
WAS Cloud: 
Monetization & 
Economics Explainer
The Core Monetization Problem WAS Cloud Solves
Most ISVs reach an inflection point where:

Payments are too valuable to ignore
But too risky to own outright

For many Independent Software Vendors (ISVs), the decision to integrate payment 
processing into their platform is a critical one. Initially, the potential for increased revenue 
and enhanced customer value is attractive. However, the complexities associated with 
payment acquiring, regulatory compliance, and financial risk often present a significant 
barrier, making it unfeasible for many ISVs to manage these aspects in-house.

WAS Cloud: Embedded Payments with an 
Acquirer-of-Record

ISV controls experience and monetization
WAS controls acquiring, funds flow, and compliance
Revenue scales without risk transfer

WAS Cloud fundamentally redefines how ISVs can leverage payments. By acting as the 
acquirer-of-record, WAS Cloud assumes the responsibility for the intricate backend 
processes of payment acquiring, managing the flow of funds, and ensuring adherence to 
all relevant compliance regulations. This allows the ISV to maintain complete control over 
the user experience and their monetization strategy, while simultaneously enabling their 
revenue to scale organically without the burden of direct financial or regulatory risk.

How ISVs Monetize WAS Cloud
Payments are monetized as a platform capability, not a standalone processor product:

Platform-embedded transaction economics
Payment-enabled feature tiers
Usage-based models driven by transaction volume
Value-added workflow monetization (e.g., invoicing, subscriptions)



What matters is not how pricing is exposed, but who controls the product experience. This 
model shifts the focus from simply processing transactions to leveraging payments as an 
integrated component of the ISV's overall offering. By embedding payment economics 
directly into the platform, ISVs can create new revenue streams, offer tiered features that 
incorporate payment capabilities, and align monetization with actual customer usage. 
This approach allows for more flexible and dynamic revenue models, enhancing 
customer value and platform stickiness.

The strategic advantage lies in the ISV's ability to shape the payment experience to 
complement their core product. This could manifest as streamlined checkout processes, 
integrated invoicing systems, or subscription management features that seamlessly 
incorporate payment processing. The control over the product experience ensures that 
payments enhance, rather than detract from, the user journey, thereby driving deeper 
engagement and customer loyalty.

Key Insight
Payments move from a cost center to a strategic lever — without introducing financial or 
regulatory risk into the ISV's business.

Why This is Powerful Economically
Revenue scales naturally with platform growth
Payments strengthen retention and platform dependency
Monetization is aligned with actual usage, not one-time contracts
Protects margin long-term
Payments become infrastructure revenue, not just processing fees

The economic advantages of the WAS Cloud model are substantial. Revenue growth is 
intrinsically linked to the ISV's platform expansion, ensuring that as the user base grows, 
so does the payment-derived revenue. This model also significantly enhances customer 
retention by making payments an integral part of the platform's value proposition, thus 
increasing platform dependency. Unlike traditional, often rigid, contract-based models, 
WAS Cloud allows for a more fluid, usage-based approach to monetization. This not only 
aligns revenue with customer value but also secures long-term margin protection. 
Ultimately, payments transition from being perceived as a mere processing cost to 
becoming a foundational element of infrastructure revenue, contributing to the overall 
profitability and stability of the ISV's business.

By offloading the complexities and risks of payment acquiring, ISVs can reallocate 
resources and focus on their core competencies: developing innovative software 
solutions and enhancing user experience. This strategic division of responsibilities fosters 
a more efficient and profitable business model, positioning payments as a key driver of 
sustained growth and competitive advantage.


