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In 2025, U.S. consumers used credit 
cards to purchase more than $3.8 
trillion worth of goods and services.1

1 https://www.emarketer.com/content/three-biggest-credit-card-trends-of-2025

Cards are powering mobile, online, in-store and even biometric payments.
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The basic elements of a card transaction
Whether a payment is made at the point of sale, online or via mobile device, the 
fundamentals of a card transaction are the same.

Authorization

Confirms sufficient funds and 
updates authorization amount 
unavailable for other purchases

Clearing & Settlement

Clearing: Merchant sends 
purchase information to the 
network, which in turn sends to 
the issuing bank 

Settlement: Issuing bank sends 
payment to the payment 
network, which in turns sends 
payment to the merchant 
acquirer

Funding

Acquirer pays the merchant 
for their activity
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The traditional card transaction flow
Illustrative

Cardholder Merchant Acquiring bank Issuing bank

1 2 3 4
Payment Brand
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Card transactions are subject to processor, network and interchange fees. The 
relative size of representative fees are depicted below.

What makes up a transaction fee?

Processor fee
Assessed by a merchant services provider for coordinating 
authorization, settlement, disputes, reporting and customer 
service

Network fee
Assessed by payment networks for the use of their respective 
network

Interchange fee
Assessed by the payment networks to compensate issuers for 
the risk and cost of a card transaction

Interchange fees, managed and assessed by the payment brands, create incentives that help 
to ensure the reliability and security of card transactions for merchants and consumers.
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Qualifying transactions for optimal interchange 
rate 

 Use the most secure authorization method
 Insert chip or tap – avoid manual key entry

 Capture Level II and Level III data (or Commercial 
Enhanced Data)
 Additional information helps to mitigate risk in the eyes of 

the payment brands

Card type, transaction type, payment processing method and business 
classification can all influence the interchange fee rates. 

To help qualify transactions for optimal interchange rate 
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Qualifying transactions for optimal interchange 
rate 

 Type of card presented by consumer
 Reward and commercial cards have higher 

interchange relative to general purpose cards
 Transaction type

 Card-not-present transactions have higher interchange 
relative to card-present transactions

Card type, transaction type, payment processing method and business 
classification can all influence the interchange fee rates. 

To help qualify transactions for optimal interchange rate 



8

How do disputes work?

*The payment brands act as a payment clearinghouse between the issuing bank and acquiring bank during the dispute and re-presentment process. A compliance resolution process also exists at the bank card association if no dispute 
rights are available to the issuing bank and a financial loss is incurred as a result of bank card association rules. A second dispute may occur if the re-presentment is invalid, documentation did not support the charge or another dispute 
reason code applies. If the acquirer disputes the second dispute presentment, the acquirer may file an appeal for arbitration with the bank card association. Re-presentment is not allowed for a second dispute

Did a processing 
error occur?

Re-presented to 
issuing bank with 
corrections*

Did merchant provide 
information or documentation 
to remedy dispute?

Re-presented to issuing bank 
with supporting 
documentation

dispute stands. Does 
merchant have funds to 
cover the amount?

End of process

Probable loss to 
acquirer

Customer 
disputes sales 
transaction

Issuing bank researches 
the validity of the dispute

Provisional credit provided to 
customer, issuing bank initiates 
dispute process and obtains 
credit from the acquirer

Acquirer 
researches the 
validity of dispute

Re-presents to issuing 
bank*

Issuing bank holds customer 
responsible for charge or absorbs 
loss

Valid

Invalid

Valid

Yes

No

Invalid

Yes

No Yes

No

dispute amount removed from 
merchant’s account and acquirer 
provides documentation to the 
merchant

A representative dispute process
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PCI compliance overview
PCI DSS involves the management of all risk associated with card data in a business – from access to data at rest, to card skimming at the point of sale, 
to customer and employee shrinkage.

Check out the PCI Security Standards Quick Reference Guide for more information.

PCI DATA SECURITY STANDARD – HIGH-LEVEL OVERVIEW

Build and maintain a secure network and systems 1. Install and maintain network security controls
2. Apply secure configurations to all system components

Protect account data 3. Protect stored account data
4. Protect cardholder data with strong cryptography during transmission over open, public networks

Maintain a vulnerability management report 5. Protect all systems and networks from malicious software
6. Develop and maintain secure systems and software

Implement strong access control measures 7. Restrict access to system components and cardholder data by business need to know
8. Identify users and authenticate access to system components
9. Restrict physical access to cardholder data

Regularly monitor and test networks 10. Log and monitor all access to system components and cardholder data
11. Test security of systems and networks regularly

Maintain an information security policy 12. Support information security with organizational policies and programs

https://www.pcisecuritystandards.org/documents/PCI%20SSC%20Quick%20Reference%20Guide.pdf
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PCI compliance is a journey

The Payment Card Industry Data Security Standard (PCI DSS) represents a combination of preventative, detective and responsive controls applied to a 
merchant’s process, people and technologies. PCI DSS is not a one-time event. It is an active effort that involves constant monitoring and updates as 
threats and attacks evolve. 

Check out the PCI Security Standards Quick Reference Guide for more information.

People
Hire qualified and trusted partners 
and train your staff to understand 
payment data security essentials.

Process
Put the right policies and practices 
in place to make payment security 

a priority every day.

Technology
Make sure you are using the 

right technology and 
implementing it correctly to get 
the best security and business 

benefits.

https://www.pcisecuritystandards.org/documents/PCI%20SSC%20Quick%20Reference%20Guide.pdf
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Protect data at every step with comprehensive 
data security

A type of transaction in which the card is physically 
swiped, tapped or dipped through a reader to capture 
details in person at point of sale.

 Card-present

A type of card transaction in which the card is not 
present at the point of sale for the magnetic stripe to be 
read. 

Card-not-present

TransactStoreCollect

Card information is captured at 
point of sale and online.

Card data is stored for future use. Customer identity is authenticated and 
fraud risks managed.

EMV
Help prevent skimming, counterfeit 
and lost/stolen fraud with advanced 
chip card technology.

Fraud tools
Provide greater visibility into 
sophisticated fraud patterns, 
which can help reduce fraud and 
manual review and pinpoint a 
transaction’s origin in real time 
and dynamic order linking.

Tokenization
Protect data while at rest by 
replacing payment data with a 
secure token that cannot be 
converted back to card or account 
information within your network.

Encryption 
Protect primary account number 
(PAN) data in transit through your 
network and while it travels to 
Merchant Services from moment 
of capture at retail point-of-sale or 
from your website.

EMV
EMV utilizes dynamic data that help 
protect transactions.
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Di scl ai mer
Thi s mat er i al  was pr epar ed excl usi vel y f or  t he benef i t  and i nt er nal  use of  t he J. P.  Mor gan cl i ent  t o whom i t  i s di r ect l y addr essed 
( i ncl udi ng such cl i ent ’ s subsi di ar i es,  t he “ Company” )  i n or der  t o assi st  t he Company i n eval uat i ng a possi bl e t r ansact i on( s)  and does not  
car r y any r i ght  of  di scl osur e t o any ot her  par t y.  I n pr epar i ng t hi s mat er i al ,  we have r el i ed upon and assumed,  wi t hout  i ndependent  
ver i f i cat i on,  t he accur acy and compl et eness of  al l  i nf or mat i on avai l abl e f r om publ i c sour ces or  whi ch was pr ovi ded t o us by or  on behal f  of  
t he Company or  whi ch was ot her wi se r evi ewed by us.  Thi s mat er i al  i s f or  di scussi on pur poses onl y and i s i ncompl et e wi t hout  r ef er ence t o t he 
ot her  br i ef i ngs pr ovi ded by J. P.  Mor gan.  Nei t her  t hi s mat er i al  nor  any of  i t s cont ent s may be di scl osed or  used f or  any ot her  pur pose 
wi t hout  t he pr i or  wr i t t en consent  of  J. P.  Mor gan.

J. P.  Mor gan,  JPMor gan,  JPMor ganChase,  Chase,  Chase Mer chant  Ser vi ces,  and Chase Payment  Sol ut i ons ar e mar ket i ng names f or  cer t ai n busi nesses 
of  JPMor ganChase and i t s subsi di ar i es wor l dwi de ( col l ect i vel y,  “ JPMC” ) .  Pr oduct s or  ser vi ces may be mar ket ed and/ or  pr ovi ded by commer ci al  
banks such as JPMor gan Chase Bank,  N. A. ,  secur i t i es or  ot her  non- banki ng af f i l i at es or  ot her  JPMC ent i t i es.  JPMC cont act  per sons may be 
empl oyees or  of f i cer s of  any of  t he f or egoi ng ent i t i es and t he t er ms “ J. P.  Mor gan” ,  “ JPMor gan” ,  “ JPMor ganChase” ,  “ Chase” ,  “ Chase Mer chant  
Ser vi ces”  and “ Chase Payment  Sol ut i ons”  i f  and as used her ei n i ncl ude as appl i cabl e al l  such empl oyees or  of f i cer s and/ or  ent i t i es 
i r r espect i ve of  mar ket i ng name( s)  used.  Not hi ng i n t hi s mat er i al  i s a sol i c i t at i on by JPMC of  any pr oduct  or  ser vi ce whi ch woul d be unl awf ul  
under  appl i cabl e l aws or  r egul at i ons.

I nvest ment s or  st r at egi es di scussed her ei n may not  be sui t abl e f or  al l  i nvest or s.  Nei t her  J. P.  Mor gan nor  any of  i t s di r ect or s,  of f i cer s,  
empl oyees or  agent s shal l  i ncur  i n any r esponsi bi l i t y or  l i abi l i t y what soever  t o t he Company or  any ot her  par t y wi t h r espect  t o t he cont ent s 
of  any mat t er s r ef er r ed her ei n,  or  di scussed as a r esul t  of ,  t hi s mat er i al .  Thi s mat er i al  i s not  i nt ended t o pr ovi de,  and shoul d not  be 
r el i ed on f or ,  account i ng,  l egal  or  t ax advi ce or  i nvest ment  r ecommendat i ons.  Pl ease consul t  your  own t ax,  l egal ,  account i ng or  i nvest ment  
advi sor  concer ni ng such mat t er s.

Not  al l  pr oduct s and ser vi ces ar e avai l abl e i n al l  geogr aphi c ar eas.  El i gi bi l i t y f or  par t i cul ar  pr oduct s and ser vi ces i s subj ect  t o f i nal  
det er mi nat i on by JPMC and or  i t s af f i l i at es.  Thi s mat er i al  does not  const i t ut e a commi t ment  by any JPMC ent i t y t o ext end or  ar r ange cr edi t  
or  t o pr ovi de any ot her  pr oduct s or  ser vi ces and J. P.  Mor gan r eser ves t he r i ght  t o wi t hdr aw at  any t i me.  Al l  pr oduct s and ser vi ces ar e 
subj ect  t o appl i cabl e l aws,  r egul at i ons,  and appl i cabl e appr oval s and not i f i cat i ons.  The Company shoul d exami ne t he speci f i c r est r i ct i ons 
and l i mi t at i ons under  t he l aws of  i t s own j ur i sdi ct i on t hat  may be appl i cabl e t o t he Company due t o i t s nat ur e or  t o t he pr oduct s and 
ser vi ces r ef er r ed her ei n.

Any ment i ons of  t hi r d- par t y t r ademar ks,  br and names,  pr oduct s and ser vi ces ar e f or  r ef er ent i al  pur poses onl y and any ment i on t her eof  i s not  
meant  t o i mpl y any sponsor shi p,  endor sement ,  or  af f i l i at i on.  Not wi t hst andi ng anyt hi ng t o t he cont r ar y,  t he st at ement s i n t hi s mat er i al  ar e 
not  i nt ended t o be l egal l y bi ndi ng.  Any pr oduct s,  ser vi ces,  t er ms or  ot her  mat t er s descr i bed her ei n ( ot her  t han i n r espect  of  
conf i dent i al i t y)  ar e subj ect  t o,  and super seded by,  t he t er ms of  separ at e l egal l y bi ndi ng document at i on and/ or  ar e subj ect  t o change wi t hout  
not i ce.  Changes t o I nt er bank Of f er ed Rat es ( I BORs)  and ot her  benchmar k r at es:  Cer t ai n i nt er est  r at e benchmar ks ar e,  or  may i n t he f ut ur e 
become,  subj ect  t o ongoi ng i nt er nat i onal ,  nat i onal  and ot her  r egul at or y gui dance,  r ef or m and pr oposal s f or  r ef or m.  For  mor e i nf or mat i on,  
pl ease consul t :  ht t ps: / / www. j pmor gan. com/ gl obal / di scl osur es/ i nt er bank_of f er ed_r at es.

JPMor gan Chase Bank,  N. A.  Member  FDI C.  Deposi t s hel d i n non- U. S.  br anches ar e not  FDI C i nsur ed.  Non- deposi t  pr oduct s ar e not  FDI C i nsur ed.  
JPMor gan Chase Bank,  N. A. ,  or gani zed under  t he l aws of  U. S. A.  wi t h l i mi t ed l i abi l i t y.

© 2025 JPMor gan Chase & Co.  Al l  Ri ght s Reser ved.
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