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Build vs Buy: Creating a Payment Gateway in 2026
Compare build vs buy approaches for creating a payment gateway in 2026. Explore costs,
timelines, risks, and scalability to choose the right strategy for your business. 

Alabaster, Alabama Apr 26, 2026 (Issuewire.com)  -  The payment processing landscape has evolved
dramatically, and businesses considering entry into this space face a fundamental question: should they
build a proprietary payment gateway from scratch or adopt a white label payment gateway solution?
This decision carries significant implications for time-to-market, capital allocation, and long-term
scalability.

The True Cost of Building From Scratch

Developing a payment gateway internally demands substantial investment across multiple dimensions.
Beyond the obvious software development expenses, companies must account for infrastructure setup,
PCI DSS certification processes that can extend for months, and the assembly of specialized teams
spanning fraud prevention, compliance, monitoring, and merchant support.

The technical complexity alone presents formidable challenges. A modern payment gateway requires
integration with hundreds of payment methods, acquirers, and processors across different regions.
Each connection demands custom development work, testing, and ongoing maintenance. Security
requirements add another layer of complexity—achieving and maintaining PCI DSS Level 1 compliance
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involves rigorous processes, regular audits, and continuous system hardening.

Time-to-market becomes a critical factor. Building from scratch typically requires 12-18 months before
launching even a minimum viable product, during which competitors gain market share and customer
relationships solidify elsewhere.

The White Label Alternative

White label solutions flip this equation by providing pre-built, compliance-ready infrastructure that
businesses can brand as their own. For those exploring how to make a payment gateway without
reinventing foundational technology, these platforms offer immediate access to essential capabilities.

Companies like Akurateco exemplify this approach, providing payment service providers, banks, and
merchants with ready-to-deploy software that includes over 600 payment connectors, built-in fraud
prevention, intelligent routing, and comprehensive analytics. Their clients can launch fully operational
payment platforms within weeks rather than months or years.

The subscription model shifts expenses from capital to operational, eliminating massive upfront
development costs while providing predictable monthly pricing that scales with transaction volume.
Infrastructure, maintenance, security updates, and compliance management become the vendor's
responsibility.

When Building Makes Sense

Despite white label advantages, building internally may be justified in specific scenarios. Companies
with unique processing requirements that existing platforms cannot accommodate might need custom
development. Organizations with substantial existing technical infrastructure and specialized in-house
expertise may find integration costs favor proprietary development.

Strategic control represents another consideration. Businesses viewing payment technology as core
intellectual property or requiring deep customization might prefer ownership despite higher costs and
longer timelines.

The Hybrid Approach

Increasingly, companies adopt hybrid strategies—launching quickly with white label solutions while
developing proprietary capabilities for specific competitive differentiators. This approach balances
speed-to-market with long-term strategic flexibility.

Some platforms offer deployment options beyond standard SaaS, including installation on dedicated
infrastructure or preferred cloud environments. This preserves control without requiring ground-up
development.

Making the Decision in 2026

Several factors should guide the build-versus-buy decision:

Financial resources: Building requires significant capital reserves and tolerance for extended periods
without revenue generation. White label solutions offer lower entry barriers with faster return on
investment.

https://akurateco.com/blog/how-to-create-your-own-payment-gateway


Issuewire
www.Issuewire.com

Time sensitivity: Markets evolving rapidly or competitive windows closing soon favor white label
adoption. Less time-sensitive strategies can accommodate longer development cycles.

Technical expertise: Teams lacking deep payments industry experience face steeper learning curves
and higher risk when building. White label providers bring accumulated knowledge from multiple client
deployments.

Scalability requirements: Both approaches can scale, but white label solutions benefit from
infrastructure already proven at high transaction volumes across multiple clients.

Regulatory landscape: Navigating compliance independently demands specialized legal and
technical knowledge. White label platforms provide built-in compliance frameworks maintained by
dedicated teams.

Beyond the Initial Launch

The build-versus-buy calculus extends beyond initial deployment. Ongoing maintenance, feature
development, security patches, and compliance updates require sustained investment regardless of
approach. White label solutions distribute these costs across multiple clients while providing continuous
improvements.

Payment ecosystems constantly evolve—new payment methods emerge, regulatory requirements
change, and fraud techniques adapt. Keeping pace demands either substantial internal teams or
partnership with vendors managing these challenges across their entire client base.

Conclusion

For most businesses entering payment processing in 2026, white label solutions offer compelling
advantages in cost, speed, and risk mitigation. The dramatic reduction in time-to-market—from 12-18
months to 2-3 weeks—combined with eliminated infrastructure costs and included compliance
frameworks creates favorable economics.

Building from scratch remains viable for organizations with exceptional resources, unique requirements,
or strategic imperatives demanding full ownership. However, the opportunity cost of delayed revenue,
the complexity of maintaining payment infrastructure, and the rapid evolution of payment technology
increasingly favor the buy decision.

The question is less about technical capability and more about strategic focus: should your organization
invest resources in building payment infrastructure, or should those resources drive growth, customer
acquisition, and market differentiation while leveraging proven payment technology? For most, the
answer increasingly points toward partnership rather than proprietary development.
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