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Juniper Research Lead Analyst Nick Maynard conducted the
below interview with Jukka Yliuntinen, Head of Digital
Solutions at G+D in June 2021.

Much has been made of the rise of contactless payments
during the pandemic. What do you see as the impact
being, and what does this mean for key stakeholders in
the market?

Jukka: First of all, I would say it has had a really large impact,
for contactless payments there are a few aspects to this. It has
been much appreciated by the merchants and the consumers, as
this is one way to do touchless, very hygienic payments, but if
you take a closer look, there are a couple of categories of users
here. Digital natives, for them I think this has been the way to
do payments already, they are very easy-going, and understand
and embrace this. You also have the older generation, who, at
least not in all countries and regions, are not as familiar with
contactless payments. There is a migration which has really
happened.

Take the example of my mother, she did not really use
contactless payments, although she has had a dual interface
card for a long period. Now, during the last 12 months or so, she
has really used this and been happy with it.

This is not just about the physical cards, but also the digital part,
where it's very much about the customer experience, how do
you select the card, what kind of wallet do you have, is it a Pay
or something from your bank, and then how this whole way of
payment is being done. There are a lot of angles on this — if you
think about contactless cards only, there is a value proposition
for consumers, it's convenient, it also provides quick throughput
for merchants, more customers, more money, more sales.

For the issuing bank, it's their card, their brand in the hands of
the customer. With mobile contactless, it changes from the
issuer point of view, the brand of the bank is not necessarily
more dominant, it may be the brand of the device maker,
Samsung as an example. That will change the whole proposition
and how consumers feel about how they pay, what is the
payment means, etc. It has a strategic impact from the vendor
and issuer side, how consumers feel and what payments are made.

Nick: Contactless payments have really started growing in
markets that were previously quite resistant, such as the US and
Germany, this situation has really kickstarted growth in these
holdout markets, the strategic imperative around contactless
payments is strong and they are now central to the in-store
experience.

Jukka: Agreed, the US has been card heavy for some time, but
not necessarily contactless, and now contactless is making a
breakthrough. For Germany, it was not so much card based as
domestic schemes such as girocard or cash, but with the impact
of the pandemic we have seen a leapfrogging from the cash
payment to contactless payment, it is really accelerating the
migration.



What makes G+D’s contactless payments solution
different to others?

Jukka: We are a technology company providing solutions and
enablers for our customers in the B2B environment, and the
core in this is the G+D security. We don’t want users to worry
about the security — they shouldn’t even have to think about
it. They can confidentially use their payment solutions,
knowing there is a state-of-the-art security technology, all
happening in the background. Our biggest value proposition
is how to bring security and ease of use together, and this is
probably the biggest dilemma when it comes to implementing
secure payments. You can build a world that is 100% secure,
but difficult to use. The key is to know how to enable a
beautiful customer experience and still offer safe and secure
payments, which are the foundation for creating confidence
and trust when it comes to pay.

To start with, for instance, contactless payments, there was a
lot of hesitation for users around security: ‘Is this secure? Can
anyone eavesdrop and steal my payment data while I'm doing
this?’ To convey a truly secure payment experience, you need
to remove borders and concerns any customer may have.

At the end of the day, it is about assuring that the payment
credentials are safe, and be transparent around how to enable
payments and how to manage sensitive data and credentials
throughout its lifecycle — whether it is a chip card or digital
wallet, and regardless of form factor. All this is the combination
G+D brings with, thanks to our long history in payments.

What do you make of contactless mobile payments’
largest competitor, QR code payments?

Jukka: The market is big enough for both contactless mobile
payments and QR to grow, since they are not necessarily
competing but can complement each other in smartphones
using QR or NFC. But in many regions, QR code is a more
inclusive way to pay. It really depends on the infrastructure
and the evolutionary phase of a region or country’s way to
pay, QR or NFC.

Of course, we all know QR code payment has had a great
adoption in China. If you visit as a foreigner and try to use
anything else to pay with than QR, you will be considered an
alien!

And China, who historically has been a ‘card market,” jumped
directly from cash to QR code based - an easy leap, since there
was no need for a specific payment terminals, nor a
smartphone, but an ordinary phone with a screen and a
camera, and consumers were enabled by the app providers to
pay contactless in a nice and intuitive way.
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However, if you look in other regions, like the US or Europe,
they have a vast contactless terminal market, where merchants
have invested a lot in hardware and such. So, it is easy to pay
with a physical contactless card or digital wallet.

Therefore, | believe it will be difficult to grow larger demand
and adoption for users of QR code payments where there
already is an infrastructure for touchless payment, and a
market that has adopted the same. It is very convenient to use
— just tap and pay — and the payment experience is one step
less than with having to scan the QR code.

But apart from convenience, again, it is important to ensure
that the whole system is secure, not just convenient. So far, we
don’t see that there will be major differences here between
contactless and QR. It is about the end-to-end infrastructure to
secure the transaction, not just the QR code.

What do you see the future of contactless payments as?
Jukka: | believe that there is a market for all different types of
payment options, and the act of payment being a conscious
decision by the consumer, with the user deciding with what
form factor to use for same payment — be a wearable built
into the clothing or a mobile wallet, tap and pay with a card.
Leaving the control to the customer, how and when to pay.
This the direction we are going towards, to give the control to
the customer. But how far and how fast it all happens depends
on merchants capabilities, renewal cycles of POS terminals,
and development of new capacities for mobile phones.

For sure, contactless payment will be growing, and in the
future we might not even have an act of payment anymore:
The actual payment is connected with how you identify
yourself and based on that you can make a payment that is
not linked to a card. Same scenario as when you do a real-time
payment and P2P payments. Here we see a lot of pilots and
initiatives happening as we speak.

Want to know why we won
not only one but two Juniper

Awards? Check out our award-
winning solutions for QR-code
Payments:
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