
Commercial Card Acceptance: 
Toward Transforming Accounts Payable 
into a Strategic Asset 
The role of accounts payable is quickly becoming more strategic, as awareness 
of previously unnoticed or unconsidered benefits is increasing. Considering 
accounts payable to be a business asset—an opportunity to reduce costs, 
increase working capital, and obtain discounts by paying electronically—is 
a paradigm shift being realized by organizations in growing numbers, since 
emphasis has historically been weighted instead toward receivables.

A commercial card program, or purchasing card/P-card program, is a primary 
payment method that can help transform accounts payable into a strategic 
business asset. For example, purchasing cards not only enable businesses 
to leverage automation tools for expense management and A/P but can also 
provide the benefit of extended float. With the most prevalent organizational 
goal being the improvement of working capital, buyers can extend Days Payable 
Outstanding (DPO) depending on the date of payment and billing cycle, with 
improved working capital access as a result. 

Insights into acceptance
Traditional purchase orders and paper invoicing are being replaced as 
companies of all sizes increasingly seek the advantages of electronic payments 
and A/P automation with straight-through processing. However, some sellers 
remain reluctant to accept P-cards and corporate virtual card payments, which 
can prove an impediment in the B2B exchange. It goes without saying that 
card acceptance in the consumer space is almost universal. Unfortunately, this 
level of acceptance is not always the case for companies wanting to pay their 
suppliers for goods and services using a card.

For insights into card acceptance, consider the purchasing card acceptance 
survey conducted in 2013 by First Annapolis Consulting and the NAPCP.* The 
survey sought to explore market evolution to refresh perspectives on suppliers’ 
acceptance of card payments from the end-user organization buyer’s point 
of view. Two primary findings emerged: first, B2B buyers are experiencing an 
acceptance rate of approximately two-thirds from their suppliers; second, while 
the survey found that P-card acceptance varies by category of spend, supplier 
resistance to accept payment by P-cards tends to increase with the transaction 
amount—the survey cited this threshold as $10,000 to $15,000. Still, the 
average rate of acceptance by category in the U.S. has increased almost 
universally since previous survey findings in 2009.
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did you 
know? 
> Regions is the 10th largest 

commercial card provider in 
the United States

> Regions has offered a 
commercial card program for 
18 years

> Regions offers the Visa® 
commercial card platform 
due to Visa’s acceptance, 
support and overall 
leadership in the industry

> Regions has partnered 
with thousands of clients 
to assist with domestic 
and international expense 
management needs

> Regions was among the first 
financial institutions in the 
U.S. market to introduce 
EMV/chip enhanced card 
technology
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Key factors for bridging the gap
So what factors contribute to a vendor’s hesitance to embrace commercial 
card payments? The survey revealed that most sellers—67 percent—who 
were reluctant to accept card payments identified fees as being too high to 
warrant acceptance. One-fourth of respondents felt the infrastructure for card 
acceptance was too difficult to put into place, followed by an acknowledged 
lack of understanding of the benefits provided by corporate P-cards. The real 
impediments to acceptance can be simply stated as a lack of education about 
(1) transaction fees and interchange rates; (2) card support and infrastructure 
setup; and (3) the tangible benefits of card acceptance. The pendulum swings 
to the buyer to bridge this education gap with their suppliers, but corporate 
treasurers are not alone and can rely upon their financial institutions for 
assistance.

The benefits of acceptance
Vendors have a true need to understand how P-cards work, the available 
technology, and how these aspects integrate with existing infrastructures 
and business processes to justify P-card acceptance. There are also lingering 
misconceptions to be dispelled about fees and interchange rates. Many vendors 
remain simply unaware that issuers such as Visa® and MasterCard® both 
facilitate a reduced cost to the seller for P-card transactions. 

Also, technology qualifies vendors for lower interchange expense when B2B 
transactions are processed at the optimum interchange levels. These levels, 
or “data rates,” are offered by Visa and MasterCard to provide reduced 
interchange fees for card acceptance, which can sometimes be 90 basis 
points or more below standard interchange rates. Not taking advantage of 
P-card acceptance or available reduced rates can translate to missed business 
opportunities for cost savings, streamlined cash flow, and even the loss of 
business due to the reluctance to work with B2B procurement programs. Again, 
this all arises from the lack of education about P-card programs and their 
benefits, which are not mutually exclusive for the buyer and seller. 

Ensuring our clients are 
armed with insights 

and best practices on how to 
achieve supplier acceptance 
is a key goal of the Regions 
Commercial Card team.

Chris Zimmer 
Senior Vice President 
Regions Commercial Card Services

average 
cost per 
transaction
across all industries
Paper checks $7.15

ACH $4.72

Wire transfer $9.86

Commercial Card $3.96

Aberdeen Group Study, 2012
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Best practices for promoting P-card acceptance
Based upon the survey’s findings, several best practices can be employed to 
help promote P-card acceptance:

1  Before you do business, ask your suppliers if they accept corporate 
commercial cards. Whether a term of your contract or requested via RFP, 

verifying card acceptance when you have the most leverage as a buyer—at the 
time of solidifying the business relationship—is key.

2 Ensure card acceptance when selecting your suppliers for specific goods 
and services. 

3 Request assistance from your commercial card provider to educate your 
vendors. Treasury professionals should request assistance from their card 

providers to help secure acceptance from their suppliers. Card issuers like 
Regions integrate vendor enrollment campaigns as part of each commercial 
card program’s implementation. Take advantage of this assistance. Regions’ 
commercial card experts can also help clients discover which innovative card 
solution best aligns with their cash management strategies, processes and 
business goals.

The right commercial card solution will fulfill organizational buyer and 
supplier needs, helping to better manage both cash flow and the conversion 
cycle. The bottom line is that B2B commercial card acceptance will 
continue to improve as corporate buyers look for ways to realize savings, 
process improvements and A/P automation. Businesses, corporations and 
organizations regardless of size will come to expect card acceptance by the 
suppliers with whom they choose to conduct business. Likewise, suppliers 
previously reluctant to embrace P-cards will increasingly recognize the direct 
benefits of accommodating card payments in the evolving card and electronic 
payment space. 

*Information cited from 2013 First Annapolis Consulting, Inc. and NAPCP Survey

FACT: 
An additional benefit for 
both buyers and suppliers is 
that, due to inherent security 
features, commercial card 
payments have the least 
incidence of fraud compared 
to all other B2B or corporate 
payment types. For example, 
buyers can initiate payment 
using a virtual or “ghost” card, 
where a one-time card number 
is provided for payment, 
reducing the opportunity for 
compromise. 
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