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Buyer Experience Cycle
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Purchase
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Delivery
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Use
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Supplements
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DIFFERENTIATION
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LEADERSHIP

A Red Ocean Ruled by Giants
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ACCEPTING 
CREDIT CARD 

PAYMENTS

Small & midsize 
merchants that 

reluctantly accept 
credit cards

New business, 
microbusinesses, 

and self employed 
individuals who do 
not accept credit or 

debit cards

Individuals needing 
to make payments to 

other individuals






