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Procurement made easy�Manchester Metropolitan University
With universities trying to do more with less as a result of the global pandemic, consolidated procurement practices and flexible solutions are key to providing a better global payment experience. Learn how innovative UK universities like Manchester Metropolitan University are going against the status quo by leveraging technology to cost-effectively optimise the procurement of payment gateways, merchant services, bank transfer services and international payment provision for tuition and accommodation payments.
�In this Flywire session, you’ll discover how our case study university is able to:
• Optimize the payment process with fewer fees
• Collect payments in a more timely manner
• Convert operational efficiency into savings
�
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Procuring a solution for the future

VISION

On a mission to:

e Offer the widest selection of
payment choice in education

* Provide simple and
transparent payment services

* Improve overall payer
experience by reducing points
of friction

e Creatively walk in the shoes of
our customers

OBJECTIVES

Procure and implement a
payment infrastructure to:

* Challenge the norm

* Deliver choice, ease
of use and VFM solutions

e Support the use of innovative
new payment technology

* Take advantage of immense
buying power

to control costs

* Tender with negotiation

VALUE

For our students:

One payment journey
Unrivalled choice and flexibility
Simplified processes

Service delivery driven
Self-serve capability

Recurring currency payments
throughout

For Manchester Met:

Simplified, unified system

Cost and process optimisation
Support new options
(Open-source banking)
Integrate transparent, improved
cash-flow

Support cashless campus
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I just want to talk about the actual Procurement process, this did give us a great opportunity to deliver something quite unique. 
When I set off on this journey the Vision was:  

To offer the widest selection of payment choices in education – now I accept that I cannot do this if it becomes  a burden to the University – but I can achieve this if the provider manages these payment choices on our behalf – all we do is set the rules and wait for the money to appear into our bank account in line with the payment infrastructure.

The payment services have to be sufficiently simple to understand and very transparent in terms of what choices are being offered across each of the areas within the single platform – otherwise payers will find it  too complex – so simplicity was key 

But it must all be underpinned by the student having a really great experience – otherwise they will not engage

To do this properly we had to understand our customer needs and then somehow find a common approach that applied to all payers (irrespective of where they are live, their nationality or the currency they want to pay in) 

We did not want overseas students to have to move their currency at cost into the UK, simply so that we can push them down a domestic platform.  This has been particularly well highlighted during the pandemic when more students have stayed in their home country are continued studying online – so why would we expect students to transfer money at cost into the UK just to pay us.  

Equally, why would I insist that a student can only pay by credit or debit card which may be more costly if they are outside the UK, when a payer in China might want to pay using Alipay, UnionPay or bank transfer.  


We then set some high level objectives focused on Procuring and implementing a payment infrastructure that: 
Challenges the way we have always done things – is there a different way that will support delivery of a new model 
Make sure the tender is focused on delivering choice, ease of use, value for money 
And that it supports the use of innovative ways of doing things – thinking outside the box  
Taking advantage of the size of a large payment partner
And importantly the process that enabled us to deliver these objectives was the OJEU process with negotiation – this in effect delivered a 2 stage tender process -  allowing us to understand what could be delivered 


Finally, the procurement process focused on the delivery of value for students and for the University

Students 
Review this quickly  

Manchester Met 
Review these quickly 
What I would say is that a commercial change requires the full buy in and support of both parties – I really believe this is so critical - both parties have got to feel as though they are delivering something for their own commercial and common benefit – that is the best way to deliver real value for everyone who is involved in this Solution – but always underpinned by a fantastic service and experience 
 



On a mission to deliver one payment journey for all students

% Manchester Every Student

Metropolitan
University ‘

Vastly Different Payment Journeys “ One Payment Journey

Domestic International

$

\ 4

* Limited payment choices *  Wide range of flexible payment choices

* Lack of visibility (invoice & payments) * Full visibility

° Limited or no self-serve © StUdents ownhn thEir experience

- Limited automated CRM functionality * Full integrated CRM — with no Uni interventions

. . * Experience driven by payer and Uni requirements
e Manual interventions P Y pay q

. ) * Costs incorporated into platform contract
* Poor student experience — increased costs

* Processes owned by the Uni and maintained by
Flywire, our Payment Partner

* Processes are not driven by the University

Despite the above, this works

for the University because the personnel have Processes owned by the University with support and
regimented and well-defined processes. monitoring by Flywire, our Payment Partner.
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A very simple pictorial diagram showing the solution that we set out to deliver �
On the left is our current model - On the right is the model we are hoping to create through this procurement process 

Old Model 
In the old world, we had two separate journeys depending on if you were UK or overseas payer – this came with a number of ongoing issues (limited payment choice, lack of real visibility, limited self- serve functionality, my team spending large amounts of time bringing the systems together to ensure strong audit controls and the  overall processes driven by quite static interactions). 
However, what I would say is that through manual interventions we did deliver a great experience but this did require a lot of effort by Finance staff to keep it aligned – rather than the system deliver the great experience that we were looking for. 

New Model
What does the new world look like – it’s one payment experience for everyone, built on expanded payment choice, flexibility and a focus on delivering a truly great experience for all payers.

Most importantly, its one journey for all our payers irrespective of their domicile, nationality or the currency they want to pay in 

What I wanted to do was remove the burden on our University by entering into a partnership with a global payment provider, in order to deliver a model built on automation, self-serve, visibility and transparency for all payers. 

Fundamentally, this can be summed up as “processes owned by our University, supported and maintained by our Payment Partner” 
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ONE SINGLE, INTEGRATED PAYMENT SOLUTION

underpinned by choice, flexibility & payer ownership
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This can also be described in this one slide  – we take all our payment infrastructures for DOMESTIC, INTERNATIONAL AND OUR PERIPHERAL PAYMENT SERVICES AND ONLINE STORE and deliver……. One Single Integrated Payment Solution that is underpinned by choice, flexibility and payer ownership



Phased Implementation Transformation

2015 2020 2021

Cross-Border International
Payments with Flywire Tender Contract for Additional S Int’l & Domestic Payments
— : —
Services
_ e

Multiple Providers
Legal Judgements

for Other Service

Alumni

Sports Membership Fees

Hardship Loans

Online eStore

Unified :
Met Card/ Print Top Up
Payment
Process Recurring Fee Payments

(Tuition/Accomm)
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So once we had appointed the Provider, we then worked with them to deliver a phased timeline approach to ensure all elements of our existing platforms are built into the timetable for replacement by August 2021. 

This required structure in order to seamlessly transition from one provider to another – we are not quite there at the moment. 

We were lucky to have great support from our existing Payment Provider who has maintained open channels with us throughout the process in order to deliver an orderly transition of services from one Provider to another. We are currently at this stage of transitioning all payment services to the new Provider.

The left hand slide indicates that we have our current Provider in place until August and the right hand side shows the transition that we are looking to implement over the next few months
You can see that we are gradually moving different aspects of our payment environment over to the new Provider on a monthly basis
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35,000 student enrolment
130+ countries of origin
60-80 currencies processed

Founded in 1824

Live with Flywire since 2015

Before Flywire

Different international and
domestic systems increased cost,
complexity and workload

Limited local currency payment
options for students

Manual, time-consuming processes
for staff

Higher costs to the university and
students

Overall confusing payment
experience for students

Unified payment process drives
efficiency and savings

With Flywire

Automated, unified payment process
drives efficiency and improves
student experience

Secure processing of 25,000+
education payments in 60+
currencies totals £150M

Student self-service and multilingual
support reduces manual intervention
by staff

Increased payment plan enrolment
improves cash flow


Presenter
Presentation Notes
Just to take this back to some basics – what will this platform facilitate for us, on our behalf  – just in case there is still any misunderstanding 
ALL PAYMENTS – FOR ALL PAYERS 
Payment choice and ownership of their journey, - this includes payments that would otherwise have gone through DD, recurring cards, international currency payments,  bank transfers, card payments and any other payment method offered through the platform ie  Amex or Paypal in some countries etc
 
WITHOUT THE UNIVERSITY HAVING TO GET INVOLVED IN FACILITAING THESE PAYMENTS
 
PAYMENTS ARE INITIALLY ESTABLISHED AT ONLINE ENROLMENT – WE CAPTURE ALL PAYMENT OPTIONS AT THE START OF THE YEAR 

For MMU this will also be integrated into our Student Records system (for us that is Unit 4 – who we are currently working positively with) but we are in early days with these integrations so we expect these requirements and improvements will be built over the next year 

I have mentioned above CRM and guaranteed stage postings, with full back office reconciliation – so no need to touch on this further 


https://www.virginia.edu/facts

The student experience is at the heart of its integrated

Manchester comprehensive receivables solution,
Metropolitan
University

supporting:

* The concept of “one journey for all payers”
* Increased payment choice for all payers

* Self-serve functionality

W hy * Automated communications hub engages with all payers
. on our behalf
F |YW| re ? * A new type of financial model

* The concept of investing in the infrastructure for the future

* All delivered irrespective of domicile, nationality or preferred
currency of choice

We are working positively with Flywire & our third-party system
providers to deliver a seamless transfer of responsibility. Thank you to
our current payment partner(s) for their continued support during this
change process. 7(
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Finally, I have not purposely mentioned Flywire throughout this presentation because I wanted this to be focused on the improvements that we are making to the students payment journey.
 
But I am just going to use my last slide to explain why we chose Flywire and describe our working relationship with them   

Through this tender process we have been able to find ways to deliver service improvements that would have been considered extremely challenging in the past (in some cases impossible). 

I cannot say that everything is delivered becau8se we are transitioning a full and highly complex integration 

But I am delighted with their support which is helping us to achieve our goal of:  
A single payment journey for everyone  
Increased Payment Choice 
Self-Serve functionality 
Integrated CRM to enable us to engage in the right way with students without this being a burden to the University 
A new costing model – taking advantage of their buying power across the world to deliver a unique all-encompassing cost efficient model 
A commitment to investing with new payment channels for the future – this is not a case of “we’ve signed a contract now we are tied in” – this is a long term productive and progressive partnership that is unique in many ways. 

The opportunities for students and other payers to engage in global payment solutions is now here, thanks to creative companies like Flywire. Whilst we are obviously working hard to deliver this change, it has been made far easier by the excellent team working within the Flywire business – they really are focused on making sure it delivers real value and great service.  

Questions - are you still awake ?
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Simon Read

Vice President, Education,
EMEA, Flywire

Real-World Results:
New way of buying paves path to higher adoption



The more
payment “doors”
offered the lower
the adoption

How do you
want to pay?

i

L
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Path to higher adoption

3 DOORS

Non-integrated

international Direct bank
payment account details
provider

“Domestic”
card
provider

Historical market deployment;
standard for most competitors

least efficient / highest costs

2 DOORS

Integrated
international
payment
provider

“Domestic”
card
provider

v v
International payments process through “domestic”

gateway; make up ~30% of all domestic gateway
payments

more efficient / high costs

1 DOOR

Single,
integrated
payment
platform

Single solution for domestic & international
payments backed by first-class security
& 24x7 multilingual support

most efficient / lower costs



Seamless
Integration
with your
existing
systems

Nothing is too much trouble
for Flywire.

- Manchester Met University

_— Enrolment _
Admissions Housing
Management

Continuing Other

ERP

Education Software

7‘:

Comprehensive Receivables Solution

with automated communication hub

Global Payment Security &
Network Compliance

Multilingual Support

\ SOC2TYPEII DSS
J/ CERTIFIED . ‘/

PCI POINT-TO-POINT
ENCRYPTION (P2PE)™
SOLUTIONS

FERPA-

O O\ PLIANT

EU GDPR
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You’re probably wondering how does this all work? Well, let’s talk implementation. Your institution shouldn’t have to change its processes to meet the requirements of a payment solution provider. And with Flywire, you don’t have to.
Enjoy seamless integration with existing systems and workflows
Benefit from a controlled payment and receivables environment 

Backed by our powerful global payment network, first-class security and compliance (Privacy Shield, SOC2, ADA, PCI, FERPA) and around-the-clock multilingual support, our comprehensive receivables solution can be seamlessly integrated with your existing systems to drive unity across admissions and enrolment management, housing, continuing education, ERP and more. ��







Our trusted solution solves all
sides of the education payment equation

~2,000 350+

Satisfied Institutions Education Agents
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Payment Plan Enrollment Call Volume
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Flywire is proven and trusted to solve both sides of the education payment equation for 2,000+ institutions and millions of students worldwide. ��Here’s a look at a few of our results and a sampling of our clients:

Payment flexibility increases plan enrolment by 50% and reduces inbound call volume by 40%
More than 25,000 student enrolments saved from collections with 20% increase in collections���
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Q&A backdrop


Thank You

edu.flywire.com
learnmore@flywire.com
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Thanks for your time today. If you have any follow-up questions or want to schedule a demo, I can be reached at [insert contact detail]��You can also visit edu.flywire.com to learn more.
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