
Mastercard solutions for 
supplier payments

FINANCIAL INSTITUTIONS | NOVEMBER 2023

Optimize processes for effective 
payment solutions
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Late payments are common, 
making cash flow uncertain.

Inefficiency is a real problem
for Suppliers.

of companies reported 
increases in overdue invoices, 
late payments and lengthening 
of days sales outstanding3

rated the value of reducing 
time logging into buyer portals
to download reconciliation
data as “very important” or 
“extremely important”2

81%77%

SUPPLIER CHALLENGES

1. Supply Chain Innovation Report, Raconteur, 2019
2. AT Kearney Survey of 404 A/R and Finance Professionals Representing Small, Mid-size and Large Companies, Research Commissioned by Mastercard, 2019
3. Atradius Payment Practices Barometer in Western Europe, report, 2020
4. The Global Treasurer (UK): “Xero Stripe and PwC Bring Seamless Payments to Small Businesses,“ report June 2019
5. Accounts Payable Automation: The Multi-Trillion-Dollar Accounts Payable Market is Finally Digitising, Business Insider Intelligence report, 2020
6. B2B: How the Next Payments Frontier Will Unleash Small Business, Goldman Sachs, report, 2018

72%
Invoicing and payment issues put relationships at risk.

of organizations experience damage to vendor
relationships because of inefficient invoice and 
payment processing5

Inefficient processes use up staffing resources.

of accounts payable employee time is spent 
answering suppliers’ questions and other
manual tasks630%

The consequences can be even more 
severe for small businesses.

50K
small and midsize 
business failures each
year due in part to late 
payments4

Losses in productivity and gaps in cash flow can stunt, or even stop, business growth

MARKET LANDSCAPE

Businesses have significant sums of 
money tied up along the supply chain.

locked up in 
working capital1$1.3T

BUYER CHALLENGES

2
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Buyers and suppliers both face 
challenges with current 
payment processes.

CHALLENGES AND IMPACT

• Receiving bank transfers requires no processing effort 
from the supplier but reconciliation takes additional time

• Accounts Receivable teams are trying to minimize Days 
Sales Outstanding (DSO)

• Accounts payable is looking for alternative payment methods 
to reduce the number of transactions and processing costs

• Procurement is looking to streamline the number of suppliers
• Treasury is trying to maximize Days Payable Outstanding (DPO)

Buyers

Suppliers

Note: The default method for B2B payments tends to be purchase order and invoice followed by bank transfer.

IMPACT

• High transaction costs 
• Time and resources dedicated to collections

• Resources required to manage large volume of non-strategic 
spend

• Vendor/volume negotiations not optimized
• Risk of fraud and misuse with lack of spend visibility
• Non-ESG-compliant suppliers
• Redundancies in procure-to-pay process
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Empowering suppliers: Driving growth & enhancing operational efficiency

SUPPLIER OPPORTUNITIES 

• Incremental sales with more 
options to pay for customers

• Cash flow improvements by 
accelerating receivables and 
reducing DSO

• Tangible reduction in cost of 
collections

• Lower risk  with credit risk 
underwritten by banks 

• Fewer fraudulent 
transactions and chargebacks 
with Mastercard’s 
cybersecurity

• Easier and faster 
reconciliation of transactions 
with enhanced data

• Faster collections made 
possible through card 
acceptance

• Fewer resources tracking 
payments and calling past 
due customers

• Reduced need/dependency 
on invoice factoring

• Improved working capital 
and cash flow to fund 
additional activities

• Increased credit and 
extended payment terms to 
customers via card 

SAVINGS SECURITY & CONTROL EFFICIENCY FLEXIBILITY

4
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SAVINGS SECURITY & CONTROL EFFICIENCY FLEXIBILITY

Enabling buyers: Optimizing cost savings & ensuring financial control through 
payment flexibility

BUYER OPPORTUNITIES 

• Enhanced supplier negotiations 
backed by robust reporting

• Improved working capital with 
interest-free period

• Tangible efficiency savings 
through streamlined virtual 
payment processing vs. check 
(up to $25 per invoice)*

• Robust set of innovative 
controls to reign in spend

• Reduced fraud and misuse of 
funds through parameter 
settings

• Market-leading virtual card 
platform generates single-use 
cards with a robust set of 
controls and reporting 
capabilities

• Payment consolidation into 
single method with fewer 
transactions

• Procurement resources 
reallocated to higher-value 
tasks including better managing 
strategic spend

• Reduction in number of 
nonstrategic supplier 
management

• Enhanced visibility and  
actionable insights through 
data and reporting capabilities

• Integrates with AP systems for 
seamless processing providing 
greater visibility into payments 
data

• Handles global programs with 
AP departments in multiple 
countries

5 *PYMTS The Innovation Gap: Meeting The Challenge of Corporate Payments Modernization, 2022
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PURCHASE REQUISITION PURCHASE ORDERS INVOICE RECEIPT 
& PROCESSING PAYMENT PROCESS

CURRENT PROCESS

• Need for purchase identified

• Requisition created

• Requisition sent for approval

• Requisition converted to 
purchase order (PO)

• Purchase order issued and sent 
to suppliers with PO number and 
purchase details

• Supplier issues invoice aligned 
with PO information

• Supplier sends invoice to buyer 
company with all relevant 
details including payment terms 
and instructions

• Invoice is received, reviewed and 
accepted

• Invoice is matched against 
purchase order

• Invoice is paid based on 
agreed payment terms

6

Procure-to-Pay

1 2 3 4

For buyers, the procure-to-pay process is the point of departure for unlocking 
opportunities
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Tail spend represents the largest cardable opportunity

OPPORTUNITY
$

 V
al

ue
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7

TAIL SPEND (NON-STRATEGIC)STRATEGIC

• Raw materials
• Components
• Fuel

20% of transactions 
80% of value  

Opportunity

# Transactions

Tactical Tail Spend

• On-the-spot 
purchases

• Maverick
• Petty cash

• Utilities
• Insurance
• Freight
• Telecom
• Fleet

Recurring

• Temp labor
• MRO
• Software
• Spare parts
• IT Consumables
• Office supplies
• Couriers

80% of transactions 
20% of value  
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Our B2B framework: Mastercard B2B analytics 

PROCESS

• Corporate customer 
provides AP file to 
Mastercard (Paytech)

• File must contain all 
transactional data for 
payments made in the 
last year

Accounts 
Payable file

• Comprehensive 
evaluation conducted 
of suppliers’ volume, 
spend, transactions by 
volume and payment 
method

Supplier analysis

• Immediate 
opportunities to move 
accepting supplier 
segments to card

Acceptance gap 
analysis 

• Opportunities are 
prioritized based on 
corporate customer 
for enhanced analysis 
and implementation

Opportunity

• Assistance with 
communications to 
enroll suppliers in the 
corporate customer 
program

Supplier 
enablement

1 2 3 4 5

8
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MASTERCARD B2B ANALYTICS | USE CASE

• Identify suppliers most likely to accept 
B2B transactions 

• Deliver recommendations on how to 
implement and maximize program benefits

• Reduce transactional processing costs

• Eliminate/simplify PO processing

• Streamline nonstrategic supplier list 
and their Know Your Buyer (KYB) process

• Maximize DPO

Raw data 
from AP file

Supplier conversion 
to card or virtual 
card

31,429 suppliers | 307K invoices

19,509 suppliers (60%) | 209K invoices

850 suppliers | 43K invoices (14%)

Supplier 
conversion 
opportunity

1
$5.5B

$3.4B

$399M

STEP

2
STEP

3
STEP

Data represents Purchasing Card/VCN opportunities identified for one multinational corporation*

Client engagement sample

Comprehensive B2B Analytics

Analytics help

9
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The B2B analytics dashboard is designed for ease of use

MASTERCARD B2B ANALYTICS | DASHBOARD

10

DATA INSIGHTS

• By focusing the analysis on the 
opportunity area, it’s evident 
that 22% of invoices represent 
only 1% of spending.

• 309 (42%) of these suppliers 
accept cards, representing 
expenses of $1.7M.
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PAYMENT PROCESS

11

STREAMLINED

TRADITIONAL

Issue
purchase

order

Receive 
merchandise

Receive 
invoice

Approve 
invoice Payment with 

Card/VCN

ERP 
reconciliation

Credit application with 
supplier

Supplier KYB and manual 
onboarding

Issue purchase order

Invoice issued

Merchandise received

Invoice approval

Payment approval and 
issuance

Process payment in ERP

Ongoing follow up

Payment confirmation

ERP reconciliation

Match invoice and 
purchase order

Account reconciliation

Using card can streamline the payment processes
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Helps mid-sized to large corporations reduce 
costs, achieve greater control and manage 
B2B payments more efficiently

MASTERCARD PURCHASING CARD

• Improvement in spend control through the use of card 
authorization restrictions

• Enhanced transparency from the additional 
transaction data that accompanies a p-card

• Automated reconciliation through purchase order, job 
number and/or invoice mapping

• Tail spend 
• Low-value tickets
• Single-use suppliers
• Large transaction volume
• Payment processing initiated by supplier  

Direct savings

Supports working capital 
goals by taking advantage 
of extended credit terms 
(issuer-specific)

Efficiency
Eliminates paper-based, 
labor-intensive processes 
while also improving 
accuracy (order process, 
invoice management and 
accounting)

Enhanced visibility
Data captured from these 
cards allows for a 
smoother reconciliation 
when using our platform or 
via data file integration

Increased 
control

Corporations can enforce 
internal compliance policies 
with better control through 
transaction limiting and 
vendor restrictions

ADDRESSES THESE OPPORTUNITIES

VALUE PROPOSITION

TARGET SPEND 

For buyers
• Tail spend is time consuming to manage
• Age-old payment processes are slow and often 

bureaucratic 
• Invoices don’t match purchase orders

For suppliers
• Reconciliation process is inefficient
• High cost of financing if buyers don’t pay on time
• Risk of nonpayment
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Streamline B2B payments with unique, 
dynamically generated virtual card numbers 
(VCNs) for secure, flexible payments

MASTERCARD VIRTUAL CARD PLATFORM

• Keeping track of manual payments is cumbersome and 
involves many layers of operational inefficiencies

• Suppliers are susceptible to fraud as their bank 
account information is exposed with payments

Buyers
• Reduces costs and operating inefficiencies resulting 

from manual payments
• Reduces fraud and misuse
• Integrates with existing AP systems for seamless 

processing

Suppliers
• Improves security as sensitive bank account information

is not communicated to buyers

• Tactical and recurring tail spend 
• Mid/high-ticket items
• Large transaction volume
• Buyer controls payment processing  

Transaction-level 
controls

Transaction-level 
authorization allows 
to define how, where 
and when cards are 
used

Easier account 
reconciliation

Enhanced VCN 
data is available for 
reconciliation with 
every transaction

Workflow control 
and approvals

Approval routing for 
transactions follows 
existing approval 
process

Unique card 
number

Generates a new card 
number for each 
transaction, giving 
every purchase its own 
unique identifier

ADDRESSES THESE OPPORTUNITIES

VALUE PROPOSITION

TARGET SPEND 
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Leverage our expertise to improve 
spend management

WHY MASTERCARD

Power of analytics

• Supplier analytics with 
customers with 
identification of streamlining 
process to improve working 
capital

• Leading technology provides
the best user experience

• Proprietary global card 
reporting and business 
intelligence solution

B2B expertise 
& network

• Access to commercial
expertise, thought 
leadership and experience 
to gain a competitive 
advantage

• Robust, secure and
scalable network

Best in class solutions 
& partnerships

• Flexible and best-in-class
products and in-house 
solutions

• Growing number of strategic 
partnerships with B2B 
platforms

Dedicated B2B 
specialists

• Help account managers 
every step of the way with 
corporate clients, from 
needs assessment to 
implementation

• Dedicated resources to 
drive B2B acceptance

14
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Next steps
Agree on priorities and create implementation plan1
Provide training to the various stakeholders2

For more information, 
contact your Mastercard representative.

Conduct pilot3
Build pipeline and scale4
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©2023 Mastercard. The information contained in this document is proprietary and confidential to Mastercard International Incorporated, one or more of its 
affiliated entities (collectively “Mastercard”), or both. 

Information in this presentation or in any report or deliverable provided by Mastercard in connection herewith relating to the projected impact on your financial 
performance, as well as the results that you may expect generally are estimates only. No assurances are given that any of these projections, estimates 
or expectations will be achieved, or that the analysis provided is error-free. You acknowledge and agree that inaccuracies and inconsistencies may be inherent in 
both Mastercard’s and your data and systems, and that consequently, the analysis may itself be somewhat inaccurate or inconsistent. All product and company 
names are trademarks™ or registered® trademarks of their respective holders.​

The information, including all forecasts, projections, or indications of financial opportunities are provided to you on an "AS IS" basis for use at your own risk. 
Mastercard will not be responsible for any action you take as a result of this presentation, or any inaccuracies, inconsistencies, formatting errors, or omissions in this 
presentation. Mastercard makes no representations or warranties of any kind, express or implied, with respect to the contents of this document. Without 
limitation, Mastercard specifically disclaims all representations and warranties with respect to this document and any intellectual property rights subsisting therein 
or any part thereof, including but not limited to any and all implied warranties of title, non-infringement, or suitability for any purpose (whether or not Mastercard 
has been advised, has reason to know, or is otherwise in fact aware of any information) or achievement of any particular result. Without limitation, 
Mastercard specifically disclaims all representations and warranties that any practice or implementation of this document will not infringe any third-party patents, 
copyrights, trade secrets or other rights.​
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