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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.

Traditionally, merchants have had relationships with 
merchant acquirers, which are typically banks or 
bank-sponsored firms such as independent sales 
organizations (ISOs) that specialize in offering 
payment acceptance services. Acquirers receive 
the merchant’s card transactions, pass them to 

the appropriate card networks for processing and 
facilitate settlement of transactions between the 
merchants and the card-issuing banks.
 
In the PF model, the ISV establishes a payment 
acceptance account with an acquirer and then uses 
this account to facilitate payments on behalf of its 
clients (hence the term payment facilitator). Those 
clients are referred to as submerchants, because 
they use the ISV’s merchant account to send 
transactions to the card networks

The acquirer benefits from having the ISV’s volume 
processed through its services. It then compensates 
the ISV either through a revenue share payback 
program or by providing the ISV a wholesale buy-
rate on payment processing that can then be marked 
up when re-selling it to their submerchants.

Over the last 15 years, several well-known 
companies have proven that the PF model is 
effective. Examples include Adyen, PayPal, Square, 
and Stripe, which collectively process hundreds of 
billions of dollars in gross payment volume (GPV) 
annually. There is a massive additional opportunity 
above and beyond what these companies have 
already achieved. 

Top 6 
Reasons Why 
ISVs Should 

be PFs
“The payment facilitator model 

is thriving.” You’ve heard 
industry experts talking about 

the success this model 
is seeing in many businesses. 
So what does that mean for 

your company? 

Simply put, it means there’s an 
opportunity for your company 

to thrive as well. 
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About Infinicept

Reasons to Become a PF:   
1 Increase Overall Growth
 Adding integrated payments and processing 
 services helps you differentiate your business, 
 resulting in increased software sales. You’ll then 
 realize a steady transactional revenue stream 
 from payment processing, which often exceeds 
 software revenue.

2 Maintain Control of 
	 Customer	Relationships
 Reduce friction by owning more of the customer 
 experience. Giving up payments — an important 
 pillar of integrated software — can prove 
 detrimental to your customer retention, 
 especially as the omni-channel experience grows.

3 Improve	Customer	Satisfaction
 Simplify the end-to-end experience for your 
 customers by providing them with simple, 
 understandable and affordable pricing programs. 
 Eliminate third-party payment providers and 
 become their ONE trusted source for software 
 and payments. 

4 Build Equity Value
 Replace one-time referral fees or small residual 
 shares by taking control of the payments stream, 
 earning more of the payments pie and building 
 equity that grows exponentially in value over 
 time.

5 Create	Sources	for	Investment 
 Leverage residual equity for financing 
 opportunities to invest in and expand your 
 business. This builds equity valuations over time 
 that can later be packaged and sold to generate 
 significant income.

6 Achieve	a	Competitive	Advantage
 If your business analyzes data for partners and 
 customers, you’ll learn how to access payments 
 data analytics that translate into valuable insights. 
 This can drive results for you and your customers.

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. 

All of the major card brands, including Visa, MasterCard, American 
Express, and Discover, have welcomed the involvement of 
software vendors in the payments revenue stream by way 
of the payment facilitator model.

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.


