
 

CASE STUDY  

Unique Research Helps a 
Payments Company Refine Its 
Value Proposition  

           
      

         
         

         
        

        
        

       
         

         
         

        
    

 

 

THE CLIENT:  

A global payment solutions 
provider  

USERS:  

Marketing team 

The payments industry is undergoing a period of immense 
change as traditional card payments are being replaced with 
digital solutions that meet consumer demand for greater 
convenience and simplicity. This includes digital wallets, buy 
now pay later options, barcode-based payment apps and 
much more.  
 
The marketing team at this global payments solutions 
provider is charged with understanding where the payments 
market is today and where it’s heading in order to capitalize 
on emerging digital experiences. The team needed to better 
understand the digital habits and adoption trends of 
consumers, as well as the current offerings and 
development roadmaps of financial technology (“fintech”) 
providers. These insights would enable the team to develop a 
unique value proposition and use thought leadership 
materials to tell the story to consumers and fintech business 
partners.    
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Pain Points  
Technology in the payments arena is rapidly 
evolving. This company needed to better 
understand the market dynamics to refine its 
digital value proposition, form appropriate 
partnerships with fintech companies and 
have a compelling story for consumers. As 
such, the marketing team had many 
questions they wanted to address, including:  

• How fast is the digital marketplace 
growing?  

• How are consumers in different 
regions of the world using digital 
payments, and what are their 
preferences looking forward? 

• How are fintech vendors evolving and 
differentiating their offerings?  

• What are the needs of Fintech vendors 
and what drives their partnership 
strategies?  

 
With this information in hand, the team could create and brand a customized report that 
demonstrated the company’s knowledge of the digital market and its unique position. This 
would be shared in meetings, webinars and other outreach activities. The head of marketing 
was familiar with 451 Research (“451”), a technology research group within S&P Global Market 
Intelligence (“Market Intelligence”) that provides a holistic view of innovation across the entire 
enterprise. He contacted the group to discuss his plans and see how 451 analysts could assist. 
 
 
 
 

The company was looking to 

capitalize on disruptions 

taking place in the 

payments industry and use 

thought leadership pieces 

to drive multiple outreach 

activities to tell a 

differentiated story to the 

market.  
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The Solution 
451 discussed utilizing its Professional Services to undertake customized research and leverage 
this to create compelling marketing content. Seasoned consultants and subject matter experts 
would work collaboratively with the marketing team to design one market research survey for 
consumers and another for fintech vendors. The consumer survey would cover different regions of 
the world and include feedback from a range of age groups. The vendor survey would also have 
regional coverage and include companies of various sizes and stages of maturity operating across 
more than a dozen areas, including digital banking, payment processing, investments and money 
transfers. Professional Services is comprised of a number of capabilities that would enable the 
marketing team to: 

     

 

 Understand 
market dynamics 
and trends  

Strategic Advisory Services provide custom research 
engagements designed to empower clients with 
research insights to support both strategic and tactical 
decisions. Each project utilizes a blend of analysis 
appropriately applied to unique business challenges, 
including market, competitive and demand analysis. 

The methodology starts by leveraging the existing 
research and data assets of 451. It then extends those 
assets with new primary and secondary research to 
gather additional data and insights. 

 

 

 

Estimate the value 
and volume of 
transactions 

Spending and Channel Utilization by survey samples 
can be applied to population statistics from Market 
Intelligence to generate estimates of the total value and 
transaction volume for each purchase channel and 
payment method included in the analysis. 
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Create customized 
materials for 
outreach 

With Go 2 Market Services, 451 specialists work with 
clients to identify topics that will appeal to both end 
customers and business partners. They then craft the 
right mix of deliverables to build out the content 
marketing strategy. This may include commissioned 
papers, roundtables, podcasts and hosted webinars to 
gain visibility in the market. The content is co-branded, 
and 451 analysts are available to participate in 
presentations and discussions.  
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Key Benefits 
The marketing team saw the benefit of having unique intelligence to help create a powerful value 
proposition that could be supported by thought leadership pieces to underscore the company’s 
knowledge of market trends in the fintech space. The team decided to proceed with the work, 
emphasizing the importance of having: 

• Unique data from customized surveys to reinforce branding in the fintech market from a
vendor neutral analyst perspective.

• Deep insights into the risks and opportunities presented by disruptive technologies and
new market participants.

• An understanding of the needs of different regions and target audiences to craft sales
messages that are relevant and meaningful.

• More clarity about addressable demand by location to fine-tune sales targets and
determine how best to deploy resources.

• Competitive details to help appropriately position payment and pricing options.

Click here to explore some of the solutions mentioned in this case study. 

https://www.spglobal.com/marketintelligence/en/solutions/451-research
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Contact Us 

Asia-Pacific  
+852-2533-3565 

Europe, Middle East & Africa  
+44-207-176-1234 

The Americas  
+1 877 863 1306 

Copyright © 2022 by S&P Global Market Intelligence, a division of S&P Global Inc. All rights reserved.   

These materials have been prepared solely for information purposes based upon information generally available to the 
public and from sources believed to be reliable. No content (including index data, ratings, credit-related analyses and 
data, research, model, software or other application or output therefrom) or any part thereof (Content) may be modified, 
reverse engineered, reproduced or distributed in any form by any means, or stored in a database or retrieval system, 
without the prior written permission of S&P Global Market Intelligence or its affiliates (collectively, S&P Global). The 
Content shall not be used for any unlawful or unauthorized purposes. S&P Global and any third-party providers, 
(collectively S&P Global Parties) do not guarantee the accuracy, completeness, timeliness or availability of the Content. 
S&P Global Parties are not responsible for any errors or omissions, regardless of the cause, for the results obtained 
from the use of the Content. THE CONTENT IS PROVIDED ON “AS IS” BASIS. S&P GLOBAL PARTIES DISCLAIM ANY AND 
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF MERCHANTABILITY 
OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE ERRORS OR DEFECTS, THAT 
THE CONTENT’S FUNCTIONING WILL BE UNINTERRUPTED OR THAT THE CONTENT WILL OPERATE WITH ANY SOFTWARE 
OR HARDWARE CONFIGURATION. In no event shall S&P Global Parties be liable to any party for any direct, indirect, 
incidental, exemplary, compensatory, punitive, special or consequential damages, costs, expenses, legal fees, or losses 
(including, without limitation, lost income or lost profits and opportunity costs or losses caused by negligence) in 
connection with any use of the Content even if advised of the possibility of such damages. 

S&P Global Market Intelligence’s opinions, quotes and credit-related and other analyses are statements of opinion as of 
the date they are expressed and not statements of fact or recommendations to purchase, hold, or sell any securities or 
to make any investment decisions, and do not address the suitability of any security. S&P Global Market Intelligence 
may provide index data. Direct investment in an index is not possible. Exposure to an asset class represented by an 
index is available through investable instruments based on that index. S&P Global Market Intelligence assumes no 
obligation to update the Content following publication in any form or format. The Content should not be relied on and is 
not a substitute for the skill, judgment and experience of the user, its management, employees, advisors and/or clients 
when making investment and other business decisions. S&P Global keeps certain activities of its divisions separate 
from each other in order to preserve the independence and objectivity of their respective activities. As a result, certain 
divisions of S&P Global may have information that is not available to other S&P Global divisions. S&P Global has 
established policies and procedures to maintain the confidentiality of certain non-public information received in 
connection with each analytical process. 

S&P Global may receive compensation for its ratings and certain analyses, normally from issuers or underwriters of 
securities or from obligors. S&P Global reserves the right to disseminate its opinions and analyses. S&P Global's public 
ratings and analyses are made available on its Web sites, www.standardandpoors.com (free of charge) and 
www.ratingsdirect.com (subscription), and may be distributed through other means, including via S&P Global 
publications and third-party redistributors. Additional information about our ratings fees is available at 
www.standardandpoors.com/usratingsfees.  

http://www.standardandpoors.com/
http://www.ratingsdirect.com/
http://www.standardandpoors.com/usratingsfees

	Case Study
	Unique Research Helps a Payments Company Refine Its Value Proposition
	Pain Points
	The Solution
	Key Benefits
	Contact Us


	A global payment solutions provider 
	Understand market dynamics and trends 
	Estimate the value and volume of transactions
	Create customized materials for outreach

