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New Revenue Generation via Innovative Solutions

CLIENT SITUATION

Client’s payments business dominated the market for Visa-branded commercial credit cards used for travel and corporate purchases. Through discussions
with customers, the need to reduce costs and errors with transportation and other business payments was identified. In particular, the market for
transportation payments alone was estimated at more than $400 billion annually. Client began to look at these markets as a way of reaching its annual

growth goals of 20% in both revenues and profit for its payments business.

Client realized that it had substantial payment and transaction processing assets, which it could potentially be redeployed into business-to-business
payments outside of travel and corporate procurement. However, it had no methodology to exploit markets which Visa had not previously developed. In
addition, it had limited knowledge of industry-specific processes and practices with a high level of inherent complexity, in areas such as transportation.
However, Client did have excellent governmental and commercial relationships with customers who were supportive of expanding Client’'s payment

capabilities.

COMPLICATION

As the Client began to understand the market for payments outside of travel and corporate procurement, it initially viewed the opportunity as another
traditional credit card application. While studying various industry processes, the opportunity was confirmed as Client began to understand how inefficient

and outdated the payment and related information processes really were.

However, after understanding the disciplines of logistics and transportation payments, and also gaining a deeper understanding of how the U.S. Department
of Defense, other governmental agencies and Client's commercial customers approached payments, Client came to the conclusion that the opportunity was
to totally re-engineer the payment and business relationships between business partners using electronic commerce.

A new payment process which married payments and related transaction data looked to be a breakthrough approach. However, convincing industry players
that there was a different, and significantly better, way to process business-to-business payments looked to be a challenge. Also, Client had no previous web

experience, nor any eCommerce experience.

QUETICA SUPPORT

Quetica principals were employed by Client to lead this start-up organization in business-to-business payments with a small initial funding. The principals led
the team through the concept, strategy, planning, design, build, introduction, operation, growth (organic and inorganic), and international expansion of the
new payment business, which was named PowerTrack™. Quetica principals provided direct leadership in business strategy, technology strategy, enterprise
architecture, business and technical operations as well as general management of the overall business. The principals were also part of the management
team as Client spun out the business and captured the value of its investments by creating a joint venture with Visa. PowerTrack™ was renamed Syncada©
from Visa. When Quetica principals completed the engagement with Syncada© in 2011, Syncada© had become the largest freight payment provider in the
world with a high profit margin, supporting hundreds of buyers and tens of thousands of sellers in 42 countries and processing more than 270 million invoices

valued over $20 billion annually.
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QUETICA SUPPORT (continued)

Quetica principals ensured that the business plan was developed and executed according to Client’'s goals. The business plan was delivered to the Client’s
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management for approval four months after Quetica principals started the engagement. The actual PowerTrack™ service was built and tested and
processed its first transaction twelve months after the business plan received funding. The U.S. Department of Defense (DoD) was its first customer. After
only one year in operation, PowerTrack™ was awarded a $1 billion per year sole source contract to process all of the Department of Defense’s transportation

payments.

Quetica principals took an approach to eCommerce based on capability points, which looked at discrete eCommerce capabilities individually as separate
P&Ls. With the capability point approach, investments are gated, risks are managed, and operational benefits gained from the early capability introduction
fund later capability point development. The capability point approach ensures that high-value eCommerce capabilities are prioritized. Capabilities are

prioritized based on value to customers, financial value derived, and time-to-market, among other criteria.

Building a new eCommerce service in an organization without any prior expertise was a major challenge. Quetica principals worked closely with the DoD
using a “lead customer” approach, which helped ensure that the requirements were met on Day One and that the technical architecture was scalable and

highly secure. Quetica principals designed a flexible eCommerce business and technology architecture which allowed PowerTrack™

to process business-to-
business payments outside of transportation. This effort was one of the first, if not the very first, commercial instance of what has come to be known as the
“financial supply chain.” The financial supply chain marries improved payment processes with high information content and improved use of working capital

for all trading partners.

QUETICA CAPABILITIES

To support a complex new revenue generation engagement, Quetica can draw on multiple areas of expertise and practical experiences to help ensure that

the client’s growth and profitability goals are achieved, and in a manner which pro-actively manages inherent risks in this type of a business transformation

initiative.

INVOLVEMENT APPROACH AND METHODOLOGY
Business Planning and Opportunity Analysis Scenario Planning

Business Strategy and Business Case Development Quetica Methodology

Requirements Gathering Pragmatic Marketing with Lead Customer
Product/Service Design and Validation Pragmatic Marketing with Lead Customer
Product/Service Road-map Development Quetica lterative Approach
Product/Service Technical Architecture Quetica Expert Resources
Product/Service Build and Test Quetica Expert Resources

Launch, Introduction, and Deployment Quetica Expert Resources

Ongoing Service Operation Quetica Managed Services, Lean Six Sigma
Product/Service International Expansion Quetica Expert Resources and Partners
Program Management Quetica Expert Resources

Mergers and Acquisitions Quetica Expert Resources

Divestitures Quetica Expert Resources
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