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Transforming Payments: New Rules, New Winners?

The US $300bn Payments Business is undergoing significant transformation. It is now generally accepted that fee income will drop
significantly through regulatory and customer pressure. Further, banks will also have to be more efficient in their Payments operations
and technology. However, there is still a lack of clarity on how quickly to respond to these new rules of the game and how to quantify
the situation objectively. It is also critical to understand how to develop and implement the right strategic choices from an increasingly
confusing set of opinions and options. The winners will be those that make good choices with good timing.

The New Rules of the Game

Fee income will drop significantly

Don't waste valuable time avoiding the inevitable. Plan for a future without healthy Payment fees. Re-think why you need a Payments
business.

The middle is no place to be

The market will polarise towards large players that build capacity to offer payment processing for others, or those that get out of the
business of processing payments completely.

‘Customer is King' means more than advertising

The customer’s voice is strengthening in volume and tone. Customers increasingly believe they know what good Payments services
should and could look like to them. But what they perceive they get today is a long way from either, without a good explanation

Expect the unexpected - no one really knows

The next five years will see major and unpredictable changes in customer and competitor behaviours. The first round will go to those who
guess first changes best - but the ones left standing at the end will be those with flexibility to respond best to new changes.

“In God we trust. Everyone else must bring data”
Know the real numbers of your payments business.

Spotting the Winners

Attend any Payments conference and you can spot a few people willing to admit that they’ve been planning, investing and acting on
this already. It’s probably because they want to sell their payment processing services to others in the future. Nevertheless, they are
more likely to be winners than the many still struggling to get colleagues across the bank into meetings “to discuss SEPA”.

Will you be in the payments processing business in five years time? If so, how will you scale up to the necessary volumes to make it
cost-effective? If not, how will you outsource such a core function, especially at a time when the revenue stream is so unpredictable?
The winners have answers already.

The outright winners in the payments business will innovate after listening and engaging with customers strong enough to speak
out about what's wrong today. However, in this area, there should be time for “fast followers”, but only those prepared beforehand
for swift and decisive responses.
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Allied offerings

Business Consulting

Provides you with strategic
differentiation and operational
superiority, assessments,
proprietary industry analyses &
projects structured around beating
the competition.

Finacle

Finacle Universal Banking
Solution addresses the core
banking, e-banking, treasury,
wealth management, cash
management and CRM

requirements of banks worldwide.

Built using a flexible architecture
and next generation technology,
its ability to scale seamlessly
ensures greater business agility
and lower TCO for banks.

Enterprise Application
Integration

To enable real time and informed
decision making, companies

need to integrate systems and
applications from different
sources. This service provides
application integration consulting,
integration competency
establishment, package
implementation and operations
management.

Catalytic IT

Catalytic IT enables enterprises to
transform their business by leveraging
IT as a catalyst. This is an evolutionary
and self-funding transformation
journey. The portfolio of Microsoft
technology integrated solutions and
services under Catalytic IT enables
enterprise businesses and their
employees to realise a simplified,
flexible IT environment.
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About Infosys

Many of the world's most successful organizations rely on
Infosys to deliver measurable business value. Infosys
provides business consulting, technology, engineering and
outsourcing services to help clients in over 30 countries
build tomorrow's enterprise.
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