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2016

2016

The first initiative of the BC+ 
Agenda was authorizing the 

Opening of 100% Digital Accounts

2018

2020-21

3.0 Era – More regulatory changes
BaaS

Banking as a Service
Implementation of PIX and the 

Open Banking framework

Infrastructure and Regulatory Democratization 
Agenda BC+ is revitalized becoming the current 

Agenda BC# which includes the creation of 
“credit fintechs” (SCDs and SEPs)

Democratization of the
Financial Services uses

Brazilian Central Bank (“BC”) 

launches BC+ Agenda with the 
objective of promoting an 

Efficient, Modern and Low-Cost 
Financial System

THE BRAZILIANS’ FINANCIAL MARKET REVOLUTION

2013

Publication of the Brazilian Law 
12,865, which regulates and 

authorizes fintechs to act in the 
Brazilian Payment System as 

PAYMENT INSTITUTIONS
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CSU - Innovation DNA since our origin

Blue C is the new CSU business unit
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Payments

Largest independent 
processor of electronic 
payment means 
transactions in Latin 
America

Loyalty & Incentives

Robust customer 
reward, engagement, 
loyalty and incentive 
solutions

Customer 

Experience – CX

Complete CX 
solutions. The best 
customer relationship 
experience with the 
most modern solutions

Banking as a Service

Complete BaaS solution based on a robust and agile technological platform, 
providing security and efficiency so that any type of company can offer 
financial services to its customers and partners



What is

Banking as a Service?

BaaS is a set of services for 
companies to act as a FinTech
offering 100% digital financial 
services to their customers and/or 
partners using solutions from market 
providers
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Examples of

BaaS Target Markets
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IndustryRetail

Insurance

Fintechs
Payment

Intermediator

Franchise

E-CommerceStartups

Shoppings 
Softwares 

Houses
Utilities

Any company looking to enter the embedded finance competition!
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Embedded Finance Examples

Transportation
99 

Lyft

Retail and Beverage
Pernambucanas

Ambev (Donus)

Utilities
Energisa (Voltz)

Claro



1 2 3 4
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Revenue from 
financial and value-

added services

Via partners: credit, 
insurance, prepaid 
mobile recharge, 

health plans, toll tags, 
etc.

Reduction of
billing costs

PIX, automatic debit, 
credit, bank slip, 

receivables 
anticipation and/or 
extension of terms

Data on the 
behavior of 

customers and 
partners

Taylor-made offers
with analytics

and big data use

Private-branded cards, 

loyalty programs, 

cashback and rewards

Strengthening the 

brand and engaging 

the value chain

BaaS Benefits



Our BaaS complete solution (white label)

Based on APIs

Account managed via API

Dashboard and Analytics

100% digital account opening

Payments and collection

PIX

Flagged card (CardSystem)

ATM withdrawal

App

Individuals / Corporations Full Service 

Financial Services and Value 

Added Marketplace

Back office processes

Incentives and rewards program 

(MarketSystem) 

Contact Center (Contact)
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YOUR
COMPANY

For your client:

Prepaid cards
(physical/virtual)

Digital Accounts
(Corp/Individual) 

Facial 
Recognition

Financial
Products

Transfers
(P2P, Pix, TED)

Balance and
Statement

Value-added services
• Prepaid mobile 

recharge
• Others

Invoice
payments
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White label App



Digital account
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Complete Accounts’ Solutions
The digital account as the center of embedded finance

Clients

Partners

ConsumersDistributers

Financial

services

Added

Services



BaaS is not all the same!

Our competitive advantage

Experience
_Brazilian market leader in technological solutions
_B3's Novo Mercado public company since 2006

Financial and value-added services marketplace
_Credit, Investments, Insurance, among others (via partnerships)
_Hybrid Card Processing Platform (                               )
_Incentive and rewards program (                                   )
_Customer Experience Management (                         )

Flexible model
_White label: to companies of any size
_Modular Services: tracking the Customer's Growth Journey

Modern, robust, agile and safe technology
_Architecture based on microservices
_Solution 100% developed for public cloud
_Parameterizable and natively integrated authorization rules engine
_State-of-the-art core banking (Technisys)
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Technisys Core banking

Cloud-based and with powerful parameterization 
and management tools that provide agility for the 
development of innovative financial products

More than 100 million digital accounts in 16 
countries: traditional banks, neobanks and 
fintechs

Widely recognized by the market:
Gartner: Top 3 Disruptor in the Core Banking Space
Forrester Wave: Ranked Highest In Criteria Of 
Architecture And Digital Banking
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New cutting-edge solutions

Hybrid Processing Platform

Card processing in cloud and mainframe, innovative 
hyperconnectivity solution with high robustness, security 
and integration

High potential to better serve new customers, such as 
startups, fintechs and new financial institutions

VisionPLUS®: Mainframe-based solution provided by 
Fiserv, world market leader; and
Glic: solution based on public cloud and services 
architecture, implemented in more than 20 countries, for 
debit, credit and prepaid cards.
Learn more: glic-solutions.com/en/

VisionPLUS®

https://glic-solutions.com/en/


Source: CSU estimatives, in R$ billion, based on public data (Central Bank, CIP and news portals).

Market vision
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Market potential: According to internal projections, this 
market could generate around R$ 8 billion in business 
for suppliers in the Brazilian BaaS market in the next 
5 years (greater than R$ 2 billion in 2025)

Target markets: Names in different business segments

Resources: CSU estimates to allocate more than 
R$ 150 million (Costs + Investments) in the next 5 years

Potential of results: Search for relevant market share 
with attractive profitability



2
Account

management

3
Per 

transaction

4
Interme-

diation

1
Setup

Our BaaS revenue model is 

mostly anchored in 

recurring revenues

App customization and

back office parameterizations
(variable, by project)

By active account and

other CSU services

(recurring, monthly)

Cash-in/cash-out:

Pix, TED, withdrawal, card, 
bank slip (recurring, fee)

Via partners:

credit, investment, insurance, etc
(recurring, rebate)
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BaaS Structure

Alexandre Pinto

Executive Officer

Marcos R. Leite
CEO (CSU)

Wendel Paz

Sales Officer

Gustavo Aleixo

IT Officer

https://www.linkedin.com/in/wendel-paz-85871622/
https://www.linkedin.com/in/wendel-paz-85871622/
https://www.linkedin.com/in/alexandresouzapinto/
https://www.linkedin.com/in/alexandresouzapinto/
https://www.linkedin.com/in/gustavoaleixo/
https://www.linkedin.com/in/gustavoaleixo/


2Q21

3Q21

Payments (PIX, TED, 
bank slip, card),

Integration with CardSystem
and MarketSystem

Credit offer (partners)
Commercial action

4Q21

1Q22

Expectation to start 
generating revenue

Hiring and implementing 
clients, new partnerships 
(investments, insurance)

Implementation of the 
Technisys core

(Individual/Corp 
accounts),

Official release 

(marketing)

Timeline

1Q21

Consultancy
Selection of suppliers

Executive hiring
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More Information:
www.BlueC.com.br

BlueC@csu.com.br 


