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Opportunities for Disruption Still Exist in
the Massive B2B Payments Market

The facilitation of B2B payments is undergoing significant
disruption from software and payments technology
providers seeking to digitize and automate traditionally
manual, paper-based processes. Despite these error-prone
processes, companies have been slow to modernize these
manual tasks, as represented by the fact that 40% of B2B
payments are made by paper check.!

The COVID-19 pandemic, however,
placed a brighter spotlight on these
existing industry pain points and
introduced other complexities such as
remote work requirements, which have
only accelerated the need for and pace
of digitization and automation.

Various accounting systems, complex
integration requirements, business-
specific internal workflows, the
proliferation of point solutions, and
limited visibility across departments
have driven additional B2B payments
challenges. As a result, companies
helping automate the facilitation

of B2B payments are increasingly
seeking to integrate their solutions into
workflow software to provide a more
seamless experience for businesses
to manage back-office processes

and payments and accounting
reconciliation. Vertically focused
software providers that are effective
at embedding B2B payments inside
their workflow software are proving
to be the most disruptive to the status
quo given their ability to couple
industry-specific functionality and
deep knowledge of a vertical’s most
relevant trading partners alongside the
facilitation of a payment.

In addition to workflow complexity,
the two-sided nature of a B2B
payment creates additional barriers
to electronic payment conversion,
including limited buyer-to-supplier
connectivity and a lack of data
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standardization between individual
buyers and suppliers. B2B payments
companies that are able to integrate
accounts payable (AP) and accounts
receivable (AR) workflows and create
two-sided networks are offering more
seamless commerce experiences for
trading partners, thus realizing greater
volume throughput and electronic
payment conversion. Full integration
with “network effects” may be the
ideal, but there is a middle ground not
far behind—collaborative commerce is
a growing trend that seeks to improve
buyer and supplier relationships

and AP/AR system connectivity
through digital communication and
collaboration tools.

William Blair has recently advised
several companies benefiting from
these trends, including DadeSystems
in its sale to Versapay, BirchStreet
Systems in its recapitalization by
Parthenon Capital Partners, Mineral
Tree in its sale to Global Payments, and
Conexiom in its growth investment
from Warburg Pincus, among others.
It is our belief that ample opportunity
remains for continued technology-
driven disruption, particularly in
certain vertical markets where check
writing is still the norm, making B2B
payments one of the most attractive
subsectors for continued investment
and consolidation.
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Follow-on Offering
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