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A merica’s small and medium-sized businesses are far more 
globally connected than their size suggests. Nearly six in 
10 buy materials and goods overseas. But global supply 
chains have developed faster than the cross-border pay-

ments infrastructure that supports them. Amid the gap, payment 
providers have an immediate opportunity to help the backbone of 
American commerce strengthen its relationships with international 
suppliers. The solution: networks that send money in a foreign sup-
plier’s local currency, faster and seamlessly.

WHAT'S AT STAKE

© 2026 PYMNTS All Rights Reserved© 2026 PYMNTS All Rights Reserved© 2026 PYMNTS All Rights Reserved

Most American SMBs pay their foreign suppliers in U.S. dol-
lars. That means suppliers must absorb the costs of currency 
fluctuations and assorted fees. Depending on the exchange 
rate, they may get less (or more) than they expected. The 
unpredictability, along with losses from unfavorable rates, 
may affect supplier relationships, satisfaction with the pay-
ments provider and the importing business’ bottom line.

Today, most U.S. SMBs still use traditional banks for 
cross-border payments. Their usage is projected to increase 
this year, to almost seven in 10 of firms that source over-
seas. Still, mainstream banks leave many firms underserved 
in terms of speed, transparency and flexibility.

Meanwhile, the competitive landscape is shifting. 

Financial technology companies that offer global pay-
ment services earn the highest satisfaction rating of any 
cross-border payment provider not focused on cryptocur-
rencies. That’s why SMBs with international suppliers are 
projected to significantly increase their use of FinTechs  
this year. of U.S. SMBs buy goods and 

inputs from overseas suppliers.

57%
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27%
43%

63%

of U.S. SMBs that actively source  
supplies abroad are interested in switching  

cross-border payment providers.

of U.S. SMBs cite faster payment  
settlement as their top priority in 2026.

of U.S. SMBs pay their overseas  
suppliers mostly in USD.

Collectively, this is a significant market opportunity for payment pro-
viders. More than one in four internationally active U.S. SMBs that 
source heavily from abroad show openness to switching their pro-
viders. This report identifies how businesses engage with foreign 
suppliers, which ones are interested in stronger payment providers 
and what it takes for providers to win them over.

The Cross-Border Opportunity: What Global Sourcing by US SMBs 
Means for Payment Providers is a PYMNTS Intelligence report in 
collaboration with Mastercard. It is based on a survey of 535 own-
ers, founders, vice presidents, and executive directors of small and 
medium-sized businesses in the United States conducted from Feb. 
12–24, 2026. Of these respondents, 310 sourced at least some pro-
duction inputs internationally in 2025. 

This is what we learned.
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KEY FINDINGS
01

03

02 04

Most U.S. SMBs source from overseas.

FinTechs are gaining ground.

Paying international suppliers  
doesn’t have to be complicated.

Speed is the universal priority.

Cross-border sourcing is mainstream. Almost three  
in four firms with $1 million–$10 million in annual  

revenue buy overseas. Even 42% of U.S. firms with less 
than $150,000 in annual revenue source internationally. 

Just over nine in 10 U.S. SMBs that use FinTechs as  
cross-border payment providers rate their performance as 

good—the highest score of any non-cryptocurrency payment 
provider—and FinTech usage is growing the fastest.

More than six in 10 U.S. SMBs that use overseas  
suppliers pay predominantly in U.S. dollars. Firms that 
use a combination of dollars and local currencies want  
a payments provider that can handle more currencies, 
and faster, at almost double the rate of USD-only payers.

Faster payment processing and settlement is the 
most cited improvement area. More than one in four 
U.S. SMBs that source heavily from abroad show 
openness to switching payment providers.
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SMBs with seven-figure revenues and those 
focused on goods lead in overseas sourcing, 
but even nearly half the smallest firms are in 
the game.

Consider a hair salon chain in the Midwest that orders profes-
sional conditioning masks from South Korea four times a year. 
Or a high-end restaurant in Texas buying artisanal mezcal from 
Mexico every month. These aren’t multinationals with sprawl-
ing global procurement teams. They’re small-to-medium-sized 
businesses finding the best suppliers and prices they can, 
wherever they are. Fifty-seven percent of America’s more than 
36 million small businesses now buy goods and raw materials  
from overseas. 

of U.S. SMBs with annual revenues between 
$1 million and $10 million bought goods and 

commodities from global suppliers last year.

73%

10  |  The Cross-Border Opportunity

 
IN DEPTH

https://advocacy.sba.gov/wp-content/uploads/2025/06/United_States_2025-State-Profile.pdf


12  |  The Cross-Border Opportunity

© 2026 PYMNTS All Rights Reserved

Key Findings  |  13

The larger the firm, the greater its reliance 
on international markets. Nearly three in four 
U.S. SMBs with seven-figure revenues buy 
from abroad. But even 42% of the very small-
est businesses pulling in under $150,000 a 
year do it.

Asia is the leading sourcing region. Nearly six 
in 10 internationally active U.S. SMBs, mean-
ing those purchasing at least 11% of their 
supplies overseas, buy from the Asia-Pa-
cific region. Greater China, the single largest 
supplier market for these businesses, serves 
45% of them. 

Canada and Mexico are the second-larg-
est combined source, reflecting the pull of 
geographic proximity and established trade 
relationships in North America. 

Top 5 international sourcing markets for U.S. SMBs:

45% 23%36% 30% 22%

Greater China Canada Mexico United Kingdom European Union

Source: PYMNTS Intelligence
The Cross-Border Opportunity, May 2026

N= 310 U.S. SMBs who sourced production inputs from international suppliers in 2025, fielded Feb. 12–24, 2026
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FIGURE 1:

Top 5 sourcing markets by firm size

Source: PYMNTS Intelligence
The Cross-Border Opportunity, May 2026
N= 310 U.S. SMBs who sourced production inputs from international suppliers in 2025, fielded Feb. 12–24, 2026

 $1M–$10M firms

 $150K–$1M firms

 Under $150K firms

48% 36% 21% 26% 25% 17%39% 45% 51% 35% 30% 23% 30% 19% 20%

Greater China Canada United KingdomMexico European Union

© 2026 PYMNTS All Rights Reserved

Which geographic “corridor” a busi-
ness sources from varies according 
to its size. That’s important because 
different regions present different 
cross-border payment challenges. 
The task of moving money into a 
given country depends heavily on an 
individual country's banking infra-
structure, currency controls, and 
regulatory environment. A payment 
provider might be excellent for send-
ing funds to Europe and Mexico, but 
unreliable for Vietnam or Thailand.
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Everyone knows that many goods companies buy overseas to 
reduce their costs. Bigger companies source globally because they 
have the scale to buy in bulk and the volume needs that domes-
tic suppliers can't always meet. But entertainment and hospitality 
firms also look abroad. They purchase specialized equipment and 
materials from international suppliers at counterintuitively high 
rates that are at or above the average, showing the range and 
depth of the U.S. SMB sector’s reach and needs.

© 2026 PYMNTS All Rights Reserved

Which U.S. SMBs source overseas the most?

57% 57%69%71%76%73% 59% 42%

All U.S. SMBs $1M–$10M firms Manufacturing$150K–$1M firms Retail/WholesaleUnder $150K firms Entertainment Hospitality

Firm size Industry

Source: PYMNTS Intelligence
The Cross-Border Opportunity, May 2026

N= 535  Complete responses, fielded Feb. 12–24, 2026

Main Industries in our survey

Healthcare

Professional 
services

Hospitality

Retail or  
wholesale trade

Personal  
services

Entertainment  
or media

Construction  
or utilities

Manufacturing
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Paying overseas suppliers  
doesn’t have to be complicated.

Most U.S. SMBs pay their overseas suppliers in USD because 
their own bank accounts, cash flows, and accounting are 
dollar denominated. That makes foreign currency pur-
chases and exchange-rate hedging a heavy lift. Only 4% of 
firms with overseas suppliers pay primarily in the suppli-
er's local currency. One third uses a mix of the two. 

On the one hand, bank wire transfers in local currencies are usually 
more complex than those in dollars. A business that uses a bank to 
pay a supplier in, say, Thai baht, often sees longer transfer times and 
more fees, including those charged by intermediary “correspondent” 
banks in the transfer chain. The supplier-recipient typically faces 
less predictability about when a payment will arrive and in what 
amount. On the other hand, paying a foreign supplier in USD doesn’t 
erase foreign exchange hassles and costs. It just shifts them to the 
supplier, who then typically builds any currency conversion loss into 
their prices.

Strategic Insight
Nearly six in 10 internationally active  
SMBs source from the Asia-Pacific region.  
Yet 65% of those buyers still pay in dollars. 
Businesses that use a payment provider equipped 
to handle local-currency transactions fast and 
with no hassles may strengthen their supplier 
relationships and bottom line.

of internationally active  
SMBs pay overseas suppliers 
predominantly in USD.

63%
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FinTechs are gaining ground.

Banks are still the most widely used providers for cross-bor-
der payments. Sixty-four percent of internationally active U.S. 
SMBs used one in 2025. That’s projected to rise to 69% this 
year. 

But things are changing.

FinTechs are projected to grow faster than any other cross-bor-
der payment provider type this year, to 36% from 30% in 2025. 
In a wakeup call to payment providers, 91% of internationally 
active U.S. SMBs using FinTechs for cross-border payments 
rate their performance as good—the highest score for any 
type of cross-border payment provider.

Specialized accounting platforms with embedded payment 
capabilities are also on the rise. Used by 26% of internation-
ally active U.S. SMBs last year, this figure is projected to rise 
to 29% this year. Workflow-embedded payment systems, 
where the payment tool is built into a business's accounting 
software, are also becoming a competitive wedge, especially 
among businesses with revenues between $1 million and  
$10 million. 

Specialized money transfer firms, the only type of payment provider 
losing ground, have the lowest satisfaction scores of all and are the 
only category projected to show declining usage.

The popularity of FinTechs is a major opportunity for payment pro-
viders. With intuitive digital experiences, fast payments, foreign 
exchange hedging, and multi-currency accounts, most FinTechs are 
built on top of credit card networks. When a small business uses a 
FinTech to pay a coffee exporter in Brazil, a card rail processes that 
transaction. The FinTech is the interface; Mastercard, Visa, American 
Express, or Discover provides the rail underneath. 

But the enduring stickiness of traditional banks is also an opportunity. 
Financial institutions that understand how more small businesses are 
turning to FinTech and specialist providers to meet their cross-bor-
der payment needs are better equipped to capture this market.

91%
of small businesses using FinTechs for cross-border  

payments rate their performance as good—the highest 
of any non-cryptocurrency provider category.
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20%

40%

60%
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FIGURE 2:

Share of internationally active U.S. SMBs reporting the payment providers they used 
in 2025 or are likely to use in 2026 for international input purchases

Traditional banks

64% 69%

Stablecoin or 
cryptocurrency 

platforms

11% 17%

Accounting 
platforms 

with payment 
capabilities

26% 29%

Traditional money 
transfer operators

29% 27%

FinTechs/payment 
providers

30% 36%

Source: PYMNTS Intelligence
The Cross-Border Opportunity, May 2026

N= 310 U.S. SMBs who sourced production 
inputs from international suppliers in 2025, 

fielded Feb. 12–24, 2026

 2025

 2026

© 2026 PYMNTS All Rights Reserved

of U.S. SMBs  
are likely to use  
a traditional bank 
for cross-border  
payments  
this year.

69%
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Alternative solutions for  
globally connected small businesses

The good news is that there are easier, faster 

alternatives to money transfers through 

correspondent banking, which tends to be slow, 

more expensive, and harder to track. That’s why 

newer payment platforms are positioning themselves 

as the best options for a globalized economy.

24  |  The Cross-Border Opportunity

Mastercard Move helps banks and fintechs better support U.S. SMBs 

by enabling faster, more transparent, and more cost-effective cross-

border payments. Leveraging a global, multi-rail network across cards 

and bank accounts—with direct connectivity to local partners and 

payment systems—the platform addresses long-standing friction points, 

including limited visibility, complex correspondent banking chains, and 

unpredictable settlement times. In doing so, it helps bring cross-border 

payments closer to a domestic-like experience.

With the ability to move money in more than 150 currencies across 

200 countries and territories as of May 2026, Mastercard Move delivers 

the scale and reliability banks and fintechs need to serve globally 

active businesses. SMBs benefit from competitive FX rates, flexible 

payout options, and end-to-end visibility, enabling stronger cash 

flow management, more predictable supplier payments, and greater 

operational efficiency. Mastercard Move is subject to client configuration, 

corridor availability, and regulatory constraints. 

Key Findings  |  25
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What comes after speed varies. Mid-sized firms care the most 
about fees and exchange rates. The smallest ones want to know 
what a payment will cost them before they send it. Businesses 
sourcing from Europe rank customer support and security higher  
than average.

What U.S. SMBs want when paying 
suppliers abroad.

When firms that actively source foreign supplies are asked 
what they most want from a cross-border payment provider, 
the answer is consistent across every size of business and 
every sourcing region. They need their payments to move 
faster. More than four in 10 put faster settlement at the top 
of their list, above any other priority by a significant margin.

Speed to funds is the top small business priority.

of U.S. small businesses cite faster  
payment processing and settlement  
as the top improvement area—the most  
cited capability across every corridor  
and revenue tier.

43%

Top 5 things U.S. small business with global suppliers want

27%

43%

27%

37% 32%

Cost transparency

Faster  
settlement

Customer support

Lower fees/ 
better FX

Security and  
fraud protection

Source: PYMNTS Intelligence
The Cross-Border Opportunity, May 2026

N= 310 U.S. SMBs who sourced production inputs from international suppliers in 2025, fielded Feb. 12–24, 2026
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That switch rate rises to 53% for both the 
largest SMBs ($1 million–$10 million in annual 
revenues) and firms sourcing from Europe. 
We define a high likelihood of switching as 
meeting two or more behavioral indicators 
of dissatisfaction with the current payment 
provider. These indicators include planning to 
change payment providers in 2026, prioritizing 
faster settlement, greater transparency, better 
integration, or delivery certainty as key service 
improvements, and using personal accounts for 
business payments. 

Nearly one in two 
internationally active  
U.S. small businesses that 
source from the Asia-Pacific 
region are open to  
switching providers. 

28  |  The Cross-Border Opportunity

What This Means for Providers
Speed is the table stakes. Pair it with segment-specific capabilities: 
pricing transparency for mid-sized firms, customer support and local 
payment methods for European corridor buyers, and multi-currency 
settlement for Asia-Pacific supply chains.

© 2026 PYMNTS All Rights Reserved

0%

20%

40%

60%

FIGURE 3:

Which firms are most likely to switch?

Sourcing from 
Europe

Sourcing from 
Asia-Pacific

Sourcing from 
Mexico/Canada

$1M–$10M  
firms

$150K–$1M  
firms

53% 36%

All SMBs: 47%

48% 47% 53%

Source: PYMNTS Intelligence
The Cross-Border Opportunity, May 2026

N= 310 U.S. SMBs who sourced production inputs from international suppliers in 2025, fielded Feb. 12–24, 2026
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ACTIONABLE   
INSIGHTS

Target U.S SMBs  
already in global motion. 

More firms operating internationally are turning to 
FinTech providers to meet their needs. The 29% that 
source heavily from abroad and show a high likeli-
hood of switching cross-border payment providers 
represent a critical mass. Financial institutions and 
FinTechs need to move on this opportunity to support 
these firms’ growing financial needs.

© 2026 PYMNTS All Rights Reserved© 2026 PYMNTS All Rights Reserved© 2026 PYMNTS All Rights Reserved

Lead with speed,  
then specialize. 

Faster payment settlement is universal but not sufficient. Smaller 
businesses that buy abroad also want transparent pricing of 
payment services. Larger firms need security and treasury tools. 
Companies buying in Europe need improved customer support 
and local payment capabilities.

01

02

03
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Treat performance  
as a growth strategy. 

Satisfaction today is linked to adoption tomorrow. FinTechs are 
gaining ground because they are perceived as doing the job well. 
For Mastercard’s financial institution clients, measurable per-
formance improvements are a clear path to capturing market 
share in the cross-border payments industry.
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Small businesses are operating in an increasingly global 
economy, and for many US SMBs, cross border payments 
are part of everyday business. More than half source 
goods or materials internationally, underscoring how 
deeply global trade is embedded in this segment. 

As SMBs expand across borders, expectations are 
shifting. Speed is no longer a “nice to have"; it's a core 
requirement. Delays once accepted are now seen as 
constraints—disrupting cash flow, straining supplier 
relationships, and limiting the ability to operate with 
confidence across markets. For SMBs, more seamless 
cross-border payments are critical to liquidity certainty, 
operational resilience, and keeping pace with  
modern commerce.

For banks and fintechs, this shift is redefining the 
competitive landscape. SMBs are evaluating cross 
border payment providers with more scrutiny, which 
has led to fintechs gaining traction through faster, more 
transparent experiences. Alongside trust and reliability, 
speed and transparency are now core decision drivers—
creating both urgency and opportunity to deliver 
payment experiences aligned with how SMBs operate 
today and expect to operate tomorrow.

Modernizing cross border capabilities is essential to 
meeting this need. Solutions such as Mastercard Move 
enable banks and fintechs to deliver faster, more 
transparent, and more reliable cross border payments. 
Through a single integration, banks and fintechs can 
deliver multi-currency payments, improve traceability, 

and provide greater certainty on timing and 
costs—capabilities that are increasingly critical for 
U.S. SMBs managing international supply chains. 
It’s innovation designed to make cross-border 
payments as frictionless as domestic payments.

The findings in this report reinforce a simple but 
important point: delivering speed alone is not 
enough. What matters is speed with certainty—
combined with transparency, access, and 
reliability. Banks and fintechs that can deliver on 
this will be best positioned to support their SMB 
clients as they operate, trade and grow across 
borders in an increasingly interconnected  
global economy.

Mike Kresse 
EVP, Commercial and New 
Payment Flows, North America

Pratik Khowala 
Global Head of  
Transfer Solutions
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T he Cross-Border Opportunity: What Global Sourcing by US 
SMBs Means for Payment Providers was produced in col-
laboration with Mastercard and independently designed, 
fielded, analyzed, and written by PYMNTS Intelligence. 

Mastercard provided funding support for this research but did not 
control the study design, methodology, data collection, analysis, 
or conclusions. The views expressed are those of PYMNTS Intel-
ligence and do not necessarily reflect the views of Mastercard or  
its affiliates.

Any references to Mastercard products or services are for illustrative 
purposes only and do not constitute a guarantee of performance, 
availability, or functionality. Product features and capabilities may 
vary by market, customer configuration, and applicable laws. Dis-
claimer: This report is based on research conducted by PYMNTS and 
reflects its views as of the date of publication. Mastercard does not 
guarantee its accuracy or completeness. 

© 2026 PYMNTS All Rights Reserved

This report may include forward-looking statements based on cur-
rent assumptions and expectations, which are subject to risks and 
uncertainties. It is provided for informational purposes only and does 
not constitute legal, financial or investment advice. Mastercard has 
permission to share and distribute this document with a PYMNTS 
citation and backlink.

The report is based on a survey of owners, founders, vice presi-
dents, and executive directors of U.S. small businesses conducted 
February 12–24, 2026. Total sample: 535 firms with annual rev-
enues up to $10 million. Of those, 310 sourced at least some 
production inputs internationally in 2025. All 2026 figures reflect 
stated intent, not confirmed adoption. High likelihood of switch-
ing is defined as meeting two or more behavioral indicators  
of dissatisfaction.

METHODOLOGY

34  |  The Cross-Border Opportunity
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Providers may be updated periodically. While reasonable efforts are made to keep the 
content accurate and up to date, PYMNTS MAKES NO REPRESENTATIONS OR WARRAN-
TIES 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 SHALL HAVE NO LIABILITY FOR 
ANY INTERRUPTIONS IN THE CONTENT THAT IS PROVIDED AND DISCLAIMS ALL WAR-
RANTIES WITH REGARD TO THE CONTENT, INCLUDING THE IMPLIED WARRANTIES OF 
MERCHANTABILITY AND FITNESS FOR A PARTICULAR PURPOSE, AND NON-INFRINGE-
MENT AND TITLE. SOME JURISDICTIONS DO NOT ALLOW THE EXCLUSION OF CERTAIN 
WARRANTIES, AND, IN SUCH CASES, THE STATED EXCLUSIONS DO NOT APPLY. PYMNTS 
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.

PYMNTS 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 HAS BEEN ADVISED OF THE POSSIBILITY OF SUCH DAMAGES.

SOME JURISDICTIONS DO NOT ALLOW FOR THE LIMITATION OR EXCLUSION OF LIABIL-
ITY 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 AND ITS PARENTS, AFFILIATED AND RELATED COMPA-
NIES, 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 is the 
property of PYMNTS and cannot be reproduced without its prior written permission.

DISCLAIMER 

ABOUT

Mastercard is a technology company in the global payments indus-
try. Its global payments processing network connects consumers, 
financial institutions, merchants, governments and businesses in 
more than 210 countries and territories. The company’s products 
and solutions make everyday commerce activities — such as shop-
ping, traveling, running a business and managing finances — easier, 
more secure and more efficient for everyone. Visit https://www.
mastercard.us/en-us/business/issuers/manage-your-consum-
er-needs/bill-pay-exchange.html for more information.

Mastercard and its circle design are registered trademarks of Mas-
tercard International Incorporated.

PYMNTS Intelligence is a leading global data and analytics plat-
form that uses proprietary data and methods to provide actionable 
insights on what’s now and what’s next in payments, commerce 
and the digital economy.  Its team of data scientists include leading 
economists, econometricians, survey experts, financial analysts, 
and marketing scientists with deep experience in the application of 
data to the issues that define the future of the digital transforma-
tion of the global economy. This multilingual team has conducted 
original data collection and analysis in more than three dozen 
global markets for some of the world’s leading publicly traded and 
privately held firms.

We are interested in your feedback on this report. If you have questions, comments or 
would like to subscribe, please email us at feedback@pymnts.com.

https://www.mastercard.us/en-us/business/issuers/manage-your-consumer-needs/bill-pay-exchange.html
https://www.mastercard.us/en-us/business/issuers/manage-your-consumer-needs/bill-pay-exchange.html
https://www.mastercard.us/en-us/business/issuers/manage-your-consumer-needs/bill-pay-exchange.html
http://www.pymnts.com
mailto:feedback%40pymnts.com?subject=Ready%20for%20Change%20Report
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