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Friends with benefits   
Making partnerships   
work for you

By our resident matchmaker, Quentin
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Hey there!
Welcome to my guide to making lasting,  

profitable and, dare I say it, beautiful partnerships.  
It’s a topic that’s even closer to our hearts than  

PCI compliance and single point tokenisation for 
omni-channel payment processing (and that’s saying 

something because, boy, are we into that stuff). 
 

In it I’ll be letting you know a little bit about  
EVO Payments – what we do, how we do it and all  

the standard ‘strangers at a dinner party’ sort of things. 
I’ll also be sharing our thoughts on how, by working 

together, developers and their strategic partners  
can make the world a better place. 
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What we’re all about 
The two-word answer would be ‘payment 
processing’. But we’ve learnt that isn’t 
a phrase that gives many people goose 
bumps (outside our organisation at least). 
Which is fair enough… but the way we 
approach it is pretty exciting. 

See, when we work to help a developer 
create an ePOS or shopping cart solution  
we aren’t the types to plug in, run and  
never call back. We know you’ve taken time 
to develop something awesome, so we 
pride ourselves on taking the time to get  
to know your business, your customers  
and what the best possible payment service 
looks like for them. We’re the only global 
player with a physical presence in the UK, 
which means we can make things a little 
more personal.  
 

Why we’re different 
Most payment solutions aren’t designed  
for the level of integration that both 
businesses and consumers are increasingly 
getting used to. They plug in. They do their 
thing. And that’s that. 

But we don’t think that’s enough. Not now 
that smartphones, tablets and apps are 
giving developers – and the customers 
they supply – new opportunities to delight 
customers. Whether we’re shopping online 
or in store, payment is no longer a separate 
formality at the end of the process – it’s an 
integral part of the experience. Likewise,  
if payment processing simply gets lumped 
in with ePOS or shopping cart software as 
an afterthought, you’re missing a big chance 
to add value to your offering. 

A little bit about us

countries
IN OVER FIFTYUK BASED
Business activitiesGlobal business

When you work with EVO Payments,  
you aren’t just a client. You’re a partner. 
A friend. Dare we say it, a friend with 
benefits. And whether we’re bringing  
extra value to your solution, or taking  
your offering to new markets, you’ll see 
that we’re always working to ensure  
those benefits are felt.

Anyway, that’s enough about us (for now 
at least). Let’s get down to what we really 
want to talk about…
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There’s a lot to be said for striking out on your own, but none  
of us are the complete package. There are some things we just can’t  

do alone – a nice back scratch being a prime example. 

The power 
of partnerships

Similarly, we like to help businesses  
reach the places they couldn’t on their  
own, whether it’s an end-product bristling 
with extra benefits or access to an entirely 
new market. And it’s not just us. While we 
may be the first in the payment processing 
landscape to recognise the power of 
partnerships, it’s an increasingly prevalent 
force in today’s digital business world. 
Because when customer expectations are 
so high, you can’t afford to rely solely on 
your own expertise. 

Indeed, 56% of executives describe strategic 
partnerships as being extremely important, 
putting 20% of their assets into developing 
them – giving acquiring new customers, 
generating revenue, extending reach and 
expanding their product line as their  
top reasons.

For developers, strategic partnerships  
can allow you to focus on what you do  
best – leaving the rest to people who  
have the know-how and experience to  
pull them off with aplomb. And that  
can apply to almost anything that falls 
outside your area of expertise. I mean 
we’re here touting our passion for payment 
processing. That should be proof enough 
that whatever less-than-exciting tasks  
you have to handle to make your business 
work, there’s someone out there who  
can help. It’s just a case of choosing  
your friends carefully.

of executives describe 
strategic partnerships as 
being extremely important

invest their assets  
into developing them56 % 20 %
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Finding a partner that can extend the 
functionality of your solution is great –  
just so long as they aren’t adding  
complexity at the same time. Customers 
have a lot on their minds, so the less you 
give them to think about, the more highly 
they’ll think of you. 

In our case, that means making sure  
your offering is easier for customers and 
their staff to work with. With EVO Payments 
integrated into your software, customers 
know that: 

You’re a developer, also known as an ISV.  
And that ‘I’ is very important. It’s what 
makes you different. It’s what makes you 
innovative. It’s what makes you, you. In 
short, it’s your biggest asset. If you make 
the wrong choice of partner you could 
compromise that – especially if it means  
you no longer wholly own the relationship 
you have with your customers. The more 
your supporting partners help you keep 
that one-on-one relationship the better.  
A good supporting partner should know 
when to get out of the way. Otherwise you 
end up with a triangle-shaped relationship, 
and those can be… messy.

01 02Go with someone who  
makes things simpler

Don’t compromise  
your identity

Partnerships can be powerful, yes. But only when they’re between  
the right people. And, as anyone who’s spent a lonely night swiping  

left can testify, it’s not always easy to find a perfect match. 
So how do you know when you’ve met the one?

A neat little package 
Some tips for choosing  

the right partners

They only have to enter sales amounts 
once, leading to fewer errors

They only need one receipt,  
saving resources

They can have a small terminal, opening  
up display space

Their end-of-day reconciliation will be 
quicker and easier

Their online transactions are all in hand  
as part of a single package 

And we make life simpler for you too.  
Using our pre-certified terminals, for 
example, will take away all your PCI 
compliance headaches and automatic  
onboarding makes adding clients a breeze. 
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We’re here for you, both figuratively  
and geographically – offering UK-based 
support. That’s because were dedicated  
to the partnership. And if you don’t believe 
us, we’ll pop over and you can look us in  
the eyes while we say it. 

 
When choosing a partner, it makes sense  
to go with someone whose expertise  
and experience goes across areas where  
you need more clout. In other words,  
go for a partner who can add to what you  
do as a business, not just what you do as a 
developer. Because unless you’re building  
and maintaining new relationships, your 
beautiful solution won’t get to strut its stuff. 

With EVO Payments as a partner, you 
don’t just get access to our abilities, we’re 
also able to lend our advice – from what 
payment options you should offer your  
target customers to how you can find more  
of them. We’ll even help you track how well 
your current level of customer satisfaction 
is with NPS (Net Promoter Scores) so you  
can see clearly just how happy you’re  
making them.   

At EVO Payments, we’re keen to make  
sure we stay in the background. Your 
software is the star. We’re behind the 
curtain making sure things run smoothly. 
And we go out of our way to keep you 
centre stage. For example, we can charge 
you using a monthly subscription model 
that mirrors your own – so you can include 
payment processing as part of your pricing. 
That means your customer only has one 
bill to deal with (bearing your branding, 
naturally). And even in cases where they 
receive two bills we can help you position 
the expense as a single cost. All of which 
means customers get a smooth, hassle-
free experience. As far they’re concerned, 
they’re just dealing with one excellent 
service – yours. 

 
There’s nothing like being able to pick  
up the phone and talk to someone when 
you need to. And while there’s a lot you  
can get from a purely online relationship  
(thank you World of Warcraft), when it 
comes to a business partnership, face-to-
face contact is important. Especially if their 
input is going to be a vital part of making 
your customers happy. 

03 Avoid long distance 
relationships 

04 Do more than just improve 
your product

05 Get those cards out  
on the table

 

In any relationship you need to know 
exactly where you stand or you could  
end up disappointed. If you’re considering 
a partner, make sure they’re being 
transparent. It’s a good idea to have  
exact terms covering all areas of the work 
you’ll be doing together laid out up front.
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There’s definitely a balance to be struck 
between wanting a partner with a local 
presence and going with someone who  
can open doors and show you the world. 

Now we can’t offer a magic carpet ride,  
but we do have a sizeable global presence  
that we can leverage to help get you into  
new markets in Europe, the US and beyond.

Of course, international expansion can 
be daunting, with a lot of hoops to jump 
through. And having a global partner who 
operates in a bunch of markets isn’t much 
good if they can’t provide easy access  
to them.  
 
 

Unlike our competitors, we can offer  
you single point integration. Put simply,  
that means that once your solution 
is integrated with EVO Payments, it’s 
integrated worldwide – so you don’t  
have to go through the time and expense  
of running a new integration every time  
you break into a new market. It’s quick  
and easy too – taking just a matter  
of weeks.

That’s a pretty big deal when you’re  
looking to grow your business. Because 
with business activities in over 50 countries, 
supporting more than 130 currencies, 
there’s a whole world we can help take  
your business into. And we’ll be working 
with you to come up with bespoke 
strategies that do just that. 

Aside from what a partner can do to help you improve  
your offering, there’s the question of how they can help  

you get it out there in the big wide world. 

Taking it further 
How the right partner

can help you grow

Once new business starts rolling in,  
our signature-less contract processing  
and automated on-boarding means we  
can get your customers live within days, 
with full AML/KYC checks (which is basically 
just us checking you’re not getting involved 
with anyone dodgy). After all, when you’re 
confident you’re doing the right thing,  
there’s no such thing as moving too fast.
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And that’s not all we share. We send  
the information we have on our shared 
clients directly to you. This is to help  
ensure you’re making the most of  
every opportunity to build profitable  
relationships with your customers.

 
Get in touch 
For more information please visit: 
www.evopayments.co.uk

While we’re keen to get our heads together and figure  
out how we can help you grow your business both here  

and abroad, we understand that you’ll already have  
your own plans for expansion in place.  

We don’t 
mind sharing
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