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Many organisations are being held back from truly servicing 

their customers’ needs because they are relying on outdated, 

legacy payment systems that are no longer fit for purpose in 

the digital age. One only has to look at how banks such as RBS 

and NatWest have suffered calamitous ATM network outages 

recently to see the dangers posed by not undertaking payment 

system modernisation. 

As the ATM continues to evolve, incorporating  video and audio, 

linking to mobile, embedding biometrics and delivering real-

time customer service and support, it’s more important than 

ever that these frontlines in customer engagement are able to 

cope with the demands of 21st century payments. 

The need to support new payment methods, handle new 

payment channels and launch more innovative products more 

quickly is placing even more demands on systems already 

creaking under the strain.

The frenetic pace of payments industry activity is gathering momentum with every day that passes. 

As new solutions and technologies begin to gain traction worldwide, the war on cash is being fought 

on many fronts. But the most pressing issue for financial institutions is whether their existing payment 

systems can support the rapid evolution occurring.

http://www.paymentscardsandmobile.com/?s=ATM+outage
http://www.paymentscardsandmobile.com/?s=ATM+outage


Speaking to PCM, Daragh O’Byrne, chief marketing officer for  

BPC Banking Technologies, states that the digitisation of payments, 

while creating valuable new opportunities, will also pose major 

challenges for unprepared players. 
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“I believe that the digitisation of payments will continue to evolve in a rapid but somewhat 

unpredictable way. The first challenge is how to support the myriad of devices and channels that 

payments are now coming from, whether it’s mobile wallets, mPOS, wearable devices and so 

on. When you receive a transaction, how do you know whether a transaction is valid? In the past 

because you had control of the POS device you had some comfort, but now even POS devices are 

evolving as well, and how do you support that?”

The next challenge is the massive increase in the number of transactions through those devices and 

channels. “We see the challenges that happen when ATM networks fail because there are too many 

transactions going through. I think we will see a rising rate of failure of payment systems because 

many are just too old and can’t cope,” O’Byrne adds.

Additionally, if there are more digital transactions coming through a greater number of 

channels, then fraudsters have more opportunity to grab the data they 

need to commit crime. Not only that, but they also have more 

ways to cash out. The digitisation of payments will create more 

opportunities for fraudsters to get hold of data and use it in 

more nefarious ways. 

How do companies deliver a reliable, resilient system to 

support all channels and also ensure that it can detect fraud 

and is secure enough to ensure that their customers don’t go 

running back to cash or a competitor? 

There is no question that the entire payments industry is in a 

state of transformation, due to technology, market pressures, 

regulation and changing consumer needs. Every aspect 

of the payment value chain, from card management and 

issuing, merchant acquiring and ATM processing, is under 

close scrutiny and facing the need to adapt in much tighter 

timeframes than ever before.

Whereas many organisations have already bitten the bullet and completely overhauled their 

platforms and services, there are many others who are choosing to do the process piece by 

piece, component by component. 

New methods, new challenges

As the number of payment channels 
proliferates and transaction volumes 
increase, robust, secure and flexible 
payment systems have become an 
essential tool for business, especially 
the financial services industry. 

Established in 1995 and with 
its international headquarters 
in Switzerland, BPC Banking 
Technologies is one of the world’s 
leading providers of e-payments 
solutions.  BPC’s innovative 
SmartVista platform offers clients 
a flexible, scalable and secure 
solution to virtually every electronic 
payment need. Supported by 
a global network of offices and 
partners BPC’s client base has grown 
by over 1,300% in the last 11 years 
and today includes more than 125 
organisations in 45 countries.

SmartVista supports a wide range 
of business functions, including; 
authorisation switching and 
routing, ATM/ POS management, 
comprehensive card management, 
advanced fraud prevention, loyalty 
program management, card 
personalisation and production, 
billing and merchant management 
and integrated internet and  
mobile banking.
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“We are working with customers who need to do total replacements 

and we’re also seeing more and more customers who need to do 

payment modernisation,” says O’Byrne.

“They have large payment infrastructures which have components 

that they need to replace, and they need to replace now. But there are 

other components that they don’t need to replace at all, or they don’t 

need to replace for the foreseeable future. For that approach we’re 

deploying our SmartVista solution as a payment services hub. They can 

replace the pieces that they need to replace in a step-by-step fashion 

and incorporate SmartVista into what they’ve already got, enabling 

new capabilities quickly.”

Not only is the payment industry undergoing a technological 

transformation, it is also undergoing a segment transformation. There 

is an increasing cross-over in business areas both within an organisation 

and outside, leading to increasing segmentation. 

“It’s a reasonable assumption to make, that the larger the organisation, 

the more sophisticated its needs are, and the more likely it is 

that it wants to do payment modernisation rather than payment 

transformation,” explains O’Byrne. “For example a large bank like 

Erste Bank, which operates all over Central and Eastern Europe is an 

example of a payment moderniser. However, some other 

customers that we have in other parts of the world 

would be more involved in payment transformation.”

Whilst payments are evolving in developed markets 

like the US due to EMV migration, developing 

markets are also witnessing payments evolution, 

such as Myanmar, which has only recently 

embarked on the path to 21st century payments. 

“Virtually every country is modernising its 

payment system because payments are evolving 

so dramatically. Almost every organisation that is 

involved in payments has challenges dealing with payments 

transformation because they just don’t have the technology that they 

need. We think the segmentation will continue to evolve as well and 

we’ll continue to see payment transformation whilst seeing growth in 

payment modernisation as well,” O’Byrne said.

FROM VISION TO REALITY – KEY CONSIDERATIONS

For an organisation embarking upon an overhaul of its legacy system, 

there are a number of critical considerations that need to be taken 

into account. When starting any  critical IT replacement project, 

companies must be certain that the vendor they are choosing is 

going to be able to deliver the vision. When an organisation wants to 

change, they want to change for a specific reason. It’s not just about 

changing technology, it’s about enabling new capabilities through 

new technology. In the case of the US, it’s a need to deliver EMV 

support, whereas in the UK it might be resilience of an ATM network. 

While many vendors may be able to promise delivery, it’s also important 

to look at whether the project can incorporate new payment methods 

– in essence, is it future-proof? According to O’Byrne, closely examining 

the level and combination of functional capability will be the deciding 

factor. “Does the product cover all the areas that I need to cover right 

now, and does it cover most of the areas I’m fairly sure I might need to 

cover in the future? This is typically described as the breadth and depth 

of functional coverage.”

In the digital age, it’s increasingly important that the system has the right 

combination of functional coverage, technology and design. O’Byrne 

points to the fact that we now have at our fingertips social media, mobile 

phones, the internet and software which were unheard of in the 1980s 

when many legacy payment systems were originally introduced. 

“When the future unfolds – and the future can unfold quickly – you 

need to be able to adapt quickly, you need to have business agility 

supported but the right technology. If you look at many of the 

payment platforms that exist in the market today, and look at the ones 

that have a combination of breadth and depth of functionality, you 

basically see two camps. Firstly there are those that designed their 

product decades ago, and may have acquired bolt-on components 

to fill in certain gaps, and then there are those that designed their 

products much more recently in the 1990s and early 2000s.”

 “If your choice comes down to two companies, both of which 

might be able to promise the mission and the vision, you look at 

functional coverage. If both companies claim to have comprehensive 

card management systems and fraud detection and so on, if all 

those things are roughly equal, then it comes down to how new is 

the technology, and how was the solution designed – elegantly or 

thrown together? That’s important because elegant design delivers 

business agility and new competitors are coming into the market 

with disruptive payments offerings all the time. Those competitors 

do not have the limitations imposed by legacy systems with 

decades of infrastructure. To beat  them you need an agile business.”
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FUTURE-PROOFING PAYMENT SYSTEMS

Nowhere is the competitive landscape more clearly exemplified than 

in the burgeoning mPOS space – in a little over three years, mPOS 

has given birth to a myriad of new entrants and competitors in what 

was previously a staid area of the payment market. Not only have 

these new entrants innovated in terms of their products, they are 

also challenging established merchant acquiring incumbents at their 

own game with competitive pricing and fees. Financial institutions 

are now playing catch-up with their own solutions, leading to even 

more pressure on their existing payment systems.

Take, for example Square and look at what they have done in merchant 

acquiring, versus what the established players are doing. Square started 

in a space that was underserved, now they are rapidly moving up and 

starting to attack the heartland of merchant acquiring. 

If a business has been in merchant acquiring for 20 years, and it’s based 

on technology that has been around for 20 years, how does it react when 

somebody like Square comes along with an integrated offering? If you 

have newer technology and architectures built after the internet arrived 

and after mobile phones arrived, you have a better chance of reacting 

and competing when something new comes down the pipeline.

THE SMARTVISTA SOLUTION

BPC is the developer and distributor of SmartVista, a platform 

which combines the latest technologies, design and functionality 

to ensure that customers can capitalise on changes in the payments 

market faster than their competitors. SmartVista supports a range 

of business functions, including high performance authorisation 

switching and routing, full ATM and POS management, comprehensive 

card management, advanced fraud prevention, loyalty programme 

management, card personalisation and production, billing and 

merchant management and integrated internet and mobile banking. 

O’Byrne told PCM: “Every year for the last three or four years we’ve 

added double-digit customers in net new numbers. Our customer 

base is growing enormously quickly all over the world. We built our 

business model around expansion into new countries and we’ve 

entered at least one new country every year since 2007. In 2013 we 

entered 7 new countries. Thus far this year we’ve entered another 

five new countries. We’ve built our business around satisfying new 

customer needs in new countries.”

Key to the success of SmartVista in helping financial institutions 

meet changing payment needs is the breadth and depth of 

the platform. “There are competitors that do a little bit of card 

management and a little bit of switching but don’t do a lot of either. 

We do a lot of both, and a lot of loyalty and a lot of fraud prevention 

– you name it, we do a lot of it,” says O’Byrne. 

“The architecture is  designed in a way that will deliver business agility. 

We’ve designed it with attributes of various different payment types 

in mind, and we’ve broken them down into individual components. 

When you want to assemble your card product, which you’re going 

to sell to a customer, then you assemble that card product from those 

building blocks and you customise it as you go along. That enables you 

to create a brand new product very quickly that inherits attributes from 

some of the products you’ve already created. You can create a brand 

new product in a couple of hours without any coding.

“Everything in the SmartVista product suite is built on the same architecture. 

It’s not like we built the switch and then the other components and tried 

to connect them together, or acquired other companies with additional 

components and tried to join them together. All of our components all work 

seamlessly with each other but they’re modular. If you just need a new switch 

you can take the switch, and if, at a later date you want card management 

then you switch on card management,” O’Byrne concludes. 
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