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Introduction 
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The payment industry is a dynamic sector, with its size 
projected to expand from USD 2.85 trillion in 2024 to USD 
4.78 trillion* by 2029.

* Source: Mordor Intelligence 

2024 2029

10.88%
CAGR

USD 4.78 T
Payment market 
size 2029

USD 2.85 T
Payment market 
size 2024

This streamlined growth is fueled by increasing digitization, the expansion of e-commerce, enhanced 
internet access, and the rapid uptake of mobile payment technologies. The transition from traditional 
cash transactions to digital payments is also reshaping the financial landscape, driven by contactless 
payment methods and real-time payment systems. As consumers and businesses alike embrace 
digital solutions, the payments industry is witnessing unprecedented changes, from cross-border 
payment linkages like those between India's Unified Payments Interface and Singapore's PayNow to the 
rise of digital payment applications such as Apple Pay and Google Pay. 

Obviously, the integration of cutting-edge technology plays a crucial role in achieving business 
success. However, having the right technology alone is not sufficient. Ensuring that the technology fits 
the specific needs of the target market is equally important. 

To make this ebook as useful as possible, Akurateco talked with Dwayne Gefferie and our founder 
Andrew Riabchuk. Together we explore the essential elements of launching and scaling a payment 
business, emphasizing the importance of aligning technological solutions with market demands. 

Next, you will learn strategies to identify and validate target markets, the importance of vertical-specific 
solutions, tips for launching in new markets, the importance of partnerships and local integrations, case 
studies of successful market entries, and much more. This valuable knowledge will navigate you 
through the complexities of the payment industry, making your payment solutions relevant and 
valuable to customers. So, let’s go down to business!

https://www.mordorintelligence.com/industry-reports/global-payments-market


A key factor in determining how your business operates is its IT infrastructure, 
and having a robust system can significantly impact your operations. When 
engaging with an IT provider, you typically have the choice between building 
your own or leasing hardware. Much like choosing between buying or leasing 
a car, each option has its own set of advantages and disadvantages.

Technological Foundations of 
a Payment Business: Building vs. 
Leasing Payment Infrastructure

Pros of Building Payment Infrastructure

Control and 
Customization

Building from scratch allows complete control over the system's 
architecture and functionality. You can tailor the infrastructure to 
meet specific business needs, ensuring optimal performance and 
integration with other systems.

Scalability
A custom-built infrastructure is designed to scale according to 
your business's growth. This ensures that the system handles 
increasing transaction volumes without compromising 
performance.

Competitive 
Advantage

Unique, proprietary technology provides a competitive edge by 
offering differentiated services that are not available in standard 
leased solutions.

Cons of Building Payment Infrastructure

High Initial 
Costs

Developing an in-house payment infrastructure requires significant 
upfront investment in technology, talent, and time. The costs are 
prohibitive for smaller companies or startups.

Complexity 
and Time

Building a robust, secure, and compliant payment system is 
complex and time-consuming. It requires expertise in various 
domains, including software development, cybersecurity, and 
regulatory compliance.

Maintenance 
and Upgrades

Ongoing maintenance and updates are necessary to keep the 
system secure and efficient. This continuous effort demands 
resources and can divert focus from core business activities.
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Cost 
Efficiency

Leasing infrastructure eliminates the need for 
large capital expenditures. Providers offer 
scalable pricing models that align with the 
business's size and transaction volume, making 
it a cost-effective solution for many companies.

Quick 
Deployment

Leasing allows for rapid deployment of 
payment solutions - you can integrate with 
existing platforms quickly, reducing time-to-
market and enabling faster entry into new 
markets.

Expertise 
and Support

Leasing from established providers comes with 
the benefit of their expertise and support. Their 
robust systems comply with regulatory 
standards and incorporate advanced security 
measures, reducing the burden on the leasing 
company.

Focus 
on Core 
Business

By leasing infrastructure, you can focus on the 
core competencies, such as customer 
acquisition, product development, and market 
expansion, rather than being bogged down by 
technical challenges.

Pros of Leasing Payment 
Infrastructure
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Case Studies and Examples

Amazon uses a combination of built and leased payment 
infrastructure. For its own transactions, Amazon uses a 
sophisticated in-house payment system. However, for certain 
payment services, it partners with third-party payment processors 
and gateways. Leasing payment infrastructure for specific needs 
allows Amazon to leverage specialized services and technologies 
without the overhead of developing and maintaining them 
internally. This approach also ensures scalability and flexibility. By 
integrating leased payment solutions, Amazon can efficiently 
handle millions of transactions and support a wide range of 
payment options, enhancing the customer experience.

Uber relies on leased payment infrastructure to process 
transactions within its app. While Uber has developed its own 
internal systems for managing rides and drivers, it uses third-party 
payment processors to handle financial transactions. Utilizing 
leased payment infrastructure allows Uber to focus on its core 
business of ride-sharing while benefiting from the expertise of 
established payment processors. It ensures that Uber can offer 
secure and reliable payment options without the need for extensive 
in-house payment technology. This approach helps Uber manage 
payments efficiently across different regions and currencies, 
contributing to its global expansion and user satisfaction.

Shopify, a leading e-commerce platform, leverages third-party 
payment processors to handle transactions on its platform. While 
Shopify offers its own payment gateway (Shopify Payments), it also 
integrates with other payment providers. By leasing payment 
infrastructure, Shopify can offer a range of payment options to its 
users while focusing on its core strength of providing e-commerce 
tools and services. This enables Shopify to support a wide variety of 
payment methods and currencies, enhancing the platform’s 
appeal to global merchants.

Airbnb uses a mix of built and leased payment systems to handle 
transactions between hosts and guests. While Airbnb has 
developed its own internal systems for managing bookings and 
payments, it also partners with third-party payment processors. 
This combination allows Airbnb to leverage specialized payment 
services for security and efficiency while maintaining control over 
the user experience and integration with its platform. By using 
leased payment infrastructure, Airbnb can ensure smooth and 
secure transactions, which is crucial for maintaining trust and 
satisfaction among its global user base.
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Key Components 
of Payment Infrastructure

The main participants in the payment flow include 
the merchant, the customer’s issuing bank, the 
acquiring bank, payment processors, and card 
networks. At the heart of this ecosystem is the 
payment gateway, which acts as an intermediary, 
securely transmitting transaction information 
between the merchant and the acquiring bank. 

For a company to successfully operate as a payment 
gateway, several critical components must be in place.

1. Robust technical platform. 

This platform must be capable of handling high 
volumes of transactions efficiently and securely, 
integrating seamlessly with various payment 
processors and card networks, and offering 
features such as fraud detection, transaction 
encryption, and real-time reporting.

2. Certifications and licenses. 

These include compliance with the Payment 
Card Industry Data Security Standard (PCI DSS), 
which ensures that the payment gateway 
adheres to stringent security standards to 
protect cardholder data. Other essential 
certifications include compliance with regional 
regulations and acquiring bank partnerships 
that authorize the processing of payments.

3. Merchants. 

This involves not only offering competitive 
transaction fees and reliable service but also 
providing value-added features such as 
analytics, customer support, and integration 
capabilities with various e-commerce 
platforms and point-of-sale systems.

Integration with existing systems includes 
compatibility with various enterprise resource 
planning (ERP) systems, customer relationship 
management (CRM) systems, and e-
commerce platforms. Efficient integration 
ensures that payment processing is 
synchronized with inventory management, 
accounting, and customer service operations. It 
reduces manual errors, enhances operational 
efficiency, and provides a unified view of 
financial transactions across the business.

As your business grows, your transaction 
volumes increase. Scalable payment 
infrastructure handles this growth without 
compromising performance. Scalability ensures 
that the system can manage peak transaction 
periods, such as holiday sales or promotional 
events, without delays or downtime. 

Flexibility in payment infrastructure allows you 
to adapt to changing market conditions and 
customer preferences. This includes supporting 
multiple payment methods (e.g., credit cards, 
digital wallets, cryptocurrencies) and 
currencies. Flexible systems can quickly 
integrate new technologies and payment 
innovations, providing a competitive edge.
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Importance of Having 
an Experienced Payment Team 
for Early-stage PSP

For early-stage PSPs, having an experienced 
payment team is crucial. Such a team brings 
invaluable expertise that guides both product 
and business decisions, ensuring that the 
company's operations run smoothly and 
efficiently. 

Their insights also facilitate compliance with 
regulatory requirements, optimize transaction 
processes, and enhance security measures that 
are essential for building a trustworthy and 
reliable payment infrastructure.

However, assembling a team of seasoned 
payment professionals is prohibitively 
expensive due to the high salaries and the costs 
for attracting top talent. 

Akurateco understands all the complexities 
and offers Payment Teams as a Service. 

PTaaS refers to outsourcing 
specialized payment functions to 
expert teams, ensuring seamless 
operations and advanced 
capabilities without the need for 
extensive in-house resources. This 
model offers several benefits:
1. Cost Efficiency reduces overhead costs 

associated with hiring and training in-house 
staff.

2. Expertise Access leverages the expertise of 
seasoned professionals with in-depth 
industry knowledge.

3. Scalability allows you to scale payment 
operations quickly in response to market 
demands. 

Akurateco's PTaaS has experienced 
notable improvements in 
operational efficiency and 
transaction security with 
comprehensive service offerings:
▪ Acquirer Selection and Integration. Guides 

businesses in selecting and integrating with 
optimal acquirers, enhancing transaction 
success rates.

▪ Onboarding and Migration. Provides 
seamless onboarding and migration 
support, ensuring smooth transitions and 
minimal disruption.

▪ Fraud Prevention Setup. Implements robust 
fraud prevention measures tailored to 
specific business needs, significantly 
reducing the risk of fraudulent transactions.

▪ Payment Routing Configuration. Enhances 
transaction efficiency with strategic 
payment routing, ensuring smooth and cost-
effective payment processes.

▪ Custom Development Consultation. Boosts 
PSP's capabilities through strategic third-
party integrations, enhancing the platform's 
functionality.

For instance, a payment service provider 
enhanced its fraud prevention capabilities, 
leading to a 30% reduction in fraudulent 
activities. 

Another enterprise achieved a seamless 
transition to a new payment platform, 
maintaining uninterrupted service for its 
merchants.

For early-stage PSPs, having an experienced payment 
team is crucial. Such a team brings invaluable expertise 
that guides both product and business decisions, 
ensuring that the company's operations run smoothly 
and efficiently. 
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Identifying Underserved Markets
Recognizing and targeting underserved markets is 
another significant growth strategy that involves 
analyzing both geographical regions and industry 
sectors with unmet needs. Below, Andrew Riabchuk 
shares examples of how to identify quality pSPs on the 
market.

The Middle East and North Africa (MENA) region presents a dynamic opportunity for payment 
businesses. Despite having a robust banking sector, many areas within MENA are still underserved in 
terms of modern payment solutions, particularly online transactions. Countries like Saudi Arabia and 
the UAE are experiencing rapid digital transformation and e-commerce growth. For instance, the Saudi 
Arabian market is poised to be one of the most exciting in the next 5 to 10 years, driven by increased 
internet penetration and consumer adoption of online shopping. Moreover, the UAE's market, 
complemented by surrounding countries such as Kuwait, Bahrain, and Oman, is also growing. These 
regions boast substantial wealth and increasing digitization, making them ripe for investment in 
payment infrastructure and services.

MENA Region

Latin America is another region with significant potential. While countries like Brazil and Mexico have 
seen some development, many other nations in the region still face challenges with financial inclusion 
and access to digital payment systems. By offering solutions that cater to these needs, payment 
companies can tap into a large, untapped market.

Latin America
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Industry Sectors with Unmet Needs

The telecom industry is rapidly 
evolving, with a growing need for 
seamless and integrated payment 
solutions. Payment companies can 
cater to telecom operators by 
providing services that facilitate 
online payments for services such 
as prepaid top-ups, bill payments, 
and mobile money transfers. This 
not only enhances the customer 
experience but also helps telecom 
companies streamline their 
operations.

Telecom
The airline industry requires 
efficient and secure payment 
processing for ticket sales, in-flight 
purchases, and loyalty programs. 
With the increasing trend of online 
and mobile bookings, there is a 
significant opportunity for payment 
companies to provide specialized 
solutions that can handle large 
volumes of transactions while 
ensuring security and compliance.

Airlines

Finding Product-Market Fit
Now that you understand the specific needs of these 
markets, we can switch to the strategies for identifying 
and validating target markets.

1. Conduct comprehensive market research 
to understand the needs, preferences, and 
pain points of potential customers. 

This includes analyzing market trends, customer 
behavior, and the competitive landscape. In 
regions like the MENA, understanding the 
regulatory environment and market readiness 
for digital payment solutions is crucial.

2. Engage directly with potential customers 
through interviews and surveys. 

This helps gather qualitative insights and 
validate assumptions about market needs. 
Feedback from these interactions can guide 
product development and feature prioritization.

3. Launch pilot programs in selected markets 
to test the product’s viability. 

This allows for real-world testing and provides 
valuable data on product performance, 
customer satisfaction, and areas for 
improvement. For instance, deploying a 
payment solution in a specific MENA country 
can help gauge its effectiveness and 
compliance with local regulations.

4. Analyze competitors’ offerings and their 
market performance. 

Understanding what competitors are doing 
right and where they fall short can highlight 
opportunities for differentiation and innovation.
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Importance of Vertical-
Specific Solutions

Developing vertical-specific solutions 
ensures that the product addresses the 
unique requirements of different 
industries.
For example, payment solutions for the telecom sector 
need to support prepaid top-ups, bill payments, and 
mobile money transfers, while solutions for airlines 
must handle ticket sales, in-flight purchases, and 
loyalty programs.
Customizing solutions to fit specific industries also 
enhances the user experience, leading to higher 
customer satisfaction and loyalty. Vertical-specific 
features can streamline processes and improve 
efficiency for businesses within those industries.
What's more, vertical-specific solutions help ensure 
compliance with industry standards and regulations, 
reducing the risk of legal issues and fostering trust with 
customers.
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How to Ensure Alignment 
with Market Needs

01 Collaborate with local partners who understand the market 
dynamics and regulatory environment. For example, working 
with local entities in the MENA region can provide insights and 
facilitate smoother market entry.

02 Establish a continuous feedback loop with customers to gather 
insights and make iterative improvements. Regularly updating 
the product based on customer feedback ensures it remains 
relevant and aligned with market needs.

03
Ensure that the product complies with local regulations and 
certifications. For instance, in Saudi Arabia, passing the PCI 
certificate and adhering to local regulations like the Saudi 
Connection to the Saudi Payment Gateway (SPG) is crucial for 
market entry.

04
Provide educational resources and support to help customers 
understand and effectively use the product. This can include 
guides, webinars, and customer support services. Offering 
educational email courses, as mentioned in the document, can 
help build a knowledgeable user base and drive product 
adoption.

05 Keep an eye on market trends and evolving customer needs. 
Being proactive in adapting to changes ensures that the 
product stays ahead of the competition and continues to meet 
market demands.
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Gaining Market Traction: 
Expert Advice

Before entering a new market, conduct 
in-depth research to understand the 
local landscape, customer 
preferences, regulatory requirements, 
and competitive environment. This 
helps in tailoring your offerings to meet 
local needs effectively.

Market Research

Gaining market traction is a critical phase for any 
payment business looking to establish itself in new 
markets. We asked Dwayne to share some key 
strategies to successfully launch in new markets.

Develop marketing campaigns that 
resonate with the local audience. This 
includes using the local language, 
understanding cultural nuances, and 
addressing specific pain points of the 
target market.

Marketing Strategies

Ensure your payment solutions comply 
with all local regulations and 
standards. This not only builds trust but 
also prevents legal issues that could 
hinder market entry. For instance, 
adhering to Saudi Arabia’s PCI and SPG 
regulations is crucial for operating in 
the MENA region.

Local Regulations

Start with a soft launch to test the 
waters before a full-scale rollout. This 
allows you to gather initial feedback, 
make necessary adjustments, and 
build momentum gradually.

Phased Launch Approach

Provide robust customer support to 
address any issues quickly and 
effectively. Localized support can 
significantly enhance customer 
satisfaction and retention.

Customer Support

Partnering with local businesses 
and stakeholders can provide 
valuable insights into the market. 
Local partners understand the 
nuances of the market and can 
help navigate regulatory and 
cultural challenges. Collaborating 
with well-known local entities also 
enhances your credibility and builds 
trust with local consumers. This is 
particularly important in markets 
where brand recognition and trust 
are key factors in consumer 
decision-making. Don't forget that 
your payment solutions should 
integrate seamlessly with local 
financial systems and payment 
gateways. This enhances the user 
experience and ensures smooth 
transactions. For example, 
integrating with regional payment 
processors and banks in the MENA 
region can facilitate easier 
adoption of your services.

Dwayne 
GEFFERIE
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Case Studies of Successful 
Market Entries

PayPal 

PayPal entered the Indian market by partnering 
with local banks and financial institutions. They 
localized their platform to comply with Indian 
regulations and offered features tailored to the 
Indian market, such as support for local 
languages and integration with popular Indian 
payment methods. This approach helped them 
quickly gain traction in a competitive market.

Adyen 

Adyen successfully entered the U.S. market by 
focusing on partnerships with major U.S. 
companies and integrating with local payment 
methods. Their partnership with eBay was 
particularly significant, allowing them to handle 
a large volume of transactions and 
demonstrate their platform’s reliability and 
scalability.

Stripe

Stripe expanded into Southeast Asia by working 
closely with local partners to understand 
regional payment preferences and regulatory 
requirements. They localized their platform to 
support local payment methods and currencies 
and offered comprehensive support to 
businesses looking to expand their operations in 
the region. This strategy helped Stripe establish 
a strong presence in markets like Singapore 
and Malaysia.
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This Real-world Example 
Is Worth Your Attention

Akurateco identified the Middle East 
and North Africa (MENA) region as an 
underserved market with substantial 
growth potential.
Historically lacking advanced payment technologies, 
MENA countries have shown a strong demand for the 
latest innovations.
A large UK bank struggling to expand its European 
reach partnered with Akurateco to leverage its 
comprehensive payment infrastructure. By integrating 
Akurateco's technology, the bank could offer white-
label payment solutions to fast-growing independent 
sales organizations (ISOs) and payment service 
providers (PSPs). This collaboration enabled the bank to 
gather significant transaction volume while providing 
its clients with top-notch payment services. 
The ability to offer both full-package solutions and API-
based acquiring services allowed the bank to cater to 
diverse customer needs, ultimately achieving 
successful market entry and expansion.
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Success Stories of Businesses 
that Leased Infrastructure 
and Found Product-Market Fit

Leasing infrastructure has been a game-changer for 
many businesses, allowing them to achieve rapid 
market entry and adapt to evolving demands without 
the constraints of heavy upfront investments. This 
approach has enabled companies across various 
sectors to refine their products, scale effectively, and 
secure their positions in competitive markets. 

Here are some notable success stories from 
the Akurateco portfolio.

-16-

AzeriCard was dealing with increasing demand for mobile 
payments in Azerbaijan. However, integrating Apple Pay and Google 
Pay through their existing vendor proved costly and time-
consuming. Akurateco's white-label solution offered a more 
efficient and affordable approach, handling the secure token 
decryption process required for mobile payments. This allowed 
AzeriCard to maintain their existing payment infrastructure without 
significant disruptions, save millions of dollars in development 
costs, and accelerate their time-to-market.

Complete Payment Systems (CPS) faced challenges with an 
outdated in-house system, including limited scalability, high 
operational costs, and complex maintenance. By moving to 
Akurateco’s white-label solution, CPS gained access to advanced 
payment technologies, seamless integration, and comprehensive 
support, improving payment flow efficiency. The migration process, 
which included data migration, configuring custom anti-fraud tools, 
and recurring payments, allowed CPS to modernize without 
disruptions, improving their overall payment processing experience.

https://akurateco.com/blog/switching-to-a-white-label-payment-platform


What You Can Learn 
from Akurateco Insights
The success stories described above illustrate 
how leasing infrastructure provides businesses 
with the agility and resources needed to find 
and capitalize on product-market fit. 

Understanding and addressing the specific 
needs of each market segment can greatly 
enhance both market penetration and client 
satisfaction. Customized solutions that cater to 
local preferences and regulatory requirements 
are crucial for effectively meeting diverse 
market demands.

Another important lesson is to leverage existing 
technologies strategically. Leasing payment 
infrastructure, for example, can reduce time-to-
market and minimize initial capital expenditure. 
This approach allows businesses to 
concentrate on building their market presence 
while utilizing proven, scalable technology to 
support their operations.

Partnerships also play a significant role in 
enhancing market reach. Collaborating with 
established technology providers or financial 
institutions can facilitate market entry and 
expansion. Such partnerships enable 
businesses to offer comprehensive solutions by 
combining the strengths of each partner, 
ultimately creating greater value for clients.

Additionally, focusing on emerging markets 
offers considerable growth opportunities. 
Regions like MENA, with their increasing demand 
for advanced payment solutions, present 
substantial potential. Targeting these markets 
with tailored, scalable technologies can lead to 
significant business growth.
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TESS Payments, a Qatar-based payment provider, sought software 
for processing program payments. Since Qatar has a regulation 
that the software must be installed inside the country, they needed 
an on-premise solution. To achieve this goal, the company needed 
to provide confirmation to the national bank of certified programs. 
Initially, TESS Payments provided SaaS, and at the same time, 
Akurateco deployed the same software inside the country on 
Microsoft Azure Cloud. After the installation, we passed the PCI DSS 
certification on Azure Cloud and migrated data from the SaaS 
solution to the on-premise one. As a result, the company received a 
license to transfer funds with the entire business running on the 
Akurateco software.

MontyPay is a subsidiary of a large telecommunications holding 
company Monty Mobile, headquartered in London. Monty Mobile 
strived a payment provider to expand its business and increase 
profitability. At this stage, they had a choice of either developing the 
software on their own or turning to a white-label payment gateway 
provider. Among other market players, the company paid attention 
to Akurateco which currently serves more than 15 countries in the 
MENA region and Asia, on the SaaS base. After the partnership, 
Monty Mobile reduced the time to market to a few weeks and 
avoided millions of dollars in investments in software development 
and payment infrastructure.



The payment industry is continuously evolving, with 
emerging technologies playing a pivotal role in shaping 
its future. Here are some key technological innovations 
that are expected to transform payment processing:

Future Trends in Payment Processing

Artificial Intelligence 

AI is revolutionizing the payment industry by 
enhancing fraud detection, personalizing 
customer experiences, and automating 
customer support. AI algorithms can analyze 
vast amounts of transaction data in real-time, 
identifying fraudulent patterns and anomalies 
more effectively than traditional methods. 
Additionally, AI-driven chatbots and virtual 
assistants are improving customer service by 
providing instant support and tailored 
recommendations.

Blockchain

Blockchain technology offers a decentralized 
and secure way to conduct transactions, 
reducing the reliance on intermediaries. It 
ensures transparency and immutability, making 
it an ideal solution for cross-border payments 
and remittances. Blockchain can streamline 
settlement processes, reduce costs, and 
mitigate fraud risks. Cryptocurrencies, built on 
blockchain technology, are also gaining 
acceptance as a legitimate form of payment.

Cloud-Based Solutions

The future of payment infrastructure is leaning 
towards cloud-based platforms. 

These solutions offer scalability, flexibility, and 
cost-efficiency, enabling businesses to adapt 
quickly to market changes. Cloud-based 
payment gateways can handle large 
transaction volumes, support multiple payment 
methods, and integrate seamlessly with other 
business systems.

Internet of Things

The integration of IoT in payment processing is 
another emerging trend. IoT devices, such as 
smartwatches and connected cars, can 
facilitate seamless and secure transactions. For 
instance, wearable devices with payment 
capabilities allow users to make purchases with 
a simple tap, while connected cars can 
automatically pay for fuel or tolls.

Real-Time Payments

The demand for real-time payments is 
increasing as consumers and businesses seek 
faster and more efficient transaction methods. 
Real-time payment systems provide instant 
fund transfers, enhancing cash flow 
management and improving customer 
satisfaction. This trend is supported by 
advancements in digital banking and mobile 
payment technologies.

Source: Global Market Insights

$21.7 BN
Market value 2023

$176.5 BN
Market value 2032

27.6%
CAGR 2024-2032

Real-time 
payments market:

>60%
Large organization 
segment

>65%
Solution segment

>25%
North America

Market share 
2023 statistics:
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Potential Growth Areas 
and Opportunities

The mobile payments market is expanding 
rapidly, driven by the widespread adoption of 
smartphones and mobile internet. Mobile 
wallets, peer-to-peer payment apps, and QR 
code payments are becoming mainstream. 
Markets in Asia, particularly China and India, are 
leading the way in mobile payment adoption, 
presenting significant growth opportunities for 
payment providers.

Mobile Payments

Globalization and the rise of e-commerce have 
increased the demand for efficient cross-border 
payment solutions. Businesses and consumers 
are seeking cost-effective, fast, and secure 
methods to conduct international transactions. 
Innovations in blockchain and real-time 
payment systems are addressing these needs, 
creating opportunities for growth in the cross-
border payments sector.

Cross-Border Payments

The BNPL model is gaining popularity, especially 
among younger consumers who prefer the 
flexibility of paying for purchases over time. BNPL 
services are being integrated into e-commerce 
platforms and point-of-sale systems, offering 
consumers an alternative to traditional credit. 
This trend presents an opportunity for payment 
providers to tap into a growing market segment 
and increase transaction volumes.

Buy Now, Pay Later 

There are still significant populations worldwide 
without access to traditional banking services. 
Fintech innovations are providing opportunities 
to bring these unbanked and underbanked 
populations into the financial system. Mobile 
money services, digital wallets, and 
microfinance solutions are helping to bridge the 
gap, particularly in emerging markets like Africa, 
Latin America, and Southeast Asia.

Financial Inclusion

The integration of emerging technologies such 
as the Internet of Things (IoT), Artificial 
Intelligence (AI), and blockchain is creating new 
opportunities in the payment industry. IoT-
enabled devices can facilitate seamless and 
automated payments; AI can enhance fraud 
detection and customer personalization; and 
blockchain can provide secure and transparent 
transaction processing.

Emerging Technologies
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Final Thoughts
Launching and scaling a payment 
business involves strategic decisions 
regarding market entry and technology 
deployment. 
Identifying underserved markets can provide 
significant opportunities. The choice between building 
and leasing payment infrastructure is critical, with each 
option offering distinct advantages and challenges. 
Building from scratch offers customization and control 
but requires substantial investment and expertise. 
Leasing, on the other hand, provides quick deployment 
and scalability without the heavy upfront costs. 
However, successful market entry requires a deep 
understanding of the target market's unique needs and 
regulatory environment. Building partnerships and 
integrating with local systems are essential for gaining 
traction and establishing trust. Tailoring solutions to 
specific verticals enhances relevance and 
competitiveness.  
If you are looking to enter the payment industry, 
consider leasing payment infrastructure to leverage 
existing technology and reduce time to market. This 
approach allows you to focus on identifying and 
serving niche markets where you can offer tailored, 
high-value solutions.
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Contact us
To explore more opportunities for your 
niche and maximize your business 
potential, visit akurateco.com/white-
label-payment-gateway 

+31 618444038

business@akurateco.com

www.akurateco.com

* click to open

https://twitter.com/_Akurateco
https://akurateco.com/white-label-payment-gateway
https://akurateco.com/white-label-payment-gateway
https://www.facebook.com/Akurateco/
https://www.linkedin.com/company/akurateco-white-label-payment-platform/
https://t.me/AnastasiiaBrener
https://join.skype.com/invite/f2IesxhQZkDD
mailto:business@akurateco.com
http://www.akurateco.com/
https://twitter.com/_Akurateco


Glossary of Terms
PCI Certificate - a certification required to 
ensure that a payment system adheres to the 
Payment Card Industry Data Security Standard 
(PCI DSS), which is crucial for securing card 
transactions and preventing fraud.

Saudi Payment Gateway (SPG) - a local 
payment gateway in Saudi Arabia that 
companies need to connect to for processing 
transactions within the region.

Payment Service Provider (PSP) - a company 
that offers merchants online services for 
accepting electronic payments by various 
payment methods, including credit cards and 
bank-based payments such as direct debit, 
bank transfer, and real-time bank transfer.

MENA Market - refers to the Middle East and 
North Africa region, which is experiencing rapid 
growth and transformation in the digital and 
payment sectors.

High-Risk Merchants - businesses that operate 
in industries with higher rates of chargebacks 
and fraud, such as gaming, gambling, and adult 
services.

Greenfield PSPs - new or relatively small 
payment service providers that are just starting 
in the market, often characterized by small 
teams and a focus on business operations.

Anti-Fraud Systems - technological solutions 
implemented to detect and prevent fraudulent 
transactions in the payment process. These can 
be rule-based or utilize advanced machine-
learning techniques.

Market Traction - the momentum and growth a 
business gains as its products or services begin 
to attract and retain customers, indicating 
acceptance and demand in the market.

Phased Launch Approach - a strategy for 
entering new markets gradually, starting with a 
soft launch to test the waters and gather 
feedback before a full-scale rollout.

Localized Marketing Strategies - marketing 
approaches that are tailored to fit the cultural, 
linguistic, and regulatory nuances of a specific 
geographical market.

Partnerships and Local Integrations - 
collaborations with local businesses and 
stakeholders; and ensuring compatibility and 
seamless operation with local financial systems 
and payment gateways.

Compliance with Local Regulations - adhering 
to the legal and regulatory requirements of a 
specific region to ensure lawful operations and 
build trust with local consumers.

Pilot Programs - initial trial runs of a product or 
service in a new market to assess its viability, 
gather user feedback, and make necessary 
adjustments before a full-scale launch.

Telecom Industry - the sector that provides 
communication services, including telephone, 
internet, and television. Payment solutions for 
this industry need to support various services, 
such as bill payments and prepaid top-ups.

Airline Industry - the sector that provides air 
transport services for traveling passengers and 
freight. Payment solutions for airlines need to 
handle ticket sales, in-flight purchases, and 
loyalty programs efficiently.

Real-Time Processing - the immediate 
processing of transactions without delay, which 
is crucial for modern payment systems to 
ensure fast and efficient service.

Customer Support - services provided to assist 
customers in resolving issues and improving 
their experience with a company's products or 
services. Effective customer support is essential 
for maintaining customer satisfaction and 
loyalty.

Soft Launch - an initial release of a product or 
service to a limited audience to test its 
functionality and market response before a 
wider launch.

Regulatory Environment - the framework of 
laws, regulations, and guidelines that govern 
business operations in a specific industry or 
region.

Vertical-Specific Solutions - tailored payment 
solutions designed to meet the unique needs 
and requirements of specific industries, such as 
telecom or airlines.

Market Entry Strategy - a planned approach for 
introducing a company’s products or services 
into a new market, which includes 
understanding market dynamics, compliance, 
and strategic partnerships.
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