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The payments landscape is undergoing a dramatic 
transformation influenced by globalization, 
technology, regulations and disruptors — as well 
as how people shop and pay. The expectation of 
the end customer to have a completely seamless 
buying experience (including making the payment) 
is driving change across the entire payments 
ecosystem. 

This evolution in consumer expectation is leading 
many providers to evaluate the way they do 
business. Even within the B2B software (ISV) 
segment of the payments industry, providers are 
discovering new ways to improve and monetize 
their services and add millions in new revenue. 
What are they doing?  They’re becoming payment 
facilitators (PFs).

ISVs who become PFs and extend frictionless 
boarding, simplified pricing, and a single point 
of support to submerchants will experience 
significant growth.

Now is your chance to learn how you can capitalize 
on the disruption that’s happening in the market 
and parlay it into a lucrative revenue stream with 
a business that reduces friction, deepens the 
customer experience and adds real enterprise 
value to the marketplace.

Your focus is on software — not payments, 
obviously. But payments have the potential to be 
an integral part of your revenue stream. So how do 
you bridge the gap? 

While this transition doesn’t come without 
challenges, resources are available that enable you 
to meet these challenges head on and turn them 
into opportunities.  The following are the top 4 
challenges that ISVs face when considering the PF 
model.
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1 You’re Not Ready to Make
 the Investment
 Enhancements to any capacity are not without 
 investment. Do your research and understand 
 the potential financial gain (residual value over 
 time vs. referral fees). Once you understand the 
 financial gains, make sure your executive team 
 is on board.

2 The Learning Curve for Payments
 The payments industry is dynamic and ever 
 changing. If you’re an ISV interested in 
 becoming a PF, get knowledgeable about 
 payments and be sure to choose the right 
 payments processing partner. Merchant 
 acquirers are actively seeking partnerships with 
 ISVs that want to provide payment acceptance 
 offerings within their B2B software packages. 
 The acquirers recognize the value of integrated 
 packages to their customer bases, and they seek 
 to partner with ISVs to offer payments in a 
 mutually beneficial way.

3 Fitting Payment Acceptance into 
 Your Current Revenue Model 
 Requires Customization
 Again, your business model is not built on 
 payment acceptance. You’ll need some 
 customized enhancements to your current 
 revenue model. A strong PF program consultant 
 or partner will work with you to understand 
 the vertical segments you target, analyze your 
 business model and align program elements 
 with opportunities that make sense for your 
 bottom line. 

4 Merchant Pricing Can Be Complex
 …But it doesn’t have to be. Define a simple 
 pricing program that is aligned with your 
 strategic business goals and customer profiles — 
 one that maximizes your margins and drives 
 revenue.

About Infinicept
Infinicept is a technology company focused on providing an innovative, turnkey payments platform 
for payment facilitators. The system, colloquially called Payment Facilitator in a Box™, is a fully 
integrated suite of components that make it possible for Payment Facilitators to get up and 
running in weeks, not years.

The platform includes frictionless merchant acceptance, underwriting, boarding and back-office 
operations for the payment facilitator marketplace that is expected to top $4.4 billion by 2021. The 
platform is a series of automated modules that can be adapted to any vertical market. Its unique, 
agnostic framework allows payment facilitators to easily integrate their platform with any sponsor, 
processor, gateway and CRM without starting from scratch.


