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Introduction
Many organizations are burdened by outdated accounts receivable technologies and processes that divert 
resources from their core business. According to 451 Research’s Macroeconomic Outlook, Business Trends, 
Payments 2025 survey, waiting on outstanding receivables is a top pain point that companies have when 
making payments to their suppliers and business partners. TreviPay is on a mission to transform the accounts 
receivable market via its use of AI and real-time data. In this report, we highlight updates to the vendor’s 
operations and strategy since our previous coverage.

THE TAKE
TreviPay is aiming to advance the next era of digital transformation in the accounts receivable (AR) 
space. As part of its Zero Touch A/R strategy, the company is striving to eliminate AR friction by 
enabling suppliers to automate their receivable processes and offer their business buyers trade 
credit. It has amassed wide market reach and has grown its partnerships with large retailers. 
Moreover, TreviPay plans to forge additional partnerships that could help it scale its retail footprint.

Context
Multi Service Technology Solutions, a global business-to-business payments provider founded in 1978, 
rebranded as TreviPay shortly after it was acquired by Corsair Capital for $350 million from World Kinect Corp. in 
2020. With the rebrand, TreviPay was looking to “Make B2B payments easier, faster and smarter” by streamlining 
the onboarding and payments experience between buyers and suppliers, as well as offering business buyers 
trade credit.

In 2022, the vendor bought BATON Financial Services and Apruve. It now serves organizations in 32 countries 
across the manufacturing, retail, hospitality, airline, general aviation and banking sectors. Reference customers 
include General Motors Co., Lenovo Group Ltd., Samsung Electronics Co. Ltd., Best Buy Co. Inc. and Choice 
Hotels International Inc.

TreviPay offers a B2B payments and invoicing platform that enables suppliers to offer their business buyers 
30-, 45-, 60- or 90-day net term payment plans, lines of credit ranging from $5,000 to $25 million, and custom 
invoicing. It also helps suppliers automate AR processes such as invoicing, underwriting and trade credit 
management.

The vendor has a combined 180,000 buying and selling entities on its network, up from 170,000 in 2024. It 
moves approximately $8.2 billion in payments volume and sends 3.9 million invoices annually. Headquartered in 
Overland Park, Kansas, TreviPay also has offices in London, Amsterdam, Costa Rica and Australia. It has roughly 
700 employees.

Expanded retail partnerships
In September, the vendor announced a partnership with one of the largest names in retail: Walmart Inc. TreviPay 
powers Walmart’s Pay By Invoice offering, which enables eligible Walmart business customers to access a 
line of credit with 30-day net terms online, in the Walmart business application, or in-store. Pay By Invoice is 
currently in beta, with a wider rollout planned in the coming months.

Similarly, in May, TreviPay announced a partnership with Albertsons Companies Inc., which extends 
TreviPay’s Pay by Invoice offering to its corporate buyers including schools, local government and community 
organizations, and small offices. Buyers can receive a line of credit with 30-day net terms and a portal to assign 
spending limits, view approved purchasers, and track invoices in real time. As part of the pact, Albertsons’ 
stores benefit from TreviPay’s accounts receivable automation capabilities, including real-time credit 
decisioning and electronic invoice generation.
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Relationships with large retailers can help the company scale its reach to new end customers and potentially 
benefit from buyer bargaining power, where large buyers ask their other suppliers to start using TreviPay. They 
also extend its reach in both the buyer and supplier sides of the market by helping retailers automate their 
accounts receivable processes while granting their business buyers access to working capital.

Strategy
Recent retail partnerships help build on TreviPay’s vision for its Zero Touch A/R offering, where the vendor 
is demonstrating how it thinks the accounts receivable space needs to evolve. Rather than deploying AI for 
incremental AR improvements, Zero Touch envisions end-to-end AR transformation by rethinking how AR 
processes can be better streamlined and optimized with AI and real-time data. It prioritizes pragmatic AI use 
cases with a mix of humans and bots that help automate the receivables process and reduce “days sales 
outstanding.”

For example, along with automating collection efforts, AI can be employed to analyze buyer spending patterns 
over time and leverage historical data to predict when account activity is expected to slow. Retailers can then 
offer promotions to help encourage spending. TreviPay utilizes AI for scenarios such as customer onboarding, 
underwriting, fraud detection, and automating order-to-cash processes. Deploying AI to better understand 
buyer behavior is an emerging opportunity that could help TreviPay transform accounts receivable from a cost 
center to a revenue generator.

Competition
TreviPay primarily vies with working capital and AR automation providers serving suppliers. On the AR side, 
it encounters vendors such as Billtrust, Versapay, Highradius, Bill.com and Paystand. As it continues to build 
out its AI capabilities, TreviPay will compete more directly with AR providers offering agentic AI experiences, 
including (again) Highradius and Billtrust. Moreover, the vendor bumps into working capital specialists offering 
trade credit or “buy now, pay later” at the point of sale, such as Credit Key, Balance, Jifiti, Slope, Tranch, Resolve 
Pay, Hokodo and Billie. We view TreviPay’s ability to serve suppliers with order-to-cash automation while 
creating an embedded, consumer-like payment experience for their business buyers as a key differentiator.

SWOT Analysis

STRENGTHS
TreviPay has forged partnerships with large 
retailers, which could help it scale. It has wide 
market reach since it serves both the buyer and 
supplier side of the space with net terms and AR 
automation capabilities.

WEAKNESSES
The vendor caters to large enterprise suppliers and 
might not be the best fit for small suppliers with 
low transaction volumes.

OPPORTUNITIES
Growing its partnerships with large retailers and 
continuing to build more predictive AI capabilities 
using its vast data on buyers and suppliers could 
enable TreviPay to scale and enhance its products.

THREATS
The company faces competition from other 
established AR automation providers with AI-
powered tools.



Copyright © 2026 by S&P Global Market Intelligence, a division of S&P Global Inc. All rights reserved.

These materials have been prepared solely for information purposes based upon information generally available to the public and 
from sources believed to be reliable. No content (including index data, ratings, credit-related analyses and data, research, model, 
software or other application or output therefrom) or any part thereof (Content) may be modified, reverse engineered, reproduced 
or distributed in any form by any means, or stored in a database or retrieval system, without the prior written permission of S&P 
Global Market Intelligence or its affiliates (collectively S&P Global). The Content shall not be used for any unlawful or unauthorized 
purposes. S&P Global and any third-party providers (collectively S&P Global Parties) do not guarantee the accuracy, completeness, 
timeliness or availability of the Content. S&P Global Parties are not responsible for any errors or omissions, regardless of the cause, 
for the results obtained from the use of the Content. THE CONTENT IS PROVIDED ON “AS IS” BASIS. S&P GLOBAL PARTIES DISCLAIM 
ANY AND ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF MERCHANTABILITY 
OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE ERRORS OR DEFECTS, THAT THE 
CONTENT’S FUNCTIONING WILL BE UNINTERRUPTED OR THAT THE CONTENT WILL OPERATE WITH ANY SOFTWARE OR HARDWARE 
CONFIGURATION. In no event shall S&P Global Parties be liable to any party for any direct, indirect, incidental, exemplary, 
compensatory, punitive, special or consequential damages, costs, expenses, legal fees, or losses (including, without limitation, lost 
income or lost profits and opportunity costs or losses caused by negligence) in connection with any use of the Content even if 
advised of the possibility of such damages.

S&P Global Market Intelligence’s opinions, quotes and credit-related and other analyses are statements of opinion as of the 
date they are expressed and not statements of fact or recommendations to purchase, hold, or sell any securities or to make any 
investment decisions, and do not address the suitability of any security. S&P Global Market Intelligence may provide index data. 
Direct investment in an index is not possible. Exposure to an asset class represented by an index is available through investable 
instruments based on that index. S&P Global Market Intelligence assumes no obligation to update the Content following publication 
in any form or format. The Content should not be relied on and is not a substitute for the skill, judgment and experience of the user, 
its management, employees, advisors and/or clients when making investment and other business decisions. S&P Global keeps 
certain activities of its divisions separate from each other to preserve the independence and objectivity of their respective activities. 
As a result, certain divisions of S&P Global may have information that is not available to other S&P Global divisions. S&P Global has 
established policies and procedures to maintain the confidentiality of certain nonpublic information received in connection with 
each analytical process.

S&P Global may receive compensation for its ratings and certain analyses, normally from issuers or underwriters of securities or 
from obligors. S&P Global reserves the right to disseminate its opinions and analyses. S&P Global’s public ratings and analyses are 
made available on its websites, www.standardandpoors.com (free of charge) and www.ratingsdirect.com (subscription), and may be 
distributed through other means, including via S&P Global publications and third-party redistributors. Additional information about 
our ratings fees is available at www.standardandpoors.com/usratingsfees.

CONTACTS

Americas: +1 800 447 2273
Japan: +81 3 6262 1887
Asia-Pacific: +60 4 291 3600
Europe, Middle East, Africa: +44 (0) 134 432 8300

www.spglobal.com/marketintelligence
www.spglobal.com/en/enterprise/about/contact-us.html


