
SME BANKING:
the new Fabrick solution in 
which the convergence of 
management software and 
banking services creates value.



businesses in the European Union1.

They are a large and heterogeneous market segment (99% 
of non-public companies in the EU are companies with less 
than 250 employees) and undoubtedly a valuable resource for 
banks (from €1 million to €250 million turnover), as they have 
sophisticated credit and payment needs that are bound to 
increase due to the effects of the Covid-19 pandemic. To date, 
however, SMEs have not found a dedicated response to their 
digitalization needs. 

This is confirmed by the European Central Bank’s latest 
monitoring of the sector’s satisfaction with access to credit, 
financing and payments:  applications for loans and trade 
credits, for example, rose from 8 to 20 per cent between the 
second half of 2019 and the first half of 2020, but accessibility 
to these services increased by only one percentage point: from 
5 to 6 per cent2. 
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The market context requires banks to rethink their offer towards 
the target with ad hoc digital solutions in order not to lose 
market share to the challenger bank business and management 
players, which already have very strong customer ownership 
and can now offer financial services thanks to the opportunities 
of open banking.

Small and medium-sized enterprises (or SMEs) continue to be a 
fundamental component of the Italian and European economic 
fabric: today they produce 56% of the EU’s GDP, provide 
two-thirds of jobs in the private sector and contribute to the 
creation of more than half of the total added value generated by 

The reference 
scenario: SMEs and 
financial services: 
a relationship to be 
rethought

1  Last report of European Commission
2  Survey on the Access to FInance of Enterprises in the Euro Area 2020, BCE



Through Fabrick, banks have the opportunity to easily renew 
their offer to SMEs with digital services tailored to their specific 
needs. This is possible by widening their spectrum of operations 
beyond their traditional core offerings, in order to be a reference 
point once again.

As the transactional and management information domains 
converge, new value is generated in terms of business insights 
that can be translated into reconciliation, cash flow forecasting, 
cash pooling and credit services.
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SMEs have been served by banks with solutions designed 
primarily for the retail public or large corporations, despite the 
fact that the pandemic has also shown the indispensability of 
digital services for business continuity and that these represent 
a tool for recovery in the current economic crisis.

Moreover, in their relationship with SMEs, banks are facing two 
new competitors: challenger banks and management operators. 
Both players have seized the opportunities opened up by open 
banking to offer digital, vertical and personalised financial 
services to their target audience. 

While the neo-banks, which were born for private individuals, 
have subsequently extended their range of action to businesses 
and professionals, the management players, who can already 
count on a large number of business customers, are integrating 
PISP and AISP functionalities into their systems and forming 
partnerships with fintech players specialised in the provision 
of credit (e.g. invoice trading, working capital loans..), thus 
expanding their offer and starting to gain new market shares.



The key issue in the competition is that the customer 
journey (i.e. the user experience) of the SME with regard 
to financial needs does not originate from financial 
institutions but from the management system that 
signals, for example, a liquidity problem. Only when 
the need arises does the company turn to its bank. But 
what happens if, when a problem arises, the solution is 
available from the same operator that detected it? 

For SMEs, the convergence of management and financial 
operations also opens the door to more efficient and 
effective management that frees up resources internally 
which can be dedicated to other activities. 

The obvious trend is the bringing together of these two 
worlds: interconnected banking services available 
through management software. This union generates 
concrete value and only those players who manage to 
govern the process by providing value-added services 
covering both will prevail in the market. 
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Fabrick: new banking services for SMEs
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In order to help banks adequately serve the SME segment, 
Fabrick has developed three products that allow banks to 
expand their offerings to include management, creating value 
for the end customer (the company), ensuring new revenue 
channels, customer loyalty and the acquisition of more data for 
the development and offering of additional services.

- SME Banking

- Lending Place 

- Business Financial Management



In order to help banks adequately serve the SME segment, 
Fabrick has developed three products that allow banks to 
expand their offerings to include management, creating value 
for the end customer (the company), ensuring new revenue 
channels, customer loyalty and the acquisition of more data for 
the development and offering of additional services.

It is an operational system for business banking, a platform 
within the platform that enables banks to offer not only 
transactional services but also data analytics elements that can 
digitise the business experience and help them improve their 
management and financial literacy, hence their bankability and 
health. 

SME banking nasce con l’obiettivo di rispondere a vari casi 
d’uso, non solo quello basilare della gestione degli incassi 
e dei pagamenti ma anche la fatturazione elettronica, la 
riconciliazione in cassa dei pagamenti, il monitoraggio dei 
pagamenti tramite il punto vendita, l’anticipo di fatture, il fast 
lending. 
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SME Banking 
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It enables the bank to respond to the needs 
of businesses either through a whitelabel or 
a customized digital channel, or directly by 
integrating their technology into the corporate 
information system.ale

It provides comprehensive collections and 
payments management.

It allows the bank to extend its service domain 
beyond the boundaries of transactional 
banking operations, addressing management 
needs related to banking activities (enterprise 
digital services gateway)

It is able to approximate the company’s 
delegation processes, thus enabling the 
management of multiple users with different 
operational profiles.

It supports the implementation of a consulting 
service model through web collaboration and 
data analysis

It simplifies collaboration between the company 
and its partners (accountants, payroll, banks, 
etc.).

SME Banking: benefits

EnterprisesBanks
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SME Banking: service architecture

Target SME

Basic needs Core/Additional needs

Management 
software

Front-end
white label

Front-end
Custom

ERP

Target 
medium/large 
enterprise



Lending Place
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Lending Place is the suite of solutions for accessing and 
consuming credit by businesses. Businesses by their nature 
may need a variety of financing instruments; each of the 
technical forms of financing depends on the bank’s ability to 
have that type of product in its catalogue and the credentials of 
the customer. 

Two technical forms have been developed by Fabrick to 
date to open up the range of credit offers to SMEs (further 
developments are under consideration): invoice advances and 
fast lending, i.e. unsecured finance with digital onboarding and 
instant resolution process. 
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It favors an improvement of the time to market 
and of the management costs thanks to a single 
solution for the management of more technical 
forms (Invoice advance / online Factoring, Direct 
Unsecured Loans, Advance credits to the PA, ...)

Modern software platform, API based, which can 
be integrated with existing digital circuits, with 
the company’s information system and with the 
production processes and digital assets of the 
player (ERP, management software...)

The possibility to use a customizable white-label 
front-end designed to target an excellent customer 
experience and to speed up the adoption / reduce 
switching costs

Low impact on core banking with reduced 
integration needs but with the ability to do it 
incrementally as needed.

Scalability and efficiency IT Banking ready

Excellent and consistent CX Self standing

SME Banking: benefits



Business Financial Management
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Fabrick’s Business Financial Management is a suite of business 
financial management software services that aims to help 
companies (especially micro and small ones) better understand 
their financial dynamics.

Among the value elements included are cash flow forecasting 
tools, invoice/bank reconciliation, and categorisation based on 
the income statement.

For banks, the BFM represents a window on the company’s 
management operations, helping them to improve their service 
capacity, on the one hand by supporting a consultancy service 
model capable of conveying a relevant offer, and on the other by 
refining their ability to price counterparty risk.  
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