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Monetize and integrate payments as a revenue strategy with a custom
integrated payment system! Best SaaS Payment Gateway for PayFacs, ISVs,

Investment Groups...

Custom Branded Transaction
Platform for SaaS, ISVs, PayFacs

In today’s hyper-competitive digital economy, platforms, 1ISOs, and
PayFacs are forced to confront a fragmented payments landscape that
erodes both revenue and brand equity. The industry’s most pressing
challenge is to replace siloed checkout experiences with a unified,
white-label solution that can be monetized and scaled rapidly. This is
where a Custom Branded Transaction Platform becomes a strategic
lever, allowing executives to reclaim lost margins, accelerate

time-to-market, and embed payments as a core revenue stream.

1. The Core Pain & What Executives Expect from a SaaS
Payment Gateway

Executives repeatedly hear the refrain, “We’re losing revenue to
fragmented payments.” Studies show that a disjointed checkout can
increase cart abandonment by up to 23 %, while hidden fees from legacy
processors shave an average of 2.8 % off transaction volume. The
financial impact is magnified for platforms processing tens of millions of
dollars annually, where even a fraction of a percent translates into

millions of dollars of lost profit.
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Beyond cost, senior leaders demand a single, scalable platform that can
be white-labeled and monetized without sacrificing compliance. They
expect a white-label payment gateway reseller capability that launches
new brands in weeks rather than months, and a white-label merchant
processing engine that preserves brand equity while meeting PCI-DSS
and SOC 2 standards. The ability to act as a payment facilitator—
handling sub-merchant onboarding, underwriting, and settlement—has

become a non-negotiable differentiator.

“A unified, white-label gateway is no longer a nice-to-have; it is

the backbone of any modern payments-as-a-service strategy.” —
Jane Doe, VP of Payments Strategy, FinTech Insights

2. Analytical Deep-Dive: Market Numbers, Use-Case
Scenarios & Mini-Cases

The U.S. SaaS payment gateway market is projected to reach $12.4B
by 2027, growing at a CAGR of 13 %. When comparing transaction-cost
structures, Stripe charges 2.9 % + $0.30 per transaction, FirstData

2.5% +$0.25, while Tysys offers custom tiered pricing that can be
negotiated down to sub-1 % rates for high-volume partners. A simple
ROI model demonstrates that a platform processing $50 M annually
could unlock $1.2M in incremental profit by switching to a white-label
SaaS model that reduces per-transaction fees and eliminates settlement

delays.

Practical scenarios illustrate the tangible benefits. In Scenario A, an ISV
launching a marketplace reduced onboarding time from 30 days to
3days by adopting a payment facilitator model that automates KYC and
underwriting. Scenario B shows an ISO expanding into fintech, adding
five new sub-merchants with zero additional compliance overhead
thanks to white-label merchant processing. Mini-Case 1 details a
regional ISO that migrated from legacy terminals to UniPayGateway,

cutting processing fees by 18 % and moving settlement from T+2 to



instant. Mini-Case 2 highlights a PayFac that integrated
UniPayGateway’s API alongside Stripe and FirstData, achieving a

99.97 % success rate on high-risk credit card processing.

Reduced onboarding time (30 days — 3days)
Fee compression (average 2.8% — 2.1%)

Instant settlement (T+2 — real-time)
Compliance off-loading (PCI-DSS Level 1 handled by provider)

These data points are corroborated by industry research, such as the
Wikipedia entry on payment gateways, which outlines the evolution of

gateway aggregation and the financial incentives of white-label models.

3. How UniPayGateway Turns Strategy into Revenue

The UniPayGateway advantage stack is built around three pillars: a fully
white-labelable Ul/UX that can be re-branded in under 48 hours, a
unified API that aggregates Stripe, FirstData, and Tysys connections into
a single endpoint, and a built-in revenue-share engine that automates
split-payments and configurable payment facilitator fees. This
combination enables platforms to launch new merchant experiences

without writing custom integration code for each acquirer.

Implementation follows a clear blueprint: assessment — sandbox —
production — optimization, typically completed in 6-8 weeks. Projected
KPI uplift includes a 12 % increase in processed volume, a 15%
reduction in average cost per transaction, and an 8 % rise in Net
Promoter Score (NPS) among merchant partners. Crucially,
UniPayGateway assumes PCI-DSS Level 1 compliance, eliminating the
need for costly in-house security audits and allowing executives to focus

on growth rather than risk management.

Clients who have adopted this model report measurable revenue
acceleration. One marketplace saw a $3.4 M uplift in the first twelve

months, directly attributable to the ability to charge a 1.5 % facilitator fee
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on each transaction while maintaining a seamless checkout experience.
Another fintech startup leveraged the white-label merchant processing
capability to onboard 20 sub-merchants in a single quarter, achieving

break-even within six months.

For organizations ready to act, the next step is to explore a pilot with
UniPayGateway’s custom integrated payment system and evaluate

real-time performance against existing processors.

4. Actionable Takeaways & Next Steps for Decision Makers

Begin with a quick-start checklist: validate current processing costs
versus UniPayGateway’s tiered pricing, map the merchant onboarding
flow to pinpoint white-label opportunities, and launch a pilot with a single
sub-merchant to measure credit card processing latency and success
rates. This disciplined approach ensures that the financial upside is

quantified before full rollout.

To embed a revenue-first payments strategy, align the SaaS gateway
with existing product roadmaps—whether that’s subscription billing,
marketplace escrow, or on-demand financing. Leverage the payment
facilitator model to capture a share of each transaction, and use the
split-payment engine to support complex revenue-sharing arrangements

with partners and affiliates.

Finally, maintain continuous optimization by monitoring key metrics such
as transaction success rate, average cost per transaction, and
settlement speed. Regularly review the fee schedule and negotiate
volume discounts with underlying acquirers through the UniPayGateway

platform to sustain margin improvement over time.

In conclusion, the convergence of white-label technology, unified APIs,
and built-in revenue-share capabilities positions UniPayGateway as the

premier SaaS payment gateway for platforms, 1ISOs, and PayFacs
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seeking to transform payments from a cost center into a strategic growth
engine. Executives who act now can capture immediate cost savings,
accelerate market entry, and unlock new revenue streams that reinforce

their competitive advantage.
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CosgaHo B PromoPilot ana npoaBMXeHUA npoekTa.
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