
» Lending 3.0 research paper

Seeking out the alternatives: 
how consumers are 
engaging with the Lending 
3.0 landscape



Whether it’s television, music or clothes shopping, 
digital technology has given consumers access to 
a host of new alternatives. The world of finance is 
no exception. 

But as the landscape evolves, it’s essential that 
lenders understand what people really want from 
finance. To enhance our work with both modern 
and traditional credit businesses, the team at 
Marqeta wanted to find out what motivates today’s 
consumers to access credit and, crucially, what 
their expectations of providers are.

We commissioned research among thousands  
of people across the UK and the European 
continent and the results point to a rapidly 
growing awareness of and appetite for learning 
more about new and emerging lending or 
financing options. Encouragingly, more than half 
of those surveyed were impressively savvy about 
what’s on offer.  

It perhaps comes as no surprise that the buy now, 
pay later boom has proved to be a watershed for 
the lending sector in recent years - many folk are 
borrowing on smaller items and then spreading 
the payments. Young people see great value in 
using buy now, pay later for pretty much anything. 
Could this be the overdraft of the future? 

Awareness levels aside, there’s still much more to 
do in terms of educating consumers about how 
to evaluate their options and shop around. For 
both traditional and alternative financial services 
innovators, that means exciting opportunities 
lie ahead. 

We found that with the right technology in place, 
businesses can grow their portfolios beyond 
customers who prioritise interest rates. One of 
the best ways to do this is by personalising the 
user journey and adding value to borrowers with 
relevant rewards, incentives and discounts. Much 
of lending isn’t quite there with this yet and it 
seems current account providers are out in front.

Another way personalisation can benefit lenders 
and borrowers is in credit scoring. The more 
businesses enhance their customer profiling 
through broader and non-traditional datasets, 
the smarter decisions become. Happily, many 
customers are cool with their data being used for 
this objective. 

Naturally, this is a snapshot of our headline 
findings but I hope it prompts you to study this 
report, which I believe contains a useful set of 
insights that have the potential to inform your 
product roadmap and help you to grow your 
customer base through modern user journeys. 

Foreword
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Anna Porra
Director of Strategy 
Marqeta Europe
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What we talk about in this research paper: 
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Where does lending for the greater good fit in?
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We interviewed over 2,000 people in total across the UK, France, Germany, Spain, Italy and the Nordics. 
The largest cohort at 50% of the audience was in the UK, with the remaining nations each accounting 
for 10% of respondents. 

We wanted to know about people’s experience and awareness of a variety of lending options, all the 
way from your traditional high street bank to buy now, pay later, flexible credit cards, community 
lenders, open banking lenders and cryptocurrency-backed borrowing. In turn, these are defined as:

•  Traditional bank (e.g. HSBC, Barclays): 
Typically offers personal loans and traditional 
credit cards, along with overdrafts 

•  Building society (e.g. Nationwide): 
Typically offers personal loans and traditional 
credit cards, along with overdrafts

•  Digital bank (e.g. Monzo, Revolut): 
Typically offers personal loans and traditional  
credit cards, along with overdrafts

•  Financial technology / FinTech company (e.g. 
Klarna, Tymit): Typically offers a buy now, pay 
later or a flexible credit card option where 
customer pays back in pre-agreed instalments

•  Technology company (e.g. Apple, Google): 
Might offer smartphone-based credit cards 
or online shop credits 

•  Retailer (e.g. M&S, Argos): A storecard with 
points and cashback against spending 

•  Your employer: may offer part of salary upfront 
in ‘salary finance’ arrangement

About the audience

51%
of the audience was male 
and 48.4% were female. 
The remainder preferred 

not to answer

18-65+
The age profile was 

split across 6 groups, 
starting at 18-24 all 
the way up to 65+

10%
in each of France, 

Germany, Spain, Italy, 
Nordics+

50%
in the U.K.

Over 2,000 consumers in total were surveyed:

4
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Out of the following lenders, please rank from most to least preferred 
who you would prefer to borrow from.

Who do we prefer to borrow from? 

Although awareness of alternative lenders has never been higher, banks remain well placed to meet 
consumer borrowing demand. Many traditional high street players have seen which way the wind is 
blowing and are now looking to offer their own versions of alternative lending propositions. Santander’s 
and Natwest’s buy now, pay later products being two such examples.    

Lowest Rank Lower Rank Higher Rank Highest Rank

Lender type

Traditional bank (e.g. HSBC, Barclays) 

Building society (e.g. Nationwide) 

Digital bank (e.g. Monzo, Revolut) 

Financial technology / FinTech company (e.g. Klarna, Tymit) 

Technology company (e.g. Apple, Google) 

Retailer (e.g. M&S, Argos) 

Your employer

Overall Rank

1 

2 

3 

4 

5 

6 

7

Rank Distribution Score

10,894 

8,744 

8,705 

7,663 

7,229 

6,869 

6,476
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If not a traditional lender, where do we go for a loan? 

We asked consumers if they felt confident knowing where to turn for alternative options in the event 
that they had a finance application rejected by a bank.

Impressively, more than half (55%) said they did. However a worrying third of respondents weren’t 
confident in knowing where to go, suggesting alternative lenders are missing out on a significant 
business opportunity – and inclusion in credit is a significant issue. A further one in eight hadn’t 
got a clue about options beyond their bank.

of consumers surveyed are confident about 
knowing where to turn for alternative options in 
the event of a rejected finance application

55%

If you were rejected by a traditional lending provider for a loan  
(e.g., a major bank), do you feel confident that you know all the  

different alternative finance options available to you?

No, I don’t really know 
who else I’d borrow 

from except my bank

No, I know of a few different 
options, but I don’t really 

understand them

Yes, I know my options 
and would try several 

different avenues

55%32%11%
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With so many alternative finance options, consumers can be forgiven for not knowing where to start - 
and perhaps even missing some, as the previous section shows.

Of the people we spoke to, buy now, pay later was the most widely known type of alternative lending at 
77.6% awareness levels, followed by flexible credit cards (69.1%) and salary finance at 55.1%. More than 
half of respondents had heard of peer to peer and open banking lending too.

Learning about alternative finance providers 

Are you aware of the following alternative finance options?

0                                    10                                    20                                    30                                    40                                    50                                    60                                    70                                    80                                    90                                    100

16%

29%

40%

40%

19%

15%

26%

14%

%  respondents Yes, I’m aware and 
have used it

Yes, I’m aware but 
have never used it

I’ve heard of it, but 
I’m not sure what it is

No, I’ve never 
heard of it

Salary finance – whereby you borrow from your employer

Buy now, pay later solutions (e.g., Klarna)

Flexible credit cards: you choose how you repay each transaction: 
At the end of the month
On a 3-month interest-free instalments plan
On a 12, 24 or 36 month instalments plan with interest (e.g. instalments based cards like Tymit and Flex)

In the next sections we drill down and take a look at people’s experience of the different 
alternative lending propositions. We measured things like interest rate competitiveness against 
traditional lenders, impact on money management, speed of funds disbursement and flexibility 
of repayment options to name but a few.

32%

15%

14%

46%

38%

33%

14%

21%

18% 34%

8%

26%

Peer-to-peer lending – financing that connects people willing to loan money to those looking to borrow, 
without a financial institution acting as a middle man (e.g. LendInvest, Zopa)

Buy now, pay later solutions (e.g., Klarna)

Open banking lenders – lenders who tap into your live spending data to make lending decisions (i.e., Fintern)
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What’s been your experience of salary finance? 

For our survey participants who have used salary finance, the biggest benefit (according to 36% of 
people) was its ability to help them manage their money more easily - an important point for people 
who might find they have more month than money left in a typical wage cycle.

25%
I got better rates than I would 

have with my traditional lender

36%
It helped me to manage 

my finances  
more easily

32%
Funds were issued to 

me more quickly 

29%
Repayment options 
were more flexible

30%
It made it easier to  

take out credit

25%
It encouraged me to use 

lending facilities more often

14%
I’ve lost track of  
my borrowing

18%
I’ve struggled to make 

the repayments

»Lending 3.0 research paper

8



Who’s using salary finance?

Men (at 17%) seem to be more likely to use salary 
finance than women (14%) and it is most popular 
among people aged between 18 and 44. Across 
Europe, consumers responded similarly in terms 
of the benefits of taking out salary finance:

Most valued salary finance benefits by country

France – eases access to credit, 
flexible repayment options, 
makes money management 
easier and better rates

UK – makes money management 
easier, fast funds disbursal, 
better rates and frequent use 
attractiveness

Nordics – makes money 
management easier, eases access 
to credit, fast funds disbursal, better 
rates and flexible repayment options

Italy – fast funds disbursal, flexible 
repayment options, frequent use 
attractiveness and makes money 
management easier

Germany – eases access 
to credit, makes money 
management easier, better rates 
and flexible repayment options

Spain – makes money 
management easier, fast funds 
disbursal, eases access to credit 
and flexible repayment options

of male consumers  
have used salary finance

17%

Salary finance is more popular among people between 18 and 44
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What has your experience with buy now, pay later solutions been like?
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I’ve 
struggled 

to make the 
repayments

Funds were 
issued to 
me more 
quickly

Repayment 
options 

were more 
flexible

It encouraged 
me to use 

lending 
facilities 

more often

It helped me 
to manage my 
finances more 

easily

I got better 
rates than I 
would have 

with my 
traditional 

lender

OtherIt made it 
easier to take 

out credit

I’ve lost 
track of my 
borrowing

How the Buy Now, pay later experience stacks up 

Thanks to the high profile of brands like Klarna, buy now, pay later has achieved significant market 
penetration and is now a firm part of the lending landscape. It is perhaps seen as the posterchild for 
alternative consumer finance, open people’s minds to new ways of borrowing.

The key insight from our research is that consumers value the convenience buy now, pay later brings 
due to its ability to make money management easier, flexible repayment options and the way it widens 
access to credit.   

Across our different European countries, the main benefit varied between nationalities. In the UK, 
people valued buy now, pay later’s ability to make money management easier, while France appreciated 
how it made it easier to access credit. The Germans, however, jointly championed repayment flexibility, 
ease of access to credit and how it encouraged more borrowing. In Italy, consumers thought money 
management was the best benefit, as did the Spanish. Yet Nordic 
citizens liked the flexible repayment options the most.

United Kingdom France Italy NordicsGermany Spain
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Our research found that a majority of consumers (63%) were just as likely to borrow for small 
purchases as they were for larger items like cars.

We also learned, perhaps as expected, that the pandemic had opened many people’s eyes to 
buy now, pay later, and as a result consumers were more willing to give it a go than ever.

Would you be keen to see buy now, 
pay later being extended to one off 
purchase such as white goods?

Do you feel like the pandemic has opened 
your eyes to more modern alternative 
finance options (e.g. buy now, pay later) 
than you would have known about  
pre-pandemic?

Would you be more willing to try 
them now than you would have 
been previously?

Yes

63%

No

37%

Yes

59%

No

40%

Yes

61%

No

39%

How likely are you to borrow for smaller purchases  
(e.g., clothes, games, spa visits) now that buy now, pay later  is more widely available?

Value

Extremely likely 

Very Likely 

Somewhat likely 

Not very likely 

Not all likely

Percent

13 

25 

25 

17 

19

Responses

265 

500 

501 

353 

402
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Where do peer to peer (P2P) lenders fit in?

While more than half of our respondents had 
heard of P2P lenders, only 15% had used this 
kind of finance. Customers said the number one 
benefit was the rapid speed at which funds were 
disbursed, followed by ease of access and its 
ability to make money management easier. 
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What has your experience with peer to peer lending been like?

I’ve 
struggled 

to make the 
repayments

Funds were 
issued to 
me more 
quickly

Repayment 
options 

were more 
flexible

It encouraged 
me to use 

lending 
facilities 

more often

It helped me 
to manage my 
finances more 

easily

I got better 
rates than I 
would have 

with my 
traditional 

lender

Other

It made it 
easier to take 

out credit

I’ve lost 
track of my 
borrowing

 18-24 25-34 55-64 65yrs+35-44 45-54

P2P enjoyed the biggest uptake 
among people aged between  
18 and 44, particularly those in the 
35-44 age catergory. 

60

50

40

30

20

10

0
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Using open banking lenders 

Open banking lenders are proving their worth when it comes to making it easier to take out credit and 
offer flexible repayment options, according to our audience. But perhaps the most interesting finding is 
that uptake varies significantly across Europe. 

In Italy and Spain, 82.1% and 82.9% of respondents respectively were aware of open banking 
propositions. Yet in the UK, this dropped to 59.7%, suggesting an opportunity exists to grow this type of 
lending. France, Germany and the Nordics faired a little better, with just under a third of the population 
unaware of open banking lending. 
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What has your experience with open banking lenders been like?

I’ve 
struggled 

to make the 
repayments

Funds were 
issued to 
me more 
quickly

Repayment 
options 

were more 
flexible

It encouraged 
me to use 

lending 
facilities 

more often

It helped me 
to manage my 
finances more 

easily

I got better 
rates than I 
would have 

with my 
traditional 

lender

OtherIt made it 
easier to take 

out credit

I’ve lost 
track of my 
borrowing

 18-24 25-34 55-64 65yrs+35-44 45-54
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What are your main considerations when selecting a lending provider?

Greater 
choice of 
options

Being an 
existing 

customer

Personalised 
rewards

TrustSpeed of 
access to funds

Interest rates Ability to 
complete 

the process 
online

Easy to 
understand 

terms

Flexible 
repayment 

options

Key considerations for choosing a lender

Everyone has a price and this it seems is the overriding consideration among consumers when it comes 
to choosing a lender. More than 50% of respondents told us that getting a competitive interest rate was 
their number one consideration, closely followed by trust and then repayment flexibility. 

Trust, as many in the financial services sector will be aware, is a reason consumers opt for traditional 
banking providers or well-known brands. However, it’s clear that a shift is taking place. Only 16% of 
people said being an existing customer mattered, which shows us that borrowers are open to shopping 
around among providers that have got their marketing right.      

How fast should a loan be dispatched? 

Consumers told us they had different expectations around the time it should 
take to issue funds following a successful credit application. Unsurprisingly, 
the quick take is that the bigger the loan, the longer the dispatch time.

75%

23%

34%

44%

15%
13%

39%

15%
20%
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What narks consumers around the lending experience?

To better understand what people don’t enjoy when it comes to borrowing money, 
we tested a range of statements with our audience, including:

I “switch off” when prospective 
lenders use industry jargon on 
their website, app, or leaflets

The experience of getting a loan is 
a decade behind current account 
online banking and banking apps

I feel like lenders often try to 
obscure the final cost of a loan

I tend to go to big banks or  
well-known providers, I wouldn’t 
try alternative options if my loan 
was denied

Agree

71%

Disagree

29%

Agree

75%

Disagree

25%

Agree

70%

Disagree

29%

Agree

80%

Disagree

20%
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Lending and the importance of credit scores

Something of a blunt instrument, traditional credit scores tend to be based on an individual’s credit 
repayment history and total debt liabilities. This often means that lenders don’t have an accurate up-to-
date picture of a potential borrower’s circumstances which may sadly result results in applications being 
rejected. Things are improving though. Many alternative credit providers use real-time payment data to 
assess a person’s ability to repay.       

Our research shows that many consumers are acutely aware of the perceived inherent unfairness of 
traditional credit scoring. 

Indeed, 78.5% of respondents felt there must be a smarter way to assess people for loans, while 
75.5% would be happy for their data to be shared with a lender if it helped with an application. 
This was underpinned by 72.1% of people feeling that credit scores don’t reflect their ability to repay. 

Credit: a school of hard knocks for some?

Ve
ry

 b
ad

    
    

    
    

    

     
 Bad       

         
         Normal                      Good                      Excellent

68%
answered No

21%
answered No

32%
answered Yes

79%
answered Yes

Have you ever been denied a loan because of your credit score?

Do you feel you’d have secured the loan if other factors – such as 
real-time data on weekly outgoings – were taken into account 
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When is a credit card not a credit card…

Dispatching loans on to a Visa card or Mastercard is gaining popularity among lenders. Benefits 
include increased control, for example the ability to limit spending to a specific category or merchant; 
enhanced data and insights possibilities; and additional or alternative revenue generation through 
interchange fees.   

Lending cards are also welcomed by borrowers too. Sixty-one per cent of consumers told us they’d be 
interested in using such a financial product to help track spending. Similarly, 58% were happy with the 
idea of controls to prevent money being spent in places it shouldn’t. This climbed to 69% if it meant a 
better interest rate in return for lender controls over spending behaviour.

Would you be interested in being able to put controls on that card to stop 
the money being spent anywhere it shouldn’t (e.g., selecting what types of 

shops or items can be bought with it)?

Yes, this would take away any temptation to spend it on everyday things

No, I would want the freedom to make choices over how I spend the loan

 No

42% Yes

58%

»Lending 3.0 research paper

17



Reaping the rewards of real-time information 

Pretty much anyone with a banking app these days will be used to receiving notifications about 
spending, upcoming direct debits and security alerts. 

Marqeta’s Lending 3.0 research has found that consumers would like credit providers to offer instant 
updates too - with nearly three quarters of respondents interested in receiving rewards and incentives. 

Alongside this, most people (69%) felt real-time data and alerts on how a loan is being spent would be 
of interest. A similar majority at 61% liked the sound of receiving personalised advice and guidance on 
their spending habits if it helped them to get more out of their loan.

And a massive 76% thought it was about time lenders gave ‘no default’ bonuses in the way that 
insurers offer better rates for no claims.

Many modern current accounts give 
you live updates on your spending.  
Would you be interested in having 
real-time data and alerts on how 
you’re spending your loan?

Would you be interested in a lending 
provider that could give you real-time, 
personalised advice on your spending 
habits to help ensure you get the most 
from your loan?

Do you think it’s about time lenders 
introduced a ‘no defaults bonus’ for 
being a good customer, as you get 
with car insurance?

Yes

69%

No

31%

Yes

61%

No

39%

Yes

76%

No

24%
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Where does lending for the greater good fit in?

Community lenders like My Community Bank and Conduit pride themselves on offering fair rates while 
supporting sustainable community development. In this era of living cost challenges, their work can 
make a difference to both borrowers and the causes these lenders support.

Of the people we spoke to, a fifth would “definitely” be up for joining a lending community, while 
a further third would be interested in learning more. And the most popular reason for possibly 
choosing a loan with a community lender is the prospect of repayment flexibility.

Community lending refers to an 
arrangement where a group can take 
out a loan from, or put money into, 
a shared pool of money between a 
community of people with cultural 
similarities or shared interests.

Would you be open to joining 
a lending community?
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Yes, 
definitely

No, I don’t 
think it’s 
for me

No, 
absolutely 

not

Yes, I’d be 
interested 
in learning 

more

Would rather pay a 
loan back to a lending 
community than a 
traditional lender

Want a relationship with 
their lending provider 
instead of just filling 
in an online form

Want responsible 
lending options 
that will benefit 
their community

Wouldn’t trust 
any community 
enough to bank  
with them

Would pay a 
monthly fee for 
more ethical 
borrowing options

And 
interestingly...

56% 67%

75% 64% 54%

Across European audiences, we learnt that people…

16%

29%

33%

20%
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What about this appeals to you?
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I would be able to ensure that 
money goes to someone 

that shares my values

I would be able to 
negotiate a more 
favourable deal

I would have more 
trust in the people I 
was borrowing from

I would be able to 
have more flexible 
repayment options

How much do you agree or disagree with the following statements?
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13%

17%

17%

16%

14%

43%

58%

50%

48%

40%

35%

20%

27%

30%

33%

10%

5%

6%

7%

13%

%  respondents Strongly Agree Agree Disagree Strongly Disagree

I’d rather pay a loan back to a lending community than a traditional lender

I want to have a relationship with my lending provider instead of just filling in an online form

I would pay a monthly fee for more ethical borrowing options

I want responsible lending options that will benefit my community

I wouldn’t trust any community enough to bank with them

39% 41% 
46% 

38%
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Subscribing to a new kind of lending

Streaming services have reinvigorated the subscription economy, which is now expanding to many 
areas of life. There’s an opportunity for lenders to get in on the act too, although our research shows 
that public appetite is yet to be developed. 

Asked whether they would be willing to pay a subscription to access lending services, only 
40% said yes. However, when quizzed on the benefits, people said they would expect:
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If you were to pay a monthly subscription fee to access lending facilities, 
what benefits would you want to / expect to receive in return?

Faster 
disbursement

Greater 
personalisation

Discounts on 
other banking 

services

Better 
interest rates

A better rate 
over time if I 

don’t default on 
my repayments

Pre-approved 
credit 

assessments

Faster 
identity 
checks

Better digital 
services

Better interest rates An improved rate over 
time for no defaults

Discounts on other 
banking services

39%51%65%

51% 

65% 

29% 

39%

24% 

31% 
28%

29%
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Can digital currencies forge a new lending landscape

Thanks to an increasing number of innovators bridging the gap between crypto and fiat currencies, 
interest in digital financial assets among mainstream consumers is growing. But there is much more to 
do, as nearly half of the people we surveyed said they have no plans to own crypto assets. 

When we asked whether people would like the option of using crypto assets as collateral in a secured 
loan, 37.4% said they would be really interested or would consider it, while 11.7% had already used crypto 
lending services.

We then wanted to tease out what the people’s main concerns were around cryptocurrencies. 
The top three factors were:

Neither did most people think having Visa or 
Mastercard’s trusted logo on a card would make 
a difference, with 57% of respondents feeling the 
same about digital assets and lending, regardless 
of trusted brand associations.

of respondents think having 
a trusted logo on a card 
makes no difference

57%

would never own 
crypto assets

29%
were concerned 
about a lack of 

regulation 

19%
would be worried 
about losing their 

investment

14%
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Can lending harness the power of NFTs? 

Although they’ve been a part of the crypto world for some years, non-fungible tokens (NFTs) have only 
really entered the public’s conscience in the past 12 months. In summary, NFTs are a tradeable unit of 
data, often associated with a digital or physical asset, and the market is estimated to be worth 
in excess of $17bn.    

Surprisingly, given their recent risen to prominence 15% of our survey audience said they owned NFTs 
and a further 23% were investigating.

Consumers were open to using their NFTs to secure a better rate on a loan, with 18% saying they’d be 
“really interested” and 51% would consider it.

If you own an NFT, would you want the option of using it as collateral for a 
better rate on a secured loan?

Yes, I’d be really interested in this.

I don’t think I’d consider it.

Yes, I’d consider this.

No, I would never consider it.51%

18%

26%

5%

The estimated value 
of the NFT market.

£17bn
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How much do you agree or disagree with the following statements?
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21%

12%

12%

48%

52%

46%

25%

27%

32%

6%

9%

10%

%  respondents Strongly Agree Agree Disagree Strongly Disagree

The idea of lending against a digital asset is nonsense – the market is too volatile and they will never hold their value like a physical asset

Lending against digital assets will soon be just as common as any other collateral

Using digital assets as collateral for loans will happen, but it will be really niche

Playing the lending game

Many of the most popular online games, such as Fortnite, World of Warcraft and League of Legends, 
allow players to earn or buy assets which can then be used for purchases across the web. Lenders have 
an opportunity to serve the gaming audience by offering credit secured against these assets. 

Among the consumers we spoke to, more than a third either owned tradeable gaming assets or played 
games where they could be purchased. Of the different age groups surveyed, 18-24-year-olds were 
by far and away the biggest owners of tradeable gaming assets at 41.1%, compared to of 1.9% of 
those aged over 65. 

When asked whether people would want the option of using their gaming assets as collateral for 
better rate on a secured loan, 15% said they were really interested and 47% would consider it.

Additionally, nearly two thirds of respondents 
agreed with the idea that borrowing against 
tradeable gaming assets would happen but 
thought it would be a niche thing. Time will tell.
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Next steps for lenders: five recommendations 
for meeting consumer needs

Expansive and far reaching, Marqeta’s latest 
research into consumer attitudes towards the 
lending landscape provides key insights that will 
help credit providers hone their propositions 
and reach new audiences. We’ve pulled out five 
recommendations based on the recurring themes 
that emerged during conversations with our  
survey participants. They are:

Real-time 
Consumers have real-time expectations, thanks to advances in current account user experiences. It’s 
now the lenders’ turn to make borrowing more of an in-the-moment affair, delivering notifications and 
personalised rewards at the point of taking out a loan.

Data and insights 
Borrowers want the ability to track and understand their spending behaviour to optimise value and 
maintain a good credit score. Lenders should provide this information on a regular basis, accompanied by 
help and advice to support a healthy credit culture.

Fairness 
The tools now exist to bypass traditional credit scoring methods and paint an accurate picture of a 
borrower’s ability to repay a loan. Lenders should adopt API and open banking technology to drive greater 
inclusivity in the credit market.

Digital currencies and assets 
The crypto and gaming asset holder population is growing steadily and with it new classes of collateral 
that could help lenders broaden loan security options and reach new audiences. Lenders should seek out 
opportunities to partner with crypto exchanges and game developers to expand their borrower portfolios. 

Keep it simple. Borrowers tune out when faced with financial services industry jargon. Lenders who talk in 
everyday terms will develop greater trust and loyalty among borrowers, winning more long-term business.  
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marqeta.com facebook.com/marqetainc linkedin.com/company/marqeta-inc twitter.com/marqeta

About Marqeta

Marqeta’s modern card issuing platform empowers its customers to create customized and innovative 
payment cards. Marqeta’s platform, powered by open APIs, gives its customers the ability to build more 
configurable and flexible payment experiences, accelerating product development and democratizing 
access to card issuing technology. 

Its modern architecture provides instant access to highly scalable, cloud-based payment infrastructure 
that enables customers to launch and manage their own card programs, issue cards, and authorize and 
settle transactions.

Marqeta built its simple, trusted, and scalable platform from the ground up to help companies design 
seamless payment experiences, streamline purchase flows, and bring products to market faster while 
minimizing fraud risk.

•  Card issuing: Instant issuance of physical, virtual, and tokenized cards with direct  
provisioning to digital wallets

•  Card processing: Real-time funding using our Just-in-Time (JIT) Funding feature with  
dynamic spend controls to reduce fraud

•   Card applications: A suite of applications and tools that help you build, manage,  
and run your card program

• Modern architecture: Developer-friendly, modern open APIs, cloud infrastructure, and webhooks 

Marqeta is headquartered in Oakland, California and is enabled in 39 countries globally. For more 
information, visit www.marqeta.com, Twitter, and LinkedIn.

You see a card. We see endless possibilities.
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