treasury 

roles and responsibilities and strong automation in treasury 

technology.

5.  Optimised – day-to-day operations are highly automated, there 

are dedicated treasury profiles hired per treasury topic, the 

treasurer has ‘a seat at the top table’ of senior management 

both at HQ and in the business and divisions. 

Figure 1. Zanders Treasury & Risk Maturity Model

Roadmap to treasury maturity: challenges and 
opportunities
The current treasury maturity level is the starting point for defining 

the treasury roadmap with concrete next steps for its strategic 

treasury development. To succeed in enhancing the treasury function,  

com  panies should align their roadmap to treasury maturity with 

the company’s overall strategy and objectives. This assessment 

can be supported by a strategic benchmark comparing to peer 

companies, with similar business and treasury complexity. Yet, how  

to get to higher maturity levels? 

Opportunities: Due to the changing technological landscape, 

companies can now quickly achieve a more mature treasury 

stage at a lower cost. By leveraging new tech nology opportunities, 

treasury departments can increase visibility, automation and 

standardization. Treasury can therefore ensure it is in control 

and can work more efficiently, leaving more time to focus on the 

treasury added-value activities. 

Roadmap for Achieving a Future Proof Treasury Organisation

Zanders
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About Nuno Ferreira and Sander de Vries: They 
advise corporate clients in different areas of 
treasury, including risk management, corporate 
finance and treasury operations. Would you like 
to know more about achieving treasury maturity? 
Please contact:
n.ferreira@zanders.eu or 
s.de.vries@zanders.eu

About Zanders: Zanders is the leading independent 
treasury consultancy globally. The company was 
founded in 1994 and is exclusively focused on 
treasury management, risk management and 
corporate finance. Zanders has an excellent track 
record and diversified client portfolio consisting 
of multinationals, financial institutions, public 
sector entities and NGOs. The added value of 
the company is to assist its clients “from ideas to 
implementation”, bringing best practices and latest 
developments together into workable treasury 
solutions!

www.zanders.eu

Nuno Ferreira

Manager
Zanders

Sander de Vries

Manager
Zanders

Examples of technological opportunities for treasury include: 

•  New emerging tools in cash management that enhance the 

payment and reconciliation processes. 

•  Analytical and predictive tools that allow treasury to achieve 

higher levels of accuracy in reporting. 

•  Machine learning tools that can automate treasury processes 

(e.g. fraud management). 

Next to the opportunities arising from technological changes, 

banks are also providing services that offer many advantages for 

companies. Virtual accounts are an example of how banks are 

providing services to improve corporate processes at lower prices. 

Virtual accounts can be used to optimise the cash collection, 

working capital and bank reconciliation process.

Challenges: There will also be challenges to achieve the targeted 

treasury maturity. Examples of these challenges include: 

•  Time constraints resulting from managing day-to-day processes, 

while facing new regulatory topics and, added to this, keeping 

up to date with the changing geopolitical, technological, and 

banking landscape, which requires more time and effort from 

treasury departments. This however should not shift the focus 

from the roadmap’s implementation. 

•  Misalignment in internal objectives and goals. The treasurer’s 

goals sometimes differ from their finance and operational peers, 

so strong stakeholder backup from the management board 

during road map implementation is important. 

•  The last important challenge is defining and selecting what are  

the right processes, people, structure and systems, i.e. the target  

operating model, necessary to achieve the desired maturity stage. 

The opportunity is there and it is tangible to achieve a future 

treasury-operating model. This model represents the ‘next 

practice’, where treasury is driving growth and value creation in 

collaboration with the CFO. For that, the treasurer just needs to 

focus on overcoming the challenges discussed above and select 

the right partner to help in the assessment, roadmap design and 

implementation. Grasp the opportunities to ensure a future proof 

treasury organization! 
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E-collaboration supports the supply chain optimization
Nowadays, companies insist on operations that may result in the 

cost reduction and process automation. One area of possible 

improvement is a holistic approach to the supply chain processes. 

The enterprises dealing with hundreds or even thousands of 

partners re-design their approach to B2B collaboration and find 

the competitive advantage in this area. There is a growing number 

of companies implementing electronic communication to improve 

data quality and relationship with their partners. Additionally, 

a significant majority of enterprises currently cooperates with 

foreign business partners. Moreover, an increasing number of 

organisations have been changing their document flow from 

paper to digital formats to optimise processes in the supply 

chain. Therefore, there has been a growing demand for solutions 

enabling onboarding of partners worldwide, exchanging the whole 

set of messages in the supply chain (order-to-cash / procure-to-

pay) and guaranteeing legal compliance, project management 

and local support. Let’s explore the electronic invoicing process 

in particular, since it is an essential part of the efficient B2B 

collaboration.

Organization structure vs. project scope 
Multinational companies tend to aggregate and unify operations 

in each country. The way they do this is by moving the IT systems 

to the common versions (plan the extension of functionalities 

in all the countries) and re-organize their structure to focus on 

core operations. However, each organization is different and has 

various decision-making processes. For instance, in the case of 

multinational FMCG (Fast Moving Consumer Goods) companies, 

there might be various scenarios of the B2B e-collaboration 

project realization.

One of the possible scenario is when each subsidiary has its own  

independent decision-making process. Then the producer is look-

ing for the solution provider that will be compliant with corporate 

policy and standards. In this case, most important would be the 

stability, experience and penetration on the local market, the ability 

to onboard and provide solutions notwithstanding the technical 

maturity of the vendors and maintenance of the service desk. 

Another possible scenario is when the producer has a central 

organization structure and the integration would thus take place 

centrally. Then the tender only includes a few countries and, in 

this case, some of the solution providers (those operating on the 

country level) are not considered. The short list will comprise the 

providers with the most experience on the considered markets 

with established interoperability with other providers, while also 

containing providers that assure legal compliance (in case of 

e-invoicing), provide scalable functionality and support in local 

languages. 

And the reality
Considering the benefits, the central approach gives the scale 

effect yet companies are made aware that running the businesses 

on different regions/continents may be different as providers 

specialize in particular areas. Therefore, there are plenty of 

projects in which only particular regions are high priority and have 

the most potential. The general conditions are agreed centrally 

with possible slight adjustments country by country. 

To summarise, it is more beneficial to choose a provider who covers 

a few countries assuming its ability of onboarding the majority of 

clients and providing high service level. From the organizational 

point of view there is one person managing the project holistically. 

Most of the producers have already launched e-invoicing with their 

customers (e.g. retailers) but, regarding accounts payable, they still 

use unstructured documents exchanged in a non-secure way. 

e-Invoicing – what’s next 
For an efficient automation, it is not enough to only implement 

e-invoicing and adjust the investment in the project to the size 

of the company and the amount of processed invoices. The pro-

cess is more complicated and sometimes requires integration 

with numerous IT systems, e.g. the so-called ‘three-way match’, 

which means matching the invoice data with the purchase order 

and delivery. This type of concept enables the smooth processing 

of invoices and makes the process easier, while also requiring 

integration, at least with ERP. ➔

Strategic Approaches to B2B E-communication Optimization: Regional or Local?

Comarch EDI
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About Comarch EDI: Comarch EDI is a B2B plat-
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partners. The solution provides the automation of 
data processing throughout the supply chain: from 
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www.comarch.com

Bartłomiej Wójtowicz

Product Development Manager
Comarch EDI

➔ The quality of master data is one of the most important success 

factors in accounts payable projects. Only well-managed data 

enables matching the invoices with appropriate partners and 

related documents. 

Prepare for future
Additionally, the more operations are covered within the project 

the better the optimization of processes. Although the company 

may not be planning to implement full processes automation in 

the procure-to-pay process (i.e. e-sourcing, contract manage-

ment, analytics), it will prove to be a sound strategy to choose a 

solution which considers launching such functionalities within a 

short time scale. 

Click here for the company profile
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Introduction
The European Commission adopted on 2 December 2010 the 

Communication ‘Reaping the benefits of e-Invoicing for Europe’ 

and a decision to set up a European Multi-Stakeholder Forum 

on e-Invoicing (‘EMSFEI’). The Communication identifies a set 

of actions to support the uptake of e-invoicing, by ensuring 

legal certainty and promoting the development of interoperable 

e-invoicing solutions based on a common standard, paying parti-

cular attention to the needs of SMEs. The Communication also 

invites the Member States to take action and promote e-invoicing 

at a national level. All actions aim at making ‘e-invoicing the 

predominant method of invoicing by 2020’. 

The Communication followed years of preparatory work, starting 

with the setup of an ‘informal Task Force on e-Invoicing’ in 

December 2006 with the objective ‘To identify a possible roadmap 

to address present barriers to e-invoicing and to establish a 

European e-Invoicing (EEI) Framework’. In its Final Report, the 

Task Force recommended the Commission to set up an Expert 

Group with responsibility for strategic policy development to 

support the EEI Framework. The Commission decided to set 

up an Expert Group on e-Invoicing (31 October 2007) with the 

following particular tasks: identify shortcomings in the regulatory 

framework, identify e-invoicing business require ments and 

relevant e-invoicing data elements. In addition, the Expert Group 

was tasked with proposing responsibilities to be assigned to 

standardisation bodies and last but not least: the European 

e-invoicing Framework and a time schedule.

After public consultation and a subsequent conference to further 

debate with stakeholders, four key priorities were identified to 

foster uptake:

A.  Ensure a consistent legal environment for e-invoicing;

B.  Achieve mass adoption by reaching SMEs who represent 99% 

of European businesses;

C.  Stimulate an environment that creates maximum reach;

D.  Promote an ‘e-invoice standard data model’.

Uptake of the e-invoice standard data model
The EMSFEI was established, to assist the Commission in the 

monitoring of the development of the e-invoicing market and 

its adoption level in industry and services across the Member 

States. Moreover, the EMSFEI was expected to bring about an 

exchange of experiences and good practices that facilitate the 

emergence of interoperable e-invoicing solutions. Also, it was 

expected to point out problems encountered in particular, as 

related to cross-border transactions, and propose appropriate 

solutions, while supporting and monitoring work leading to the 

adoption of an e-invoice standard data model.

The EMSFEI was structured in Activity Groups, each individually 

assigned with the remit to develop Recommendations for the 

Commission. 

The ‘Activity Group Standardisation’ followed an approach 

charac te rised by ‘Acceptance and endorsement by design’: 

involving relevant stakeholders during development of its 

Recommendations, recognising that ‘Mandating a single format 

can cause large expenses to communities already using a 

format/standard that works’. It was agreed that ‘Communities 

(like the Member States, industry domains, …) have their own 

(autonomous) responsibilities and within these communities 

justified business cases will cause a growth towards the use of 

electronic invoicing autonomously (provided the circumstances 

are favourable). The conclusion was that the ‘e-Invoice Standard 

Data model’ aims at ‘inter-community use’. 

Following the Group’s submission of a Recommendation, based 

on this conclusion, on the use of a semantic data model, the 

Commis sion underlined that the introduction of a single semantic 

data model for the core section of an electronic invoice would 

be a major breakthrough fostering the convergence toward a 

model to be used by existing solutions as they progress through 

develop ment lifecycles. ➔ 

E-Invoicing Directive 2014/55/EU: The Standards Perspective

Peter Potgieser
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➔ The Recommendation was unanimously adopted by the 

EMSFEI and developed by the Commission into the ‘Directive 

2014/55/EU on e-invoicing in public procurement’. It follows 

the ‘inter-community’ approach and considers all public sector 

entities together as a ‘single community’. It asks for a European 

Standard (‘EN’) to be developed to facilitate the exchange of 

electronic invoices between sellers and (buyers in) this commu-

nity, with a vision that the EN could (at a later stage) also be used 

in the private sector. The Commission issued a ‘Standardisation 

Request’ to the European Standardisation Organisations in 

December 2014. The work is being carried out by the CEN Project 

Committee on Electronic Invoicing (later became a CEN Technical 

Committee, CEN/TC 434) that was established following a Dutch/

Italian initiative on 9 September 2014 to develop standards 

in support of European Electronic Invoicing. As a first task, it 

started work on the Standardisation Request and developed 

several deliverables, one of them being ‘EN 16931-1: Electronic 
invoicing – Part 1: Semantic data model of the core elements 
of an electronic invoice’, which is under approval at the time of 

writing.

Call to action
The EMSFEI endorsed in its meeting of 21 March 2016 a 

‘Guidance paper for EU public administrations’ and the 

‘Background document – eInvoicing and standardisation’.  

The Directive 2014/55/EU specifies that the EN 16931-1 and list 

of syntaxes shall be adopted by the Member States by November 

2018. Stakeholders are highly recommended to take strong notice 

of the documents mentioned. The "core invoice" described in the 

EN 16931-1, its sector specific extensions to be consolidated 

by CEN/TC 434 and the suggested uptake will be described in 

another editorial.

https://plus.google.com/share?url=http://bit.ly/2mRsBuz
https://www.facebook.com/sharer/sharer.php?u=http://bit.ly/2mRsBuz
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https://www.cen.eu/work/areas/ICT/eBusiness/Pages/default.aspx
https://standards.cen.eu/dyn/www/f?p=204:110:0::::FSP_PROJECT,FSP_LANG_ID:60602,25&cs=1EDAF8ACA5277C7EF32DC6EFAEF077D41
https://standards.cen.eu/dyn/www/f?p=204:110:0::::FSP_PROJECT,FSP_LANG_ID:60602,25&cs=1EDAF8ACA5277C7EF32DC6EFAEF077D41
https://standards.cen.eu/dyn/www/f?p=204:110:0::::FSP_PROJECT,FSP_LANG_ID:60602,25&cs=1EDAF8ACA5277C7EF32DC6EFAEF077D41
http://ec.europa.eu/transparency/regexpert/index.cfm?do=groupDetail.groupDetailDoc&id=27890&no=2
http://ec.europa.eu/DocsRoom/documents/17301/attachments/1/translations
http://ec.europa.eu/DocsRoom/documents/17302/attachments/1/translations
http://eur-lex.europa.eu/legal-content/NL/TXT/?uri=CELEX%3A32014L0055
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Before considering implementation strategies for public admini-

strations and their suppliers, let us remind ourselves briefly 

what the Directive 2014/55/EU calls for. The Directive applies 

to electronic invoices issued as a result of the performance of 

contracts arising from public procurement. In relation to these 

transactions, a public administration is obliged to accept and 

process electronic invoices from its suppliers that comply with a 

new European standard for e-invoicing, and is reflected in one of 

the nominated syntaxes. 

For the purposes of the Directive, ‘electronic invoice’ means an  

invoice that has been issued, transmitted and received in a struc-

tured electronic format which allows for its automatic and electronic 

processing. Public administrations accepting such e-invoices, 

and processing the electronic invoice in whatever manner they 

decide, will be compliant. Member States will need to put in place 

measures to implement the requirements of the Directive in the 

period 2018 onwards.

CEN, the European standardisation organisation, is currently 

working on drafting a standard for the semantic data model 

of the core elements of an electronic invoice and prepare its 

supporting elements including syntax, transmission, extensions 

and implementation guidance. Based on a series of unanimous 

votes by national communities, CEN has already approved 

the semantic model and the eligible syntaxes. Supporting 

deliverables are also nearing completion so that during 2017, 

users will be able to start working on implementation. The 

standard is also designed for use in B2B transactions.

Implementation for public administration: the Directive does 

not itself create a mandatory requirement to move to e-invoicing 

exclusively based on the European standard. Member States 

may retain e-invoicing based on existing national standards and 

indeed are not forced to move away completely from traditional 

paper invoicing. However, the arrival of a European standard 

creates an opportunity for harmonization and a concerted 

process of adoption across the EU as a whole. 

To make adoption happen at Member State level, policy-

making, government regulation and distribution of operational 

responsibilities will need to align. The new Directive forces 

a discussion as to whether and to what extent, different 

e-invoicing methods will ‘co-exist’ within a particular public 

sector, or whether the policy will drive towards convergence on 

the European standard.

For the development of a suitable policy framework, Member 

States may establish a national strategy to ensure the e-invoicing 

implementation, the degree of compulsion to be mandated, 

the various modalities and standards (including the European 

Standard), and whether a centralised or decentralised infrastructure 

will be deployed.

As for operational roles, the likelihood is that procurement of 

goods and services and follow-up actions such as e-invoicing 

will continue to be managed by individual public sector 

organisational units, as self-accounting bodies, but back office 

processes will need to be organised for electronic transactions. 

For instance, public sector organisations may be connected to a 

central infrastructure, such as a national gateway through which 

invoices are captured and distributed to public administrations. 

Alternatively, contracting authorities may be free to implement their 

own e-invoicing or e-procurement models, perhaps supported by 

central guidance and support. In all cases, public administrations 

will increasingly consider the use of ‘shared services’ and third-

party e-procurement and e-invoicing solutions and services. 

There are also important choices to be made in terms of going 

the route of doing the absolute minimum or using the opportunity 

afforded by the Directive to achieve substantial benefits.

In a minimum strategy, contracting authorities will ensure that 

the necessary technical infrastructure is deployed to receive 

invoices conforming to the European standard. Once received, 

the Directive does not require the contracting authority to do 

more than ‘process’ such invoices. This can be done in a fully or 

semi-automated way or manually. ➔

EU Directive on E-invoicing: Implementation and Compliance Strategies and Its 
Adoption in Public Procurement

EESPA

https://eespa.eu/guidance-paper-foreu-public-admin/
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➔ They may also continue to process other invoices according to 

existing formats and processes. Suppliers can be left to choose 

whether to adopt the European standard or not (a minimalist 

strategy).

However, a more ambitious approach could realise significant cost 

savings and efficiency benefits for both the contracting authority 

and its suppliers. Contracting authorities would think about 

moving towards completely automated processing of e-invoices 

once received. Such a strategy may be carried out on a staged 

basis (a maximalist strategy) – a recommended objective by many 

commentators. 

‘The benefits of electronic invoicing are maximised when the 

generation, sending, transmission, reception and processing of 

an invoice can be fully automated. For this reason, only machine-

readable invoices, which can be processed automatically and 

digitally by the recipient, should be considered to be compliant 

with the European standard on electronic invoicing. A mere image 

file should not be considered to be an electronic invoice for the 

purpose of this Directive’ – excerpt from the Directive.

Implementation for suppliers: structured e-invoices in whatever 

form including those expressed in the European standard, may be 

created in a supplier’s own systems and delivered directly to the 

buyer’s system or a nominated platform. Alternatively, a supplier 

may use a service provider to create a structured e-invoice 

conforming to the standard from invoice data provided to it, for 

example, from information provided in an electronic data file, 

through a portal, or supplied in a machine-generated PDF.

These approaches to data capture as well as other features of 

their service such as supplier on-boarding will be presented by 

service providers operating as they do in a highly competitive 

market. Although suppliers are not required by the Directive to 

present their invoices to the public sector in electronic form, 

they should be prepared for the future likelihood of mandatory 

adoption. In any event, suppliers may also see the benefits of 

digital processes for their own business efficiency.
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Company CloudTrade

CloudTrade is one of the fastest growing e-invoice networks and built firmly on the premise 
that e-invoicing should be free for suppliers, easy-to-use and non-disruptive – only then will 
suppliers move away from paper. These principles underpin the CloudTrade service which 
ensures high supplier adoption is guaranteed.

Website www.cloudtradenetwork.com
Service provider type E-invoicing service provider
Head office location UK

In which market do you provide 
your services?

North America, Europe, Middle East/Africa, Asia/Pacific

Contact details Mr Richard Manson, Commercial Director; richard.manson@cloud-trade.com,  
+44 (0)7956 441898, 2-6 Boundary Row, London, SE1 8HP

Active since 2010
Keywords electronic invoicing, e-invoicing, PDF invoicing, P2P, purchase to pay, e-order, O2C,  

order to cash

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 Corporates
Are you specialized in a certain 
industry?

Generic (no specific industry)

Proposition
Which processes in the supply 
chain do you facilitate?

Ordering, supply chain, invoicing

Support interoperability with other 
service providers?

Yes – we currently interoperate with a number of service providers. Furthermore, CloudTrade 
is a registered Access Point on the PEPPOL network. 

Which pricing model do you 
mainly use?

Subscription and transaction-based

Solution description CloudTrade removes the barriers to supplier adoption. Our patented solution provides a non-
disruptive way for a supplier to send electronic invoices – without having to change systems 
or infrastructure. The net result is that we will remove more paper from an organisation, in a 
shorter time frame, than any other e-invoicing approach.

Services: which of the following services do you offer?
Purchase Order Flip No

Matching of related transactions Yes – match invoices to POs, contracts, service entry sheets, or goods receipt. Business 
rules can be amended per customer.

Distribution of e-invoices Yes

Invoice presentment portal No – a portal is available for the receiving organisation, but not for the sending organisation. 
Processing updates are provided to the supplier via e-mail.

Legal compliance tools Yes

TAX/VAT compliancy Yes

e-Signature service Yes

Finance & (reversed) factoring 
services

Yes – offered through a CloudTrade partner

(Dynamic) discounting Yes – offered through a CloudTrade partner
e-Archiving Yes

Scanning of paper invoices Yes

View company profile in online database

www.cloudtradenetwork.com
www.cloudtradenetwork.com
mailto:richard.manson%40cloud-trade.com?subject=
http://e-invoicing.thepaypers.com/CloudTrade/company/299
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Total invoice management, 
100% paper to electronic

Yes

Printing No

Workflow functionality Yes

Direct integration with payments No

Accounts Payable management Yes

Accounts Receivable 
management

No

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 – each document is validated against a set of document and customer specific 
validations.

Facilitate customer onboarding Yes – due to the ease by which suppliers are able to adopt CloudTrade’s e-invoicing service, 
typically more than 90% of suppliers that we are asked to on-board will come on board.

Other services The core technology underpinning CloudTrade’s service is document agnostic. We can  
(and do) provide e-document services across numerous sectors and document flows. 
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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; www.edi.comarch.com 

Service provider type Software vendor, Procure-to-Pay provider
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, purchase-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 SME’s, SME‘s, corporates
Are you specialized in a certain 
industry?

Broad scope of industries incl. FMCG, Retail, DIY, Automotive, Logistics, Oil&Gas, Pharma, 
Electronics, Industry

Proposition
Which processes in the supply 
chain do you facilitate?

Supplier on-boarding, sourcing, e-procurement, master data management, ordering, 
logistics, e-invoicing, supply chain financing, B2B ecommerce

Support interoperability with other 
service providers?

Yes 

Which pricing model do you 
mainly use?

Licensed SAAS, transaction-based.

Solution description Comarch EDI provides the companies with a smart solution enabling the 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

www.comarch.com
www.comarch.com
www.edi.comarch.com
mailto:bartlomiej.wojtowicz%40comarch.com?subject=
http://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



www.comarch.com
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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 FinTech software vendor and large scale project implementations - e-billing, e-invoicing, 

e-signing, mobile, KYC, payments, supply chain finance and authentication specialists. 
National and trans-national core infrastructures. 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 e-bill consolidation, 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 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

www.ebpsource.com
www.ebpsource.com
mailto:swright%40ebpsource.com?subject=
http://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.



www.ebpsource.com
www.ebpsource.com
mailto:info%40ebpsource.com?subject=
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Company Name Orbian Management Limited

Orbian is the world’s leader in the development and management of major, successful 
Supply Chain Finance programs. Combining its own award-winning proprietary IT system 
with the most effective funding capability, Orbian has been providing worldwide, multi-
currency SCF solutions to the world’s largest global corporates and their suppliers for 
17 years.

Website www.orbian.com
Business model Supply Chain Finance
Head office location USA

In which market do you provide 
your services?

Global

Contact details Sabrina Piquemal – Sales and Marketing Manager, Tel: +44 (0)20 7065 7013,  
Email: sabrina.piquemal@orbian.com 

Active since 1999

USP’s Orbian has in place a unique multi-funding partner approach. Orbian is issuing notes 
(commercial papers) to its funding partners. Based on the multi-funding partner approach, 
Orbian is able to provide ‘unlimited’ funding to its customers, since funding partners could 
be added seamlessly to the program.

Keywords supply chain finance, reverse factoring, working capital optimization

Markets
Which are your primary target 
groups

Buyers and suppliers

Target customer Large corporates and their suppliers
Are you specialized in a certain 
industry?

Multi industry

Proposition
Solution description Highlights of the Orbian solution: 

• Simple implementation / Limited technical integration  
• Proprietary funding capability in all major currencies 
• No integration for suppliers / funders  
• Easy and straight forward suppliers on-boarding  
• Simple contracts in English and local languages 
• Complete suite of reconciliation tools and reports for buyers and suppliers  
• Multi-languages customer support

What kind of finance is offered 
(or facilitated)

• Financing on a per invoice basis
• facilitating early payments on a per invoice basis
• financing on a per-supplier or a per-buyer basis
• financing a portfolio of invoices

Onboarding strategy •  The on-boarding process commences when the Buyer introduces the SCF program to 
the suppliers

• Orbian will establish local enrollment rooms with documentation available in local language 
• Orbian will perform Know-Your-Customer and Anti-Money Laundering checks  
•  After KYC and AML checks, the purchase of the receivables must qualify as a legal 

true sale

Partnering Orbian has multiple partnerships across the globe including a majority of the world’s top 20 
banks and the major payments processing companies.

Which pricing model do you 
mainly use?

Orbian pricing is very straight forward and transparent: it is based on Libor + a pre-agreed 
spread. Libor is the interpolated published rate for the period over which the receivable 
is sold. Orbian does not charge anything (ZERO) for any aspect of implementation, licenses, 
enrolment, transaction processing, training. The sole cost of our SCF programs is the 
discount charge paid by suppliers when they elect to sell receivables for early cash.

View company profile in online database

www.orbian.com
www.orbian.com
mailto:sabrina.piquemal%40orbian.com?subject=
http://e-invoicing.thepaypers.com/Orbian/company/301
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Services: which of the following services do you offer?
Dynamic discounting Yes

Receivables Financing Yes

Factoring No

Asset based lending No

Reverse factoring Yes

Peer to peer financing No

Other services Global Payments Factory



www.orbian.com
www.orbian.com
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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 synchronization. Saphety’s client portfolio has over 4,700 companies and over 129,000 
users throughout more than 30 countries.

Website http://www.saphety.com/
Service provider type E-invoicing service provider, bank, software vendor, reseller or specialist
Head office location Portugal (headquarters in Lisbon and operational offices in Bogotá, Colombia and 

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 synchronization

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, 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 documentation 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.

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 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=
http://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 2.0, 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 Tieto 

Tieto aims to capture the significant opportunities of the data-driven world and turn them 
into life-long value for people, businesses and society. We aim to be customers’ first choice 
for business renewal by combining software and services capabilities with a strong drive for 
co-innovation and ecosystems. 

Website www.tieto.com
Service provider type Payment and cash management software vendor
Head office location Sweden, Stockholm 
In which market do you provide 
your services?

Global

Contact details Sheri Brandon, Head of Transaction Banking, Sheri.Brandon@tieto.com
Active since 1968

Keywords instant payments, switch, issuing, acquiring, virtual accounts, cash management, 
corporate treasury, cards

Markets
Which side in the supply chain is 
your primary target group?

Buyers

B2B, B2C and/or B2G 
(Government)?

B2B, B2G

Target customer Retail banks, corporate banks, central processors, central banks, corporates
Are you specialized in a certain 
industry?

Financial services, Payments, Virtual account management

Proposition
Which processes in the supply 
chain do you facilitate?

Ordering, supply chain, invoicing, payments, virtual account management

Support interoperability with other 
service providers?

Yes; ICOs (Visa, Mastercard, JCB, UP, local), Telcos, POS, ATM, mobile payments providers 
(SamsungPay, ApplePay, other) 

Which pricing model do you 
mainly use?

License, transaction based

Solution description Instant payments.  
Financial infrastructures to build social and financial inclusion, laying an open and instant 
foundation for digital payment and banking services of the coming digital generation. 
Virtualization of real-time coporate banking.  
Advanced cash management helping banks and corporate to improve liquidity management 
globally. 
Open hubs.  
Real-time payments solutions for retail banks.

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 Yes

e-Archiving No

Scanning of paper invoices No

View company profile in online database

www.tieto.com
www.tieto.com
mailto:Sheri.Brandon%40tieto.com?subject=
http://e-invoicing.thepaypers.com/Tieto/company/242
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Total invoice management, 100% 
paper to electronic

No

Printing No

Workflow functionality Yes. Tieto software has configurable workflow to fully support customers business 
processes.

Direct integration with payments Yes.Tieto product is mainly dedicated to payments, payment processing and integrations 
with other software.

Accounts Payable management Yes. Tieto has extended accounting functionality with support of payable accounts.
Accounts Receivable 
management

Yes. Tieto has extended accounting functionality with support of receivable accounts.

Integration with ERP /accounting 
software

Yes. Tieto has flexible web-services for integration with other systems.

Which standards do you support? Yes. ISO 8583; ISO 20022.
Conversion from or into various 
XML formats (mapping)

Yes. Tieto has a special module for data conversion including XML formats.

Content validation of incoming 
invoice data

No

Facilitate customer onboarding Yes

Other services Yes. Virtual account management, cash management



Tieto Transaction Banking
Combining global capabilities and thought leadership in 
payments with local presence in developing software for real-time 
payments, cash management and corporate treasury solutions 

Instant payments 

Infrastructure to build social and fi nancial inclusion. Laying an 
open and instant foundation for digital payments and banking 
services of the digital generation.

Virtualization of real-time banking  

Advanced cash management solution helping corporate and 
banks to improve liquidity globally. 

Open hubs 

Real-time payment 
solutions for retail banks

Tieto aims to capture the signifi cant opportunities 
of the data-driven world and turn them into life-long 
value for people, businesses and society. We aim to 
be customers’ fi rst choice for business renewal by 
combining software and services capabilities with a 
strong drive  for co-innovation  and ecosystems. 

www.tieto.com

www.tieto.com
www.tieto.com
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Glossary
3-Corner Model
3-Corner Model is an exchange model where senders and 

receivers of invoices are connected to a single service provider for 

the dispatch and receipt of messages.

Another definition: 3-Corner Model is an invoicing process set-up  

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 3-Corner 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 3-Corner Models in 

which both senders and receivers are connected to the service. 

The 3-Corner 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 

3-Corner Models, roaming has been introduced.

4-Corner Model
4-Corner Model is an exchange model where senders and receivers  

of invoice messages are supported by their own service provider.

Another definition: 4-Corner Model is an invoicing process set-up 

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 4-Corner 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 4-Corner 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 

4-Corner Models, the consolidator and aggregator roles are often 

two different service providers.

A
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.

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 

mana gement of accounts payable administration by automated 

processing of invoices. Accounts payable automation requires 

integration of the invoicing process with accounting software.

Accounts receivable
Accounts receivable refers to money which is owed to a company 

by 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 

customer is sent an invoice.

Advanced electronic signature (AES)
Advanced electronic signature (AES) means an electronic signa-

ture 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 van 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.
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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’). Check-cashing outlets, money transmitters, car title 

lenders, payday loan stores, pawnshops and rent-to-own 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 brick-and-mortar 

bank branches or storefronts through alternative channels, such 

as the internet, financial services kiosks and mobile phones. 

Online platform-based alternative financing activities include 

donation-, reward- and equity-based crowdfunding, peer-to-peer 

consumer and business lending, invoice trading, debt-based 

securities and others.

Anti-Money 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 refe-

ren ced by a software application program in order to access 

supporting 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 struc-

tured 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 receivables as in factoring.

Asset based loan
Asset based loan is a business loan in which the borrower pled-

ges as loan collateral any assets used in the conduct of his or 

her business. Funds are used for business-related 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 end-user organisations as the 

payment method by which to pay their issuer.

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 

success ful 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 good 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 block chain contains every 

transaction ever executed in the currency.
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Business interoperability interfaces (BII)
Business interoperability interfaces on public procurement in 

Europe (BII) is CEN Workshop providing a basic framework for 

technical interoperability in pan-European 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 third-party service provider. 

Usually, BPO is implemented as a cost-saving measure for tasks 

that a company requires but does not depend upon to maintain 

their position in the marketplace.

Business-to-business (B2B)
Business-to-business is a type of commerce transaction that 

exists between businesses, such as those involving a manu-

facturer and wholesaler, or a wholesaler and a retailer. Business to 

business refers to business that is conducted between companies, 

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 

business 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.

Business-to-consumer (B2C)
Businesses or transactions conducted directly between a com-

pany and consumers who are the end-users of its products or 

services. Business-to-consumer as a business model differs 

significantly from the business-to-business 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.

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 e-invoicing in Mexico. All e-invoices 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 

processing, the fourth in the seven stages of processing. This pre-

sent ment 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 real-time gross settlement same-day 

payments for CHAPS Sterling and CHAPS Euro.
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Commercial card
A commercial card is the generic, umbrella term for a variety of card 

types used for business-to-business (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 

encoding 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 end-user organisation is liable for the commercial card charges;  

this is the case for purchasing card programs and, some times, 

cor porate 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 measu-

res the average number of days a company takes to pay its 

suppliers.

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 solu-

tions 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 

European Union regarding defining a new legal framework for 

payments.
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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 innovations that improve a product or service in ways 

that the market does not expect, typically first by designing for a 

different set of consumers 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-

nized 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 (e-invoice)
An e-invoice 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 e-invoice also contains data in a 

format that computers can understand. This means that an e-mail 

with a PDF file attached is not an e-invoice.

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, VAT-ID, IBAN and 

OVT. A sender must know a recipient’s e-invoice address in order 

to send an e-invoice. The message is routed to the recipient by 

any operator along the way using the e-invoice address.

E-invoicing service provider
It is a provider that, on the basis of an agreement, performs certain  

e-invoicing processes on behalf of a trading partner, or that is 

active in the provision of support services necessary to realise 

such processes. 

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 

VAT-compliant 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 e-invoicing service providers; see 3-Corner 

Model and 4-Corner Model definitions. An e-invoicing service 

provider can subcontract all of parts of its services to other 

providers; such subcontractors can also be e-invoicing service 

providers if they meet the criteria set out in this definition.

Early payment discount
An early payment discount is offered by some companies to 

motivate credit customers to pay sooner. The early payment dis-

count 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-

mer-oriented ‘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 

communication 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 computer-to-computer 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.
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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 paper-based 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, e-payables, push payments, straight through payments 

(STP), buyer initiated payments (BIP), singleuse 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 pa ny’s intranet to procure goods and services used in the 

conduct of business. An e-procurement system can streamline all 

aspects of the purchasing process while applying tighter controls 

over spending and product preferences.

Electronic signature
An electronic signature, or e-signature, 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 com-

merce 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 

commercial documents, apart from invoices, such as account 

statements, purchase orders, delivery notifications and others. Not 

included are many unstructured documents that are exchanged.

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 

packaged software rather than proprietary software written by or 

for one customer. ERP modules may be able to interface with an 

organisation’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 third-party 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 

instruct ions 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 inter-

net 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.
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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 fleet- 

related expenses (e.g., fuel, vehicle maintenance, repair and service).

Four-party payment system
The four-party 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 
Global process owner (GPO)
A global process owner is a professional who has (or should have) 

complete ownership of an end-to-end 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
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 so-called ‘interchange fee’ 

is then deducted from the final amount that the store merchant 

recei ves 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).

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 busi ness 

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.
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Level II data
It represents the enhanced transaction data including Level I data 

plus a customer-defined 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 line-item detail, such as the item purchased. Sometimes 

referred to as simply ‘line-item detail.’ Also written as ‘level 3’ data.

Line-item detail
It is a transaction data reflecting what was purchased. See also 

Level III data.

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 

e-invoicing network, there is no requirement to interoperate as 

connection is independent of data format and a global network 

enables the flow of data cross-border.

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 third-party developers to build financial applications and 

related services that could change the way people bank. Banking 

data will be available in real-time for use in third-party. 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 fleet-related expen ses 

(fuel, vehicle maintenance, others). It combines the functionality of a 

P Card, corporate card and fleet card.

OpenPEPPOL
OpenPEPPOL is an open point-to-point network of sending/ recei-

ving 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
Order-to-cash, also known as OTC or O2C, is the end-to-end 

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 end-to-end 

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.

Peer-to-peer (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. Peer-to-peer lending removes the middleman 

from the process, but it also involves more time, effort and risk 

than the general brick-and-mortar lending scenarios.
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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 organization 

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.

Procure-to-pay (P2P) process
The steps the employees of an end-user organisation follow to 

make a purchase and the associated payment. An organization 

typically has different P2P processes for different types of 

purchases/payments; a P-Card P2P process is usually the most 

streamlined. Also referred to as purchase-to-pay or source-tosettle 

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 high-level 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 specified 

terms and conditions, becoming a legally binding agreement upon 

supplier acceptance.

Purchase-to-pay process
See Procure-to-pay (P2P) process.

Purchasing card (P-Card)
A purchasing card is a type of commercial card used by 

organisations to pay for business-related goods and services; 

end-user organisation must pay its issuer in full each month for 

the total of all P-Card transactions. Also called a procurement 

card (ProCard) and purchase card.

R
Rebate
It refers to money paid by an issuer to its customer (an end-user 

organisation) in conjunction with the end-user’s commercial card 

usage; the rebate amount is based on various criteria, as defined 

within the contract terms between issuer and end-user. 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 

incoming payments. Only after a successful reconciliation the 

merchant 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 e-mail, providing files) may vary.
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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.

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 mid-tier or enterprise-sized companies. It is larger companies 

who typically adopt shared services because scale is one key 

element of the model. The intention of shared services is to run 

operations more efficiently and more cost-effectively. 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 ser-

vices 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 centralizes 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.

Software-as-a-Service (SaaS)
SaaS is a cost-effective way for companies to ‘rent’ software 

without the burden of installation and maintenance, because it is 

supplied, hosted (via the internet) and maintained by an external 

vendor.

Source-to-settle process
See Procure-to-pay (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.
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Split liability
Liability for commercial card charges is split between the cardholder 

and end-user organisation, based on merchant category codes; for 

example, the cardholder might be liable for travel and entertainment 

(T&E) expenses, while the organization is liable for the other 

transactions.

Straight-through payment (STP)
Straight-through payment (STP) is a specific version of electronic 

payables; an end-user 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 organi-

sation 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.

Supplier onboarding
This refers to getting a supplier set up on a particular program, such 

as purchase-cards, 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 set-up of the program.

Supplier portal
A supplier portal is the front end of the e-invoicing or e-procurement 

platform which enrolled suppliers connect to via the internet.  

Here, suppliers can accept purchase orders, change profile infor-

mation 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 re-key 

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 ‘event-driven’. Each intervention (finance, risk miti-

gation 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 
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 three-party payment system is a card payment system invol-

ving the end-user 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.
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U
UBL
Universal Business Language (UBL), is an XML-based 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
E-invoice XML-data 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 rejec ted by 

the receiving operator which then sends negative acknowledge-

ment to sending operator which forwards the acknowledgement 

to sender.

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 

language for structured electronic documents. XML is based on 

SGML (standard generalised markup language), an international 

standard for electronic documents. XML is commonly used by 

data-exchange services to send information between otherwise 

incompatible systems.
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