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Business-to-business (B2B) payments serve 
as the bedrock for buyer-supplier rela-
tionships, but most small to mid-sized 
businesses (SMBs) remain stuck with out-
dated accounts payable (AP) and accounts 
receivable (AR) systems that pile layers 
of inefficiency on their operations . Parties 
on both sides of a B2B payment feel the 
adverse effects of buyer-supplier mis-
matches in payment preferences, impacting 
cash-flow management and forecasting .

An all-in-one payment platform can close 
these gaps by enabling both buyers and sup-
pliers to use preferred payment methods, 

including credit cards, automatic clearing 
house (ACH) or real-time payments, there-
by providing a centralized and convenient 
platform for automated AP/AR manage-
ment . This minimizes costly manual input 
and monitoring and allows SMB finance 
teams to focus on growing their businesses 
instead of chasing counterparties for in-
voices and payments .

PYMNTS’ research shows that large shares 
of SMBs feel burdened by time-consuming 
manual invoice reviews, high processing 
fees and long payment approval and receipt 
times, among other issues . Two-thirds of 

SMBs are at least somewhat likely to pay 
a 1% surcharge on payments for access 
to an all-in-one platform . We also found 
that payments platform executives recog-
nize that SMBs are highly interested in an 
all-in-one solution — and ready to pay for 
it — suggesting that the industry will move 
quickly in this direction .

The AP/AR Quick-Start Guide: Reducing B2B 
Payments Friction for SMBs, a PYMNTS and 
Plastiq collaboration, examines the chal-
lenges SMBs encounter with their current 
AP/AR systems and explores what condi-
tions would make them more willing to 

pay a fee to use an all-in-one solution . 
This playbook is based on a survey of 500 
SMBs in the consumer goods manufactur-
ing, eCommerce and eTail, transportation, 
logistics or shipping and wholesale trade 
industries with annual revenues between 
$500,000 and $50 million . We also sur-
veyed 100 executives at business payment 
platform companies about their views of 
the frictions SMBs face . The surveys took 
place between Nov . 22 and Dec . 20, 2021 .

INTRODUCTION

The AP/AR Quick-Start Guide Report2
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SMB buyers and suppliers both want seam-
less payments to maximize efficiency and 
minimize the cost of doing business, but 
traditional AP/AR payment methods cre-
ate significant friction . PYMNTS’ research 
discovered a fundamental misalignment be-
tween how buyers want to make payments 
and how suppliers want to receive them . 
Buyers try to slow the outflow of liquid 
funds, making regular ACH and checks their 
top payment channels . Suppliers, however, 
want immediate access to payments .

While 38% of SMB buyers said they would 
prefer to pay suppliers by regular ACH or 
check, just 14% of suppliers want to re-
ceive payments via these channels . More 
than half of SMB suppliers, meanwhile, pre-
fer receiving payments via methods that 
give them faster access to funds, with 
28% selecting real-time payments as their 
top choice and 24% indicating they prefer 
same-day ACH; just 10% and 15% of buyers 
prefer these methods, respectively .

Two Sides Of The Same Coin

BUYER-
SUPPLIER 
MISMATCH: 

FIGURE 1: 

How SMBs’ payment method 
preferences differ when 
sending or receiving
Share of SMBs that prefer select methods 
when making and receiving payments

Preferred method when making payment
Preferred method when receiving payments

22%
9%

0000000022

0000000009

Regular ACH

1%
1%

0000000001

0000000001

Prepaid or debit card

15%
24%

0000000015

0000000024

Same-day ACH

8%
6%

0000000008

0000000006

Credit or purchasing card

9%
10%

0000000009

0000000010

Transfer to digital wallet

2%
2%

0000000002

0000000002

Wire

2%
2%

0000000002

0000000002

Apple Pay

16%
5%

0000000016

0000000005

Check

10%
28%

0000000010

0000000028

Instant or real-time payments

7%
8%

0000000007

0000000008

PayPal

Source: PYMNTS.com 
The AP/AR Quick-Start Guide:  

Reducing B2B Payments Friction For SMBs
N = 500: Whole sample, fielded Nov. 22, 2021 - Dec. 20, 2021
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These disparities are more pronounced 
among larger SMBs . On the buyer side, 
31% of businesses generating between 
$20 million and $50 million in annual rev-
enue most frequently use checks to make 
B2B payments, and 29% of this group most 
frequently use regular ACH to make B2B 
payments . Of those generating $10 million 
to $20 million in revenues, 37% of firms cite 
regular ACH as their go-to payment method, 
while 16% say they most often use checks . 
Businesses generating annual revenues 
between $500,000 and $1 million exhibit-
ed a much stronger preference than larger 
companies in using credit and purchasing 
cards, at 18%, and instant or real-time pay-
ments, at 14% .

FIGURE 2: 

The methods SMBs use most 
to make payments
Share of SMBs using select payment methods 
most often when making payments, by firm’s 
annual revenue

23 .2%
28 .6%
37 .0%
18 .8%

7 .1%

0000000023

0000000029

0000000037

0000000019

0000000007

Regular ACH

8 .2%
4 .4%
4 .1%

10 .1%
7 .1%

0000000008

0000000004

0000000004

0000000010

0000000007

Transfer to digital wallet

12 .0%
7 .7%
6 .8%
14 .3%
10 .7%

0000000012

0000000008

0000000007

0000000014

0000000011

Same-day ACH

3 .4%
2 .2%
5 .5%
3 .3%
1 .8%

0000000003

0000000002

0000000006

0000000003

0000000002

Google Pay

19 .6%
30 .8%
16 .4%
17 .3%
12 .5%

0000000020

0000000031

0000000016

0000000017

0000000013

Check

6 .8%
4 .4%
2 .7%
8 .3%
10 .7%

0000000007

0000000004

0000000003

0000000008

0000000011

PayPal

9 .6%
8 .8%
12 .3%
9 .2%
17 .9%

0000000010

0000000009

0000000012

0000000009

0000000018

Credit card and purchasing card

2 .6%
3 .3%
5 .5%
1 .8%
1 .8%

0000000003

0000000003

0000000006

0000000002

0000000002

Wire

8 .4%
5 .5%
6 .8%
9 .5%

14 .3%

0000000008

0000000006

0000000007

0000000010

0000000014

Instant or real-time payments

1 .8%
0 .0%
0 .0%
2 .7%
8 .9%

0000000002

0000000003

0000000009

Cash

Whole sample

Between $10M and $20M
Between $20M and $50M

Between $1M and $10M
Between $500,000 and $1M

Source: PYMNTS.com 
The AP/AR Quick-Start Guide:  

Reducing B2B Payments Friction For SMBs
N = 500: Whole sample, fielded Nov. 22, 2021 - Dec. 20, 2021
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Suppliers exhibit broadly similar variation 
by firm size when receiving payments, with 
larger firms receiving substantially more 
payments by regular ACH and check than 
their smaller counterparts . Those in the 
$20 million to $50 million bracket receive 
32% of their payments by regular ACH and 
25% by check, while those in the $10 mil-
lion to $20 million annual revenue range 
take in 36% and 18% by these methods, 
respectively . 

Smaller firms receive payments by regular 
ACH slightly less often, but checks drop sig-
nificantly in popularity — especially among 
SMBs generating between $500,000 and 
$1 million in annual revenue, which receive 
payment by check just 1 .8% of the time .

FIGURE 3: 

The methods SMBs use most 
to receive payments
Share of SMBs using select payment methods 
most often when receiving payments, by firm’s 
annual revenue

30 .0%
31 .9%
35 .6%
28 .3%
28 .6%

0000000030

0000000032

0000000036

0000000028

0000000029

Regular ACH

5 .8%
5 .5%
1 .4%
6 .8%
1 .8%

0000000006

0000000006

0000000001

0000000007

0000000002

PayPal

11 .2%
11 .0%
6 .8%
12 .2%
16 .1%

0000000011

0000000011

0000000007

0000000012

0000000016

Same-day ACH

3 .0%
5 .5%
4 .1%
2 .1%
0 .0%

0000000003

0000000006

0000000004

0000000002

Wire

15 .8%
25 .3%
17 .8%
12 .8%
1 .8%

0000000016

0000000025

0000000018

0000000013

0000000002

Check

4 .6%
2 .2%
6 .8%
4 .8%
3 .6%

0000000005

0000000002

0000000007

0000000005

0000000004

Instant or real-time payments

11 .2%
6 .6%
11 .0%
12 .5%
5 .4%

0000000011

0000000007

0000000011

0000000013

0000000005

Credit card and purchasing card

3 .0%
3 .3%
2 .7%
3 .0%
7 .1%

0000000003

0000000003

0000000003

0000000003

0000000007

Google Pay

10 .4%
4 .4%
6 .8%
12 .8%
17 .9%

0000000010

0000000004

0000000007

0000000013

0000000018

Transfer to digital wallet

2 .0%
2 .2%
4 .1%
1 .5%
3 .6%

0000000002

0000000002

0000000004

0000000002

0000000004

Prepaid and debit card

1 .2%
0 .0%
0 .0%
1 .8%
7 .1%

0000000001

0000000002

0000000007

Cash

Whole sample

Between $10M and $20M
Between $20M and $50M

Between $1M and $10M
Between $500,000 and $1M

Source: PYMNTS.com 
The AP/AR Quick-Start Guide:  

Reducing B2B Payments Friction For SMBs
N = 500: Whole sample, fielded Nov. 22, 2021 - Dec. 20, 2021
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PAIN POINTS:
Buyers And Suppliers Suffer 
Different Symptoms

Buyers and suppliers differ substantially 
not just in their payment method prefer-
ences, but also in the key payments-related 
frictions they face . The difference in pain 
points on opposite sides of a B2B payment 
adds to the argument for an all-in-one plat-
form that bridges this gap .

SMB payors cited an average of five issues 
they typically encounter when making B2B 
payments . Forty-five percent point to the 
need for manual reviews, followed by the 
high cost of using credit, cited by 43%, the 
high cost of making payments, cited by 41%, 
time-consuming processes, cited by 35%, 
and lack of financing options, cited by 35% . 

Source: PYMNTS.com 
The AP/AR Quick-Start Guide:  

Reducing B2B Payments Friction For SMBs
N = 500: Whole sample, fielded Nov. 22, 2021 - Dec. 20, 2021

FIGURE 4: 

Problems SMBs face when 
making B2B payments
Share of SMBs citing select problems they 
face in making payments, by level of concern

Most concerning

Total
Concerning but not the most concerning

19%
26%
45%

0000000019

0000000026

0000000045

Manual review

8%
20%
28%

0000000008

0000000020

0000000028

Fraud
2%

12%
14%

0000000002

0000000012

0000000014

Payment details in online format

5%
29%
35%

0000000005

0000000029

0000000035

Lack of financing options 

3%
18%
21%

0000000003

0000000018

0000000021

Lack of ERP integration

2%
15%
17%

0000000002

0000000015

0000000017

Remote workforce

8%
33%
41%

0000000008

0000000033

0000000041

High cost of making payments

2%
23%
25%

0000000002

0000000023

0000000025

No or slow transaction confirmation

5%
23%
28%

0000000005

0000000023

0000000028

Cash-flow visibility

2%
16%
18%

0000000002

0000000016

0000000018

Reticence to accept credit cards

5%
10%
15%

0000000005

0000000010

0000000015

Payment portal management

10%
33%
43%

0000000010

0000000033

0000000043

High cost of using credit

6%
21%
27%

0000000006

0000000021

0000000027

No single view of cash

3%
27%
29%

0000000003

0000000027

0000000029

Manual supplier onboarding process

4%
15%
19%

0000000004

0000000015

0000000019

Buyers want more payment options

4%
13%
17%

0000000004

0000000013

0000000017

Limitations to credit card payments

8%
27%
35%

0000000008

0000000027

0000000035

Time consumption

3%
20%
23%

0000000003

0000000020

0000000023

Receipt and processing of paper invoices
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SMB suppliers identified four pain points, 
on average, in receiving payments . Their 
top issues include the lack of transparency 
about when payees will receive payments, 
identified by 47%, the length of invoice ap-
proval processes, cited by 44%, the lack 
of integration with other systems, cited by 
39%, and the length of time before receipt 
of payment, cited by 38% .

Source: PYMNTS.com 
The AP/AR Quick-Start Guide:  

Reducing B2B Payments Friction For SMBs
N = 500: Whole sample, fielded Nov. 22, 2021 - Dec. 20, 2021

FIGURE 5: 

Problems SMBs face when 
receiving B2B payments
Share of SMBs citing select problems they 
face in receiving payments, by level of concern

4%
25%
29%

0000000004

0000000025

0000000029

Lack of payment choice

3%
18%
21%

0000000003

0000000018

0000000021

Lack of working capital options

2%
9%
11%

0000000002

0000000009

0000000011

Reticence to use supplier portal

3%
24%
27%

0000000003

0000000024

0000000027

Payment tracking

2%
12%
14%

0000000002

0000000012

0000000014

Remote workforce

3%
25%
28%

0000000003

0000000025

0000000028

Payment by check

2%
18%
20%

0000000002

0000000018

0000000020

No confirmation of receipt of invoice

1%
10%
11%

0000000001

0000000010

0000000011

Slow onboarding

Most concerning

Total
Concerning but not the most concerning

16%
31%
47%

0000000016

0000000031

0000000047

Lack of receipt foresight

8%
29%
37%

0000000008

0000000029

0000000037

High processing fees

14%
26%
39%

0000000014

0000000026

0000000039

Lack of integration to other systems

7%
25%
32%

0000000007

0000000025

0000000032

Reconciliation

14%
30%
44%

0000000014

0000000030

0000000044

Length of approval process

6%
29%
35%

0000000006

0000000029

0000000035

Late payments

8%
30%
38%

0000000008

0000000030

0000000038

Long receipt times

7%
19%
25%

0000000007

0000000019

0000000025

Fraud
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PYMNTS’ research highlights a wide gap 
between the AP/AR pain points actually en-
countered by SMBs and what the payment 
platform executives we surveyed perceived 
as the biggest causes of friction . Executives 
overestimated the prevalence of security 
issues and underestimated the top prob-
lems that SMBs face in AP/AR operations . 
This helps to explain why the industry re-
mains out of step with what SMBs care 
about in their payments experience, both 
as buyers and as suppliers . 

Payments executives surveyed believed that 
62% of SMB buyers experience problems re-
lated to fraud when making payments, but 
just 28% of firms flagged this as a problem 
they had encountered . Executives mean-
while underestimated the top pain points 
for SMBs in making payments, most notably 
the need for manual review: they estimated 
that 19% of buyers face this issue, when in 
fact, 45% identified it as a pain point .

NOT ON THE 
SAME PAGE: 
SMB vs. Payments 
Executive Perspectives

FIGURE 6: 

SMBs’ experiences 
and payment platform 
executives’ perceptions of 
problems making payments
Share of SMBs citing select realized problems 
and payment platform executives citing 
select perceived problems for SMBs making 
B2B payments

As realized by SMBs
As perceived by platform executives

45%
19%

0000000045

0000000019

Manual review

25%
15%

0000000025

0000000015

No or slow transaction confirmation

41%
26%

0000000041

0000000026

High cost of making payments

21%
33%

0000000021

0000000033

Lack of ERP integration

28%
28%

0000000028

0000000028

Cash-flow visibility

17%
14%

0000000017

0000000014

Remote workforce

29%
18%

0000000029

0000000018

Manual supplier onboarding process

18%
21%

0000000018

0000000021

Reticence to accept credit cards

27%
18%

0000000027

0000000018

No single view of cash

43%
34%

0000000043

0000000034

High cost of using credit

23%
17%

0000000023

0000000017

Receipt and processing of paper invoices

35%
37%

0000000035

0000000037

Time consumption

19%
11%

0000000019

0000000011

Buyers want more payment options

28%
62%

0000000028

0000000062

Fraud

17%
27%

0000000017

0000000027

Limitations to credit card payments

Source: PYMNTS.com 
The AP/AR Quick-Start Guide:  

Reducing B2B Payments Friction For SMBs
N = 500: SMBs, whole sample; N = 100: Executives, whole sample, 

fielded Nov. 22, 2021 - Dec. 20, 2021
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Similarly, on the supplier side, executives 
thought that 60% of SMBs receiving pay-
ments had experienced fraud, but just 25% 
of SMBs indicated having faced this prob-
lem . Executives meanwhile thought that 
lack of receipt, the top headache for SMB 
suppliers, affects 31% of firms, but 47% of 
SMBs said this is a problem . 

The executives also underestimated other 
top buyer and supplier pain points by wide 
margins . For buyers, these areas includ-
ed the high costs of credit and of making 
payments, while for suppliers, length of ap-
proval, long receipt time and late payments 
stood out as among the most signif-
icant gaps .

FIGURE 7: 

SMBs’ experience and 
payment executives’ 
perceptions of problems 
receiving payments
Share of SMBs citing select realized problems 
and payment platform executives citing 
select perceived problems for SMBs receiving 
B2B payments

As realized by SMBs
As perceived by platform executives

47%
31%
0000000047

0000000031

Lack of receipt foresight

21%
25%

0000000021

0000000025

Lack of working capital options

38%
29%

0000000038

0000000029

Long receipt times

14%
20%

0000000014

0000000020

Remote workforce

29%
34%

0000000029

0000000034

Lack of payment choice

32%
31%

0000000032

0000000031

Reconciliation

25%
60%

0000000025

0000000060

Fraud

44%
33%

0000000044

0000000033

Length of approval process

20%
27%

0000000020

0000000027

No confirmation of receipt of invoice

35%
19%

0000000035

0000000019

Late payments

11%
26%

0000000011

0000000026

Slow onboarding

28%
19%

0000000028

0000000019

Payment by check

Source: PYMNTS.com 
The AP/AR Quick-Start Guide:  

Reducing B2B Payments Friction For SMBs
N = 500: SMBs, whole sample; N = 100: Executives, whole sample, 

fielded Nov. 22, 2021 - Dec. 20, 2021



19

© 2022 PYMNTS.com All Rights Reserved

18 The AP/AR Quick-Start Guide Report
Section I

All these headaches make SMBs very in-
terested in an all-in-one platform — and 
willing to pay for this AP/AR panacea . 
Among SMBs interested in an all-in-one 
solution, 67% said they would be at least 
somewhat likely to pay for an all-in-one 
platform if transaction fees were 1% of the 
processed payment amount, and 41% indi-
cated this even if fees increased to 2% .

For an all-in-one platform that offers a 
rewards program, tax deductibility or ef-
ficiency gains that offset the 1% fee, the 
share of these SMBs that are at least some-
what likely to pay jumps to 73% . If these 
perks were included, 53% of respondents 
still indicated at least moderate willing-
ness to pay a 2% fee . Large shares of SMBs 

report they would be at least somewhat 
likely to pay higher fees if these perks were 
included: 46% of SMBs would be willing to 
pay 3%, and 33% would be willing to pay as 
much as 4%, in both cases more than twice 
the share under the no-perks scenario .

Our research found that SMBs and payments 
executives are on the same page when it 
comes to transaction fees . Ninety-seven 
percent of the executives we surveyed said 
that charging 1% of transactions for using 
an all-in-one solution would be very or ex-
tremely appealing to SMBs, and 60% felt it 
would still be highly attractive if the fees 
increased to 2% . This drops off to just 23% 
with 3% fees, however .

BRIDGING 
THE GAP:
Will SMBs Pay To Get There?

30 .5% 0000000031

Sample

42 .9% 0000000043
$20M - $50M

66 .7%0000000067
Approximately 1%

30 .4% 0000000030

$1M - $10M

20 .0% 0000000020

Approximately 3%

10 .8% 0000000011

Transportation/logistics/shipping

41 .1% 0000000041
Wholesale trade

28 .6% 0000000029

$10M - $20M

41 .2% 0000000041
Approximately 2%

21 .7% 0000000022

$500,000 - $1M

14 .3% 0000000014

Approximately 4%

15 .4% 0000000015

Approximately 5%

36 .8% 0000000037

eCommerce and eTail

30 .9% 0000000031

Consumer goods manufacturing

FIGURE 8A: 

SMBs’ willingness to pay for 
an all-in-one platform
Share of SMBs that would be likely to use an 
all-in-one platform if they had to pay a fee, by 
annual revenue, industry and fee level

Revenue

Fee

Industry

Source: PYMNTS.com 
The AP/AR Quick-Start Guide:  

Reducing B2B Payments Friction For SMBs
N = 167: SMBs that are interested in an all-in-one platform to 
receive B2B payments, fielded Nov. 22, 2021 - Dec. 20, 2021
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FIGURE 8B: 

SMBs’ willingness to pay for 
an all-in-one platform
Share of SMBs that would be likely to 
pay a mostly offset fee to use an all-in-
one platform, by annual revenue, industry 
and fee level

43 .1% 0000000043
Sample

28 .6% 0000000029

$20M - $50M

43 .1% 0000000043
$1M - $10M

35 .1% 0000000035

Transportation/logistics/shipping

48 .2%0000000048
Wholesale trade

71 .4%0000000071
$10M - $20M

30 .4% 0000000030

$500,000 - $1M

52 .6%0000000053
eCommerce and eTail

40 .0% 0000000040
Consumer goods manufacturing

Revenue

Industry

73 .3%0000000073
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45 .7%0000000046
Approximately 3%

52 .9%0000000053
Approximately 2%

33 .3% 0000000033

Approximately 4%

7 .7% 0000000008

Approximately 5%

Fee

Source: PYMNTS.com 
The AP/AR Quick-Start Guide:  

Reducing B2B Payments Friction For SMBs
N = 167: SMBs that are interested in an all-in-one platform to 
receive B2B payments, fielded Nov. 22, 2021 - Dec. 20, 2021
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CONCLUSION
SMBs understandably want seamless and 
efficient AP/AR processes, but B2B pay-
ments remain hamstrung by conflicting 
buyer-supplier preferences and poorly 
optimized AP/AR platforms . From cumber-
some manual invoicing and collections to 
poor visibility into the payment lifecycle, 
conventional systems continue to unneces-
sarily bog down businesses, all of which an 
all-in-one platform can resolve . Indeed, the 

promise of frictionless AP/AR experiences 
entices SMBs so much that most are willing 
to pay for an all-in-one solution . Capturing 
this market and delivering on SMBs’ expec-
tations will require payments executives to 
better understand the AP/AR pain points 
SMBs encounter and offer a corresponding 
all-in-one solution — and at the right price . 
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ABOUT
PYMNTS.com is where the best minds and the best content meet on the web 
to learn about “What’s Next” in payments and commerce . Our interactive 
platform is reinventing the way companies in payments share relevant 
information about the initiatives that make news and shape the future of 
this dynamic sector . Our data and analytics team includes economists, data 
scientists and industry analysts who work with companies to measure and 
quantify the innovations at the cutting edge of this new world .

Plastiq helps businesses improve cash flow with instant access to working capital on a modern 
payments platform that simplifies AP and AR processes . Brands, manufacturers, wholesalers 
and construction companies leverage Plastiq Pay to save time managing bill payments and ex-
tend the time to pay for inventory, supplies and advertising expenditures . Plastiq Accept helps 
businesses get paid faster and accept credit cards without the merchant fees . Plastiq Connect 
APIs enable accounting platforms, FinTechs, banks and marketplaces to embed B2B payment 
options to eliminate friction and enhance customer experience . Plastiq has raised more than 
$140 million in funding and is backed by Kleiner Perkins, B Capital Group, Khosla Ventures and 
other top-tier investors . For more information, please visit www.plastiq.com .

The AP/AR Quick-Start Guide may be updated periodically. While rea-
sonable efforts are made to keep the content accurate and up to date, 
PYMNTS.COM: MAKES NO REPRESENTATIONS OR WARRANTIES OF 
ANY KIND, EXPRESS OR IMPLIED, REGARDING THE CORRECTNESS, 
ACCURACY, COMPLETENESS, ADEQUACY, OR RELIABILITY OF OR 
THE USE OF OR RESULTS THAT MAY BE GENERATED FROM THE USE 
OF THE INFORMATION OR THAT THE CONTENT WILL SATISFY YOUR 
REQUIREMENTS OR EXPECTATIONS. THE CONTENT IS PROVIDED”  “AS IS” 
AND ON AN “AS AVAILABLE” BASIS. YOU EXPRESSLY AGREE THAT YOUR 
USE OF THE CONTENT IS AT YOUR SOLE RISK. PYMNTS.COM SHALL 
HAVE NO LIABILITY FOR ANY INTERRUPTIONS IN THE CONTENT THAT 
IS PROVIDED AND DISCLAIMS ALL WARRANTIES WITH REGARD TO THE 
CONTENT, INCLUDING THE IMPLIED WARRANTIES OF MERCHANTABILITY 
AND FITNESS FOR A PARTICULAR PURPOSE, AND NON-INFRINGEMENT 
AND TITLE. SOME JURISDICTIONS DO NOT ALLOW THE EXCLUSION OF 
CERTAIN WARRANTIES, AND, IN SUCH CASES, THE STATED EXCLUSIONS 
DO NOT APPLY. PYMNTS.COM RESERVES THE RIGHT AND SHOULD NOT 
BE LIABLE SHOULD IT EXERCISE ITS RIGHT TO MODIFY, INTERRUPT, OR 
DISCONTINUE THE AVAILABILITY OF THE CONTENT OR ANY COMPONENT 
OF IT WITH OR WITHOUT NOTICE. 

DISCLAIMER

PYMNTS.COM SHALL NOT BE LIABLE FOR ANY DAMAGES WHATSOEVER, 
AND, IN PARTICULAR, SHALL NOT BE LIABLE FOR ANY SPECIAL, INDIRECT, 
CONSEQUENTIAL, OR INCIDENTAL DAMAGES, OR DAMAGES FOR LOST 
PROFITS, LOSS OF REVENUE, OR LOSS OF USE, ARISING OUT OF OR 
RELATED TO THE CONTENT, WHETHER SUCH DAMAGES ARISE IN 
CONTRACT, NEGLIGENCE, TORT, UNDER STATUTE, IN EQUITY, AT LAW, 
OR OTHERWISE, EVEN IF PYMNTS.COM HAS BEEN ADVISED OF THE 
POSSIBILITY OF SUCH DAMAGES. 

SOME JURISDICTIONS DO NOT ALLOW FOR THE LIMITATION OR 
EXCLUSION OF LIABILITY FOR INCIDENTAL OR CONSEQUENTIAL 
DAMAGES, AND IN SUCH CASES SOME OF THE ABOVE LIMITATIONS DO 
NOT APPLY. THE ABOVE DISCLAIMERS AND LIMITATIONS ARE PROVIDED 
BY PYMNTS.COM AND ITS PARENTS, AFFILIATED AND RELATED 
COMPANIES, CONTRACTORS, AND SPONSORS, AND EACH OF ITS 
RESPECTIVE DIRECTORS, OFFICERS, MEMBERS, EMPLOYEES, AGENTS, 
CONTENT COMPONENT PROVIDERS, LICENSORS, AND ADVISERS. 

Components of the content original to and the compilation produced by 
PYMNTS.COM is the property of PYMNTS.COM and cannot be reproduced 
without its prior written permission.
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