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A platform for small business owners 
that facilitates their day-to-day tasks.

Comarch 
SME Banking 
Ecosystem

Comarch SME Banking Ecosystem is an answer to the constantly 
changing SME market, and the growing demands on the quality and 
complexity of banking services. It is also a tool allowing banks to get to 
know and understand their customers better in order to customize the 
offering. A tool that lets you build customer partnership and trust.

For banks, Comarch SME Ecosystem is a solution supporting the sales 
of products and services through the use of large data volumes. The 
bank gains access to a company’s accounting data to learn about the 
customer and retain them effectively by fine-tuning its services.
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For bank customers, Comarch SME Ecosystem is an online banking 
system up to our times. Thanks to it, day-to-day tasks related to running 
a business become easy and intuitive. The solution centralizes these 
tasks around online banking and simplifies them, with some being fully 
automated.
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Support on foreign markets

Comarch SME Banking Ecosystem is a tool created with the ever-growing product needs 
of SMEs in mind. It allows you to propose tailored banking products that were previously 
reserved for corporate clients, such as exchange rate hedging or trade finance. 

Risk minimization, income maximization

Thanks to the integration with ERP systems, you can analyze invoices and cash flows on 
bank accounts and estimate the future demand for currency exchange. Your bank can react 
immediately to a sales opportunity. 

Thanks to access to invoice data, your bank can also offer trade finance solutions. On the basis 
of pro-forma invoices registered in the ERP system and advance payments made, you know 
when to offer the customer an import letter of credit or documentary collection. 
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Credit product match

By analyzing the customer profile, their counterparties, suppliers and customers more 
broadly, you can identify further needs that increase customer liquidity.

Through access to information such as the number of counterparties, the value of turnover 
for each of them, or the timeliness of repayments, you’re able to present specific financing 
proposals. These can be debt buyout, reverse factoring or refinancing of the incurred turnover 
or investment expenditures. 
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More sales opportunities

Analyzing events on the account and in the ERP system, you can also present insurance and 
leasing proposals. Detection of payments or records of documents for insurance or leasing 
companies allows you to bring your customer’s attention to the right products.

Thanks to the open architecture, the system 
can be easily integrated with the insurer. 
The user can start and finish the process 
of purchasing the policy whenever they 
need it, from one place. An example 
can be issuing invoices with 
receivables insurance or buying a 
policy for an employee going on a 
business trip. 

The bank providing Comarch 
SME Banking Ecosystem to its 
customers will learn about their 
business model and unique 
needs. 
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How does it work?

Offering can be done in a classic way, through a customer advisor servicing a task created in 
the system, or through pop-up notifications in online banking. 

Additionally, the customer gets to apply for an invoice discount, for example. The variety 
of products and services encourages the use of banking products that solve customer 
problems.
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Flow forecasting

Thanks to the integration with ERP systems and the analysis of information on receivables 
and their payment dates, the system presents the future balance and signals the probable 
demand for funds or the occurrence of overflow. Thanks to this, the customer is not exposed 
to sudden events in the company. They know what to prepare for and gain an advantage by 
being able to react accordingly.
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Data storage in the cloud

Comarch IBARD is an additional tool that allows you to create a repository of private 
customer documents. This service makes it possible to:

■   Store, catalogue and make online documents available to the bank, colleagues or   
     contractors, 

■   Sign documents in line with the approval workflows for Comarch SME Banking, and thus  
     submit applications for banking products quickly, 

■   Make backups, 

■   Exchange documents between the bank and the customer instantly,

■   Save statements, transaction confirmations or reports directly in the cloud.
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Case studies 

Virtual accounts

The entrepreneur books the sales and issues an invoice via online banking. They have full 
access to the invoice. At any time they can view document details and check if the due 
amount has been paid. Virtual invoices allow them to assign payments to issued invoices 
automatically. If the entrepreneur has not yet received the payment, they apply for financing 
of the invoice with one button, passing the document on to the factoring or other form of 
advance payment. After receiving the payment, the system itself marks the invoice as paid, 
and the information about the date and form of payment is retained for further analysis of 
receivables inflow to the company.

Background processes

The system monitors the payment 
dates of incoming invoices 
and reminds entrepreneurs of 
upcoming payments. It also 
prepares transfer formats, 
completing amounts and 
account numbers, and updates 
the list of operations to be 
executed. The entrepreneur 
executes them quickly and 
without errors.  
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Improving liquidity

The system analyzes the current financial situation of the company and, if necessary, proposes 
tailored forms of financing: working capital credit or factoring. The customer submits an 
application with one click and receives support within a few minutes. The invoice is paid on 
time so that the customer’s good reputation does not change.

The payments are automatically marked on the invoices. This gives the customer an insight 
into the status of their current commitments, which allows them to avoid mistakes.
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Contractor management – verification in databases

The system collects information on all events concerning contractors. The customer can 
track the current status of receivables and liabilities per contractor and trends observed in 
cooperation with the contractor. The customer may apply for including the contractor in the 
factoring program, attaching data collected by the system to the application.

Thanks to the integration of the system with external suppliers, the customer can verify their 
contractors in credit information agencies, thus minimizing the risk.
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Monitoring

Comarch SME Banking Ecosystem provides banks with previously unavailable customer data 
that can be used to minimize transaction risk. Using analytical tools, e.g. BI Point or Fraud 
Detection System, the bank can verify whether the customer meets the conditions they 
agreed to in the loan agreement. It can control the turnover on transaction accounts, and if 
the turnover does not reach a certain level, report an alert to the risk department. 

Another feature is searching for specific information in the contents of customer transfers 
or in the names of their recipients. For example, if a transaction containing the phrase 
„settlement” appears on the customer account, the system will generate an alert about the 
need to manually verify the event with the customer. The occurrence of such an event may 
have a negative impact on the future financial standing of the customer, and thus generate 
increased risks for the bank.

What is more, the AI algorithm analyses cash 
flows in the company and signals to the bank 
an expected lack of liquidity or operations 
unusual for the customer or its market. 
Thanks to the heads-up received 
earlier, the customer advisor has a 
chance to talk to the customer and 
get to know their situation.

Additional value for the 
bank 
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Retention

The analysis of the acquired data allows you to support your retention activities. By detecting 
typical events for a customer transferring an account to another bank, this module allows 
you to take actions to prevent customer churn.

A good example is early detection of a drop in receipts booked on customer accounts in 
relation to invoices issued in the accounting system. The system, similarly as in the case of 
monitoring, will generate an alert requiring manual verification by an advisor and possible 
retention measures.
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More than digital banking

Comarch SME Banking Ecosystem is a command center of a modern company thanks to 
convenient integration with accounting systems. Thanks to accounting functions in online 
banking, the user starts and ends business processes in one system. The solution makes 
fiscal activities simple and intuitive. Presented data clearly illustrate events taking place in the 
company. An additional integration with analytical tools brings conclusions and guidelines 
relating to the current and future situation of the company.

For the bank, it is primarily about the access to new data, thanks to which you can get 
to know your customers better. This influences offer customization, and, consequently, 
customer satisfaction with the products and services offered. 
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ABOUT COMARCH 

Founded in 1993 in Kraków, Poland, Comarch prides itself on being one of the leading software houses in Europe with over 6000 employees 

worldwide and thousands successful projects carried out for the largest international brands.

With 20 years’ experience in the industry, Comarch Financial Services, a business sector within the Comarch Capital Group, specializes in developing 

sophisticated software and IT systems for major financial institutions in banking, insurance and capital markets.

Our expertise has gained worldwide recognition and a significant portfolio of clients among insurers, banks, mutual and pension funds, brokerage 

houses and asset management companies in more than 30 countries. Our client list includes UniCredit, Société Générale, BNP Paribas, Ergo, Oney, 

Allianz, and more.
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CONTACT US
Visit www.comarch.com for  
the  contact information of  
our offices in the following  
countries: 

Argentina 
Australia
Austria
Belgium 
Brazil
Canada
Chile 
China
Colombia
Finland
France
Germany 
Italy
Japan 
Luxembourg
Malaysia 
Mexico

Panama
Peru
Poland
Russia
Saudi Arabia 
Singapore
South Korea
Spain
Sweden
Switzerland
Thailand
The Netherlands
Turkey
UAE
UK
Ukraine 
USA 

finance@comarch.com | finance.comarch.com


