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In December we shared with you the proposed 
interchange rate increases that had been 
delayed until April of this year because of the 
Pandemic. Today we are sharing with you the 
reality of the interchange rate increases that 
went into effect April 16th of this year, and the 
significant impacts on your A/R costs. 

Almost all the companies we engage with tell 
us that they process in a manner to achieve 
Level III interchange rates. In the Business Card 
category, many of the cards that could qualify 
for Level III were eliminated in 2019. The 
elimination of Level III card qualifications, tier 
restructuring, and Business Card rate increases 
on Card-Not-Present transactions have 
significantly impacted your ability to reduce 
interchange fees. All of this comes just as the 
economy has come roaring back to life, along 
with other real world price increases across the 
board from labor to sorely needed inventory. 

Rate tiers for some card types are governed by how much your customer spends annually 
on their business credit card. The more your customer spends annually on their business 
credit card, the more it will cost your company to accept their card as a form of payment. 
Let us think about the difference in two customers you serve. Consider one of your smaller 
B2B customers and one of your large corporate accounts. In this scenario, they both bank 
with the same company and have both been issued the exact same type of Business Card. 
If your smaller customer spends less than $20k annually on their Business Card and are 
never physically there to pay you in person, you get a rate of 2.65% on that transaction. If 
your large corporate account spends more than $250k annually on that exact same 
Business Card you will pay 3.00%. 

We know that now 
more than ever, 

businesses are focused 
on protecting and 

expanding margins. 
Understanding the 

costs associated with 
accepting credit cards 
has never been more 
important than it is 
today. Interchange 
rate increases that 

were postponed last 
year are now a reality.
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That is 13.2% more to process that transaction simply because that customer spends more 
on their business credit card. Your customers’ card spend volume/activity is beyond your 
control. 

The second issue impacting your B2B A/R processing costs, shown in the charts below, is 
the significant rate increase on Business Card-Not-Present transactions that went into 
effect in April 2021.  
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Tier I transactions made a 40-basis point leap from 2.25% to 2.65%. Tier II rose from 2.45% to 
2.80%. Tier III rose from 2.60% to 2.85%. Tier IV 2.70% to 2.95% and Tier V 2.70% to 3.00%.
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Last year Bloomberg stated “Visa Inc. is planning the biggest changes in a decade to the 
rates U.S. merchants pay to accept cards,” and we have now seen these rate increases 
implemented. Below are the year-over-year rate increases by Spend Tier and ultimately the 
impact to your bottom line.
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We know that now more than ever, businesses are focused on protecting and expanding 
margins. Understanding the costs associated with accepting credit cards has never been 
more important than it is today. Interchange rate increases that were postponed last year are 
now a reality. Review your statements carefully for these increases and changes. If you need 
help understanding the impacts to your business, please contact us. 

We look forward to keeping you up to date on future B2B A/R developments. Please feel free 
to reach out with any questions and stay safe and healthy.  
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About Unified Payments Group
Unified simplifies A/R and payment acceptance with best-in-class, modular solutions and 
ongoing consultation from B2B A/R experts to help you get paid faster at reduced cost while 
improving your customers' experience. Unified’s executive team brings more than 100 years of 
combined management success from the payment and treasury management industries and 
has partnered with many of the nation’s largest Trade and Professional Associations, Financial 
Institutions, Tecechnology Firms and Franchises.

Unified Payments Group is the exclusive accounts receivable and payment 
acceptance partner of the National Association of Wholesaler-Distributors.
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