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 ......................................................................................................................................................................................................................................................  
 

MANAGEMENT DISCUSSION SECTION 
 

James Schneider 
Analyst, Goldman Sachs & Co. 

Good morning, everybody. Welcome to the Visa presentation at the Goldman Sachs Technology and Internet 

Conference. My name is Jim Schneider. I'm the payments analyst here at Goldman. It's my pleasure to welcome 

CFO, Vasant Prabhu with us today. Thank you. 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. 

Good to see you, Jim. 
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QUESTION AND ANSWER SECTION 
 

James Schneider 
Analyst, Goldman Sachs & Co. Q 
Maybe just to kind of start off on the CEO side of things. Al Kelly became CEO two and a half months ago after 

Charlie Scharf resigned. Clearly, Al has a wealth of experience in the payments industry, including his time at 

Amex and he's obviously been on the board of Visa for the past three years, so he has both industry experience 

and continuity with Visa. What's in your view so far, what's your kind of view on the – number one thing he brings 

to table in terms of strategic differentiation, value, and stylistically, how is he different from Charlie? 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Sure. And hopefully you'll all get a chance to meet Al soon. He was on the call we just did and he is out – he's 

going to be meeting investors in the next few weeks and months. So it's been a very smooth transition, for all the 

reasons you mentioned. Al is very knowledgeable about this industry, spent 20 years, working his way up and 

knows all aspects of this business. And then in addition to that, having been on the board of Visa for the last three 

years, was intermittently involved with all the big decisions we made. He and Charlie were very close, and they 

talked quite a bit about all these issues. So, he is not only very much aware of why we did what we did, but was 

very much a part of some of the thinking behind it. So, all that makes it quite easy and people like me and others 

on the senior management team got to know Al from his time on the board, so he is a known person to all of us. 

So all of that has made this a very smooth and easy transition. 

 

And then there's Al's style. Al is very easy to get along with. As Al will tell you himself that one of his biggest 

priorities whenever he is in a leadership role of this sort is that the company is only as good as the people and the 

talent and how motivated they are and how engaged they are and certainly that is a big focus. And if he was here 

today, he would tell you that the company is only as good as the quality of the talent, and if you asked focus wise, 

that is clearly a big area of focus. Al is very client focused and he has already visited with and met with most – if 

not many of our largest clients all over the world. He has been on the road a lot, visited most of our large markets, 

met most of our largest clients. 

 

Al from his prior experience knows a lot about the issuing side. He was effectively an issuer. He also has deep 

knowledge on the merchant side, because of the nature of the business he was in. So he definitely comes with a 

global mindset, strong and passionate knowledge of what merchants want and how to serve merchants better. 

And just an issuer mindset from having done that. So all in all, it's been as easy a transition as one could expect. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
That's great to hear. Maybe kind of shifting to the macro side for a second, taking your position, [ph] Veep (3:37), 

with just about as good a view on global consumer as anybody else out there, and to top it off, last quarter you put 

up one of the strongest quarters you've had in quite some time. So if you maybe kind of give us an overall sense 

of kind of the global spending trends as you see them, some areas that have kind of gotten incrementally 

stronger, some areas that might have gotten weaker. Just kind of give us like kind of quick walk around the world 

and help understand the snapshot in time. 
 ......................................................................................................................................................................................................................................................  
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Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah, I think our general sense, if you look at our payment volumes, is that the global economy is in pretty decent 

shape. It felt that way from the way our first fiscal quarter went. If you go around the globe, you take out all our 

unique aspects that, that we have in the U.S., the impact of Costco coming in, and the impact of USAA coming in. 

And if you look at our chief economist and the things he's put out, he would say it was one of the best holiday 

seasons in recent times. 

 

And sometimes, the data you see from people, that are traditional providers of this information, it's increasingly 

not as reliable as perhaps our data is because there's a big shift going on as you know from bricks-and-mortar to 

e-commerce. And some of that data is not always coming through in the traditional sources of information. So, we 

thought it was a great holiday season and that the U.S. consumer is in good shape. 

 

If you look at Europe, you saw that our payment volume growth stepped up from 7% to 9%. We're finding that 

Europe is actually doing quite okay. It's not sort of blowing the doors off, but it is sequentially better. Even though, 

there's all this talk about Brexit, the UK economy, domestic economy seems to be doing fine from a payments 

volume standpoint. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
Yeah. 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
And we see that in other parts of Europe. If you look at Asia, again, generally speaking, things are good, Latin 

America, if you leave Brazil out, generally speaking, things are good. In Asia, we saw payment volumes step up. 

In the Middle East/Africa we saw payment volumes step up. So, overall we think the global economy is in decent 

shape. Then you look at cross-border, which is a big part of our business... 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
Yeah. 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
...and there again we saw a two-point improvement on a global basis. We hit double-digit for the first time in the 

U.S. in three years. And we saw some real strength in out-bound commerce from the U.S., going into Canada, 

going into Mexico, going into Europe. We saw tremendous strength inbound into Europe because the pound is 

weak, the euro is weak and the UK has got – the whole world seems to be doing business with the UK right now, 

because of the really weak pound. The weak pound has been helping the UK economy a helluva lot. 

 

So we see some real strength in the cross-border business too. Our process transactions stepped up a bit. So we 

like what we see. We hope it sustains itself. Our big worry is exchange rates and the dollar in the last two or three 

weeks has strengthened again and that could hurt things. It could soften the U.S. inbound business, which is very 

important for us. Certainly [ph] faster than the translation (6:51) basis. So, exchange rates are the main headwind. 
 ......................................................................................................................................................................................................................................................  
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James Schneider 
Analyst, Goldman Sachs & Co. Q 
Yeah. You mentioned cross-border. That's such an important driver of your business in a lot of respects. Do you 

see that kind of being able to sustain double digits based on what you see now and can you kind talk about some 

of the risk factors that have impacted the past couple of years, currency among them and how you see the puts 

and takes on that? 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah. The cross-border business by definition has an element of cyclicality to it. And it is affected by various 

factors. The biggest factor is the dollar. And partly it's because the inbound U.S. business is such a large 

business. So, when the dollar's strong, that's hurt. The euro often benefits when the dollar's strong and the cross-

border business moves into Europe. Now with us owning Europe, that's a good thing, so at least we capture it 

there, in the past we would lose that. 

 

We have seen correlations between the cross-border business, let's say in oil prices. So we told you that, last 

year when oil prices collapsed, we saw a real reduction in cross-border commerce coming out of oil-producing 

economies. A big driver of cross-border business has been China in the past few years. We've seen a slowdown 

in cross-border commerce out of China. And the rates at which it was growing were clearly sustainable and it has 

come down. 

 

So there are multiple factors that can affect the cross-border business, and we'll have to monitor them as we go 

along. But again the biggest concern we have this year, if there is one, is that, while business fundamentals are 

good, currencies are not working in our favor. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
Understand. And then maybe I'll ask you now since you raise it a minute ago, this whole shift between brick-and-

mortar and e-commerce, and you've mentioned there's divergent data about what big box retailers are reporting 

on one hand versus what e-commerce retailers are reporting on the other. Can you give us a sense about how 

that plays into Visa's business, whether it's kind of all a zero-sum game for you in terms of the benefit to Visa on 

that shift? And help us think about in the dynamics, will there be CyberSource or otherwise, that kind of might be 

shifting that and the impact on your business. 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah. Look, I think, e-commerce to us is – it's a big plus. In an e-commerce world, cash is not an option, the only 

options you have are digital forms of the payment, and Visa's mission in life is to promote digital cash. And so the 

growth of e-commerce is something that both from a domestic owner standpoint and the cross-border standpoint, 

and by the way, cross-border e-commerce is a very fast growing business. I mean, the wonders of that – what we 

can do at Visa is that you could have a website and have a global business, thanks to Visa rails, because even 

though you may be living in Brazil and I, the retailer, know nothing about you, will Visa make it okay for me to do 

business with you, and that was not possible before e-commerce. 

 

And so, e-commerce to us is a wonderful thing that is truly transforming not only a variety of retail businesses but 

our business, and it's an unambiguous plus for our business. So, in that sense, the growth of e-commerce is 
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exciting. The other part of it is that a bricks-and-mortar retailer views us as one of many payment options. With e-

commerce merchants, if you're Uber, you wouldn't be in business if we weren't there. 

 

And, a big part of your proposition is that you don't have to use cash that makes Uber attractive to people, and it 

makes our relationship very different. They view us as an integral part of their business, they view us as an 

integral part of their customer experience, we work much more closely with e-commerce retailers and all that. So, 

fundamentally what we're seeing just to summarize, what we see is that the bricks-and-mortar retailers are having 

a very, very hard time transforming their business to an e-commerce business. 

 

So, we see the e-commerce parts of bricks-and-mortar businesses not doing very well, now there are exceptions 

of course, but as a generalization, bricks-and-mortar retailers are having a very hard time transitioning their 

business to the digital world, and the big winners are the pure e-commerce retailers, and that's partially why some 

of the data you see tends to come from the traditional retailers is not representative anymore. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
Right. So, overall, it's a tailwind in terms of... 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Absolutely. I mean the growth of e-commerce is a wonderful thing on many fronts for us. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
That's helpful. Then let me quickly hit on some key financial metrics for a second. Your guidance right now is for 

16%, 18% reported revenue growth, but that's including a 2 points, 2.5 points FX impact, which I think is 

absorbing an additional point of FX relative to the initial guidance you provided. So, you're basically implicitly 

picking up that guidance by a point. Can you give us a sense of in terms of from where you started out when you 

gave that guidance, where you feel more confidence, any places you feel less confident and what are the swing 

factors that will lead to the upper or lower end of that range? 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah. I mean the way I like to think about this is like we did on the call, we did recently, I mean there are tailwinds 

that are trends that are stronger than we expected coming into the year and that's partly why we've been able to 

say we still think this is still the range for our reported revenues and EPS even though the exchange rate 

headwind is greater. 

 

One is clearly cross-border, the cross-border business is stronger than we expected. The other is Europe, our 

European business, in fact, we are very pleased with what's going on in Europe. We like what's going on in the 

European economies, our business is doing well in Europe, it's meeting or beating all the objectives we had for it. 

So, the European integration is going very well, so that's a tailwind. 

 

Beyond that, there is payment volume strength in some markets that is helping us, that is stronger than what we 

might have expected and then the big headwind is exchange rates. In terms of client incentive, I want to 

emphasize again what we said on the call which is just because they were low in the first quarter, doesn't mean 

anything, it is all timing. The range we gave you for the year is the range. We're not trying to be conservative or et 
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cetera. We fully expect to be in the range. It was all timing. Some of it will come back in the second quarter and 

the rest of it will come back in the balance of the year. So client incentive should be very much, where we said 

they would be. Other than that, I mean, the year's playing out pretty much as we expected. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
Yeah. That's helpful color. On expenses, I think, that scenario where last year you showed tremendous discipline 

there and I think you said that for fiscal 2017, the non-European part of the business is going to kind of revert to 

that mid-single-digit growth rate. Can you may be talk about some of the areas, where we still see opportunity for 

cost savings or reduction and then maybe highlight a couple, two or three key investment areas, where you're 

actually focusing increased investment? 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Right. Yeah. Look I think, this is a growth business and it's a revenue business. If you want Visa stock what you 

have to look at is our revenue that's now driving the business. You're not going to cost save your way to success 

in this business. So I think, the risk is to not under invest in the business and we have to be very careful that we 

strike the right balance between cost control and the appropriate level of investment and it's a debate we have all 

the time. And historically, that has led us to about mid-single-digits expense growth, because a big chunk of our 

cost base does tend to be fixed. So we will continue to evaluate that. Al is new and he is going to take again with 

a fresh pair of eyes, do we have the appropriate level of investment. We clearly need to invest in certain areas. 

We need to invest to build acceptance in emerging markets. Emerging markets remain a huge opportunity for us. 

Acceptance is the barrier to getting digitization of cash. We have to do what we can do to build acceptance 

whether that's investments in technology like mVISA, and other things that we can do to make it easy to allow 

acceptance to grow. 

 

We have to invest in marketing – our brand is a massive asset. Other investing in marketing would be a mistake. 

And then we have to invest in technology to enable – essentially our goal is to enable and make as frictionless as 

we can, as many ways as people can to get on our rails and enabling technology whether it's Visa Token Service, 

Visa Developer platform, everything we're doing with Visa Checkout, Visa Direct, we cannot afford to scrimp on 

investing in the capabilities we need for the future. 

 

Our innovation centers are very popular with clients and merchants. It gives us an opportunity to bring them in to 

show them the whole range of what Visa can do. It allows us to co-develop with them, so we are growing our 

innovation center base and wherever we open an innovation center, the demand is extremely high. So, you will 

see us continue to invest in those areas and if we need to step up the level of investment and raise the rate of 

growth of expense a bit, we'll have to consider doing that. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
Understand. And then, so maybe kind of stepping back for a second and talking about the policy and macro 

landscape a little bit further. Clearly there's a lot of political changes that are underway right now, the Trump 

administration has talked about some major initiatives in terms of potentially lessening the impact of Dodd-Frank, 

lowering corporate tax rate, et cetera. 
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So, can you maybe give us a sense about how soon these things could impact Visa's business and maybe 

including things like; number one, how we look at the Durbin amendment on one side. Number two, lower 

corporate tax rates, and number three, what would happen if there was significantly higher interest rates? 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
So let's take them one by one. I mean corporate tax rates it's an obvious plus for Visa. We still are a very big U.S. 

taxpayer. Our tax rate was 30.5% in the first quarter. Some years ago our Asian income was inside of structures 

that allowed that to be taxed outside the U.S., but otherwise, the vast majority of our income is taxed in the U.S. 

 

Now we have plans to do a reorganization in Europe. If we do that, some of that European income will be taxed in 

their jurisdictions. But fundamentally, I mean, a reduction in the corporate tax rate would be an extraordinary 

advantage for us and a benefit for us. The border adjustment tax, it's hard to know exactly what it is and how it 

might impact us. Whatever impact there is, is indirect. Deductibility of interest, capital structures for most 

companies have been based for decades on that concept. If interest is no longer deductible, I'm sure everybody's 

going to have to look at their capital structures again. Now, for us, that is still a relatively small component of the 

picture, interest expense is a small piece of our total cash used. 

 

We have about $500 million or so in interest expense, and relative to our cash flow, it's a small amount. So, on 

the margin, it doesn't have a big impact, but depending on what happens, it'll effect what we think our capital 

structure should be in the long run. Interest rates going up. Obviously, when we have to refinance debt we'll have 

somewhat higher interest rates, but the good news is that we just added $16 billion in debt. The first debt we took 

on as a company, a big part of setting up our capital structure at roughly 3% and pretty long maturity, so we 

locked in some good long-term debt. So the immediate impact on us will be modest. We have some debt 

maturing at the end of this year, but it's a small piece of it, but most of it, is far out. So a lot of what we're hearing 

would be positive for us and Durbin – I would say, we have no idea and we are not holding our breath on that. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
Yeah. Fair enough. So maybe kind of talking about Visa Europe for a second, you've referenced it a couple of 

times now, you've owned it for about eight months, obviously, it's a landmark transaction that brings this whole 

company under one umbrella globally. Can you maybe step back and layout the market opportunity as you see it 

in Europe over the next five years to ten years and what impact you think the regulatory changes in the EU 

relative to payments are going to make on your business opportunities, business case for Visa? 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah. Look, we're happy with how things are going in Europe. Business is performing equal to or better than we 

expected. The consultation process is done. We have maybe adjustments in the organizational structure, that was 

the first step in terms of the cost side of things. New technology integration has been launched that will be the 

second step in getting costs out and that technology integration will run for two years or three years. We're very 

happy with how things are going with clients, the rebates have been removed, they're making sure they're working 

with clients to keep up our pricing competitive. [ph] Europe's (21:02) definitely improving. So things are all heading 

the right direction, and of course, as we said earlier, the European economy performing the way it is, is also very 

helpful. So all-in-all, this couldn't be going any better. And it's early days, so it's too early to declare [ph] that 

(21:19) by any means. And all I can say is there's been no negative surprises and things are about as good as 

they could be at this stage of the game. 
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Relative regulation, I mean that's a fact of life in Europe. It will be a heavily regulated market. We have certainly 

interchange regulation that has already happened. We have a new regulator called the payment systems 

regulator that is getting up and running. That is essentially attempting to regulate or charged with regulating the 

payment systems. We'll have to see how that plays out, this scheme and processing regulation and we've 

separated the scheme and processing businesses which steers me to what I think is a longer term thinking in 

terms of its impact. 

 

So, regulation is a fact of life. Now what I hope is that some of this regulation is actually helpful to the business 

because if you believe in the laws of economics, when the price of the service comes down, the demand for the 

service should go up. So, as interchange has come down, you would hope that over time it means acceptance 

grows and the use of cards, the digitalization of cash is helped by all that. But we knew walking in that these are 

all things to deal with in Europe and so far so good and we'll see how it goes. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
Great. I think relative to Europe, I think there's been a lot of speculation about the long-term trajectory for Visa on 

two factors; one is market share and the other one is pricing. I think you've talked about now that you've kind of 

reset all those contracts or many of them, at least, you're starting off on a new baseline of spreads and yields. 

Can you maybe talk about what the incremental opportunity is for pricing in the kind of the medium to longer term 

period? 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
I think we'll have to wait and see. Pricing is a function of the competitive environment. Pricing is a function of the 

regulatory environment. We will evaluate pricing as we do everywhere else in the world and look at what's 

possible and what's reasonable and all that. We've done what we think is reasonable at this point. We still have 

more to do in terms of ensuring that we work with all our clients and the pricing with them stays competitive and 

we do the renewals on decent terms. Market share to me is a function of – it's a case-by-case thing. I don't think 

we should ever have a goal of setting market shares that cause us to do things that destabilize markets and so 

on. 

 

Our goal should be to have stable markets, plenty of growth here. You'll need share to gain growth and we're 

getting share because we have the better brand, which we do, because we have better capabilities, which I 

believe we do, because we are great with how we work with clients and great partners, which we are. Then that's 

wonderful, but getting share just by cutting prices and all that is not something that necessarily is beneficial 

overall. We would like to gain share by being better and if those kinds of opportunities are available, then, we 

would want them. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
Fair enough. Maybe shifting to the product and technology side for a second. Since the Visa Checkout launch, I 

think you've made some pretty good progress. 18 million accounts at this point, 300,000 online merchants, some 

big ones, Walmart, Best Buy, Starbucks, Gap, Walgreens, et cetera. And you'll obviously see the benefits to e-

commerce on your business. Can you maybe talk about – one thing I think you also said was the uptick among 

the merchant side of things could've been faster, maybe give us a sense of what are the things you're doing today 
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to kind of drive that faster uptick and then what would you consider to be a successful outcome from Visa 

Checkout a couple of years down the road? 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah. I mean, the thing is Visa Checkout is an attempt at reducing the friction in an e-commerce transaction and 

it's one of many ways in which people can conduct commerce on the web and we thought certain avenues had 

more friction, PayPal was one of them. Now – we've now taken the friction out of it and we're happy about that 

and that PayPal relationship is going great. If you're using PayPal now, Visa has no longer discriminated against, 

so to speak. Our issuers are working very well with PayPal to make that a very seamless and easy experience 

and they're very pleased with progress. Having said that, Visa Checkout has a role to play, it's very important 

outside the U.S. and in many parts of the world, it's a great capability that is not available to issuers and 

merchants. 

 

In the U.S., it's an alternative available to merchants. It keeps our acceptance mark at the point of sale, which is 

very important to us. It's something our issuers are finding increasingly more relevant to them. There is always 

going to be a chicken and egg thing, where you had to get people to enroll, and now it's almost 19 million actually, 

get merchants to accept and that was going to take some time. And we're happy with where we are and we've 

seen a lot more interest from issuers in the U.S. to enroll people and that should begin to ramp-up the rate of 

enrollment. And as the rate of enrollment ramps up, there's more interest from merchants, and that whole – let's 

call it virtual cycle can grow, and then you have to build usage. 

 

And this is the case that every new way of doing business, I mean the various pays, Apple Pay, Samsung Pay, 

Android Pay, they're all discovering the same issue, which is, it's a chicken and egg problem. We have to build 

enrollments one at a time, you then have to pursue points of acceptance one at a time, that takes time, and then 

you have to build the habit and that takes time and that's basically the same with Visa Checkout. So it's slow and 

steady, but it has a clear role to play. We remain very committed to it and it's especially important outside the U.S. 

and we're rolling it out across the Europe and to many parts of the world right now. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
Helpful. And then kind of tying off that, you just mentioned the PayPal relationship, the deal you signed a couple 

of quarters ago now. You mentioned some of the upside for you in terms of, and in your view, you're not being 

discriminated against on steering, can you maybe talk about whether the deal has any kind negative ramifications 

for Visa in any sense? And any other benefits that you see? And, I guess, just as important, now that you have 

that deal, do you feel less pressure to grow Visa Checkout at a faster rate, now that you have that partnership in 

place? 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
The PayPal deal, we don't see any downsides for either one of us. I think PayPal realized that, forcing people to 

do things, they didn't want to do, wasn't good for their business either. And so, I think this is going to be good for 

both sides, essentially now you go to PayPal and they're going to be okay, as okay with you using your Visa card, 

as using any other alternative. So, I think that's all good, and I don't see any negatives there, it's good for our 

issuers, it's good for our ecosystem, it's good for our consumers. I mean the bigger benefit there is, in the past 

when you used PayPal, if you had returns and all that or disputes, is they have to resolve. It's really, really 

important now that those things have gone away. 
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So, it doesn't change our views of Visa Checkout, because it gives us a point of contact with merchants, it helps 

us better understand merchant's needs, we can continue to innovate in the area. Our goal with Visa Checkout is 

to make that experience as frictionless as we can make it. So, if we can make it more frictionless than others do, 

that's a win for us, it's a win for our consumers, it's a win for our merchants, it's a win for our issuers. And, if that 

causes others to catch-up and the whole experience becomes frictionless...if people are using Visa through 

PayPal or elsewhere, that's good, too. So, we don't see any reason to pull back on Visa Checkout. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
Fair enough. One thing I want to touch on is the business-to-business or B2B space, I think that historically that's 

not an area that Visa has talked about very much, but beyond the kind of conventional corporate travel and 

entertainment expense kind of thing, there's also a big industry or growing industry, at least, in virtual card 

applications, and I think recently you announced a program called B2B Connect which goes after the cross-border 

market using Blockchain as an enabler in partnership with Chain. So, can you give us a sense first of all how do 

you view that opportunity at a very high level and clearly it's a huge market if you can tap into it, but how big could 

that be for you in maybe five years' time? 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah. Well, I think, as you said, I mean it's an area that we have not focused enough on and we are clearly 

focused on this now and we have a new leader who is very experienced and seasoned driving that business and 

there is clearly opportunity for us to grow in that area. I think the key there is we have to have a value proposition 

that's compelling. I mean it's a very different market. It's one where the traditional ways in which we create value 

in the B2C space don't apply. So, what we have to do is have a proposition that is compelling that allows us to 

have a decent business there and allows us to displace alternatives people might have and we're making some 

progress. Too early to say how big that business is going to be and all that, it's growing okay, we should do more 

without a doubt. So, we now have the right kind of focus on it. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. Q 
And then I guess maybe just as a follow-up to that, what do you think catalyzes this market, I think one thing that's 

also true about B2B is that many companies have kind of banged their heads against the wall in struggling with 

this because either there is so much paper product, cash, check, and so little software integration in the back-

ends of most companies in terms of the ability to do that off the general ledger, why is it different this time [ph] 

indeed be (31:32)? 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
It's not necessarily different, which is why I told you it's a tough nut to crack, because you're trying. You have to 

have a value proposition that makes sense, and it's a different value proposition, it's often the cost reduction value 

proposition. You have to be able to persuade people that you can do it for them at lower costs than the way 

they're doing it today. And so the focus should be on can we create that value proposition. 

 

And then, there's the installed infrastructure to overcome. There is going to be a cost to go from doing it this way 

to this way, and you have to be willing to make that a priority. Every organization has lots of IT priorities and this 
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has to compete with all the other IT priorities, they need to then sort of set themselves up to do business this way 

versus this way, so there is definitely a lot of things to overcome. 

 

So I don't think there is a magical change in how things are working. But there's a philosophical change in 

people's minds, where large enterprises are more willing to embrace the sort of the service-oriented approach to 

the software as a service concept, and Visa in the end is software as a service. And we are a managed services 

provider for our payments for businesses, and people are more willing to consider that today than they may have 

been five or 10 years ago, because they're looking at it in other parts of their business, too. 
 ......................................................................................................................................................................................................................................................  

James Schneider 
Analyst, Goldman Sachs & Co. 

Great. I think with that, we're pretty much out of time. But Vasant, thanks so much for being with us today. 
 ......................................................................................................................................................................................................................................................  

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. 

Great. Thank you. Thanks, Jim. 
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