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Agenda

• Welcome and Quisitive Vision

• Healthcare Industry 
• MazikCare Presentation and AI Demo
• Healthcare Panel Discussion and Q&A

• BREAK

• Payments Industry 
• Mastercard Executive Interview
• Flagship Presentations
• PayiQ Demo
• PayiQ Panel Discussion and Q&A

• Q&A
• Closing Remarks
• MTC Tour



Quisitive is a premier, global 
technology solutions provider with a 
robust portfolio of product - enabled 
industry services, backed by expansive 
Microsoft technologies expertise. 

Product- first

Industry- aligned

Global footprint

Microsoft - leader
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Expanding go - to- market via product - enabled industry services

Our portfolio of industry IP solutions has a high level of composability to enable rapid customization for customers.



1) Enter with product - ena bled  
industry se rvice

2) Customize  a nd   a ugment solutions 
with professiona l se rvices

3) Support + susta in with ma na ged  
se rvices to ensure  business continuity 
a nd  ecosystem re finement 

Quisitive’s Microsoft expertise  & pa rtne r a lignment d iffe rentia te  
our professiona l se rvices offe rings

Quisitive builds long - term, sticky customer relationships with 
differentiated IP, professional services, and sustaining services

Enterprise 
Customer 
Lifecycle

1

2

3

PayiQ | MazikCare | ShopFloor | PowerGov



Drive market capture with sticky products and services in high 
growth industries

Displace industry by embracing innovation and leading with 
product - enabled services

Maximize impact by leveraging technical assets to stitch together 
data, AI, and security

What’s Next for Quisitive



With proven expertise in the industry, Quisitive 
remains committed to developing impactful solutions 
for organizations in healthcare.
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Helping solve healthcare’s biggest challenges 

Patient Access & 
Expectations

70% of patients 
prefer digital 
solutions for all 
major aspects of 
their care 
journey.

Health workforce burnout & 
Talent Shortage

35- 54% of 
clinicians are 
burned out, with 
a 10 million 
shortage 
predicted by 
2030.

Improving outcomes through 
early detection and treatment 

of disease

Half of all follow -
ups are never 
performed, and 
only 16% of lung 
cancer cases are 
diagnosed at an 
early stage.

Financial Strain

$54B in 
estimated 
hospital losses 
and 26.7% 
operating margin 
decline year -
over- year
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Pharmacy

ON BOARDING

OUTPATIENT
CLINIC

Policy Audit

Episodic Healthcare Journey 
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Hospita l/  Episod ic Ca rePreventive  Ca re Post/  Chronic Ca re

Quisitive  - Ma zikCa re  – Rea ltime  Hea lth System vision 

Awa re Colla bora tive Sma rt Rea ltime

Integrated Care Delivery 

The Most Secured & AI Lead Microsoft Azure Platform 

Improve access to care Reduce clinical burden Improve patient outcomes
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Musculoske le ta l

$194 billion spent each 
year to treat women’s 
heart disease. Yet 80%
of heart disease is 
preventable.

Effective Pre & Post 
Care can reduce 
healthcare costs by 
67% and treatment 
time to weeks for 
Musculoskeletal
Health. Dr. Suza nne  Ste inba um

NY Times Super Doctor, 2013- 2020
Dr. Niza r Ma homed 
CEO – Arthur Hea lth 

Ca rd iology 

Integrated Care Delivery 



Primary Care Digital Journey

Julie has been experiencing bouts of abdominal 
pain and decides to visit her primary care 
physician, Dr. Davenport. She uses the MazikCare 
patient app’s virtual assistant to request an 
appointment. 

At Dr. Davenport’s office, Daniel accepts Julie’s 
appointment and views her unified patient profile and 
EPIC record in the app. He sends Julie a notification to 
fill out her consent and insurance forms before her 
appointment. 

That same day, Julie completes her new 
HIPAA Consent Form in her patient app 
and submits a picture of her insurance 
card. 

Before Julie arrives, Dr. Davenport reviews her unified, up-to-
date patient profile. During the visit, she determines that Julie 
needs to see a specialist. 

On the day of her appointment, Julie and her 
son, Jamie, each receive a reminder in the app, 
along with transportation options for the 
appointment.



Julie Smith
Patient



Daniel Lara
Primary Care Assistant



Julie Smith
Patient



Julie Smith
Patient



Jamie Smith
Caregiver



Monica Davenport
Primary Care PhysicianDr. Monica Davenport

Primary Care Physician
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Care Coordination - Copilot 

• Develop care 
pathways based 
on specialty and 
industry standards

• Develop a care 
plan for patients 
based on patient 
history

• Automate the 
coordination of 
care based on plan 
progress 
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Syed Fahad
Head of Industry Solutions, 

Quisitive

Dr. Nizar Mahomed
CEO, Arthur Health



Thank you-
We will reconvene after a ten - minute break.



Quisitive is harnessing the power of the cloud to bring 
value back to payment processing and create a new 
source of customer engagement.



PayiQ Demo
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PayiQ - Role of Acquiring Processor

Authorization is the process of approving or declining a transaction before 
a purchase is finalized or cash is disbursed. 

Clearing is the process of delivering final transaction data from an acquirer 
to an issuer for posting to the cardholder’s account, the calculation of 
certain fees and charges that apply to the issuer and acquirer involved in 
the transaction, and the conversion of transaction amounts to the 
appropriate settlement currencies. 

Settlement is the process of calculating, determining, reporting and 
transferring the net financial position of the issuers and acquirers for all 
transactions that are cleared.
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PayiQ - Complex Pricing and Fees 

• Card Processing Fees 
• Interchange Fees  - Charged by Card Issuing Bank
• Assessment Fees - Scheme or Card Network Fees 
• Acquirer/Processor Fees - Transaction Fees

• What determines Fees?
• Merchant Category Code (MCC)
• Type of Card Used – Travel Rewards, etc

• Higher Fees for cards with benefits
• Processing Method 

• Card Present – Swiped, Contactless
• Card Not Present – Keyed in or e- commerce online

• Higher Risk of Fraud and Chargebacks 

PayiQ as the 
processor facilitates 
the calculation and 
direction of these 

fees in clearing and 
settlement 
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Authorization

Card Holder Merchant Issuing BankAcquirer Processor Card Network

Card Holder Presents
Card to Merchant 

PayiQ  Submits Secure 
Request for Authorization to 

Card Network

Card Network Routes to 
Card Issuer for Review

Card Issuer Provides 
Response to approve 

or reject 

Card Network Routes 
Authorization Response to 

PayiQ

PayiQ Transmits Result of 
authorization request to 

Merchant



Funds Flow in a Credit Card Transaction (Illustrative Example)

Consumer initiates a 
$100 purchase

PayiQ confirms fund availability with issuing bank

Sponsor/acquiring bank 
deposits funds to 

merchant bank account

PayiQ takes $0.60 
processing fee and 

sends remaining 
funds to sponsor 

bank for merchant 
deposit 

The card network 
takes $0.20 and 

settles remaining 
funds to acquiring 

bank

The issuing card 
network takes 

$1.70 and settled 
remaining funds to 

card network

This leaves $97.50 
for the merchant

PayiQ confirms settlement amount with issuing bank

1 2 3

4 5

6789

10
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TSYS Portal and Mobile Experience
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PayiQ Portal and Mobile Experience
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PayiQ Demo - Meet the Players

Mike Reinhart, Consumer QStore, Merchant

Apple
(Goldman Sachs) 

Issuing Bank

Westamerica , 
Sponsor Bank

MasterCard, 
Card Network

PayiQ, Payment Processor

Payment
Goods/Services
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Let’s process a payment on PayiQ. 

31
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Quisitive – Investor Day Content

Prepared for:

June 2023
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The merchant services market is becoming increasingly complex, driven by the evolution 
in merchant needs and extension of the provider landscape.

Sources of Complexity in U.S. Merchant Services 

Source: Flagship market observations

Merchant-Driven Complexity PSP-Driven Complexity

Specialization of merchant
payment needs

Growing merchant reliance 
on software solutions

Convergence in the 
PSP landscape

• Merchants’ payment needs are becoming 
increasingly specialized along several 
notable dimensions:

o Merchant vertical
o Merchant size
o Payment environment (e.g., e-comm vs 

POS)

• As a result, merchant payment products 
(and PSP strategies) are also becoming 
more specialized.

• Merchants are relying more on software 
solutions to run their business, including 
embedded finance software products to 
automate finance functions.

• Payments are becoming a secondary 
buying decision behind software.

• Interoperability with merchants’ software 
stacks is a key capability requirement for 
merchant services solutions.  

• Growth and complexity in the merchant 
market has supported corresponding 
evolution in the merchant services market, 
for example the:
o Convergence across domains (e.g., 

SaaS moving into payments and vice-
versa).

o Emergence of new business models 
(e.g., technical-only PSPs).

1 2 3
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Why is this important? Merchant- and PSP-driven complexity is testing 
traditional acquiring processing platforms, which are not built adequately to react 
to the market's evolution but, interestingly, still process most U.S. volume.

U.S. Acquiring Processing Volume Distribution
(Outsourced vs. In-House Processing, Front- and Back-End Processing)

In-House
70%

Outsourced
30%

~70% of U.S. card 
volume is processed via 
the platforms of the top 

6 largest incumbent 
processors’ monolithic 

platforms.

1) Includes acquirers with in-house processing tech. and next-gen processing-only technical solution providers.
Source: Strawhecker Group, Nilson Report, primary research

There are ~15 providers of full (front- and back-
end) acquiring processing platforms serving the 
U.S. market.1

Leading 
providers:

The current set of in-market acquiring 
processing solutions have not kept 
pace with the evolving needs of 

merchants and PSPs. 

The market is demanding a superior 
processing solution (and has been 

for a decade)
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15

122

11

8

So how did we get here? The prolific M&A activity of legacy processors created 
fragmented, complex platform environments. The degree of platform fragmentation has 
made consolidation nearly impossible for many processors. 

History of Leading Incumbents’ Processing Platform Accumulation

1) Counts gateways, front-end platforms, and back-end platforms separately
2) Includes Base2000
Source: Flagship market observations, primary research, company reports, press releases

2008
Built Global 

Payments East

2012
Acquired

APT

2015
Acquired 
Heartland

2016
TSYS acquired 

Transfirst

2017
TSYS acquired 

Cayan

2019
Acquired 

TSYS

2022
Acquired 

EVO

2005
Acquired 
BillMatrix

2017
First Data acquired 

CardConnect

2017
FD acquired 

BluePay

2019
Acquired 
First Data

2021
Acquired 

Pineapple Pymts.

2022
Built 

NOW

No. of actively 
managed platforms1

Gateway

Front-End Platform

Back-End Platform

FE BEG G G G FEBE FEBEG

G G G G FEBE BE BE BE FE FE FE G GG

2011
Vantiv acquired 

Envoy

2012
Vantiv acquired 

Litle & Co.

2017
Vantiv acquired 

Worldpay

2019
Acquired 

Vantiv

2008
Metavante 

acquired Nomad

2009
Acquired 

Metavante
G FEBEG FEBEFEBEG GFEG

G

2017
Acquired 

WePay
G

2001
Built 

Orbital

2005
Integrated with Paymentech’s 

PNS (Tandem/Tampa)
FEBEFEBE

G

FE

BE

2014
Built Stratus 

(Salem)
FEBE
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Rationale Description Supporting Primary Research Quote

Investment
• Migrating an existing platform to the cloud and converting clients would require a significant 

investment of time and effort (e.g., nine-figure investment + multi-year timeline, for some).

• The business case becomes difficult for large diversified organizations with many competing interests.

Tech. Debt and 
Platform Complexity

• For many acquiring processors, the complexity of migrating to a new platform is compounded based 
on the quantity of platforms they are operating concurrently.

Client Resistance
• With the burden of re-integrating falling heavily on clients, conversions could precipitate attrition.

• The full benefits of cloud-enabled processing may not be uniformly applicable to an incumbent’s 
entire client portfolio, so many clients would likely resist change.

Existing Features and 
Functionality

• Through the years, incumbent processors have built up robust tools, features, and integrations.

• Rebuilding a comparable cloud-native platform with client customizations, hardware certifications, etc. 
is a massive undertaking.

Operational Risk
• Migrating to the cloud has operational risks, and poor execution can result in financial losses.

• Moving to the cloud also can require a re-architecting of technology – adding further operational risk

Why is fragmentation preventing cloud migration? From a competitive standpoint, 
incumbent processors are not ignorant to the benefits of the cloud, but platform 
modernization and migrations are massive undertakings for large, rigid organizations.

Incumbent Processors’ Rationale for Maintaining Monolithic Platforms

Source: Flagship market observations, primary research

By the very nature of being a new market entrant with organizational flexibility, these considerations are largely not applicable to Quisitive. 

1

2

3

4

“Many processors are working on 
modernization, but the backlog of work 
across their many platforms has led to one 
delay after another.” – Incumbent Processor

“It is not easy to make even minor updates to 
these [monolithic] platforms.” – Incumbent 
Processor

“If you convert those merchants from one 
platform to another, you’re going to lose a 
minimum of 20-30% of those merchants 
because it's painful to reprogram them.“ 
– Incumbent Processor

“Requiring merchants to go to their vendors 
and re-certify makes migrations so expensive 
and complicated.” – Incumbent Processor5
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What does cloud processing offer? Legacy processors’ platform fragmentation and 
dated technology have created pain points that cloud processing can rectify. Quisitive is 
poised to disrupt the market with a superior cloud-enabled payments solution.

The Benefits of Cloud Processing
(vs. Legacy Platforms)

Offers Faster Deployment/Speed-to-Market for enabling processing for ISVs, ISOs, and merchants 1

Facilitates Real-Time Data Access to streamline merchant operations and enable real-time triggers (e.g., loyalty offers)3

Offers Enhanced Scalability across geographies, payment environments (e.g., e-comm vs. POS), and new outlets4

Enhances Future-Proofing via modularized architecture, which supports easy rollouts of future upgrades and products6

Optimizes Transactions by reducing failed authorizations/downgrades via interchange optimization and direct network connections7









Provides Greater Configurability to update and personalize tools (e.g., reporting) and functions (e.g., risk mgmt.)5 

Provides Easier Integration Environments/Processes for clients and partners (e.g., merchants, ISVs, and ISOs)2 



1

1 Capabilities projected based on Quisitive’s product roadmap.
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Will Quisitive win? Legacy providers will still compete directly with Quisitive, and 
Quisitive will face additional forms of competition. However, if it executes its strategy, 
Quisitive will be able to articulate a clear right-to-win vs. various forms of competitors

Summary of Quisitive’s Competitive Landscape
Select competitors

Quisitive will primarily compete with merchant services providers in the (1) 
direct to enterprise merchant, and (2) ISV and ISO partner markets.  (Note: 
Quisitive’s direct sales team will also target SME merchants)

1) Primary research suggested that Bank of America is investing in “a cloud-enabled processing solution” but specifics of the solution are not 
available publicly. For the purposes of our analysis, we have considered Bank of America a traditional bank acquirer.
2) Defined as materially cloud-enabled platforms that include both front- and back-end systems built for the cloud.
Source: Flagship market observations, primary research, company websites

Merchant Services

Many of the competitors above also 
compete in the technical processing 

market. While Quisitive will be able to 
service processing-only technical 

relationships, this will not be its primary 
target client (at least initially).

Cloud-First2 In-House Monolithic Outsourced

Processing Architecture
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In reality, firms are at 
various positions in their 
cloud journey. Quisitive 
is differentiated as a 
cloud-first platform, but 
many providers have 
cloud-enabled 
components.

Quisitive will 
combine superior 
processing 
technology and 
broad value chain 
coverage to define 
a right-to-win vs. 
competitors.
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Thank You

Scott DeHaven
Principal

+1 314 440 6498
Scott@FlagshipAP.com
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Tom Byrnes
Senior Vice President, 

PayiQ Marketing

Scott DeHaven

Principal, 
Flagship Advisory Partners

Jana Schmidt
President, 

Quisitive Payments Solutions

Paul Winters
Senior Vice President, 

PayiQ Engineering
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@BeQuisitive LinkedIn/ Quisitive

Thank you.

Quisitive.com
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