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CORPORATE PARTICIPANTS 
 

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

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

MANAGEMENT DISCUSSION SECTION 
 

Unverified Participant 

 
All right. We're going to get started here. Our next speaker is Vasant Prabhu, who is EVP and CFO at Visa. Visa 

has continued to demonstrate solid volume trends and the acquisition of Visa Europe continues to remain both 

strategically and financially appealing, and hopefully, Vasant will validate and collaborate that. Obviously, there's 

a plethora of global opportunities for the company and I think we'll chat about that as well. 

 

So please join me in welcoming Vasant. Thank you for joining us today.  
................................................................................................................................................................................................................................ 
 

QUESTION AND ANSWER SECTION 
 

 

 
Q 

I guess just to start off, Vasant, February marked your second anniversary at Visa, perhaps you could talk about 

your philosophy kind of coming into the job, what you've learned, and maybe how you've evolved the finance 

division at the company? Also, I think you've been through CEO transitions before. So maybe you can compare 

and contrast your previous experiences with the one you're presently experiencing with Al Kelly? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Sure. Well, I'm glad you're keeping track of how long I've been at Visa, so that's a good thing. Yeah. It's been two 

years and I'd say it's been a great couple of years. I came to Visa because of Charlie's vision and came to work 

for Charlie and his vision of transforming Visa, and that's very much the case.  

 

I think a lot of progress has been made in the time Charlie was here, in terms of upgrading the quality of the 

capabilities of Visa, in terms of making Visa a much more innovative company, in terms of making Visa a 

company that's more open to change, and changing the manner in which we work with our partners, whether it's 

issuers or merchants, in making us more global in our orientation, and a lot of that will continue.  

 

In terms of the finance function itself, as always, when you walk into a new place, you have some of your own 

ideas. And I've always believe that finance should be not just a score keeping function or a control function, but 

very much a business function that focuses on how do you create value, how do you make sure resources are 

allocated as well as they can be, how do you make sure that decisions are made based on facts and analysis and 

not just opinions. And we've made progress on that, a lot more to do.  
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And then, I guess, your third part of your question was remind me again – you had another - 
................................................................................................................................................................................................................................ 

 

 
Q 

Philosophy coming into the job, what you've learned? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah, the leadership transition, right. 
................................................................................................................................................................................................................................ 

 

 
Q 

And the leadership transition. 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah, you're right. You've certainly looked at the history of Starwood and I think I had, over the 10 years I was 

there, four CEO. So I'm not new to CEO changes, although like you and our own board, and I think everybody 

was surprised, when Charlie decided that he needed to do something else in his life. 

 

But it's been a very smooth transition. Al is no stranger to the company, Al and Charlie were always very close, 

and I think talked a lot about what was going on in Visa, and why we were doing what we were doing, and he 

certainly did that as a member of the board also. So it's a very smooth transition. He is a great guy to work for. I 

think he has been incredibly well received by everyone. 

 

He is very fact based, very detail oriented, very global in his orientation, comes in with the general idea that he 

knows why we're doing what we're doing. And like every new CEO, over time, he'll form his own points of views 

and some things will be different. But he is very focused on talent and people and start through the premise that 

every company is only as good as the people we have, and he is a great leader of people and I'm sure this is an 

area that he will continue to focus on. 
................................................................................................................................................................................................................................ 

 

 
Q 

Okay, great. Next question's around the growth potential of the company. I guess over the last few years , we've 

seen the organic growth rate decelerate somewhat from years past to kind of the high single-digits level, before it 

was kind of double-digits. Yet we're still kind of in this area where you have a very strong runway ahead in terms 

of growth, the secular tailwinds are very strong. Could you just talk about what's driving that deceleration and if 

you perceive this kind of growth rate persisting for a period of time? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Well, I mean if you look at our growth in very simple terms, right, our volumes grow because of the two things. We 

generally grow based on nominal growth in global GDP, because we are facilitating consumer spending and so 

we grow with consumer spending. 
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And then, the second and probably the most important component of our volume growth is our ability to penetrate 

cash. If you look at the last five years, global GDP growth actually has been very anemic even in nominal terms, 

right. The numbers I have seen are 2% or 3%. 

 

So you've got two things going on in the last few years, one is very anemic real spending and little or no inflation. 

So that's one component of why the growth hasn't been as robust. Now, on the other hand, our penetration of 

cash has been great. It's very rare to find companies that have been able to grow their volumes, and I'm talking 

volumes for a minute, before we get to revenues, at double-digit levels. And I think our volume growth 

compounded over the last five years has been around 10% in a 2% nominal environment. 

 

Now, hopefully, that 2% nominal GDP growth environment was a little bit of an anomaly and maybe we see an 

uptick both in real growth as well as some inflation, in which case that nominal growth rate may revert back to 5% 

or 6%, 7%, which historically has been more and more common. That will help.  

 

I think the penetration of cash thing actually has been very healthy for the past 5 years and hopefully will continue 

that way. So that's the volume growth story where perhaps with some improvement in nominal GDP growth, that 

steps up in the future versus where it was in the last few years. Then, you get to sort of, let's call it, the translation 

of that volume into revenue and that's a net pricing question. And that's a component of a few things. It's a 

component of what pricing we might take, what our mix might be and then what our client incentives are doing, 

which is effectively pricing. 

 

On the mix front, we haven't been helped in the last few years by two things. One, the cross -border business has 

been slow, right. And cross-border and the international revenues are roughly a third of our revenues, and if 

they're not growing even in the mid single-digits, which is sort of roughly where it was, that doesn't help. Now, the 

good news is, lately, we've seen an uptick in cross-border volumes and hopefully that continues. And for the first 

time in three years, our U.S. cross-border volume hit double-digits. 

 

So that certainly hurt us in the last few years. And then, among our fastest growing parts of our business, which is 

expected to be over the long-run, is emerging markets. And the last five years have not been the greatest in 

emerging markets. We've seen some real slowdowns in big markets like Russia and Brazil and so on, and some 

of those are coming back. China certainly helped a lot, but has slowed lately. So there's a few mix related things.  

 

And then finally, there's whatever we can do in terms of pricing as well as the incentives that grow with it. 

Incentives have certainly grown faster than revenues. This year is a little bit of an anomaly for us because of 

Europe coming in and Costco and all that, and we'll have to see how that evolves. And that's a function of a 

competitive environment and we'll see where that goes. So there's reasons why it happened and there's reasons 

to believe it could be better. We'll see. 
................................................................................................................................................................................................................................ 

 

 
Q 

It's a perfect transition to my second question in terms of the incentives. Obviously, you guys have had some 

large renewals. You have this wave happening in Europe. At what point should we see the rate of increase in 

those incentives kind of slow relative to what we've seen in the past? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
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Yeah, we have not provided a long-term perspective on incentive growth and I don't think I want to get into giving 

you some sort of a perfect view of the future. Yes, there's a few things that have happened in the last few years. 

We've had a tendency towards very large clients wanting and being willing to be exclusive and sign long-term 

deals and when you have that certainly prices will be competitive. We've had some very large co-brands renew. 

We've got an unusual situation like Costco. So those have all contributed and so incentives certainly have grown 

faster than revenues. 

 

Setting aside this year which has some anomalies in it, incentive growth rates hopefully will moderate a bit, but 

will they be lower than revenue growth, I think that's hard to say. Incentive growth has been greater than revenue 

growth in the past few years. We would love to see an environment where incentive growth moderates, but that's 

a competitive environment and depends on what other than the industry do, and we'll see how that goes. Clearly, 

what we provide has a lot of value and we believe that we should be paid for the value we create and that 

remains our focus. 
................................................................................................................................................................................................................................ 

 

 
Q 

So, Martina – sorry MasterCard was here before and she was talking about some of the accounting changes that 

are coming down the pike. And how that affects that incentive line, specifically? I mean, do you have any 

preliminary kind of observations as to how it might affect you because I think it has to do with the amortization 

schedules and how it's evenly – with the future accounting change, the amortization would be more even across 

all the years versus any kind of accelerated amortization. Do you have a lot of deals that are on an accelerated 

amortization schedule? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Well, these rules are still being clarified, I mean, the rules exist and now how to apply the rules is still being 

clarified, and it's not all totally settled yet as to how the rules are being interpreted across different industries and 

every industry is going to then come up with a view that the appropriate authorities, whether it's the FASB or SEC, 

accept. So our industry also needs to get to that point where there is an accepted way in which we're all going to 

do it. My own view on this is very simple. Nothing here is going to change economic value, right. What matters to 

investors and to us is the economic value created in the business, nothing is going to change the economic value, 

this is all accounting. And it's all about things moving perhaps between lines or across years and that doesn't 

change the economic value. 

 

So, yeah, it's possible that, where this settles may cause some amortization schedules to change or where it 

settles may cause something that is now treated as a client incentive to become an expense or vice versa, but no 

economic value has changed. So I think what we'll do is, once the dust settles, if this change and how things are 

reported is meaningful, certainly will help you all understand as best we can, what's changed, and how the new 

way looks versus the old way, and what really changed et cetera. But one thing seems very clear, unless I'm 

missing something big, there is no change in the economic value.  
................................................................................................................................................................................................................................ 

 

 
Q 

Okay. Shifting gears, talking about cross-border, obviously there's a lot happening politically around the world. 

You have these border taxes being discussed, you have the rising dollar, a lot of that would might presuppose like 

some kind of risk to cross-border volumes. I was just wondering if you could just talk about the quarters that are 

important to Visa and kind of how you're seeing things unfold.  
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Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
I mean the big quarter does for us. We talked about some of this on the call, certainly the U.S. inbound business 

is a good business for us because of our position in the U.S. and how strong we are here. It used to be an even 

more important business for us, but with Europe at least we now get some balancing of that.  

 

In the past, when the dollar was strong, Europe was a big beneficiary because commerce would move to Europe. 

Now, we can capture it there, too. So in that sense, we're better off and we're better balanced, so I like that. The 

inbound U.S. business is definitely sensitive to the dollar. It seems to be holding up okay, as we told you in the 

last call, despite the dollar strengthening a bit. Canada, U.S. is always very big and that's very healthy. Canada, 

Mexico – I mean U.S., Mexico, especially outbound from the U.S. into Mexico has been helped by the weak peso. 

 

The UK has been a massive beneficiary of the weak pound. So that's become again a bigger and bigger corridor 

where almost – from almost every part of the world, we're seeing significant commerce going to the UK. In 

general, Europe has done well with cross-border, with the euro being somewhat weak relative to the dollar. So 

that's become an important area with the weaker euro for inbound. 

 

The oil-based economies are always a very important source of outbound business, and when the oil price 

stabilizes, in the last few months, as it has stabilized, it has helped that business. Russia has always been a big 

source of outbound business and we're seeing recoveries there. Brazil we told you, it remains fairly weak. China 

became a very big part of the growth, but that has slowed in recent quarters. So those are some of the big 

corridors. 

 

Yeah, look, I mean being Visa, we facilitate global commerce and when global commerce thrives, we thrive, and 

we would love to continue to see global commerce thrives. So, anything that makes it harder to either cross-

borders or trade cross-borders is not something we're fans off. And it may have direct effects or it may have 

indirect effects, and we would always be on the side of free flow of goods and people.  
................................................................................................................................................................................................................................ 

 

 
Q 

Got it. So, I know you don't want to get into a broad-based discussion about targeted pricing changes you planned 

to make, but maybe you could just talk about the philosophy around pricing changes and maybe compare and 

contrast kind of Al's vision on pricing versus Charlie, if there's a difference? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah. I don't think there's any difference. I mean, look, like any other business, you price on the basis of a variety 

of variables. You price based on the value you can create for your customers, you price based on what your cost 

is to deliver the service, you price based on what the competition allows you to do, and then you have to price 

based on what the regulatory concerns or constraints are. 

 

And we've always looked at our business saying where are the opportunities to price and where we see some 

opportunities, we have taken them over time. I don't Al has a different philosophy on that. As it relates to Europe, 

we don't generally talk about specific pricing actions we've taken around the world. You tend to hear more about 

the pricing we do in the U.S., because it's more visible here and everybody knows it and the impacts are 

proportionately greater, but other than that typically we don't say, we took this pricing in Japan or that pricing in 

Brazil. 
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And similarly in Europe, I mean, if you really want to find out, it's very easy for you to find, if you go talk to sort of 

the issuers and acquirers in Europe, what we've been doing. So, it's not exactly a big secret. And so we have 

been looking at opportunities in Europe, where we can reflect what the market pricing is that may have been 

different from the days when Visa Europe was in association, and we've done some of those things. And if there 

are other things that make sense to do, we'll look at those two. 
................................................................................................................................................................................................................................ 

 

 
Q 

And when we think, and maybe just transitioning to Europe, you've mentioned that the vast majority of your 

volumes remains under contract. 
................................................................................................................................................................................................................................ 

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

 

 
Q 

When we think about the signings that you've done, and probably were happening as you were in the process of 

purchasing Visa Europe, I mean, how much still has yet to be re-signed, is it the minority or -? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
No, the vast majority was under contract before we did the deal and is under contract post doing the deal. So 

there were some very large contracts that renewed as – when we were between sort of the deal being announced 

and the deal getting – deal closing, and we are very delighted to see those happen. What we've seen is that 

issuers, if anything, have a greater propensity to renew with Visa and stay with Visa because of what's happened, 

because they now see Visa Europe as an entity with a clear future, right, in the past, there was always some 

question mark about the capabilities of Visa Europe, can they keep up, are they big enough to have the resources 

to do all the things that their issuers and merchants may want them to do, that has gone away. And on the 

margin, I think issuers are far more excited about the future of Visa Europe today than they may have been a 

couple of years ago, which is part of the reason why, in fact, many of them wanted to do the transaction.  

 

So on that basis, I find at least more interest on the part of issuers to continue to work with Visa in Europe. When 

we did the deal, there was something called the rebate. The rebate was more of an ownership payment. 

Everybody going into the deal on the other side, the owners of Visa Europe, knew that the rebates would not 

survive the transaction. 

 

Having done that, we also knew that we wanted to make sure pricing was competitive. So we have been talking to 

every one of our big and medium-size clients and others where we need to, to make sure that our pricing stays 

competitive. And where we need to, we're doing what we need to. And that is all proceeding, but that doesn't 

mean that any point in time that this business wasn't under contract because the contracts all survived the 

transaction. But what we want to ensure is that, as rebates have gone away, that our pricing has stayed 

competitive because we want to make sure that our clients have competitive pricing. And that effort is underway 

and will probably keep going on for a while. 
................................................................................................................................................................................................................................ 
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Q 

Got it. And you spoke to the fact that the banks were excited to partner with Visa Inc. And maybe you could just 

talk about the Visa difference in Europe relative to what Visa Europe as an independent company was doing.  
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Well, I mean, Visa has made a lot of progress since the days when it was a membership enterprise. It 's just there 

are differences in how we deal with clients, less as members more as our customers in the levels of service we 

provide as a result of that. There's a difference in how we work with merchants and acquirers than what we might 

have in the old association days. But the biggest change really is everything we've invested in here – when Visa 

Europe was a different entity, you had to come up with ways in which you agreed with them on how these things 

would be done. 

 

They were still doing V.me, when we had moved here to Visa Checkout. We were working with them on 

tokenization. We just opened our innovation center in London, for example, would not have happened this fast 

had we not owned them. It's been incredibly well received and we find that to be a very powerful tool to introduce 

our clients to our capabilities. So it's getting significant traction right away.  

 

So it speeds things up, it makes the resource transfer from us to Visa Europe almost seamless. Certainly, we 

have resources that are more significant than Visa Europe had on its own. Many of the things we do, we can 

invest in once on a global basis, right, and it's available to Europe right away. So we are working hard to move 

fast on Visa Developer platform, Visa Token Service, Visa Checkout, all of that in Europe. 

 

It's much easier to deal with us now on a global basis. So, for example, if you're one of the payers, you had to do 

a deal with them, a deal with us. Now you can do one deal. If you're a global bank you had to do a deal with them, 

a deal with us, now you can do one deal. So I think there is just a lot of things we can do. Beyond that, talent 

transfer, I mean, we have people with knowledge. For example, when we acquired Visa Europe, I sent over one 

of my best people as the CFO there. He's doing incredibly well, brings a lot of knowledge from everything he 

knows about Visa and us. We've done similar things in other functions. There's a lot of talent in Visa Europe. So, 

there's just lot of ideas around the world, it just makes it very easier to move things around. So net-net, it's a huge 

win for our issuers and merchants. 
................................................................................................................................................................................................................................ 

 

 
Q 

Okay. Moving over to expenses, obviously the incremental margins for the business are quite high. But you have 

been making a decent amount of investments. Could you just talk about the strategic priorities over the next 

couple of years or several years and where there might be areas where you won't have to make as many 

investments as you have, because there has been a lot happening? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Look, I think given the nature of our business, the worst thing we could be doing is underinvesting, right. The last 

thing you want to do in this business is underinvest. It has great returns. It's not that hard to define in conceptual 

terms, where you should be investing. We have a set of rails that go to 44 million points of acceptance and 

connect 3 billion cardholders. You want to make sure that this railroad is the easiest railroad to get on to. So 20 
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years ago, there was only one way to get on to this railroad, which was you went to a point of sale, you swiped 

your card. 

 

Today, every day there's a new way to do that. And we can't pick winners and losers. We have to enable any on 

ramp, right. We have to enable these on ramps and do it in as frictionless way as we can to make it as easy as 

possible for people to get on our rails. And so, we'll invest in all those things. So whether it's Visa checkout or 

what we're doing with mVisa or other ways people are figuring out everything we did with the pace, we will keep 

doing that. And some of those will be important in the long run and some won't be, but we have to be agnostic. So 

some of these investments will pay-off very well, some may not, but we can't afford not to enable any which way 

people want to get on our rails. 

 

The second thing then is making our rails as secure and reliable as we can make them. So investing in 

tokenization, investing in authentication, investing in fraud and risk management, leveraging our data as much as 

we can to make our rails as reliable as and as secure as we can make them is incredibly important because that 

is our promise. So we have to do that. 

 

The third is, look, I mean, the big opportunity here is continuing to eat away at cash, right. There's still too much 

cash out there. We will do whatever we can to accelerate the digitization of cash. And that means doing what we 

can, working with merchants, acquirers, to build points of acceptance, to build usage of cards, so we will always 

be there when a government, like the Indian government, wants to do that, right.  

 

We've waived our fees at their request for sometime at the end of last year. We will co-invest in building 

acceptance, we will co-invest in building usage, we will invest in our own marketing, et cetera. So those are all 

areas that we would always invest in. 

 

And then, of course, security and the quality of our network. We should make sure that from a cyber security 

standpoint, we are absolutely state-of-the-art. We will invest as much as we need to do that, ensuring reliability, 

speed, all those thing. So that's the scope of all the investments and every day there maybe new things to 

consider, and the last thing we want to do is under invest.  
................................................................................................................................................................................................................................ 

 

 
Q 

That makes sense. One question specific question on the cost was some of the restructurings...  
................................................................................................................................................................................................................................ 

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

 

 
Q 

... that you undertook in the United States. It seem like they were somewhat associated with Visa Europe, wasn't 

sure. Could you just talk about how that plays into the expense save expectations for Visa Europe? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
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Yeah. I mean, we took charge at the end of last year, a piece of it was related to Europe, because we are making 

adjustments in Europe and we were going through the consultation process that's now done, the adjustments 

have been made, so that cost will be incurred. The other piece of it was we said, as we were doing Visa Europe, 

we looked at our cost structure around the world because it gave us a real opportunity to sort of really do some 

benchmarking and look at do we really have the right amount of cost in the right places. So we decided to go 

through an adjustment where we felt there were areas where we could be more productive and other areas where 

we could invest more. 

 

And so we took that charge and there were some savings in other areas, investments in other areas, most of that 

is now pretty much done. Yes, but that was outside of Visa Europe, right. So that was unrelated to specific 

reductions in Visa Europe, but a piece of it was related to Visa Europe.  
................................................................................................................................................................................................................................ 

 

 
Q 

Got it. All right. I'm going to stop right there and open it up to the audience for questions. So, if anyone's got a 

question, please raise your hand. There is one right there. 
................................................................................................................................................................................................................................ 

 

 
Q 

Vasant, could you go through just in general terms on markets like the UK and Mexico, which have had 

weakening currencies, but on the other hand have had increased travel because investors take advantage of the 

weak local currency? 
................................................................................................................................................................................................................................ 

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

 

 
Q 

And look at that versus the headwinds you get when you translate those earnings back into a stronger dollar. Are 

we better – and maybe some of the geopolitical events going on in Mexico, where there's some uncertainty with 

respect to immigration and that kind of thing. Are we better off in places like at the end of the day, because the 

importance of tourism and that kind of spending cross-border fees and so forth, how do we handicap the 

headwinds and tailwinds? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Right. Yeah. It's all the matter of degree, right, which is how much of the currency weaken versus how much of 

the cross-border business go up. So there's no question whatsoever that the devaluation of the pound if you want 

to call it that has caused a massive increase in inbound commerce into the UK. And I call it commerce because 

it's not just travel. 

 

In today's world, when a currency weakens, you see a lot of ecommerce going into the country. And the UK has 

been a big beneficiary of that, and just about every corridor. I mean, if we look at all our corridors, almost every 

part of the world has benefited the UK. So net-net is the currency translation impact offsetting. So the domestic 

business, and we have a fairly large domestic business in the UK, the domestic business  has also done 
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reasonably well, but not enough to offset the weakness in the pound. So I would say on the domestic business, 

without really having the numbers in front of me, I don't think we've offset the weakness in the pound in the 

translation. Yes, the domestic business in the UK has not been hurt by Brexit, it's probably a little better, but 

probably not enough to offset the translation impact. 

 

The cross-border business, I think, you're getting close, where the cross-border business, it's a more attractive 

business for us. And so I would say, the growth in our cross-border business has probably offset the weakness in 

the pound. When you get to Mexico, the peso has devalued quite a bit, and yes inbound commerce into Mexico 

has grown quite a lot. 

 

There I think you may be getting, again, I don't have the numbers specifically, but the devaluation of peso has 

been quite meaningful. The inbound commerce growth in the Indian to Mexico has been quite meaningful, I'd say 

we're probably even. So they do watch each other out to some degree and so it's a matter of what the degrees 

are. 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Question up there. 
................................................................................................................................................................................................................................ 

 

 
Q 

If and when Brexit is finalized, how quickly will you increase your pricing between the UK and the European 

Union? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
I have no idea and I have no – meaning, you're asking a very hypothetical question as to whether we will and 

when we will. I think we've to just wait and see what happens. 
................................................................................................................................................................................................................................ 

 

 
Q 

Well, I guess I ask it in the context of your cross-border pricing outside of the European Union is manyfold greater 

than your domestic pricing everywhere else. 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah. It all depends on what the terms of Brexit are, right. So I think it's too early to tell, because we don't know 

the terms on which the UK is going to associate with the rest of the Europe and what things are going to stay the 

same and what things are going to change. And then, we'll have to evaluate that from a regulatory standpoint, 

from a competitive standpoint and so on. So I think it's a little premature to even say we will or when we will 

because there's a lot we don't know. 
................................................................................................................................................................................................................................ 

 

 
Q 
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Any other questions in the audience? All right. I'm going to keep going. China, obviously, it's a great long-term 

opportunity. Are there any updates in terms of where we are? I mean obviously, there's a lot of stuff flowing 

around politically in terms of the rhetoric. So maybe you could just talk about how it's affecting you? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah, no, there are no updates. When this happened, we were very cautious about China and we urged our 

investors to also be cautious because we thought this was not something short -term and was still not clear 

enough to put timings or dollars on and so on. We are prepared, we are still waiting, we have not yet – any of us 

gotten the licenses required to get going. Once we get them, we then have to build up a processing infrastructure 

in China. After we build up a processing infrastructure, we have to build up an acceptance infrastructure in China. 

All that is going to cost time and money. 

 

I think we've said for a while that for the foreseeable future, China will require investment and expense. It's not a 

net, let's call it, contributor. It's probably a net investment and expense. How all that's going on right now is going 

to affect the timing, it's too early to tell. So there really are no updates at this point.  
................................................................................................................................................................................................................................ 

 

 
Q 

Okay. And then as far as India is concerned, obviously the government's been trying to do a whole lot more to 

foster transparency. How do you think that's affecting your business? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah, I'm very bullish on India. So while we've told you all to be cautious on China, we're quite bullish on India. Of 

course, lots of things can happen. A lot of things going on I think are very attractive for us in the long run. One is, 

as you know, the recent events have done a few things. One, it's forced a lot of money into the banking system. 

And that's good for us because fundamentally we need bank accounts before any of our services can be offered 

to people. 

 

The Indian government had already handed out a lot of debit cards, arguably RuPay cards, but now the 

government is making a big push with our help and help of all the banks and others to increase points of 

acceptance. That is incredibly important, having the government behind it, having the government prodding 

greater acceptance, prodding merchants, prodding banks to get that is a huge plus, because one of the biggest 

issues in India was insufficient acceptance. 1.5 million points of acceptance, not enough. I think that our goals 

now and we see real improvement on that front, and hopefully that stays and we will stay focused on it. We made 

it very clear, we're happy to co-invest in all that. 

 

The other thing the government is doing is trying to build the usage of cards. One of the things that happened the 

first time around was people had cards but they weren't using them. Now, the government is making a big push, 

as are we. I mean, we're spending our own marketing money, our banks are spending money to encourage 

people to use cards. The government has had big campaigns, lotteries, et cetera, to encourage people to start 

using cards. 

 

All this we think is a huge plus because it is creating the kind of habit that – habits are irreversible, right. Once 

people start using cards, they typically don't go back. We obviously have seen big increases in both volumes and 

transactions. We think these are sustainable. Now, the question is what's the trajectory from here? The other 
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good news about India is that it's an open system. We play on an even playing field, by and large. We are very 

keen to help and the government seems keen to get our help. We'll have to see where interchange ends up. 

That's still being decided right now, but we like what we see and we hope it sustains and we feel very good about 

the long-term potential because there is just incredibly low penetration in India of electronic payments.  
................................................................................................................................................................................................................................ 

 

 
Q 

And how does that play against the ambitions with RuPay? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Well, I think we would be all for RuPay, we would do what we can if we need to support RuPay. We think this is 

good for everybody concerned in every market. There are multiple schemes and everybody benefits. If having 

RuPay, gives us more heft to build acceptance, to build the card habit. There's a natural segmentation in markets. 

We could be more urban, we could skew more towards the sort of the middle and affluent segment, we could 

skew more towards, let's call it, consumer spending, where as those could be more transfer payments as well as, 

let's call it, sort of government payments and all that. We think that RuPay and us all have symbiotic relationships 

and can work very well together, we complement each other.  
................................................................................................................................................................................................................................ 

 

 
Q 

Okay. Maybe just shifting to some of the politics again. Obviously, tax rates being discussed in terms of coming 

down, could you just talk about the implications of the U.S. tax rate coming down and how much of a benefit you 

would see? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah, we would have a big benefit, if the U.S. corporate tax rate came down. I mean, we have – the bulk of our 

taxes income as being taxed at U.S. rates, U.S. federal tax rates and state tax rates. And we have an entity in 

Singapore and some of our Asian income flows through that entity. We have been working on a restructuring of 

our European entities coming out of Visa Europe and we'll continue down that track. But regardless, I mean the 

reduction in the U.S. corporate tax rate will be a big plus for us. Exactly what the impact will be depends on a 

couple of factors. One, where the rate ends up and then what are the offsetting things they do to raise revenue. 

So for example, let's talk of interest deductibility going away. So we'll have to look at the net impact of that, of 

course, our interest costs are not that high relative to our earnings. So we just have to look at t hat, but you can 

assume that if the rate goes from 35% to 25%, setting aside any adjustments they may make to raise revenue, a 

big chunk of our revenues – of our operating income will see that reduction. 
................................................................................................................................................................................................................................ 

 

 
Q 

And are there any offsets in terms of like your own investment that you might make or do you feel like the level 

that you're investing in, in your expense base today is sufficient? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
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I don't think we would change our level of investment just because the tax rate came down. It's not like we were 

holding back on investment because the tax rate was high. Now, when you apply lower tax rate, obviously certain 

investments will pencil at higher rates of return and to the extent that that drives some incremental investment, it 

might, but I don't see us having a step change. I mean, clearly, when the tax rate goes down, you really have to 

look at, okay, what does this allow me to do now that maybe I hadn't done before and we will  like everybody else 

look at that. 
................................................................................................................................................................................................................................ 

 

 
Q 

And then the repatriation benefits potentially, I mean you guys have a decent amount of cash. I think $8 billion 

offshore. Can you just talk about what you might see as an opportunity there? 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah. I mean, look, I mean, we would love to repatriate the cash. We continue to work on strategies to do that 

and we've said that part of our Europe restructuring would also include the repatriation element, so that's one 

avenue. The other avenue would be anything coming out of the new tax legislation that allows us to do that. I 

mean, the latest talk is that, there will be some – I mean, everybody seems to think that repatriation piece of the 

tax changes is very likely, we hope that's the case. That does involve some amount of tax cost, but allows you to 

move your cash back. 

 

Now, remember not all the money that is sitting in cash overseas is money that you can use right away for other 

reasons, because some of it we will still have to keep for our settlement guarantee. Today, our offshore cash 

serves the dual purpose. One is we can't repatriate it, but it has allowed us to use that cash for the settlement 

guarantees, but $8 billion is more than what we need for the settlement guarantee, so there will be excess cash 

and certainly is precluding the need to issue more debt, if that happen. So, we're going to wait and see how that 

all plays out. 
................................................................................................................................................................................................................................ 

 

 
Q 

Got it. I had one on routing, you guys talked about it in your first quarter call that you saw very little impact from 

some of the routing engines that were spurred by the FTC. I thought that was a little bit surprising, but maybe it's 

kind of more of a longer-term phenomenon or not. Maybe you could just talk about what - 
................................................................................................................................................................................................................................ 

Vasant M. Prabhu 
Chief Financial Officer & Executive Vice President, Visa, Inc. A 
Yeah. I think people probably overreacted to it, I mean, if you listen to what we said very carefully, I mean, what 

we did was a clarification of an existing set of rules, and that clarification was viewed as required and so we did it. 

We didn't think it would change behaviors, just because we issue the clarification and we have not seen any 

change in behaviors. And I don't think that in itself would change future behaviors too. I mean, the existing set of 

rules allow you to do a certain set of things, and they were possible before, they're possible now, we've clarified 

the rules. So whatever trends they were in place, will probably stay in trend – will stay in place. We're not going to 

see changes in trend just because of the clarification of the rules, that was our view going in and that seems to be 

how its playing out. 
................................................................................................................................................................................................................................ 
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Unverified Participant 

 
Okay. We probably have no more time. So I'll stop right there. Thank you. Thank you. Already spoken. 
................................................................................................................................................................................................................................ 

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

Thanks so much. 
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