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W ith today’s capital constraints, 
regulatory burdens and cost 
pressures, it can be challenging 
for financial institutions (FIs) to 

keep up with the pace of change and abundance 
of choice in payments. Because of this lag, busi-
nesses can sometimes be enticed to circumvent 
their banks by engaging directly with fintechs to 
solve for points of friction in the payments pro-
cess. 

This so-called “disintermediation” is amping up 
the sense of competition between FIs and fin-
techs, but also enabling many opportunities for 
innovation and cooperation between them — with 
both sides having much to gain. 

The potential for collaboration is driving a surge 
in innovation as the industry races to meet new 
end-user demands. The future of payments 
should see a lot more synergies between banks 
and fintechs as they collaborate on new ways to 
drive growth.

In this research, several supporting trends have 
been identified:

Executive 
Summary

Many FIs are modifying their strategy 
roadmaps to partner and collaborate 
with fintechs to bring better, more robust capabilities to 
market quicker than they could by utilizing only internal resources and 
development teams. 

Overall, businesses report that they 
would actually rather partner with an 
FI than have to seek other third-party fintech providers. 

Some 62% of businesses are already 
working with a fintech provider and 28% are 
working with multiple fintech providers. 

Only 34% of businesses feel that their 
FI fully understands their needs when it 
comes to payments. This represents a large opportunity for FIs to 
invest and differentiate to meet the individual needs of their end 
clients, including by partnering up with other banks or purchasing 
white-labeled solutions.

Almost 60% of businesses report that 
the speed of payment and settlement 
is the biggest gap in their current payment strategy. 

An overwhelming 88% of businesses have 
already made a significant, or 
somewhat significant, investment 
in improving their payment 
technologies or processes, and this number is expected 
to remain high. 
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 Introduction

There has never been a more exciting time to be involved in the 
business of payments and payment technology. Automation and 
value-added payment capabilities are removing manual intervention, 
allowing for instant settlement, and generating opportunities for mar-
ket differentiation among businesses and banks. At the same time, 
business end-users have greater choice in payment providers, and 
significantly higher expectations and demands for robust, real-time 
payment capabilities than ever before.

Banks and other financial institutions, particularly small and mid-
size FIs, are challenged with meeting the needs of an increasingly 
sophisticated client base, while providing best-in-class cash man-
agement and payment solutions to their customers. Businesses also 
have the challenge of deciphering the many payment options in the 
market while still focusing on their core business activities. 

With the increase in the pace of change in the industry, businesses 
and FIs can create beneficial outcomes regardless of their current 
state, so long as they consider corporate end-user needs at the cen-
ter of efforts. 

With FIs focusing on their core competencies, distribution networks 
and infrastructure resiliency, and fintechs bringing more agile think-
ing and innovation, the possibilities in modernizing payments are set 
to expand further still. FIs and fintechs partnering together, or even 
FIs partnering with other FIs, provides a field that is ripe for even 
greater possibilities. 

METHODOLOGY

This report is based on an online survey of 790 employees of mid-
size and large corporates in seven North American and European 
countries (Canada, France, Germany, Italy, Spain, U.K., and the U.S.) 
that Aite-Novarica Group undertook in the second quarter of 2022. 
Respondents are employed in operations, finance, accounting, 
payments strategy or treasury/control and are knowledgeable about 
their organizations’ finance, treasury, payment operations, methods 
and processes. Organizations represented in the pool of respondents 
generate annual revenue/turnover of at least US$20 million, GBP10 
million, or EUR10 million, respectively. Aite-Novarica Group esti-
mates that the data for the total sample have a three-point margin of 
error at the 95% level of confidence. 

 A Changing Landscape

Constant change is now accepted in the world of payments; it is how 
to prioritize and monetize that change that has taken center stage. 
FIs of all sizes, including top global banks all the way down to local 
community banks and credit unions, have to decide which payment 
technologies to invest in, and how to translate investments into a pos-
itive go-to-market strategy.

Historically, many FIs have had the reputation of lagging behind in-
dustry needs and expectations. The COVID-19 pandemic highlighted 
for many businesses the areas of weakness in internal processes, 
but also in the offerings of their primary FI. Solutions typically take 
considerable time from concept development to full market roll-out, 
proving not nearly as nimble as end-users would have hoped. 

Regulation and 
compliance1 Every product enhancement, new product development or 

third-party partnership must go through extensive vetting.

Legacy 
infrastructure2 The history of legacy infrastructure takes time to unwind 

and modernize. To do this takes deep internal knowledge 
of legacy procedures and systems, long-term resource 
commitment, and of course commitment to funding. 

Complex 
landscape3 In the U.S. alone there are over 11,000 FIs. With such 

a fragmented structure, it is difficult to foster an 
environment of consistency. This creates proprietary 
processes and systems that are difficult to interoperate.

Competing 
priorities4 The list of available payment technologies and 

modernization tools continues to get longer, making it 
difficult to keep up with end-user needs while shuffling 
the roadmap.

Fintech
DEFINITION

At its most fundamental level, the 
word “fintech” refers simply to 
a provider of financial services 

technology. This can incorporate 
anything from existing banks, 

through to large-scale technology 
firms and established legacy 

providers, as well as emerging 
fintech players. In its popular use 

however, “fintech” is primarily 
used to refer to technology 

providers that offer disruptive 
solutions that challenge legacy 
business models and processes 

within financial services. 
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The COVID-19 pandemic, while highlighting some gaps in payment 
solutions like speed of settlement, reliance on paper items being de-
livered in the mail, and fragmented reconciliation processes, has also 
increased the speed of innovation to fill these gaps. 

Market solutions to automate payments were available prior to the 
pandemic, but businesses have had a renewed interest in these tools 
and industry leading providers have eagerly accelerated development 
activities to meet the demand. However, smaller and midsize FIs have 
not typically led the innovation race, and businesses have taken note 
of this dynamic. 

THE PACE OF CHANGE

While emerging fintech vendors garner much of the hype and atten-
tion with the broader payments landscape, innovation and disruption 
are now emerging from fintech providers of all sizes.

The growth of emerging fintech vendors has significantly increased 
levels of competition within the broader fintech and financial ser-
vices space. But FIs have an advantage in that they often hold bank-
ing licenses, while fintechs are reliant on third parties. This includes 
compliance with regulatory requirements as well as know-your-cus-
tomer (KYC), anti-money laundering (AML), funding and stability 
requirements that constitute the core strength and stability of an FI. 
While fintechs are contributing to innovation, they have some market 
dependency and reliance on FIs. 

 Bank Satisfaction

With a few top-tier exceptions, FIs have a reputa-
tion for lagging behind in their use of technology. 

There are some FIs, particularly large banks with a 
lot of resources to invest, that consistently show 
leadership and innovation and take pride in being 
early adopters of new technology. Many of these 
leading FIs have already recognized the benefits 
of partnering with fintechs and have dedicated 
resources and budget to creating differentiated 
value-added payment and cash management solu-
tions. Smaller FIs tend to be followers, waiting until 
solutions are already industry standard before be-
ginning to implement them. But for FIs that are fast 
followers or mass adopters, partnerships either 
with fintechs or with larger, market-leading banks 
should be explored. 

This creates an environment where many busi-
nesses are engaged with FIs that are not able to 
fully meet their needs and expectations. In fact, 
research shows that only about a third (34%) of 
businesses surveyed think their FI fully under-
stands their payment needs (Figure 1). 

FIs have an 
advantage 
in that they 
hold banking 
licenses, 
while 
fintechs are 
reliant on 
third parties. 

FIGURE 1

How Businesses View FI 
Understanding of Their Needs
Q: HOW MUCH DO YOU AGREE WITH THE FOLLOWING 
STATEMENT? “OUR FINANCIAL INSTITUTION 
UNDERSTANDS OUR ORGANIZATIONS’ NEEDS SPECIFIC 
TO PAYMENT INITIATIVES.” (N-790)

SOURCE: AITE-NOVARICA GROUP  |  Base: 790 employees of  
mid-sized and large North American and European organizations
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BIGGEST GAPS 

Gaps in a business’s payment strategy or process 
can have myriad negative effects on its activities. 
Some of the most critical ones are resources spent 
on manual tasks instead of focusing on more stra-
tegic ones; less visibility into balances and cash 
positions for adequate cashflow forecasting; as 
well as poor decision-making capabilities based 
on this information and less than optimal working 
capital positioning.

Many businesses experience several of these 
factors at the same time, which has a significant 
impact on their bottom line and causes negative 
impacts to shareholders. The biggest gap reported 
is the speed of payments and settlements. This 
means not just the time it takes for funds to be 
available in an account, but also the time it takes 
to reconcile that payment and apply it to the gen-
eral ledger or close an outstanding invoice. Almost 
60% of businesses report that this is the biggest 
gap in their payment strategy or process (Figure 4). 

Other gaps, like resolving customer issues, recip-
ient satisfaction, delays and use case differenti-
ation are also becoming a significant factor in the 
overall sustainability and success of the business. 
FIs need to focus on these business gaps when 
prioritizing strategic roadmap initiatives as well as 
when identifying potential solution partners. 

FIGURE 4

FIGURE 3

FIGURE 2

SOURCE: AITE-NOVARICA GROUP  |  *Base:555  |  **Base:217 SOURCE: AITE-NOVARICA GROUP  |  *Base: 790

SOURCE: AITE-NOVARICA GROUP  |  *Base: 399  |  **Base: 391

There is also a significant difference between how 
North American and European businesses view the 
ability of their FI to understand their needs. Amid a 
market perception that the European banking and 
payments technologies are ahead of, or even supe-
rior to, North American offerings, data throughout 
this report suggests otherwise, including when 
it comes to their general level of confidence in 
understanding the payment needs of customers 
(Figure 2). 

A combination of factors has left businesses with 
gaps and pain points in their payment processes, 
and a circumstance ripe for disruption. Many of 
these factors are magnified at smaller FIs, as evi-
denced by the significant difference in confidence 
in understanding of needs by FI size. Only 29% 
of businesses that are engaged with a smaller, 
regional FI believe that their FI fully understands 
their payment needs (Figure 3).

FI Understanding of 
Payment Initiatives 
by FI Size
PERCENTAGE OF RESPONDENTS 
STRONGLY AGREEING 
THAT THEIR FINANCIAL 
INSTITUTION UNDERSTANDS 
THEIR ORGANIZATION’S 
NEEDS SPECIFIC TO PAYMENT 
INITIATIVES (AMONG EMPLOYEES 
OF MID- AND LARGE-SIZED 
ORGANIZATIONS).

North American and European 
Confidence in FI Understanding 
of Payment Initiatives
PERCENTAGE OF RESPONDENTS STRONGLY 
AGREEING THAT THEIR FINANCIAL INSTITUTION 
UNDERSTANDS THEIR ORGANIZATION’S NEEDS 
SPECIFIC TO PAYMENT INITIATIVES (AMONG 
EMPLOYEES OF MID- AND LARGE-SIZED 
ORGANIZATIONS).

Biggest Gaps in Payment Strategy
Q: WHAT DO YOU BELIEVE ARE THE BIGGEST GAPS 
IN YOUR ORGANIZATION’S PAYMENT STRATEGY OR 
PROCESSES? (SELECT ALL THAT APPLY)

NORTH AMERICA*

38%
EUROPE**

29%

LARGE GLOBAL FIS*

37%

SMALLER 
REGIONAL FIS**

29%

Resolving customer
inquiries/customer 
satisfaction

Speed of payment/
settlement

Recipient
satisfaction

Not differentiating
by use case/ depending 
on the situation

No major
gaps

58%

46%

35%

25%

11%
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GAPS BY REGION

With faster payments having been available much 
longer in Europe, it is surprising to see no signif-
icant difference in payment processes between 
North America and Europe (Figure 5). The data set 
further demonstrates the disconnect between 
FIs and their clients in offering and implementing 
robust payment solutions to meet end-user needs. 
These unmet needs form the foundations of why 
some businesses are bypassing some of their FIs 
and considering alternative providers.

Furthermore, some FIs are losing significant recur-
ring revenue from payments and treasury manage-
ment fees, as well as deposits. The revenue from 
these types of services is also attached to very 
“sticky” services that can be an anchor of predict-
able revenue and that take some effort for clients 
to unwind.

For smaller FIs, leveraging the knowledge of larger 
banks that are leaders in the space as a fintech 
partner can be a very effective path to implement-
ing solutions that fill these end-user gaps.

 Technology

Many businesses are anticipating having to make significant invest-
ments in payment technology capabilities to close the gaps in their 
current offerings. If an FI isn’t meeting their needs, that investment 
may go elsewhere — either to other FIs or to niche fintech providers. 
An overwhelming 87% of businesses have already made a significant, 
or somewhat significant investment, in improving their payments 
technology or processes (Figure 6). 

Because the demands for more robust offerings are happening at a 
quicker pace than ever, it is not too late for FIs to capture growing 
market share. Also, businesses themselves must meet their own 

FIGURE 6

SOURCE: AITE-NOVARICA GROUP  |  *Base: 787

Past Investment in Payments Technology
Q: HOW SIGNIFICANT WAS YOUR ORGANIZATION’S INVESTMENT IN IMPROVING 
PAYMENTS TECHNOLOGY OR PROCESSES IN THE PAST 3 YEARS?*

FIGURE 5

Biggest Gaps in Payment Strategy 
by Region 
Q: WHAT DO YOU BELEIVE ARE THE BIGGEST GAPS 
IN YOUR ORGANIZATION’S PAYMENT STRATEGY OR 
PROCESSES? (SELECT ALL THAT APPLY) *

SOURCE: AITE-NOVARICA GROUP  |  *Base: 399  **Base: 391

European 
Countries

North America

Speed of payment/settlement

Resolving customer inquiries/ 
customer satisfaction

Recipient satisfaction

Not differentiating by use case/ 
depending on the situation

No major gaps

58%

57%

48%

45%

35%

35%

21%

29%

13%

9%

FIGURE 5: 
TITLE OF ARTICLE
PLACED HERE
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significant
area of
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area of
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Not a significant
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62%

25%

13%



COMMERCIAL PAYMENT TRENDS  |   14  COMMERCIAL PAYMENT TRENDS  |   15

FIGURE 7

customer demands, which include faster set-
tlements and a better transactional experience. 
Those businesses that plan to make a significant, 
or somewhat significant, investment in improving 
their payment technologies or processes is strik-
ingly high at 88% (Figure 7). 

This suggests that there is still an abundance of 
market opportunity and potential return on invest-
ment for payment providers, both among FIs and 
fintechs that are coming to market with compre-
hensive payment services. 

As FIs are refining strategic roadmaps and also 
planning for investment in new and more robust 
capabilities to capture new market opportunities, 
it is important to also consider the opportunity 
cost of lagging investment. Businesses that are 
not able to solve their payment needs with their 
current FI are open to seeking a solution with oth-
er FIs as well as with fintechs directly. 

 Partnering and White     
 Labeling

The popularity of mutually beneficial cooperation between FIs and 
fintechs is becoming quite prominent in the race to capture the tech-
nology investment dollars and recurring transactional revenues. 

FIs are growing more adept and secure in working with other pro-
viders and making these partnerships and integrations seamless to 
end-users. This is significant because as the volume of payments 
continues to rise, there is more market share to go around and more 
possibilities for symbiosis for all FIs. 

It’s also the case that small to midsize banks are using larger banks 
in the capacity of fintechs. White labeling and integrating technolo-
gy solutions can help those firms to mitigate some of the concerns 
that can exist when partnering with fintechs. The risk of a large bank 
failing, overlooking compliance needs, or changing strategic direction 
due to M&A activity is negligible. 

Regardless of the structure, the benefits of partnerships also are un-
deniable. They include a quicker time to market to close critical gaps, 
the ability to offer solutions that would have otherwise been out of 
scope due to resources and development constraints, and the oppor-
tunity to grow market share and prevent loss of existing market share. 

FI partnerships, both with fintechs and other FIs, are creating an 
environment of intense innovation. This includes new ways to utilize 
artificial intelligence and machine learning with natural language 
capabilities and automation that can reduce or remove points of fric-
tion from the payments process. The fruits of that work are only now 
beginning to emerge. 

SOURCE: AITE-NOVARICA GROUP  |  *Base: 780 SOURCE: AITE-NOVARICA GROUP  |  *Base: 399

Planned Investment in Payments 
Technology
Q: HOW SIGNIFICANT DO YOU EXPECT YOUR 
ORGANIZATION’S INVESTMENT IN IMPROVING 
PAYMENTS TECHNOLOGY TO BE IN THE NEXT 24  
TO 36 MONTHS?*

Small to 
midsize 
banks are 
using larger 
banks in the 
capacity of 
fintechs. 

53%

35%

12%

Somewhat 
significant

area of
investment

Significant
area of

investment

Not a significant
area of investment
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 Disintermediation   
 Trend

Despite the white labeling trend with banks, the 
number of businesses approaching fintechs is 
growing. That’s because fintechs actively target 
businesses with niche solutions that solve critical 
payment process gaps. Not all of the innovation of 
fintechs is unwelcome to banks. However, disin-
termediation is a critical threat to fee-based FI 
revenue from business clients. 

Table A identifies some of the key differentiators 
between fintech vendors and many FI offerings, 
highlighting some of the strengths and opportuni-
ties of each. 

About 60% of businesses are currently working 
with a fintech vendor for core cash management 
or payment offerings (Figure 8), a number that is 
experiencing a dramatic growth trend according 
to previous trends. These include services like 
integrated receivables, information reporting, 
cashflow forecasting, and disbursement services 
including automated payables – all critical ser-
vices that have historically been provided by FIs. 

These areas are ripe for disruption because FIs 
either do not yet offer these solutions or they offer 
a solution that is not robust like fintechs and/
or other competing bank solutions. Alternatively, 
sometimes they are not able to effectively commu-
nicate the value-added benefits and integration 
process for implementation.

FINTECH VENDORS FINANCIAL INSTITUTIONS

IMPLEMENTATION 
EXPERIENCE

Fintech vendors are especially 
effective at taking the IT 
burdens off businesses.

Most FIs do not have the 
resources, expertise or structure 
to support customer IT tasks.

BREADTH OF OFFERING

Solutions tend to be very 
niche, which means fintech 
vendors often have a single 
solution that is best in class.

FIs tend to provide solution sets, 
meeting a series of needs all in 
one place, but generally not all 
of these are best in class. 

INTEGRATION CAPABILITIES

Fintechs are adapt at 
integrating with businesses’ 
backend, ERP and accounting 
software as a core part of their 
solution offering.

Businesses implementing 
solutions with FIs often have 
to rely on their internal IT 
resources to integrate FI 
solutions.

MARKETING MATERIALS

Websites and marketing 
materials can be flashy 
and flush with self-service 
information gathering.

Limited value-added information 
outside of product descriptions. 
Marketing material focuses on 
capability descriptions.

TIME TO MARKET

Fintechs offer a nimble and 
responsive development 
process, and quick time to 
market both internally and for 
client implementations.

FIs offer a slower development 
process due to siloed structure, 
a high number of competing 
priorities and a lack of robust 
development teams.

REGULATORY REQUIREMENTS

Not regulated and remain 
dependent on third parties like 
banks, potentially putting risk 
burden on customer.

Heavily regulated and required 
to comply with KYC, AML, as 
well as funding and stability 
requirements.

TABLE A

SOURCE: AITE-NOVARICA GROUP  |  *Base: XXX

FIGURE 8

Businesses Using a Fintech 
Provider
Q: DOES YOUR ORGANIZATION CURRENTLY WORK 
WITH ANY FINTECH FIRMS DIRECTLY FOR CASH 
MANAGEMENT OR PAYMENT SERVICES?*

YES

NO

62%

38%

SOURCE: AITE-NOVARICA GROUP  |  *Base: 780
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FIGURE 10

FIGURE 9

Interestingly, the trend is even more prevalent 
in European countries than in North America. 
A staggering 78% of European businesses are 
already utilizing a fintech vendor directly for cash 
management or payment services (Figure 9). This 
again is interesting set in the context of a market 
perception that European FIs provide ecosystems 
and products that are much further advanced 
than their North American counterparts. European 
banks should be paying particular attention to the 
elevated rapid growth of disintermediation. 

Due to the ease of integration, many businesses 
have recognized that fintechs are open to collab-
orating with each other and are willing to provide 
easy integration between solutions. Because of 
this, about 30% of businesses say they are al-
ready working with two or more fintechs (Figure 
10), opening up the possibilities for businesses to 
use providers a la carte. This is despite the con-
sideration that not all end-clients are comfortable 
using fintechs for core services, as there can be 
question marks around their resiliency compared 
to traditional FIs. 

SOURCE: AITE-NOVARICA GROUP  |  *Base: 265  |  **Base: 120  |  ***Base: 729 
SOURCE: AITE-NOVARICA GROUP  |  *Base: 384  |  **Base: 345

European Businesses Using a 
Fintech Provider
Q: DOES YOUR ORGANIZATION CURRENTLY WORK 
WITH ANY FINTECH FIRMS DIRECTLY FOR CASH 
MANAGEMENT OR PAYMENT SERVICES? 

Businesses Using Multiple Fintech Providers
Q: DOES YOUR ORGANIZATION CURRENTLY WORK WITH ANY FINTECH FIRMS DIRECTLY FOR CASH 
MANAGEMENT OR PAYMENT SERVICES?***

FINTECH USE BY REGION

For banks partnering with fintechs, the primary 
benefit is a quicker time to market to close critical 
product gaps and the ability to claim an intentional 
fintech partnership strategy. These partnerships 
are creating robust product offerings that have 
never been seen in the payments landscape before, 
including new ways to utilize artificial intelligence 
and machine learning. 

But it is important to acknowledge some of the 
regional differences in payments and fintech 
providers, primarily when it comes to the regula-
tory environment and market drivers for innova-
tion. In North America, while banks are of course 
highly regulated, there are no mandates around 
data-sharing or open banking, so change is driven 
by the marketplace, rendering it slow and frag-
mented. 

In Europe, the dynamic is exactly the opposite. 
SEPA (the Single Euro Payments Area) and PSD2 
(Payment Services Directive 2) have created some 
regional ubiquity in offerings, and in the scalability 
and accessibility of those offerings. Interesting-
ly, these two opposite landscapes still create the 
same fintech vendor disintermediation dynamic 
with similar percentages of businesses partnering 
with multiple fintech vendors (Figure 11). 

It is also remarkable that North America has a 
much more fragmented landscape than Europe, 
yet there is still little to no regional differentiation 
in business behaviors. The dynamic of bank disin-
termediation crosses regional differences and is 
everyone’s, and anyone’s, problem to solve.

62% 78%

Yes, for 2 cash management or 
payment services

No, but plan to

No, and do not have plans to do so

Yes, for 1 cash management or  
payment service 32%

28%

25%

15%

FIGURE 11

Regional Differences in 
Businesses Using Fintech Vendors
Q: DOES YOUR ORGANIZATION CURRENTLY WORK 
WITH ANY FINTECH FIRMS DIRECTLY FOR CASH 
MANAGEMENT OR PAYMENT SERVICES?

European 
Countries**North America*

Yes, for 1 cash 
management or  

payment service

30%

33%

Yes, for 2 cash 
management or 

payment services

27%

30%

No, but plan to

25%

25%

No, and do not 
have plans to 

do so

18%

12%

Large global FIs*

Smaller regional FIs**
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 Future Synergies

For many years, FIs and fintechs were seen as foes and there is still 
some element of truth to this as they are often competing for market 
share in the same space. Lately there are more cases of collaboration 
than competition.

Some businesses have been able to completely disintermediate their 
FI — they are not using an FI at all for any core cash management 
or payment needs. For these companies, payment choice and con-
necting to faster payment rails is the primary motivator of such a 
drastic change (Figure 12). Overall, however, businesses report that 
they would actually rather partner with an FI than have to seek other 
third-party fintech providers.

There is some concern over the stability of fintechs, however, and 
what the options and implications would be if a fintech were to shut 
down abruptly. There is little to no fear of this with FIs. FIs are also 
perceived to be more secure than fintechs with a proven history of 
fraud monitoring and fraud prevention tools and minimal client im-
pact due to M&A activities.

Key product areas that are particularly susceptible to disintermedia-
tion include value-added services that create operational efficiencies 
and increased useability, including integrated receivables, automat-
ed payables, bill pay and cash-flow forecasting. These are core cash 
management and payment services historically offered by FIs. 

Almost half of businesses using fintechs are looking for more auto-
mated payment processes (Figure 13). This means that businesses 
want to remove manual processes that are resource-intensive as well 
as increase the availability of funds and posting of remittances that 
impact working capital.

Even with the potential risks and considerations, it is increasing-
ly common for FIs to partner with fintechs. The advantages for the 
fintech include access to an array of potential clients that are already 
engaged with FIs. There are factors that FIs must consider when 
selecting fintech partners, however, including culture, integration 
capabilities, costs and servicing models. The biggest concerns are if 
the fintech becomes insolvent and/or is bought by a competitor bank 
or another fintech, shifting its priorities and partnership model.

FIGURE 12

Why Businesses Are Using Fintech 
Vendors Instead of an FI
Q: WHAT ARE THE MAIN REASONS YOUR 
ORGANIZATION WORKS WITH A FINTECH FIRM 
INSTEAD OF A FINANCIAL INSTITUTION?*          

SOURCE: AITE-NOVARICA GROUP  |  *Base: 51 Employees of mid- 
and large-sized organizations that work with a fintech in 
addition to a financial institution 

SOURCE: AITE-NOVARICA GROUP  |  **Base: 436 employees or 
mid- and large-sized organizations that work with a fintech in 
addition to a financial institution

Why Businesses Are Using 
Fintechs Instead of an FI
Q: WHAT ARE THE MAIN REASONS YOUR 
ORGANIZATION WORKS WITH A FINTECH FIRM IN 
ADDITION TO ITS FINANCIAL INSTITUTION?**

FIGURE 13Businesses 
report that 
they would 
actually 
rather 
partner with 
an FI than 
have to seek 
other third-
party fintech 
providers.
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Conclusion

Businesses have more choice of payment services providers than ever before. 

Solutions that have historically been provided by banks are 
now available from a variety of fintech providers that are 
adept in positioning solutions to solve points of friction in 
the payments process. To compete, FIs need to have a deep understanding of 
their corporate customers’ needs in order to earn and keep their business.

Many businesses are actively investing in payments 
technology, yet most do not believe that their primary FI 
fully understands their payments needs. This leads to market 
opportunity for fintechs as well as FIs that have reacted to market demand by developing 
robust payment solutions that fill the biggest gaps businesses have in their payment 
strategy. These gaps include speed of payments, the ability to resolve customer 
inquiries, recipient satisfaction and the need to differentiate disbursement method by 
use case.

Partnerships and white labeling solutions are the quickest way for FIs to close these 
gaps to remain competitive or to catch up to peer institutions that have been executing 

a superior technology strategy. Businesses would actually rather 
partner with an FI.

Smaller FIs, in particular, find it beneficial to partner with 
larger FIs that have proven stability, industry experience 
and perspective unique to FIs vs. alternative payment 
solution providers. It is not too late for FIs to take action and implement a 
strategic roadmap that considers how to solve the biggest challenges of business 
customers through such mutually beneficial partnerships.

1
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