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Merchants want easier
checkouts from their
payment service
providers

Article

By the numbers: Less than half (44%) of US merchants believe their payment service
provider (PSP) makes the user experience during checkout easy and convenient, per a
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PYMNTS Intelligence and Mastercard study.
15% of merchants said this was the most important feature a PSP can provide.

Why this matters: Ensuring customers have a seamless checkout experience is crucial. A
difficult or time-consuming checkout process leads to customers abandoning their carts.

" 50% of consumers weigh the ease of a merchant’s checkout process when deciding where
to shop, per PYMNTS Intelligence.

* Pain points include having to manually enter their card details, not remembering their login, or
not having their preferred payment method available.

Given that it can make or break customer conversion, this level of merchant distrust that their
providers can help them achieve a seamless experience could hurt providers’ retention.

What providers can do: To better help merchants improve the ease of their checkout
experience, providers should invest in the features merchants think they’re still missing.

More than half (55%) of US merchants said they have requested new technologies from the
PSPs, per the study.

" The most requested feature was one-click solutions, which 45% of US merchants asked their
PSPs for.

" More than one-quarter of merchants requested adding secure card on file capabilities.

" And 25% requested biometric authentication.

Our take: If payment providers can add these features—and make them easy to integrate—it
should help boost merchant satisfaction and help them grow their networks.

Offering the most in-demand features will be especially crucial moving forward as point-of-
sale (POS) competition heats up. As the lines blur between different types of payment

providers, more providers are offering POS software, growing the crowd of competitors.

This article is part of EMARKETER's client-only subscription Briefings—daily newsletters
authored by industry analysts who are experts in marketing, advertising, media, and tech
trends. To help you finish 2024 strong, and start 2025 off on the right foot, articles like this
one—delivering the latest news and insights—are completely free through January 31, 2025.
If you want to learn how to get insights like these delivered to your inbox every day, and get
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https://content-na1.emarketer.com/powering-point-of-sale
https://content-na1.emarketer.com/stripe-partners-urbn-grow-payments-volume-checkout?

access to our data-driven forecasts, reports, and industry benchmarks, schedule a demo with

our sales team.
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