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CORPORATE PARTICIPANTS 
 

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. 

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. 

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

MANAGEMENT DISCUSSION SECTION 
 

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. 

We're going to get started. I'll let everyone filter in here. So next up we have Visa. And for the first time here, at 

least in his role at CEO, we have Al Kelly. Thank you for joining us and making the time out. I really appreciate it. 
 ......................................................................................................................................................................................................................................................  
 

QUESTION AND ANSWER SECTION 
 

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. Q 
It seems like we have the foundations for really strong growth in 2018 for Visa and, you know, the momentum 

seems to be on your side. I'm curious just at a high level maybe starting off in your new role at CEO. I'm curious 

where you feel you're making your mark on the company and perhaps where you've made changes that might not 

be very apparent to us looking out – looking from the outside in. 
 ......................................................................................................................................................................................................................................................  

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. A 
Sure, first of all, Sanjay, thank you for having me. It's great to be with everybody. I'm not so new anymore. I 

started October 31, 2016, so time seems to fly by. 
 ......................................................................................................................................................................................................................................................  

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. Q 
Absolutely. 
 ......................................................................................................................................................................................................................................................  

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. A 
Especially when you live on an airplane as much as I do. Look, I had a front row seat to what was happening in 

Visa before I was asked to be CEO; I went on the board in January 2014. So I was quite familiar with the 

company, obviously quite familiar with it from my 23 years at American Express as well, although I grew up much 

more as an issuer than a network guy. But obviously very involved in the strategy, knew the management team, 

knew most of the issues, but obviously they're always more acute, more intense than you might appreciate as a 

person who comes to a board meeting a number of times during the course of the year. 
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To your specific question about where I tried to put my stamp on the company, I had a couple of observations 

from my seat on the board and then a couple things I learned as I got into the company. Number one, I've always 

believed deeply that you've got to field the best team in order to have the best chance of winning, and we have I 

think put a real focus on talent and the different elements of talent. People don't realize, Visa is only going to be 

10 years old on March 28 of this year, so it's still a very young company. And one of the places where quite 

frankly we're still somewhat immature is in the HR area, where our processes and practices are just not as fine-

tuned as I want them to be ultimately and that I would expect them to be ultimately. 

 

And when you talk about talent, you've got to talk about leadership, and so we put a very, very high stake on 

leadership. And this year, as a matter of fact, or actually about six months ago we introduced some leadership 

principles, expectations that we have with the leaders of our people. And this year we'll be evaluating people not 

only on how they did against their scorecard of goals, but how they did as a leader. And those two factors are 

going to have equal weight in determining their variable compensation at the end of the year. So our focus – and 

I'm spending a lot of time. Wherever I go in the world, I spend time with a couple levels down of people in the 

organization, hearing what's on their minds, trying to coach them on things that I think they should be thinking 

about as leaders, et cetera. 

 

A second thing is around our brand. I've been very blessed in my career. I started my career at Pepsi. I then went 

to work at the White House. I spent almost two and a half decades at American Express. And I feel like I have a 

real view of the importance of a brand and what a powerful weapon and asset it can be, and frankly how it can be 

a problem if you're not watching it every day. And we actually have made the brand one of – we added a strategic 

pillar to our strategy focused on the brand. And we talk internally all the time that every one of my 15,000 

colleagues and I all have to be stewards of the brand on a day-in and day-out basis. 

 

Certainly I would say localization. One of my observations is that Visa is too centrally run from headquarters in 

San Francisco or the regional headquarters around the world, whether that's London for Europe or Singapore for 

Asia or Dubai for the Middle East and Africa or Miami for Latin America and South America. And I do think you 

have to think globally as a global company like we do, but I think you have to act locally. 

 

At the end of the day, the payments business is absolutely a local business, driven by all kinds of idiosyncrasies 

of local markets, ranging from traditions to laws to practices, et cetera. And you could have two countries right 

next to each other where one is a debit market and the one next to it is a credit market. And you can't have a one-

size-fits-all answer when you get to implementing strategy or executing within a market. 

 

What we're doing too – what I'm trying to do is push more and more resources into the markets and out of the 

centers. If you look, we have 109 offices around the world and we're in 74 countries I think now. We just recently 

opened up an office in Argentina. And many of those offices, if we're honest, are largely offices of client 

executives, and we don't have enough merchant talent in the markets or digital talent in the markets. 

 

So moving to – and this year when we did our plan, when people came for people count requests, they had to be 

very specific with me and with Vasant [Prabhu] and others about where those resources were going to go. I don't 

remember the exact numbers, but something like three-quarters of the resources that we'll add this year will be 

out in local markets, not in headquarters and not in the regional areas. 

 

The last thing, I've tried to instill since I've been in place is that when you're as global as we are, operating in 

every country in the world but the six that the U.S. government doesn't allow us to be in, which are Crimea, Cuba, 

Syria, Sudan, Iran, and North Korea, we're in every other country but those six. Stuff happens around the world 
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every day, and it's really easy to get caught up in the issue of the day or the issue of the week and not spend 

sufficient amounts of time on strategy. 

 

And so we've actually set aside days, not hours, days during the year that are strictly focused on strategy. We 

have plenty of other days we're going to focus on the tactical problems that come up, et cetera. But we literally 

have set aside days where we determine probably about a month in advance, and we try to only cover two or 

three topics maximum, so that we aren't a slave to the clock that we're trying to bang through six things and give 

each one of them 75 minutes. We're looking to give each one of them at least three hours of time. And we're 

keeping it to a relatively narrow group of people because I'm a believer that committees, big committees can't do 

strategy. It's got to be done by a concentrated group of people who know the business well and have the skill set 

to do it. 

 

So I would say those things, talent/leadership, the brand, trying to have more of a balance between strategy and 

execution and localization have been four areas that I've been pushing on internally since probably 60 days after 

getting into the job and getting through a bit of a listening tour that might be more in background that people might 

not see. 
 ......................................................................................................................................................................................................................................................  

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. Q 
Thank you for that. And when we think about the areas of greatest risk for Visa, outside of regulation and macro 

conditions obviously, what else are risks to Visa? 
 ......................................................................................................................................................................................................................................................  

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. A 
You've eliminated two for sure. I think that once you eliminate those, the two that come to the top of the list are 

security. I am completely paranoid about the subject of security. The whole payments ecosystem is built on trust. 

And I worry about an incident where trust can get broken down, and people start to – people who have started to 

adapt going to digital electronic payments versus cash need to feel comfortable that their identity is protected, that 

their transaction is going to work as it's intended to work. It's going to be settled in the right currency. It's going to 

get back to the right issuer in the right amount of money and all that kind of stuff, so making sure that our 

ecosystem is secure as possible. 

 

And we think about it from two perspectives. We think about it from a Visa perspective. And from a Visa 

perspective, we have 600 people who work on cyber security. That's what they do. They come in the morning and 

leave at night working on cyber security. They're not also doing production work or programming. They are 

literally working on cyber security. We've got two and we're building a third Cyber Fusion Center around the world, 

where we track on an ongoing basis all kinds of incoming alerts and threats that we get. We have connections to 

most intelligence agencies around the world, and we get as much information as we possibly can. Obviously, we 

stop an enormous amount of phishing and illicit and bad websites and the like. So obviously, we have an 

obligation to have our own house as good as it can possibly be. 

 

And then we spend a lot of time worrying about the security of the ecosystem in totality, and that's we spend a lot 

of time and have a lot of tools focused on fraud and risk management because we want to make sure that we're 

helping merchants and issuers and acquirers have the system be as secure as it can be. So I'd say security is 

always in my top three worries list. 

 

The other one, eliminating macroeconomic and regulatory issues is, and we'll probably talk a little bit more about 

this, but these disruptive influences that are emerging. There are tons of people interested in the payments space. 
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Some are looking to plug in and be additive to the system and bring new and, frankly in some cases, exciting and 

helpful capabilities, but others are clearly looking to compete in a different model than the four-party model that 

we're accustomed to. 

 

And look, there's a combination when you think about competition that you want to make sure that you're properly 

tracking it and being proactive as you can be, but you want to not get overly fixated on it because, in many cases, 

the best defense is a great offense. And if you can continue in our case to think about how our rails simply are the 

most frictionless, most secure, most global rails, that's the best thing we could possibly do. 

 

I'm going to cheat a little bit. You eliminated regulation as one of the things I couldn't say, but I am concerned 

about regulatory contagion. It's one thing to deal with regulation in a particular market on a particular issue, but it 

unfortunately feels like regulators have started to adapt things like looking at "best practices". And in some ways, 

you'd rather them do their own thing in their own market. But I worry about regulatory contagion for the sake of 

copycatting what might go on in another market, and that's certainly something that we track and think a lot about 

and try to make sure that we're educating our government colleagues around the world wherever we can. 
 ......................................................................................................................................................................................................................................................  

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. Q 
Thank you. Maybe just focusing on some of the disruptors and their models, many of them are three-party or 

closed-loop models that may have greater flexibility than you're afforded as a four-party model. This has obviously 

played out in China, where you've had Alipay and WeChat Pay proliferate. Do you think this can inhibit the growth 

potential of the company in certain geographies? 
 ......................................................................................................................................................................................................................................................  

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. A 
Look, I think it's very early days, and everybody points to the same example because they're probably the best 

examples and the most substantive examples, which are Ali and WeChat in China. But if we look at that particular 

– those two case studies, they had some very distinct advantages, Sanjay. The government really gave them a bit 

of a free pass. I think Ali – and they didn't start out to try to be in payments. I've never asked them, but I think if we 

did, they'd say being in payments was never even remotely on their mind. One of them was setting out to be this 

all-singing all-dancing super app, and the other one was grounded in a big e-commerce application, if you will. But 

what ended up happening was they ended up, to their credit, attracting an incredible amount of eyeballs in both 

cases, either at or approaching 1 billion. 

 

And I think then like any smart people, they sit around and say what else could that bring to the table? And they I 

think realized that they could insert themselves in the middle of payments and maybe they even have some 

power because of the amount of eyeballs they can deliver. But the bottom line is they started acting and behaving 

exactly like a bank in China, when in fact they weren't regulated as a bank. And they just absolutely dominated 

the banks and China UnionPay over the course of close to a two-year period and took an enormous amount of 

share. 

 

That said, they're now focused on, at least in two of the three cases if I add China UnionPay to this, they're 

focused on following the Chinese citizen now, so where does that Chinese citizen when they travel outside of 

China go and how can they potentially be in the middle of payments there. And I think what they're going to find 

as they migrate out of China is a much greater awareness on the part of governments and regulators as to who 

they are and what they do for a living. And I don't think it's going to be quite as easy, plus the banks and frankly 

the networks – remember, in the case of China, by the way, they're not competing against us or Mastercard or 

Jeff [Campbell] was just here, AmEx, because none of us have a license in China, which is another advantage as 
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well. So I think that people have seen the playbook and there's a much greater level of readiness on the part of 

issuers and networks as they come to other markets. 

 

That said, they're formidable. They've done well and they've got a pretty darn good user experience, so we ought 

to keep an eye on them. My view on everybody who's playing in the payments ecosystem, and this is the 

message I give to our organization, I want us to assume everybody is a potential friend. I want to engage with 

everybody we can engage in. Let's not determine right at the outset that somebody is an enemy. Let's not assume 

they couldn't be additive to what we're doing. Let's not assume that we couldn't forge some element of 

partnership, even if it's not readily apparent what it is right on the surface. And let's sit down and have some 

dialogue. And if we reach a point where it's just clear that they're a competitor, we'll compete. And competition is 

generally a good thing, where all boats can tend to rise, but it has to be an even playing field. And what happened 

in China was not an even playing field. What I hope happens around the rest of the world as they migrate is that 

at least it's an even playing field. 
 ......................................................................................................................................................................................................................................................  

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. Q 
And that brings me to my next question on India because that market is open for competition. But there are clearly 

a lot of different other variables in play there, where you have a government that's involved in the payments 

system in a more robust way, and you do have some of these Chinese players working with other players in that 

market. So how do you see India evolving given that market is little bit different and unique? 
 ......................................................................................................................................................................................................................................................  

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. A 
I think the India situation is incredibly exciting and cool, and it's in the very early days. Look, the government of 

India was positively activist. It might have been a little bit ugly out of the chute in terms of how they handled 

demonetization in November 2016, but frankly it was a catalyst. And India is such a big market. It's just shy of 1.4 

billion people. About roughly maybe 10%, maybe not quite 10% of PCE is digital and electronic, so just enormous 

upside. 

 

If you look at what's happened in the last year or so, the number of merchant locations has gone up to about 2.5 

million, more than doubled. The number of unique acceptance points is over 3 million. Of those 3 million 

acceptance points, something a little bit shy of 0.5 million are QR code-based acceptance points, the most of 

anywhere else in the world. And all of that is like enormous progress, but it's scratching the surface. 

 

We've been in India for 37 years. We're the market leader in credit cards, debit cards, and prepaid cards in the 

market. We have some terrific relationships with some of the most formidable banks in India. There's no question 

that RuPay as the local domestic debit scheme plus Paytm as a wallet are in the market. But there are domestic 

players that don't necessarily have the same brand recognition. They don't have the same globality to their rails. 

They don't necessarily have the same investment in security. 

 

So we're continuing to push hard in India. And now the government activism has gone down to the state level. 

Andhra Pradesh, one state in India now, we are doing a whole bunch of unique things with the government. So 

we've just enabled contactless on buses. We've enabled QR code capability to go pay your electrical bill. We've 

put both QR and POS-based solutions in with the government to handle citizen subsidy programs. And it's really 

helping digitize that state, and we think other states are going to follow suit over time. 

 

So yes, there will be competition. But frankly, if I had to choose between a very sleepy large market that was 

going to continue to largely be cash with a large underground economy and us having less competition, to a 
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market that's going to become a vibrant payments market that's going to have lots of growth associated with it but 

our prize for that is a bit more competition, which you'd expect if the market is more attractive, I'll take that 

tradeoff. 

 

Which one of the markets around the world I was talking about how many in some cases we have too few people 

in market, India happens because we've been there 37 years. It happens to be a market where we have a pretty 

good sized team on the ground, and I'm talking about a local Visa team. We happen to have 1,000 or a 1,050-

person tech center in Bangalore, but I'm talking now our core payments business headquartered in Mumbai. And 

we've got a lot of resources on the ground and it's one of the markets that we're adding resources to. 

 

So I see India as, for instance, very different than China, I see it as a vibrant market that will become more vibrant 

over time, and there's years worth of upside for us and for competitors. And our job is just to make sure that we're 

out there battling every day to get as much of the volume as we possibly can and maintain our leadership position 

in the marketplace. 
 ......................................................................................................................................................................................................................................................  

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. Q 
Okay, great, I'm going to shift gears over to Visa Europe. Obviously, the integration seems to be running ahead of 

schedule. With the VisaNet migration occurring in 2018, that should enable you to offer more products in the 

region while further reducing cost. Maybe you could just talk about some of the more significant changes that you 

guys have made or will make in the offering that can help spur growth. 
 ......................................................................................................................................................................................................................................................  

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. A 
I've been extraordinarily pleased with Europe so far. I guess we're about 18 – 19 months into owning it. And I 

think relative to integration, relative to culture, relative to leadership, and frankly relative to business performance, 

it really has taken shape. Lots more to do, this was an association 19 months ago. We're trying to turn it into a 

commercial enterprise. As I said earlier, Visa, Inc. is going to be 10 years old this year, and there are still 

elements of the association model that we still have to fix and address to become more commercial. So it's a 

journey I think somewhat because we had the playbook from 2008. This journey is moving a bit faster than it 

would have when the core company went public 9.5 years ago, almost 10 years ago. 

 

Look, there are a number of things we need to do, and there was very little focus on merchant in Europe, so that's 

certainly a very high priority for us. We just moved a very senior woman who has lots of merchant experience, 

actually somebody I've known for decades because she happened to have been at American Express, although 

she came to Visa before I did. And she just recently, maybe three, four months ago relocated to Europe to run our 

merchant business. She's done a phenomenal job. We've given her – I don't want to say a blank check, but we've 

given her a lot of opportunity to go grow and add expertise, and we are. 

 

We're really trying to build the innovation agenda in Europe. We've built what's probably our nicest of our nine 

innovation centers around the world in Paddington, in our London headquarters there. And we're trying to bring all 

of the – we were definitely behind in innovation. Soon after I got this job, I went over. I spent time, a lot of my time 

with clients around the world, but I spent a lot of time with clients in Europe. And everybody said to me you guys 

are behind in terms of digital and behind in terms of innovation. So we've been bringing our tools from Visa Direct 

to Visa Checkout to Visa Developer Platform into Europe, Visa Token Services, and trying to show our Visa 

clients in Europe that we in fact really are a digital company, which is what we have become pretty much around 

the world. 
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You alluded to the migration. We're supposed to – you should probably know there's this horrific storm going on in 

Europe in London right now, where we're supposed to do our second round of the migration this weekend. And as 

of last night, we were able to get everybody who is critical to that process in hotel rooms within walking distance 

of where they need to get to. And all systems are go to do our second round of the migration of clearing and 

settlement this weekend. And then later this month, we'll do a third phase. 

 

Certainly by sometime into April, we'll be done with migrating what was the European proprietary system to 

VisaNet, the global system. And then we'll start tackling in the summer months and into the fall the migration of 

the authorization system from the proprietary system in Europe. And then we'll be able to decommission these 

systems ideally by sometime in early 2019 and realize both the savings from the harmonization and the migration 

of the technology as well as having better technology in place for our clients. 
 ......................................................................................................................................................................................................................................................  

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. Q 
Okay. How much more runway is left from an accretion standpoint relative to the goals you outlined in the high 

single digits? You talked about that by 2020, but it's clear you're ahead of track there. 
 ......................................................................................................................................................................................................................................................  

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. A 
I think what we said was mid-single digits, and we've hence – because of the way things were proceeding, we 

actually took our estimate up to high single digits of accretion. So I'm not here to announce another change in that 

today. 
 ......................................................................................................................................................................................................................................................  

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. Q 
Double-digit? 
 ......................................................................................................................................................................................................................................................  

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. A 
I think there's a good deal of upside. I think we're in the early innings of our work in Europe. We went through the 

whole migration phase. I think we're on track to hit our commitment of $200 million of benefits on the cost side by 

2019. We've got about 85% or 90% of our contracts redone with issuers moving from the rebate-driven process or 

methodology that was followed because these guys were owners of Visa Europe to a more incentive-laden 

approach, which is the way we do it in the rest of the world. 

 

There are 37 markets in Europe. Not all of them geographically are in Europe. We've got a few markets that we 

count as in Europe. That is part of the reason but geographically aren't. And look, we have strong positions, a 

particularly strong position in the UK and pretty darn good positions in France and Spain, but there's lots of upside 

across the rest of them. But there's upside in some of those markets, but there's real upside in places like 

Germany, the Nordics. We're seeing really good performance in Poland. 

 

So we're now in the stage of we're probably about 80% of the way through coming up with a three to four-year 

strategy for Europe in terms of where we want to focus our investments, therefore where we want to put our 

people and what we want to do. And frankly, the business has performed pretty well, quite well actually. And my 

hope is that by bringing in these tools from around the world, having more innovation there, having more digital 

products there, having more of a focus on merchant, I think there's upside in this. 
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There's still quite a bit of cash in Europe, so number one is there's still a huge cash conversion opportunity. 

There's a real credit opportunity in Europe. Europe is still largely a big debit continent, and there's a real 

opportunity in credit. And we're looking carefully at processing in Europe, where I think there's going to be over 

time selective opportunities to increase our processing share as well. So I think all of those things represent 

upside as we look at Europe over the next three or four years. 
 ......................................................................................................................................................................................................................................................  

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. Q 
And maybe we can talk about, in the spirit of the regulatory oversight, PSD2 and the impacts, the opportunities 

and risks associated with PSD2. It seems like you could push payments off to other rails. I was wondering if you 

could bring in Visa Direct and a discussion on that, on a related note. 
 ......................................................................................................................................................................................................................................................  

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. A 
So look, PSD2 was talked about early, It just went into play here in January. I think it's going to take a while to see 

how it's really going to play out, but I think it creates three opportunities for us. 

 

One is the strong customer authentication is right in our power alley to try to help issuers in terms of how to 

authenticate and protect transactions. The second, the account opening, if you will, presents an opportunity or 

puts a mandate on making sure that the customer experience is excellent. And all of our issuers are going to have 

to double-down on making sure they're creating value and delivering a great customer experience. And again, I 

think we have tools and capabilities and experience to help them there. And then thirdly, it's going to create an 

opportunity that's right for innovation as people start to look for how can I create something that's differentiated 

and that's going to allow me to keep my customers. 

 

So I think the early-on applications of PSD2 are largely going to involve going to predict – are largely going to be 

personal balance sheet and income statement types of capabilities where your financial planner says give me all 

of these places you have money. And they'll go to those places and extract the information, and then they can 

present you a real-time income statement and balance sheet across the different assets and liabilities you have 

across different financial institutions. 

 

Yes, there's the possibility of – could this lead to some ability for merchants to connect directly to consumers to 

collect payments? Maybe, I think that's not an easy-do. It's not something consumers are necessarily used to, and 

it's changing, I'll put my old issuer hat on. It is not easy to change behaviors of consumers as it relates to 

payments. It's just not an easy thing. If we went around the room in here and had everybody put their cards on the 

table, most people would have multiple cards. And if we asked why you have multiple cards, we would get almost 

as many reasons why as we have people in the room. I've sat through so many focus groups in my 35 years in 

this business that there are just a lot of reasons, some of them quite rational and some of them quite irrational, 

some of them emotional. 

 

And so I don't think you're going to see this mad mass rush of consumers starting to pay merchants directly from 

accounts. Could it happen? It could, but I think that it requires us, the traditional players, to make sure that we're 

continuing to deliver the most frictionless best experience possible. And that is where I think we can help issuers 

and acquirers as they think about and cope with PSD2 being a reality now. 
 ......................................................................................................................................................................................................................................................  

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. Q 
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And should there be some shift over and away from the card networks? Are you preparing for that with Visa 

Direct, and do you feel like you have all the assets you need with Visa Direct to do that? 
 ......................................................................................................................................................................................................................................................  

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. A 
I think in general, if you think about Visa historically, I think people think of us as a B2C company and a set of rails 

that facilitates those B2C payments. One of the things strategically that's important to me for the company is that 

we actually think about our rails as working in both directions, that we don't just pull money out of bank accounts 

to pay – pull money out of consumer bank accounts to pay merchants, but that we can actually help businesses 

push money to the bank accounts of consumers, that we can facilitate P2P payments. We can facilitate 

government-to-consumer payments. We can facilitate at least the small and medium-sized B2B types of 

payments. And Visa Direct is our rails, is the same Visa rails, just using those rails in a different direction. And we 

are on a pathway to get by sometime in 2019, 2 billion accounts enabled by banks to facilitate Visa Direct 

payments. And those are the 2 billion debit and prepaid cards that we have that run on the Visa network today. 

 

And what we like about Visa Direct is that it's there, it's real, it's global. It has all the AML/KYC capability that you'd 

want today. It's got our security, and it's working. We have hundreds of thousands, millions of transactions a 

month already, and it's very, very, very early days. 
 ......................................................................................................................................................................................................................................................  

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. Q 
So we have about a couple minutes left, and I thought I'd open it up to the audience if there are any questions. If 

you have a question, please raise your hand. There's one right there. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Just in terms of other disruptive for emerging technologies, there was no mention of blockchain, and I'm far from 

an expert on that, but just your thoughts in terms of opportunities and risks and how you're going to evolve with 

them. 
 ......................................................................................................................................................................................................................................................  

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. A 
So the first thing I'd say is we opened up about a year ago a new office in Palo Alto, California that's the 

headquarters of what we call Visa Research. And we've got mostly about 250 PhDs there, and they're the ones 

who are looking at artificial intelligence and machine language and blockchain, and ultimately quantum computing 

and all kinds of other things that we'll see what happens. 

 

I am not into technology. I have an undergraduate degree in computer science, but I'm not into technology for the 

glamour of it. I'm a real pragmatist, so I'm looking for pragmatic use cases where technology helps us move the 

show along. 

 

I do think that blockchain has applicability, particularly in the B2B space, based on its distributed ledger capability, 

and we are looking closely at that. Similarly, we're looking at artificial intelligence as potentially being able to 

deliver the next level of discrimination relative to our fraud and risk models. But we're only going to replace what 

we have when we actually think we have a better mousetrap, not to be able to do it such to say we've got all the 

sexy technology. To me, it's all about results and outcomes. 
 ......................................................................................................................................................................................................................................................  
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Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. Q 
Okay, there's one question there. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Alipay right now is developing the face scanning and face recognition system. What do you view about on the 

future of the face recognition? And do you think once that face scanning and recognition system become mature, 

could that replace the current payments system and potentially the Visa system? 
 ......................................................................................................................................................................................................................................................  

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. A 
Look, I think biometrics, iris scans, facial recognition, fingerprints, whatever it might be, I think will ultimately be 

the bell standard or a prominent standard as it relates to authentication. I think separate and distinct from that is 

what's behind the scenes. Once I've authorized myself to the payments network, whether that's a mobile device or 

through some other form factor, there's still a whole bunch of other things that still have to happen in terms of 

authorizing, clearing, settling an account, such that I don't see biometrics being in and of itself a threat to the 

behind-the-scenes plumbing of how payments work themselves, but I definitely think it's going to play a prominent 

role in authentication. 
 ......................................................................................................................................................................................................................................................  

Sanjay Sakhrani 
Analyst, Keefe, Bruyette & Woods, Inc. 

All right, we're going to have to stop right there. Thank you, Al. I appreciate it. 
 ......................................................................................................................................................................................................................................................  

Alfred F. Kelly 
Chief Executive Officer & Director, Visa, Inc. 

Thanks, Sanjay. 
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