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We look at how Request-to-Pay (R2P) could change the way we make and  
receive payments, from invoicing to e-commerce and physical point of sale

The payment processing sector is 
undergoing a rapid transformation. In 
an area that barely changed for many 
years, the emergence of new, digital 

players – so-called fintechs – is opening up 
huge opportunities for any organisation that 
takes or makes large volumes of payments.

One of the most transformative technologies 
in this space is Request-to-Pay (R2P) – at its 
most basic level, a secure messaging service 
that makes payments easier for businesses 
and consumers, and cuts the associated 
management costs. More broadly, R2P has  
the potential to radically change the way we 
make and receive payments and will impact 
invoicing, e-commerce, and even the physical 
point of sale.

Interest in its potential is growing and there are 
a number of industry schemes, such as from 
PayUK and the European Payments Council 

(EPC), as well as companies that are work-
ing with banks across Europe on R2P-related 
projects, including payments platform modern-
isation, developing application programming 
interface (API) architectures and integrating 
third-party services.

R2P undoubtedly has many attractive busi-
ness use cases where friction can be taken 
out of the user experience, and innovative new 
services can be built to make R2P indispen-
sable for the digital world. But its impact will 
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also be shaped by the levels of co-operation 
between banks and fintechs.

Multiple moves are underway in the regulatory 
environment. The EPC is developing a Euro-
pean scheme for R2P, known as the SEPA 
Request-to-Pay (SRTP) Scheme, to stand-
ardise the use of R2P in the Single Euro-
pean Payments Area (SEPA). There is also 
a solution being offered by EBA Clearing for 
pan-European R2P transactions. 

“How R2P evolves will depend on the use cases 
and the size of opportunities where R2P can 
play a role,” says Kieran Hines, a senior analyst 
in the banking practice at financial services 
advisory firm Celent. 

How R2P works 

Some clear trends in the use of R2P are 
emerging, such as eliminating time and admin-
istrative delays associated with invoicing. Here, 
the seller can request payment for a bill, which 
increases their control over the process – but 
also allows flexibility for the buyer, who can 
choose to pay in instalments or request a delay, 
allowing them to manage their budget better. 

In e-commerce, a consumer can identify 
themselves at the checkout, for example 
via their phone, and the R2P provider can 
ask if they want to make or reject payment. 
It is beneficial to the merchant as they have 
certainty of payment, with the risk shifting to the 
payee and preventing chargeback fraud, not to 
mention the operational savings from greater 
ease of reconciliation. 

One of the biggest opportunities for R2P 
comes as an alternative to the well-established 
practice of direct debits – a payment solution 
that pre-dates the digital age. In Denmark, for 
example, it takes up to six weeks to sign up for 
a direct debit, whereas R2P means a debit can 
be settled in an instant. Direct debits can also 
have a habit of catching consumers unaware 
and sending them into debt – a pitfall R2P 
helps to avoid.

“Direct debits are not ideal for all consumers. 
They can be unexpectedly higher, or the date 
can change which can send people into debt,” 
says Hines. 

“The idea of R2P is that it provides a more flex-
ible mechanism for customers. With R2P, the 
customer is given more control and it opens up 
a dialogue with the company, for example over 
splitting payments. It provides a control mecha-
nism to the customer of how and when.” 

The workflow advantages of R2P also make it 
extremely attractive as a form of invoicing.

“Applied to billing, R2P offers a lot of advan-
tages in terms of a smoother and more trans-
parent workflow,” Hines adds. “For example, for 
tradespeople it is often much better than a bank 
transfer. If you are cleaning windows at house 
number 11 or number 13, it is easier to send 
R2P to the correct customer and reconcile the 
billing and payment process. The R2P workflow 
increases efficiency and reduces errors.”

Adopting R2P

The likelihood is that the big banks will 
drive R2P and when those banks make 
services available, consumers will adopt 
them. R2P also follows the trend for cashless 
payments to become more digitised in the 
wake of the pandemic. 

However, there are no guarantees about 
outcomes and winners. The history of R2P in 
Denmark provides an interesting case study. 

“How R2P evolves will depend 
on the use cases and the size of 
opportunities where it can play a role” 
 
Kieran Hines, Celent
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Efforts to set up a nationally supported initiative 
were foiled when Danske Bank broke out of the 
collaboration to build a standardised interface 
and launched its own bespoke product. 

The outcome was that the proposed hub-and-
spoke model – where every bank had the same 
authentication point, linked to a user’s phone 
number so that people could send requests for 
payment to each other – was superseded by 
Danske Bank’s solution. This relied on an app 
paired with a card, which meant that payment 
for card transactions was necessary, compared 
to the peer-to-peer model with requests to 
pay sent via mobile phones, making them 
free and easy. 

The SWIFT-based technology, while arguably 
superior, was not taken up and other Danish 
banks had to standardise to Danske Bank 
because it was the first to claim market share. 
With this example of an arms race demonstrat-
ing that the best technology does not neces-
sarily win, there are inevitably questions around 
how R2P develops further. 

Standardising R2P services 

Currently, the most popular option is a one-
to-many platform for merchants and banks, 
through which banks access a suite of 

standardised, secure R2P services. The alterna-
tive is where payments are handled via a single 
integration between a third-party provider and 
the bank’s API architecture, where the customer 
provides login details for every transaction. 

Although fewer than one in five European 
banks offer R2P solutions, the number is 
expected to grow, as R2P solutions can cut 
costs significantly. 

Research by Worldpay suggests that 20% of 
e-commerce transactions in Europe will be 
made by account-to-account payment options 
by 2023 – a higher share of payments than debit 
and credit cards. In the UK alone, R2P services 
are predicted to save over £1.3bn a year. 

How R2P develops will differ from region to 
region. UK fintechs and banks have R2P offer-
ings, and the big opportunities are predicted 

Although fewer than one in five 
European banks offer R2P solutions, 
the number is expected to grow, as 
R2P can cut costs significantly
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to be in the e-commerce sphere. But in other 
countries use cases vary. Denmark has a high 
take-up of R2P by individuals who use it to 
request money from friends or relatives to pay 
for a restaurant bill, for example. 

This social aspect of R2P also complements the 
digital age where most people carry a mobile 
device and want simple and fast payment solu-
tions that meet their cash-free lifestyles. 

“If you organise a dinner and there is a ques-
tion over who picks up the tab and how to 
reimburse them later, if the payment is done 
with R2P the process is much easier and less 
fraught,” says Hines. 

Some countries are really embracing R2P, says 
Ron van Wezel, strategic advisor in retail bank-
ing and payments at financial services research 
and advisory firm Aite-Novarica Group. 

“R2P is very popular in several European coun-
tries,” he says, pointing to Tikkie in the Nether-
lands, which processed €3.4bn of payments in 
2020 – a 20% annual growth. 

“Tikkie was introduced as a peer-to-peer app, 
with consumers using WhatsApp and other 
channels to send a request to pay to friends to 
share a bill. Tikkie is now used by thousands of 
businesses as well to collect money from their 
clients,” says van Wezel.

In Denmark cash transactions have all but 
disappeared and many would argue that direct 
debits are on the way out, but there is resist-
ance to change. 

The future for R2P

It is likely that a range of options will remain for 
the foreseeable future, and it is not a case of 
R2P making other methods extinct, at least until 
R2P and open banking allow mandates and 
recurring payments for direct debits.

“A lot of billing is automated already. R2P has a 
role to play in making it a more efficient option 

for addressing customers. It improves the user 
experience, and for the supplier it increases 
the payment rate of success by opening a 
direct dialogue with the customer. However, it 
is unlikely to completely take over older billing 
methods,” says Hines. 

“Direct debits, for example, are very cheap to 
process and well-known, and it is difficult to see 
R2P entirely replacing direct debits – many cus-
tomers will need an incentive to move because 
direct debit is hands-off and convenient. For a 
shift over time to R2P in the payments industry, 
R2P must evolve in a way that aligns well for the 
context of the payment. It is likely it will evolve 
into another payment tool and be effective for 
certain transactions, sitting in among the rest.” 

However, Van Wezel says R2P could be the 
“missing link” for businesses to collect bills. 

“It is less intrusive than direct debit, as the con-
sumer keeps control over the time of payment. 
But it has the same advantage for the biller to 
receive full remittance details with the payments 
to match/reconcile against receivables. A sec-
ond advantage is that R2P will trigger a credit 
transfer to settle the payment, so there will be 
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no chargeback or return rights for the consumer 
as with direct debit,” he says. 

Further innovation 

R2P becomes even more compelling when 
free layers of services are built on top. For 
example, the option to include insurance or add 
a service. It will be up to the payment providers 
to innovate and offer compelling overlay 
services to consumers. 

For example, further developments will allow 
people to build in benefits and attractions such 
as bonuses or discounts through continued 
use. R2P is also cheaper than using payment 
cards and is convenient and secure as it is built 
on two-factor authentication via individuals’ 
mobile devices. 

On the other hand, banks are developing 
schemes that might lock in clients and work 
against each other in a competitive environ-
ment. Inevitably, rival players are trying to gain 
as much traction as possible. And differences 
in schemes across borders are likely to inhibit 
take-up. Interoperability is a cornerstone of 
success at every level. 

A standard payments interface where no 
changes are made without agreement, offer-
ing interoperability between R2P hubs, would 
create the most harmonisation. There could be 
huge efficiency gains with a standard scheme 
rolled out across geographies. 

Ultimately, R2P does not rely on building an 
underlying clearing system – it is just about 
communication and having a standard user 
interface between different groups. Most R2P 
schemes, however, are built as a national model 
designed to be connected to regional interfaces 
such as the P27 pan-Nordic payment infrastruc-
ture in Northern Europe. 

“Most R2P initiatives will take shape domesti-
cally. There are not many cross-border billing 

R2P becomes even more compelling 
when free layers of services are built 
on top. For example, the option to 
include insurance or add a service
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relationships that people have in place,” says 
Hines. “For example, a second homeowner in 
Spain who is a UK citizen is more likely to pay 
Spanish household bills from an account they 
set up in Spain. However, the European initiative 
for a common set of rules across the Eurozone 
will help R2P develop.” 

R2P security 

Security is inevitably another important consid-
eration, and goes hand-in-hand with innovation. 
Payment processors have to comply with the 
Strong Customer Authentication (SCA) regula-
tions imposed as part of the Second Payment 
Services Directive (PSD2). 

“Security is especially important. The 
payments industry invests a lot in identifying 
potential fraud,” says Hines. 

“R2P typically comes from a company that 
a consumer already has a relationship with. 
R2P will develop over mobile devices as 
messages are received digitally and efforts 
will be made to combat fraud for it to be 
successful,” he says 

Van Wezel highlights the risk of getting security 
wrong in an environment where digital fraud is 
becoming endemic. 

“One issue with R2P is the growing consumer 
mistrust with payment links due to social engi-
neering fraud. The solution could be to only 
send R2P links via the trusted bank channel, in 
particular for business payments,” he says. 

Nonetheless, all the key elements are coming 
together to make payments more compelling 
for businesses and consumers alike in the 
digital era. 

“R2P is an evolution in making payments. It 
is hard to make billing into a nice consumer 
experience, so R2P taps into a broader 
experience with customers and an important 
part of the customer relationship. Billing is 
friction-free and as digital as possible. It is 

potentially a more rewarding and pleasurable 
experience with the ability to wrap around 
services and rewards,” says Hines. 

It is perhaps too early to predict the full impact 
R2P will make on the payments space, but it 
is possible to say with confidence that R2P is 
set to grow because of the benefits in terms of 
convenience, transparency, flexibility, control 
and reducing the risk of non-reconciliation – as 
well as reducing costs. 

FIND OUT MORE
To learn more about Request to Pay and how banks can 
prepare for it, read Banking Circle’s whitepaper: Are you 
Request to Pay ready? Why banks should prepare now.
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“R2P is an evolution in making 
payments. It is hard to make billing 
into a nice consumer experience, so 
R2P taps into a broader experience 
with customers and an important 
part of the customer relationship” 
 
Kieran Hines, Celent
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