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or similar advisors before entering into any agreement for our products or services. In no event shall JPMC or any of its directors, officers, employees or agents be liable for any 
use of, for any decision made or action taken in reliance upon or for any inaccuracies or errors in, or omissions from, the information in this material. We are not acting as your 
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Outlook – Government Treasury Trends 

 Governments continue to look for efficient, low-cost 
channels to collect taxes, licenses and fees

 Constituents are looking for convenience when 
paying obligations and receiving refunds

 Implement easy-to-use payment channels that 
constituents will not perceive as difficult  

 Governments have high concern over security and 
are focused on minimizing both electronic and paper 
fraud

 Employee workloads are increasing exponentially 
faster than staffing levels

 Assessing risk factors (data security, cyber attacks, 
privacy risks, etc.) when considering system 
upgrades/enhancements

 Governments are moving from paper to electronic—for 
both payables and receivables

 The constituent experience can be enhanced through 
mobile applications for payment initiation and the 
disbursements of payments 

 It’s crucial to be able to receive collections no matter 
how the constituent wants to initiate the payment

 Reporting capabilities can be enhanced to support  
transparency initiatives

 Governments can take advantage of ePayables virtual 
purchase card programs to better manage vendor 
spend, increase security around payments and create 
rebates 

What Matters Opportunities for Innovation
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Payment Innovation – Driving Sustainable Growth

Payments are an integral part of a wider shift in the way we live and work today

Anything
-as-a-service

Payments
as a revenue driver

Aligning

working capital 
& liquidity 

Addressing 
ESG 

agendas

Digital 
as a culture
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Upward Trends of B2B Payment Digitization

in B2B virtual card 
payments from 2019-
20222

in Visa-accepting 
suppliers in first half of 
20202

have increased their use 
of digital payments since 
the pandemic3

say that digitization has 
improved working 
capital4

90% projected 
growth

18% increase 71% of CFOs 84% of CFOs

1Juniper research via Coupa Blog October 2020, https://www.coupa.com/blog/finance-ap/how-virtual-cards-for-b2b-payments-improve-cash-flow-capture-efficiencies-and. 2Visa Q12021 Insights, 
Visa, Feb 2021, 3How We Pay, PYMNTS, September 2020. 4J.P. Morgan 2020 E-Commerce Payments Trends Report

Card

Plastic

2016 2021 2025

BANK XYZ COMMERCIAL CARD SPEND ($) U.S. DOMESTIC B2B PAYMENTS VOLUME (%)

Card

Bank Transfer

Check

20252021

47%

34%

14%

59%

23%

15%
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Payment Management 

Reducing payment costs and increasing efficiencies

T
ec

h
n

o
lo

g
y

Efficiency & Value

Check

Check Print 
Outsourcing

Wire

Card

Online & Mobile 
Solutions

Maximize electronic 
payment methods & 

channels

Checks Check Print ACH & Wires Card & Virtual Online & Mobile

Account Reconciliation

Online Check Image 
Storage & Inquiry

Controlled Disbursement

Positive Pay

Same-day and 
conventional ACH

Payroll Direct Deposit

FedWire/CHIPS

Purchasing card

Virtual Payments

 Rebates

 Bank Led Vendor 
Campaigns

Mobile Dashboard

Enrollment Portals 
(Payment Portals)

Zelle Payments

ACH

Virtual Payments

Print & distribution

Payment types

 A/P Checks

 Claims

 Payroll

 Quick checks

 Official Checks 4
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Simple and Reliable

Resources designed to meet your needs

Purchasing Cards Virtual Card

Plastic, cardless and ghost/
supplier payment solution

Virtual, electronic, single use payables 
solution

Reduce costly manual processing on low 
value/high frequency spend

Target higher value spend requiring A/P 
control or pre-approval

Employee convenience with powerful 
spend controls and added visibility

Benefits of a purchasing card with the added 
controls of a check  (date, exact amount)

Processing cost saves plus rebate 
revenue and working capital opportunity

Gain efficiencies of ACH, plus rebate  
revenue and cash flow opportunity

5



C O N F I D E N T I A L

Virtual Card Basics

Virtual 
Card

Unique, 16-digit 
virtual account number

for each payment 

Automated 
disbursement and G/L

transaction matching

Authorized for 
specific merchant 
category codes

Pre-set  “to the penny” 
dollar limit equal to 
invoice amount

Exact expiration
dates/terms 

(e.g., 5 days, 15 days, 
30 days, etc.)

Electronic remittance 
data delivered with 

payment file

6



C O N F I D E N T I A L

Virtual
Card

How Does Virtual Card Work? 

Reconciliation file is sent for upload to ERP 
where transactions are matched and posted

011000111

011000111011000111

The Buyer The Supplier

Transaction is authorized and confirmation 
file goes to Bank reporting platform

Supplier receives notification 
with full remittance details 

and processes payment

Generates a unique, virtual account number for each 
payment with supplier, pay date and amount

A/P approves invoices 
and sends payment 
instruction file

1

2

3

45
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Virtual Card Payment Strategy 

Hold onto cash   Get paid faster

Extend terms   Reduce terms

Rebate revenue stream   Lower carrying costs

Less paper/manual work   Less paper/manual work

Ease of use/convenience   Ease of use/familiar solutions

Save money   Get more business

What suppliers wantWhat you want

A benefit to both you and your supplier
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Economic Benefits

Economic value Factors

Earnings on improved cash flow 
paying vendors by card vs 

check or ACH

Cash flow 
benefit

Card 
rebates

Cost 
efficiencies 

Savings you can achieve by 
reducing check and ACH 

payments

Based on spend and rate 
with opportunity to increase 

amount earned each year

Zero-cost payables card programs – realistic and attainable
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Building a Business Case for Change

Share 
insights to 
grow your 

program

Create & 
analyze 

report 
findings

Target Segmentation Summary
Products in Scope:  Purchasing Card, Single-Use  Accounts (SUA)

Payment Product Suppl iers Transacti ons Amount
Uptake 

Probabil ity
Suppli ers Transactions

Average Expected 
Am ount

Uptake 
P robabi li ty

Am ount

Si ngle-Use Accounts  ( 1)

< $2, 500                24                  748 $1,201,449 17% 4 129 $205,870 25% $300,362

$2,500 - $10,000                79               1, 926 $11,560,510 22% 17 416 $2,518,756 36% $4,161,784

$10, 000 - $100,000              129               3, 857 $131,021,385 14% 17 526 $17,689,470 38% $49,788,126

> $100, 000                23                  758 $238,303,439 5% 1 42 $11,397,526 24% $57,192,825

Exis t ing Program                 -   0 $0 71% 0 0 $0 0

SUA: 255 7,289 $382, 086, 783 8% 39 1,113 $31, 811, 622 29% $111, 443, 098

Purchasing Card (4 ) ( 4)

< $2, 500              131                  855 $548,955 53% 69 453 $290,946 67% $367,800

$2,500 - $10,000                57                  121 $541,597 32% 18 39 $173,311 46% $249,135

$10, 000 - $100,000                15                   16 $228,215 13% 2 2 $29,668 22% $50,207
> $100, 000                 -                      -   $0 0% 0 0 $0 0% $0

Exis t ing Program                 -   0 $0 100% 0 0 $0 $0

P -Card: 203 992 $1, 318, 766 37% 90 494 $493, 925 51% $667, 142

I ncremental  P otenti al (2)

< $2, 500                38 503 $623,581 0% 0 0 $0 0% $0
$2,500 - $10,000                33                  568 $2,987,899 0% 0 0 $0 0% $0
$10, 000 - $100,000                47                  920 $37,411,879 3% 1 28 $1,122,356 4% $1,496,475
> $100, 000                28               1, 350 $1, 158,273,452 2% 1 27 $23,165,469 3% $34,748,204

Incremental  Potenti al: 146 3,341 $1,199, 296, 811 2% 2 55 $24, 287, 825 3% $36, 244, 679
Total 604 11,622 $1,582, 702, 361 4% 131 1,662 $56, 593, 372 9% $148, 354, 918

( 5) Bas ed on 2 012 EAP Be nchmar k Sur vey,  RPMG Resea rch  Cor por ation
( 6) Bas ed on 2 014 Purch asing Card  Ben chmar k Sur vey, RPMG Resea rch Cor por ation

( 7) Targ et to Chec k Ou tsour ce

Product Recommendations  
for  Accounts Payable

 Esti mated Probabil ity Results Segm entati on Total s  Best Practice Estim ate 

( 1) Uptakes  in clude SUA e mail on ly .  Additional op port unity exists  for  pho ne and  we b SUA pay ments.

( 2) Includ es: > $ 500,0 00, no n-ca rd a ccepting ,  non- tra ditio nal car d cate gories .  

( 3) Bas ed on J.P. Morg an histor ical data ( 4) Based  on J.P. Mo rga n histor ic al data f or  top qu artile clients

( 8) T arge t to ACH

(5)

(5)

(5)

(4)

(3)

(6)

(6)

(6)

(6)

(6)

(6)

(7)

(8)

Supplie r Name
Pay 

Method
Pay 
Te rm

PO Count
Supplier 

Count
Transac tions Amount Avg Tran Size

Product  
Segme ntat ion

Avg Spe nd Bands Card Matc h
Card Matc h 

Le vel
SUA Ma tc h

A & K RAIL ROAD MATER IAL S INC CHK 30 6 1 5 $5 ,117 $1 ,02 3 Pca rd1 L ess  Than  25 00 Y L evel 3 No

R & R  RIG SERVICE INC CHK 30 4 1 4 $1 ,577 $39 4 Pca rd1 L ess  Than  25 00 Y L evel 2 No

HO WARD  A SCH AEVITZ TECH OLO GIES CHK 30 3 1 3 $6 ,363 $2 ,12 1  L ess  Than  25 00 N No Ma tch No

MO ORE IND USTRI ES IN C CHK  2 1 2 $ 668 $33 4 Pca rd1 L ess  Than  25 00 Y L evel 2 Yes

A J WELLER CO RPORATION AC H 30 8 1 10 $ 20 ,660 $2 ,06 6  L ess  Than  25 00 Y L evel 1 No

AAA COOPER TRANSPORTATION CHK 30 1 12 $4 ,519 $37 7 Pca rd1 L ess  Than  25 00 Y L evel 2 No

ABB I NC CHK 30 54 1 90 $5,9 10 ,331 $65 ,67 0  1 000 0-10 0000 Y L evel 1 Yes

ALLEN'S ELECTRIC MO TOR  SER VIC E INC CHK  29 1 33 $3 61 ,382 $10 ,95 1 SUA 1 000 0-10 0000 Y L evel 1 No

WILSON BOHANNAN C O CHK 30 19 1 21 $ 783 $3 7 Pca rd1 L ess  Than  2500 Y Level 2 No

ABF FREIGHT SYSTEM INC CHK 00 1 22 $7 ,381 $33 5 Pca rd1 L ess  Than  2500 Y Level 2 No

ACAD IA PARISH SCH OOL BOAR D AC H 00 1 16 $4 66 ,941 $29 ,18 4  1 0000-10 00 00 Y Level 1 No

ACAD IANA RU BBER & G ASKET C O CHK 30 29 1 27 $ 28 ,385 $1 ,05 1
SUA

L ess  Than  25 00 Y L evel 2 Yes

ACAD IANE' REN OVATIO NS LTD CHK 30 2 1 2 $ 68 ,575 $34 ,28 8 SUA 1 0000-10 00 00 Y Level 2 No

ACME TRUCK L INE INC CHK 30 11 1 16 $ 32 ,237 $2 ,01 5 SUA L ess  Than  2500 Y Level 3 No

ACTIO N STAINL ESS & AL LOYS INC CHK 30 4 1 4 $7 ,939 $1 ,98 5 Pca rd1 L ess  Than  2500 Y Level 1 No

ADA EN VIRO NMENTAL  SOL UTIO NS LL C CHK 30 6 1 12 $6 77 ,441 $56 ,45 3  1 0000-10 00 00 N No  Ma tch No

ADAMS DAVIS & PREUETT INC CHK 30 12 1 10 $1 01 ,619 $10 ,16 2  1 0000-10 00 00 N No  Ma tch No

ADAMS PEST CON TRO L INC CHK 00 1 1 39 $8 ,236 $21 1 Pca rd1 L ess  Than  2500 Y Level 2 No
ADI CHK 30 1 1 19 $ 28 ,830 $1 ,51 7 SUA L ess  Than  25 00 Y L evel 3 No

ADVANCED  ANALYTI CAL  LABORATO RIES CHK  1 20 $ 50 ,289 $2 ,51 4 SUA 2 500 -1 00 00 Y L evel 2 No

AFTER SIX J ANITORI AL  SER VICES L LC CHK 30 1 1 12 $7 ,200 $60 0  L ess  Than  25 00 N No Ma tch No

AGGREKO LLC CHK 30 10 1 84 $2 13 ,046 $2 ,53 6 SUA 2 500 -1 00 00 Y L evel 3 Yes

ACA MECHANICAL IN DUSTR IAL  LLC CHK 00 2 1 2 $3 ,088 $1 ,54 4 Pca rd1 L ess  Than  2500 Y Level 1 No

AIR L IQUIDE IN DUSTRIAL  US LP CHK 30 2 1 6 $ 12 ,001 $2 ,00 0 Pca rd1 L ess  Than  2500 Y Level 2 No

AIRDYNE INC CHK 30 23 1 28 $1 02 ,138 $3 ,64 8 SUA 2 500-100 00 Y Level 2 Ye s

ALEXAND RIA ARMATURE WORKS CHK 30 21 1 19 $ 10 ,778 $56 7 Pca rd1 L ess  Than  2500 Y Level 1 Ye s

ALEXAND RIA I RON & SUPPLY C ORP CHK 30 2 1 3 $4 ,475 $1 ,49 2 Pca rd1 L ess  Than  25 00 Y L evel 1 No

ALEXAND RIA R IVERFRON T C EN TER CHK 30 1 2 $5 ,313 $2 ,65 6  2 500 -1 00 00 N No Ma tch No

ALFA LAVAL  INC CHK 30 8 1 10 $7 ,262 $72 6 Pca rd1 L ess  Than  25 00 Y L evel 2 Yes

Sort  L-SSo rt A-Z Sor t L-S So rt L- S

Expected res ult s cou ld be h ighe r o r l ower based on magnitude
 in  wh ich best p ractic es  are fo llowed

1.  Par ticipation is requi red / manda tory

2.  Stra teg ic Single -Use  ta rgets  require cl ien t reach-ou t dur ing  recruitment
3.  Payment acce lerat ion  for  par ticipation (15 days  or  more )

4.  Extended payment  terms fo r non-pa rtic ipa tion (15  days or  more)

5.  Client w ill s upply res ourc es  to  addres s w eekly recruitm ent needs

Notes

*  Up tak e percentages may vary
Average Transaction s ize th res ho ld $5 ,000

*Es timated Probabilit y Results

C harts below are based on the Estimated Probability Results

SUA &  Pcard

$16,152,773 $112, 110, 239 

Low (4%)

Average

Hi gh (29%)

8% Uptake 
or 

$32,305,547

S UA: , 
$ 31 ,81 1 ,62

2 , 5 6%

P- Ca rd:, 
$ 49 3, 92 5 , 

1% Incrementa l 
Pote ntial: , 

$2 4,2 87 ,8 25 
, 43 %

Segmentation by Spend

SUA:, 1 ,11 3 
, 67 %

P -Card:, 49 4 
, 3 0% Incre me ntal 

P otentia l:, 
5 5 , 3 %

Segmentation by Transactions

SUA:, 3 9 , 
30 %

P -Card: , 90  , 
68 %

Inc re mental  
Pote ntial: , 2  

, 2%

Segmentation by Supplier

Receive & 
validate 

your A/P 
spend file

There is no cost to you, the findings are insightful, and the process is simple
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Questions?


