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The last three years have held many lessons for the startups we
have covered
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Money talks
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ALL THAT MONEY 2

Revenues in FY'09-"10: ¥27 crore
Revenues in FY'11-"12: Z340 crore
Number of ATMs deployed or managed
for banks as of March 2012: 11,000
Number of employees: 900

The crucial change: Tweak in the
business model from outsourcing
to transaction-based mechanism

to fixed fee of
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Prizm Payvment




in over 100 locations. In its current
model, Prizm Payments undertakes
risk for banks, holding all the power
to shut inactive ATMs and move them
to new locations. The founders tar-
geted banks with a good brand recall
value or large customer base to sell
the new model. ICICI Bank and HDFC
Bank soon became clients and today
it has six customers, both private
and multinationals.

“Most banks now prefer a transac-
tion based model; it was a transfor-
mational move,” Antony mentions.
For those with lesser brand presence
or lower card penetration, it offers a
hybrid model—a combination of fixed
fee and transaction model. At present,
the startup is in the process of complet-
ing a deal with 25 public sector banks.

“It's a no-brainer. Only three per-
cent of payments in India happen elec-
tronically. In a country moving toward
electronic payments it's a good idea to
have a portion of revenues linked to
transactions. Nor do we want to be a
software or hardware company getting
fixed fee,” says Antony.

Prizm Payments offers clients a
hybrid model for its PoS business and
hasn't migrated to a completely trans-
action fee model here as yet. [t charges
for maintenance, back end functional-
ity and transaction, the latter's pricing
varying from ¥300-300, per transac-
tion. So far it's rolled in six clients for
the PoS business, with State Bank of
India and Corporation Bank as main
customers apart from some small pri-
vate banks.

“They are a year ahead of revenue
and bottomline projections, and have
succeeded in establishing themselves
from a no name startup to a company
many banks are choosing as a part-
ner,” says Mohit Bhatnagar, Managing
Director at Sequoia Capital India.

Emerging payments, its newest
vertical, is piloting its first offering,
mSwipe. This is a card reader which
can be fitted on any mobile making it
a PoS device, useful also for low value
and cash transactions. Prizm is sell-
ing this through banks, which in turn
sell to merchants. “We are seeing a

convergence of payments in the mobile
space, and we want to use it as a pay-
ment device, for processing transac-
tions, especially in the home delivery
segment,” says Antony. Axis Bank is
its first customer here, and it is in pilot
with a few merchants. “We will roll out
a certain number of devices and see
acceptance before we aggressively roll
out more," he adds.

The firm's challenges have largely
been centered around people and
infrastructure. Constant innovation
has been one of its conscious decisions.
In addition, it's ramped up senior man-
agement and raised more funding in
the last 15-18 months, from Axis Bank,
Sequola (¥55-56 crore), Silicon Valley
Bank and some small investors. "This
makes the consolidated amount from
all sources 85 crore over the last four
years,” says Antony. With 300 million
debit cards and 18 million credit cards
currently in use in a country with a
population of over a billion, Prizm's
growth story has just begun.




