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Panel Discussion

Payments and Cards: 
What to expect in a 
post UPI Indian 
payments market
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Introduction to the Panel

Mr. Dilip Asbe
MD and CEO
NPCI

Mr. Nikhil Sahni
Division President, South Asia 
Mastercard

Dr. N Kamakodi
MD and CEO 
City Union Bank

Mr. Prasad Sonavane
Chief Revenue Officer
Innoviti

Mr. M N Srinivasu
Co-Founder
Billdesk

Mr. Mahendra Nerurkar
CEO
Amazon Pay India
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Despite the surge in digital payments, significant potential for 
further penetration

40

31 28

9 8 8
4

UPI activation (%  of Active 

SA2 with Active UPI ID3)

684

339
243 201 198

134
73

Note: 1. Banked population defined as people of above 15 years of age having accounts with Financial Institutions 2. Savings Accounts which have at least 1 customer 
initiated financial transaction n last 6 months 3. Active UPI ID is defined as at least 1 user-initiated UPI transaction in last 6 months (as of 31 March)
Sources: World Bank Global Findex Database; FIBAC Trends and Benchmarks 2022; BCG analysis; Bcg global payments model 2022

Digital payments to cash in circulation (Value ratio)

Digital payments per Banked Person 1 (Volume)

Metro

Urban

Semi Urban

Rural

45%

35%

29%

18%

Industry 32%
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Secular shift in customer sentiment towards digital transactions (esp. 
UPI, digital wallets)

16% 16%

36%

22% 21%

8%
16% 9%

27%

26%
31%

15%

10%

40%

55%

67%

57%

59%

44% 38% 33%

41%

31% 31%

17%

32%

13% 13% 15% 17%

28%

8% 6%

Cheque NEFT, 

RTGS, IMPS

0%

Cash Credit card

2% 2%

Debit card BNPL Direct debit Digital wallet UPI

Same as beforeLess than before Not sureMore than before

1. Question – In the next 12 months, how likely are you to use different payment methods compared to last 12 months?
Source: BCG consumer survey 2022 – 2000+ consumers



5 C
o
p
y
ri

g
h
t 

©
 2

0
2
2
 b

y
 B

o
st

o
n
 C

o
n
su

lt
in

g
 G

ro
u
p
. 

A
ll 

ri
g
h
ts

 r
e
se

rv
e
d
.

We are on the path 
to a 25x rise in 
digital payments 
over 10 years

20

96

505

600

0

200

400

CY 2022E

Year

CY 2017

Transaction Volume (Bn)

CY 2027E

5X

5X

Source: RBI, National Payments Corporation of India (NPCI) statistics, Annual Reports, BCG analysis. Includes Upi, CC, DC, prepaid cards, 
NEFT, RTGS, IMPS

Digital Payments Volumes (Bn)
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Key Questions 
to ponder

Interventions needed to 

drive penetration to last 

mile?

Implications of debit 

card becoming obsolete? 
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E-Commerce Growth Accelerated by 3-4 Years Due to COVID

Note: Among 18+ population. Online spending is for product-only categories. Pre-COVID and post-COVID projections represent expected online shoppers and retail spending projections for 
2025 and 2030 made in a pre-COVID period (January 2017) and a post-COVID period (January 2022)). Sources: BCG CCI Digital Influence Study 2013-2017, 2021 surveys (N =10,000 to 20,000 
each year, urban and rural coverage); consumer survey data, secondary reports, expert calls, and other sources; BCG analysis.

Online shoppers (millions) Online retail spending ($ billions)

'27 (E)

Post-COVID projections Pre-COVID projections

2016 2021 2030 (E)2025 (E)2020

12

12

30-35

280-300

50-55

40-45 50-55

140-160
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190-210

85

400-450

85

220-230

350-400

180-200
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200-220

300-350
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Post-COVID projections Pre-COVID projections

2021 2030 (E)2025(E)2020
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Key Questions 
to ponder

Challenges continue in 

online check-out & 

payment experiences

What innovation can we 

expect?
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Economics 
compressed on 
high volume 
transactions

Cost of UPI processing to banks: 0.25-0.5% 

CC on UPI – 0 MDR for <INR 2K transactions
50-60% of transactions, 15-20% by value

Rupay DC – 0 MDR

UPI P2M – 0 MDR
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Payments key to customer activation of in multi-banking universe 
40% consumers have multiple SA a/c; payment options key to drive SA balance

1. Question - How many savings account you hold 2. Question - Out of multiple savings account, what are main reasons for keeping the maximum balance in one saving account? 
Source: BCG consumer survey 2022 – 2000+ consumers

# savings account held1 Reasons for using any account as primary savings account2

Single

60%

51%

21%

15%

7% 6%

Loan repaymentMost payments Most 

investments

Salary credit Personal 

business purpose

Multiple

40%
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Key Questions 
to ponder

At a customer level, does 

economics play out? 
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Credit cards under-penetrated; Spend breaking out post COVID

Credit card reach limited, highly 
underpenetrated Spend bouncing back post Covid

Number of credit cards per 1000 adults, 2021

73 88

426

512

809

India Indonesia ThailandMalaysia China

Credit card spend, $ Bn

97
84

130

181

FY 23EFY 22FY 20 FY 21

RBI's backlash on BNPL apps and enablement of UPI on CC will 

give further impetus

• UPI on CC will help expand reach and improve 

convenience

Source: World Bank Global Findex database, RBI, BCG Global Payments Model 2022, BCG analysis
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Key Questions 
to ponder

Will we finally see credit 

cards bridge the under-

penetration gap this cycle?
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Mobiles will be the new wallets!! 

Source: NPCI, RBI, Industry interviews, BCG analysis

240

11%

98%

89%

20272022

31

2%

Plastic Plastic-less

89% of transactions already contactless, i.e., without a card 
being present (UPI/Online) – on track to 98%+ by 2027

# of P2M transactions, Bn



15 C
o
p
y
ri

g
h
t 

©
 2

0
2
2
 b

y
 B

o
st

o
n
 C

o
n
su

lt
in

g
 G

ro
u
p
. 

A
ll 

ri
g
h
ts

 r
e
se

rv
e
d
.

Key Questions 
to ponder

Will we see traditional 

POS stay only in high end 

stores ->  high ticket 

transactions?

Will small merchants 

(UPI only) be willing to 

pay CC economics?
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Risk & compliance set to take center stage in a highly digital world

Cyber security Digital frauds Data security

and privacy
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Key Questions 
to ponder

Are all stakeholders 

investing enough in cyber 

infrastructure
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The services and materials provided by Boston Consulting Group (BCG) are subject to BCG's Standard Terms 

(a copy of which is available upon request) or such other agreement as may have been previously executed by BCG. 

BCG does not provide legal, accounting, or tax advice. The Client is responsible for obtaining independent advice 
concerning these matters. This advice may affect the guidance given by BCG. Further, BCG has made no undertaking 

to update these materials after the date hereof, notwithstanding that such information may become outdated 
or inaccurate.

The materials contained in this presentation are designed for the sole use by the board of directors or senior 
management of the Client and solely for the limited purposes described in the presentation. The materials shall not be 

copied or given to any person or entity other than the Client (“Third Party”) without the prior written consent of BCG. 
These materials serve only as the focus for discussion; they are incomplete without the accompanying oral commentary 

and may not be relied on as a stand-alone document. Further, Third Parties may not, and it is unreasonable for any 

Third Party to, rely on these materials for any purpose whatsoever. To the fullest extent permitted by law (and except 
to the extent otherwise agreed in a signed writing by BCG), BCG shall have no liability whatsoever to any Third Party, 

and any Third Party hereby waives any rights and claims it may have at any time against BCG with regard to the 
services, this presentation, or other materials, including the accuracy or completeness thereof. Receipt and review of 

this document shall be deemed agreement with and consideration for the foregoing.

BCG does not provide fairness opinions or valuations of market transactions, and these materials should not be relied on 

or construed as such. Further, the financial evaluations, projected market and financial information, and conclusions 
contained in these materials are based upon standard valuation methodologies, are not definitive forecasts, and are not 

guaranteed by BCG. BCG has used public and/or confidential data and assumptions provided to BCG by the Client. 

BCG has not independently verified the data and assumptions used in these analyses. Changes in the underlying data or 
operating assumptions will clearly impact the analyses and conclusions.
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