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About the Atradius
Payment Practices Barometer

The Atradius Payment Practices Barometer is an annual survey of
business-to-business (B2B) payment practices in markets across the
world.

Our survey gives you the opportunity to hear directly from businesses
trading on credit with B2B customers about how they are coping with
evolving trends in customer payment behaviour. Staying informed
about these trends is vital because it helps to identify emerging shifts in
customer payment habits, allowing businesses to address potential
liquidity pressure and maintain smooth operations.

Businesses operating in - or planning to enter — the markets and
industries covered by our survey can gain valuable insights from our
reports, which also shed light on the challenges and risks companies
anticipate in the coming months, as well as their expectations for future
growth.

This report presents the survey results for Mexico.
The survey was conducted between the end of Q2 and mid Q3

2026. The findings should therefore be viewed with this context in
mind.
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B2B payment
practices trends

Bad debt remains a key financial risk in Mexico

Against a backdrop of slower economic growth and ongoing pressure
on business liquidity, Mexican businesses continue to balance the
need to support sales and customer relationships with cash flow
protection. On average, around 30% of the sales that Mexican
companies currently make in business-to-business (B2B) trade are on
credit terms. While Canada is the market most reliant on trade credit
within North America, US businesses make comparatively less use of
this form of financing. Within Mexico, large construction firms are the
most active users of B2B trade credit.

Trend data show that Mexican companies have shifted towards
selling on credit more strongly than the regional average. Nearly half
of businesses reported an increase in the share of their B2B sales on
credit in recent months, well above the regional benchmark. Most of
the remaining respondents said there had been no change, while only
a small minority reported a decline. This suggests that B2B trade
credit is becoming increasingly important in the Mexican market, as
businesses are more likely to sell on credit to strengthen customer
relationships and support sales growth.
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1] Mexican companies tend to offer longer payment terms to B2B

| customers than the regional average. While half of businesses set

| payment terms of up to one month from invoicing, this is notably
below the regional benchmark. Longer payment terms are more
common in Mexico than across the region, particularly those
spanning two to three months. Only a very small proportion of
businesses extend payment terms beyond three months, in line with
the regional average. Medium-sized and large industrial companies
offer the longest payment terms. Compared with the regional
average, Mexican companies have shown a greater tendency in recent
| months to lengthen payment terms offered to B2B customers.
However, this approach also increases exposure to cash flow
pressures, late payments and customer payment risk.
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Over the past months, B2B payment behaviour in Mexico has
e —— 5 remained relatively steady, with a larger share of businesses
reporting no significant change than the regional average.

B Nevertheless, around seven in ten companies report experiencing late
payments from B2B customers, highlighting that payment delays
remain a common feature of B2B trade in the market, in line with the

) regional picture. Overdue B2B invoices account for an average of one
fifth of all B2B invoices, slightly below the regional benchmark. Trend
data show that Mexican businesses have been more likely than their
regional peers to report a decrease in the share of overdue B2B
invoices in recent months, which helped ease some of the pressure
that late payments can place on cash flow and working capital.

Continued on the next page
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B2B payment
practices trends

The reasons behind late payments in Mexico differ somewhat from
the regional pattern. Banking delays are the most frequently cited
cause of payment delays, reported more often than across the region.
Customer cash flow constraints rank as the second most common
reason, although they are reported less often than the regional
average. Mexican businesses are also more likely than their regional
peers to attribute payment delays to complex payment processes
and currency or cross-border issues.

Despite the observed decrease in overdue B2B invoices, survey
findings show that delayed payments from B2B customers continue
to translate into revenue losses and reduced profitability for many
Mexican suppliers. While bad debts account for less than 1% of annual
revenue for most companies, broadly in line with the regional
average, Mexican firms are more likely than their regional peers to
report higher levels of bad debt, with losses eroding up to 10% of
annual sales revenue. This is particularly evident among large
companies in the trade sector, highlighting the financial impact that
customer defaults can have even in an environment where payment
performance is apparently improving.

Beyond profitability, the impact of customer payment risk extends to
working capital. Mexican businesses are more likely than their peers
in North America to report that customer payment risk affects
operational liquidity, constrain investment, and lead to delays in
payments to suppliers. These findings suggest that customer
payment issues can have a ripple effect across the business, affecting
both financial performance and operational flexibility. With customer
insolvency the leading trigger for bad debt write-offs, the survey
highlights the importance of assessing customers' financial strength
before extending trade credit.

To manage customer payment risk, Mexican companies most often
rely on requesting upfront payment from B2B customers, a strategy
used more frequently than across the region. They are also more
likely than their regional peers to build bad debt reserves and offer
early payment incentives, reflecting efforts to limit the financial
impact of customer defaults and accelerate cash collection. The use
of credit insurance and active credit management practices remain
broadly in line with the regional average. Overall, these findings
suggest that Mexican companies focus on protecting cash flow and
limiting exposure to customer payment risk through preventive
measures, rather than addressing issues only after they arise.

Key insights on the next page
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Key insights

Mexico

Payment behaviour of B2B customers (12 months) Top 4 reasons B2B customers pay invoices late

Exposure clusters: reported level of B2B invoices paid % of respondents - multiple response

late by percentage of respondents

0%

B2B invoices paid late

30%

Respondents

31% - 60%

B2B invoices paid late

27%

Respondents

1% - 30%

B2B invoices paid late

41%

Respondents

61% - 100%

B2B invoices paid late

2%

Respondents

Sample: all respondents in the surveyed market

Source: Atradius Payment Practices Barometer Mexico - 2026

Breakdown of past due payments

Banking delays

Customer cash flow issues

41%

Complex payment process

19%

Quality disupte

15%

Sample: all respondents in the surveyed market

Source: Atradius Payment Practices Barometer Mexico - 2026

Reported bad debts

% of past due invoices by payment timing % of respondents - bad debts levels

<30 days 31-60 days <1% bad debts 1% - 2% bad debts
0 0} 0, o
70% 13% 61% 6%
Respondents Respondents Respondents Respondents
61-90 days >90 days 2% - 5% bad debts > 5% bad debts
(0] (0] 0 o
8% 9% 21% 12%
Respondents Respondents Respondents Respondents

Sample: all respondents in the surveyed market Sample: all respondents in the surveyed market

Source: Atradius Payment Practices Barometer Mexico - 2026

Source: Atradius Payment Practices Barometer Mexico - 2026

Top 4 impacts of customer payment risk on working capital
% of respondents - multiple response

Limited investment

Reduced liquidity headroom

33%

Delay payments to suppliers

32%

Struggle with cash flow planning

Sample: all respondents in the surveyed market

Source: Atradius Payment Practices Barometer Mexico - 2026
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Looking ahead

Business optimism is tempered by economic
uncertainty

As Mexican firms look ahead to the coming months, they are markedly
more optimistic than their regional peers about the outlook for B2B
payment behaviour. Despite ongoing concerns about customer
insolvency and bad debt, more than seven in ten Mexican companies
expect payment behaviour among their business customers to improve
over the short term, far above the regional average, while only a small
minority anticipate a deterioration. This positive outlook could help ease
some of the pressure that customer payment risk places on working
capital and profitability. Medium-sized companies in the trade sector
stand out as the most likely to anticipate a worsening in B2B payment
behaviour, suggesting that concerns about customer credit risk remain
in parts of the market.

The relatively positive outlook for B2B payment behaviour is also
reflected in expectations for the financial health of business customers.
Most Mexican businesses do not foresee an increase in customer
insolvency risk over the short term, suggesting confidence that recent
improvements in payment performance will be sustained. Nevertheless,
around one in four companies anticipates a rise in insolvencies,
highlighting that concerns about customer financial resilience have not
disappeared entirely.
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Mexican businesses are also optimistic about their profitability outlook.

| More than half expect profit margins to improve over the short term, a
notably higher share than the regional average, while only a small
minority anticipate a deterioration. Thus suggests that Mexican firms
expect a combination of stronger payment performance, stable
customer solvency and continued trading activity to support profitability
in the coming months.

Despite their positive expectations for B2B payment behaviour, Mexican
i businesses remain mindful of a range of risks that could disrupt
customer payment performance in the months ahead. While an
economic slowdown remains the most often cited concern, companies in
Mexico are more likely than their regional peers to identify currency
volatility and higher interest rates as potential threats to timely payment.
— 5 Concerns about geopolitical instability, cybersecurity risks and regulatory
changes are also more common in Mexico than elsewhere in North

B America. This suggests that, while businesses are generally optimistic
about the outlook for B2B payments, they remain aware of the
challenges posed by the current business environment.

A significant share of Mexican companies accepts that shifts in economic
or market conditions can quickly affect customers' financial position and
payment capacity. As a result, confidence in the payment outlook is
accompanied by a continued focus on strategic credit risk management
to safeguard cash flow, protect profitability and strengthen financial
resilience in the months ahead.

Key insights on the next page

ATRADIUS PAYMENT PRACTICES BAROMETER - SURVEY RESULTS FOR MEXICO- 2026



Key insights

Mexico

Top 3 risks businesses expect to shape B2B payments (next 12 months)
% of respondents - multiple response

1 Economic 2
# uncertainty #

Sample: all respondents in the surveyed market

Inflation and 3 | Interest rates
cost pressures # increases

Source: Atradius Payment Practices Barometer Mexico- 2026

Trade credit is gaining traction in Mexico

Expected insolvency risk outlook (next 12 months .
P v ( ) as businesses seek to support growth and
% of respondents

strengthen customer relationships.
Stay elevated Rise further Not sure . .
However, customer insolvency remains

64% 26% ]_O % the leading cause of bad debt write-offs,

) while concerns about currency volatility
Sample: all respondents in the surveyed market

Source: Atradius Payment Practices Barometer Mexico - 2026 and rising debt Servicing costs reinforce
the need for proactive credit risk

management
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Survey design

Sample overview - Total interviews = 212

Business sector % of respondents

Industry 19%
Construction 20%
Trade 20%
Services 41%
TOTAL 100%
Micro <10 employees 36%
SME 10-49 employees 28%
SME 50-249 employees 17%
Large 250 or more employees 19%
TOTAL 100%
Survey methodology

We updated our panel to better reflect the market structure across
activities and size classes. Additional details on the survey sample
design can be found in the statistical appendix. For this edition,
comparisons with previous reports are not possible, with annual
variation captured only through respondent feedback.

Survey scope

Population: Companies in Mexicowere surveyed, with interviews
conducted with the appropriate contacts responsible for accounts
receivable management.

Sample design: The Strategic Sampling Plan enabled analysis of
Mexicodata by sector and company size.

Selection process: Companies were contacted via an international
internet panel, and respondents were screened for role and quota
control at the start of the interview.

Sample: A total of 212 businesses participated, with quotas
maintained across four company size categories.

Interview method: Computer-Assisted Web Interviews (CAWI), each
lasting approximately 15 minutes.

Timing: The survey was conducted between the end of Q2 and mid
Q3 2026. The findings should therefore be viewed with this context
in mind.

This report and the regional statistical appendix form part of the 2026
Atradius Payment Practices Barometer series, both available for
download in Knowledge and research
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https://group.atradius.com/knowledge-and-research

Interested
in finding
out more”?

Please visit the Atradius website to access our latest publications.
Click here to access our analysis of individual industry performance,
detailed focus on country-specific and global economic concerns,
insights into credit management issues, and information about
protecting your receivables against payment default by customers.

To find out more about B2B receivables collection practices in
Mexico and worldwide, please visit atradiuscollections.com.

Our solutions

Credit Insurance

Solutions for Multinationals
Credit Specialties

Debt collections

Surety

Reinsurance

Our presence across the globe
Africa

Asia

Europe

Middle East

North America

Oceania

South America

For Mexico

Atradius Seguros de Credito, S.A.

Av. Miguel Angel de Quevedo 696
Villa Coyoacdn, Coyoacdn C.P. 04000
México, D.F.

Phone: +52 55 54840000
info.mx@atradius.com

atradius.mx
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www.atradius.mx
https://group.atradius.com/our-solutions
https://atradiuscollections.com/global/
https://group.atradius.com/knowledge-and-research
https://group.atradius.com

Connect with
Atradius on
social media

youtube.com/
user/atradiusgroup
linkedin.com/
company/atradius

@ ()

Copyright Atradius N.V. 2026

Disclaimer: This publication is provided for information purposes only and is not intended as sale of an insurance
product, investment advice, legal advice or as a recommendation or advice as to particular transactions

or insurance products, investments or strategies in any way to any reader. Readers must make their own
independent decisions, commercial or otherwise, regarding the information provided and must, if applicable, read
their insurance policy conditions.

While we have made every attempt to ensure that the information contained in this publication has been obtained
from reliable sources, Atradius is not responsible for any errors or omissions, or for the results obtained from the
use of this information. All information in this publication is provided ‘as is’, with no guarantee of completeness,
accuracy, timeliness or of the results obtained from its use, and without warranty of any kind, express or implied.

In no event will Atradius, its related partnerships or corporations, or the partners, agents or employees thereof, be
liable to you or anyone else for any decision made or action taken in reliance on the information in this publication
or for any loss of opportunity, loss of profit, loss of production, loss of business or indirect losses, special or
similar damages of any kind, even if advised of the possibility of such losses or damages.

Atradius

David Ricardostraat 1
1066 JS Amsterdam
Postbus 8982

1006 JD Amsterdam
Nederland

Phone: +31 20 553 9111

info@atradius.com
atradius.com


www.atradius.com
https://www.linkedin.com/company/atradius
https://www.youtube.com/user/atradiusgroup

