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EXECUTIVE SUMMARY  |  THE WHOLESALE DISTRIBUTION SECTOR IS AT AN INFLECTION 

THE WHOLESALE DISTRIBUTION 
SECTOR IS AT AN INFLECTION POINT 

Disruptors such as the Amazon effect, shifting buyer expectations, and an increase 
in manufacturers that sell direct-to-consumer are putting your business at risk.

According to a survey from Modern Distribution Management (MDM)1, growth in 
the wholesale distribution market is expected to moderate. In fact, 30 percent of 
wholesale distributors are concerned about their outlook due to uncertain economic 
conditions, tariff trade wars, and a slowdown in residential construction. 

Meanwhile, more competitors are entering the market – from Amazon Business 
expanding its SKUs to disruptors such as Walmart and SupplyHub moving into the 
B2B space. These disruptors are using technology – from analytics to automation 
– to give customers a convenient experience, drive revenue, and gain market 
share. MDM predicts a growing technology gap between these disruptors and 
incumbent wholesale distributors.  

To thrive in today’s rapidly changing landscape, you must use digital technology 
to transform your company and remain competitive. Armed with the right strategy 
and tools, you can give customers a better experience, improve your cash flow, 
protect your margins, and position your company to achieve sustainable growth.

Faced with rapid market changes and increased competition, will you rise or sink?

This guide provides a five-step finance transformation roadmap that you can use 
to make your finance and accounting department – in fact, your entire company – 
more efficient. In this guide, you will discover:

• The top 3 trends that you must pay attention to if you want your wholesale  
 distribution company to stay competitive. 
• Common challenges that are preventing you from achieving your financial goals.  
• How to use digital technology to unlock working capital.  
• Why you, as a finance leader, are uniquely positioned to drive change in 
 your company. 
• The 5 steps you need to take to transform your accounting processes and 
 boost profitability. 
• Exactly how much your current AR processes are costing you 
 (with easy-to-use calculators).  
• The key metrics to track and how to measure the success of your  
 finance transformation.

This guide also shows you why transforming your finance processes doesn’t need 
to take months (or years). Read on to learn how you can achieve rapid results. 

1Modern Distribution Management: 2019 Distribution Outlook Survey, January 10, 2019

Growth in the wholesale distribution sector is set to slow 
while risks and volatility remain high.

Modern Distribution Management 

https://mdm-3905281.hs-sites.com/2019-distribution-industry-outlook?__hstc=167589729.62f27d0bf0adaa7127043fff1b2a5061.1554914330688.1554914330688.1554914330688.1&__hssc=167589729.1.1554914330688&__hsfp=252142561&hsCtaTracking=e36b7c78-3373-45da-95f6-dc64a7575c65%7C7e230bf2-551f-47fc-a843-0caf5c287927
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Offering customers a seamless digital 

experience – both pre- and post-sale 

– can give you a competitive edge. 
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For years, consumers have enjoyed the convenience 
of online shopping. They now expect the same 
experience when they make business purchases.

Providing your customers with a seamless digital 
experience is more important than ever – especially 
as millennials take the lead on purchasing wholesale 
goods. According to Pew Research Center, this 
generation now makes up the largest percentage 
of the workforce.1 Meanwhile, 73 percent of  
millennials are involved with corporate buying 
decisions.2 

But it’s not just millennials. All buyer expectations 
are changing. Today’s B2B customers are used to 
doing everything online – from banking to managing 
a business. Their reliance on technology impacts 
how they purchase wholesale goods. 

For example, more buyers are using self-service 
portals to make purchases and monitor their  
accounts. In fact, 86 percent of B2B buyers prefer 
to use self-service tools for re-ordering, versus 
ordering through a rep.4 Meanwhile, Gartner  
predicted that 85 percent of all customer  
interactions with an enterprise will be done  

CHANGING BUYER EXPECTATIONS 
MAKE THE CUSTOMER EXPERIENCE 
YOUR #1 DIFFERENTIATOR

without speaking to a human by 2020. This 
means that you must not only have a user-friendly  
e-commerce site but also a portal that makes it 
easy for B2B customers to manage their accounts 
and payments. 

And, since 70 percent of B2B buyers have increased 
their mobile usage significantly over the past two 
years5, your online portals must be accessible on 
all devices. According to research from Google, 
mobile usage currently drives or influences more 
than 40 percent of B2B revenue.6 As B2B mobile 
usage is expected to increase, this channel may 
drive more revenue in the future. Providing  
customers with a seamless mobile experience 
can give you an edge. 

Distributors’ websites are often limited in their 
e-commerce and customer support capabilities  
yet today’s B2B buyers want to go online – from 
any device – to manage their relationship with  
you. Transforming your post-sale experience can 
help you retain customers, boost referrals, and 
drive revenue. 
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By 2020, B2B buyers will 
make more than half of 
their purchases online. 

Digital Commerce 3603



You’re facing increased competition from e-commerce sites that make it easy for business customers to 
buy anything that they need online. 

In particular, Amazon Business is rapidly gaining market share. The marketplace now has hundreds of 
thousands of sellers and is set to hit $10 billion in sales – up from $1 billion just three years ago. Some 
analysts believe that Amazon’s business sales will soon surpass its consumer sales.7 

As Amazon expands into more markets, you may feel the crunch. In 2016, revenue in the wholesale industry 
segment fell by 3.7 percent.8 Meanwhile, a leading distributor saw its Q2 2017 earnings per share drop 
more than 40 percent from a year earlier, which it attributed to price reductions and online sales pressures.9

Analysts predict10 that through 2022, “The business-to-business (B2B) e-commerce market will continue to 
dampen industry revenue by enabling suppliers and buyers to engage in wholesaler bypass.”

Business customers may bypass you in favor of Amazon’s frictionless and immediate experience. The retail 
giant offers fast delivery, lower prices, and greater convenience. 

Amazon Business also gives customers transparency into purchasing patterns. It provides analytics that allow 
financial teams to track spending by individuals or business units and it integrates with popular procurement 
and enterprise resource planning (ERP) systems. To stay competitive, you must offer customers a similar 
level of convenience. 

40%
of B2B buyers finished 
their purchases on 
Amazon in 2017

16% 
In 2017, this number 
dropped to just 16% 

Forrester Research11
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THE AMAZON EFFECT PUSHES 
WHOLESALE DISTRIBUTORS 
INTO NEW TERRITORY

ONE  |  THE TOP 3 TRENDS THAT ARE SHAPING THE FUTURE OF WHOLESALE DISTRIBUTION

E-commerce sites that offer buyers a seamless user  
experience are rapidly gaining market share. You need a 
plan to compete – or risk lower margins. Or even worse.

30%  
of B2B buyers finished  
their purchases on  
distributor websites  
in 2015 
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Move beyond finance to offer strategic insights 
into all areas of the business. 

CFOs in wholesale distribution companies have  
traditionally focused on negotiating supplier  
contracts and managing risk. 

But today, you have a huge opportunity to drive 
business growth. Since the recession, CFOs have 
been tasked with managing costs while positioning 
their companies for future success. 

During this time, technologies such as automation 
and cloud analytics have made it possible for you 
to gain a 360° view of your company and quickly 
find the data that you need to advise the CEO 
on the best course of action. Now, CEOs expect 
big-picture, strategic thinking from you to help 
drive the business forward.12 

In fact, you may have a larger impact on the business 
than any other executive. According to a study 
by Forbes and KPMG, 75 percent of CEOs from 
high-performing companies said that the CFO would 
become the most important role in the company.13 

With your strategic guidance, your wholesale  
distribution company can:

• Prosper in today’s disruptive market 
• Improve the customer experience  
• Leverage technology for a competitive advantage  
• Maintain or increase margins  
• Minimize risks while moving the company forward

As a master of handling complexity, you can 
provide guidance in every area of the business – 
from technology to operations to the customer 
experience. This expertise makes you ideally suited 
for addressing challenges such as changing buyer 
expectations and the Amazon effect.

CFOS ARE PLAYING A  
VITAL ROLE IN BUSINESS 
STRATEGY AND GROWTH 
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75% of CFOs said that 
their role will become 
more strategic. 

2018 CFO Sentiment Study14



VIRTUAL  
CREDIT CARDS

ONLINE PAYMENT  
PORTALS

AUTOMATION

1. VIRTUAL CREDIT CARDS 
Virtual credit cards are single-use credit card numbers that allow you to make online purchases without 
exposing your actual payment info or identity to hackers. AP teams can assign virtual credit card numbers 
to a specific purchase – minimizing the risk of fraud. The number expires after the first use. 

Virtual credit cards are gaining popularity with consumer and B2B buyers who are concerned about data 
security. Visa, MasterCard, and AMEX now allow customers to use their cards to make B2B virtual payments. 
Now is the time to prepare your AR systems to meet customer demand for virtual payments. 

 
2. ONLINE PAYMENT PORTALS 
B2B payments are moving to the cloud. According to a recent survey, 80 percent of B2B e-commerce 
retailers accept payments via their websites.15 Meanwhile, 54 percent of organizations plan to move their 
payment infrastructure to the cloud within the next year.

Cloud payment portals give customers the convenience to pay at any time and from any device. They 
are also more secure than storing your payment data on premises. According to a cloud security report16, 
“on-premise IT infrastructure is more likely to be attacked, more often, and through a broader spectrum 
of attack vectors than cloud-based infrastructures, countering security concerns about the cloud.”

 
3. AUTOMATION  
Finance teams are taking advantage of robotic process automation (RPA) to streamline their processes and 
reduce their costs. RPA isn’t actual robots – it’s software that automates your routine tasks. You can use 
RPA to automate your financial close, validate that the customer information on your invoices is accurate, 
and reconcile transactions in your ERP. Research has shown that RPA can reduce the cost of your finance 
processes by 50-70 percent.17 
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Despite the fact that most wholesale distributors still rely on checks as 
their primary form of payment, the B2B payment world is changing rapidly. 
Here are three technologies that can streamline your operations and help 
you give customers a better experience.

3 TECHNOLOGIES 
THAT WILL 
FOREVER CHANGE 
B2B PAYMENTS
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Despite the fact that the B2B payments landscape is changing rapidly, 
many wholesale distributors still run their AR departments the same 
way that they did 20 years ago. They rely on old-school technology, 
paper checks and manual, error-prone processes. 

Sticking with dated processes puts you at a disadvantage when it comes 
to meeting customer expectations and improving their experience so 
that you can compete with Amazon. The next section will explore how 
these processes are impacting you – and what it can cost you in terms 
of margins, revenue, and customer satisfaction. 

1 Pew Research Center: Millennials are the largest generation in  
 the U.S. labor force, April 11, 2018
2 Harvard Business Review: Now Digital Natives Are Changing B2B  
 Purchasing, March 14, 2018
3 Digital Commerce 360: Amazon Business: The brutal reality for  
 manufacturers and distributors, July 24, 2017
4 McKinsey: Finding the right digital balance in the B2B customer 
 experience, April 2017
5 Boston Consulting Group: Mobile marketing and the B2B buyer, 
 September 2017
6 Google: How mobile is reshaping the B2B landscape for growth, 
 October 2017
7 CNBC: After less than four years, Amazon’s business supplies site 
 is on pace to pass $10 billion a year, September 11, 2018
8 IBISWorld Industry Report 42512: Wholesale Trade Agents and 
 Brokers in the US, November 2017
9 Digital Commerce 360: Amazon Business: The brutal reality for 
 manufacturers and distributors, July 24, 2017
10 IBISWorld Industry Report 42512: Wholesale Trade Agents and  
 Brokers in the US, November 2017
11 Digital Commerce 360: Amazon Business: The brutal reality for  
 manufacturers and distributors, July 24, 2017
12 Forbes: The Future of the CFO, 2015
13 Forbes Insights and KPMG, The View From the Top: CEOs see a 
 powerful future for the CFO. Are CFOs ready for the challenge? 2015 
14 CFO Alliance, CFO Sentiment Study, 2018
15 BigCommerce: The B2B Ecommerce Trends Report: Millennial  
 Buyers, Payment Options and a Maturing Market, 2018
16 AlertLogic: Cloud Security Report, 2017
17 EY: Robotic process automation in the finance function of the  
 future, 2016

LOOKING AHEAD

https://www.pewresearch.org/fact-tank/2018/04/11/millennials-largest-generation-us-labor-force/
https://www.pewresearch.org/fact-tank/2018/04/11/millennials-largest-generation-us-labor-force/
https://hbr.org/2018/03/how-digital-natives-are-changing-b2b-purchasing
https://hbr.org/2018/03/how-digital-natives-are-changing-b2b-purchasing
https://www.digitalcommerce360.com/2017/07/24/amazon-business-brutal-reality-manufacturers-distributors/
https://www.digitalcommerce360.com/2017/07/24/amazon-business-brutal-reality-manufacturers-distributors/
https://www.mckinsey.com/business-functions/marketing-and-sales/our-insights/finding-the-right-digital-balance-in-b2b-customer-experience
https://www.mckinsey.com/business-functions/marketing-and-sales/our-insights/finding-the-right-digital-balance-in-b2b-customer-experience
https://www.bcg.com/publications/2017/marketing-sales-digital-go-to-market-transformation-mobile-marketing-new-b2b-buyer.aspx
https://www.bcg.com/publications/2017/marketing-sales-digital-go-to-market-transformation-mobile-marketing-new-b2b-buyer.aspx
https://www.thinkwithgoogle.com/marketing-resources/experience-design/b2b-marketing-reshaping-growth/
https://www.thinkwithgoogle.com/marketing-resources/experience-design/b2b-marketing-reshaping-growth/
https://www.cnbc.com/2018/09/11/amazon-business-on-pace-to-pass-10-billion-in-sales.html
https://www.cnbc.com/2018/09/11/amazon-business-on-pace-to-pass-10-billion-in-sales.html
https://www.digitalcommerce360.com/2017/07/24/amazon-business-brutal-reality-manufacturers-distributors/
https://www.digitalcommerce360.com/2017/07/24/amazon-business-brutal-reality-manufacturers-distributors/
https://www.digitalcommerce360.com/2017/07/24/amazon-business-brutal-reality-manufacturers-distributors/
https://www.digitalcommerce360.com/2017/07/24/amazon-business-brutal-reality-manufacturers-distributors/
https://www.forbes.com/sites/forbesinsights/2015/01/05/the-future-of-the-cfo/#416e69d5f46c
https://www.forbes.com/sites/forbesinsights/2015/01/05/the-future-of-the-cfo/#1ab078f65f46
https://www.forbes.com/sites/forbesinsights/2015/01/05/the-future-of-the-cfo/#1ab078f65f46
https://www.workday.com/en-us/forms/reports/suite-cfo-alliance.html
https://www.bigcommerce.com/blog/b2b-ecommerce-trends/#top-7-b2b-ecommerce-trends-of-2018
https://www.bigcommerce.com/blog/b2b-ecommerce-trends/#top-7-b2b-ecommerce-trends-of-2018
https://www.alertlogic.com/resources/cloud-security-report-2017/
https://www.ey.com/Publication/vwLUAssets/EY_-_Robotic_process_automation_in_the_Finance_function_of_the_future/$FILE/EY-robotic-process-automation-in-the-finance-function-of-the-future-2016.pdf
https://www.ey.com/Publication/vwLUAssets/EY_-_Robotic_process_automation_in_the_Finance_function_of_the_future/$FILE/EY-robotic-process-automation-in-the-finance-function-of-the-future-2016.pdf
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Due to slim profit margins, you can’t 

compete with Amazon on price. To 

stay in the game, you must improve 

efficiencies and customer experience.  
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TWO  |  DATED SYSTEMS AND TIME-CONSUMING PROCESSES HARM YOUR CASH FLOW, MARGINS, AND CUSTOMER EXPERIENCE

By 2020, the customer 
experience will overtake 
price as the #1 brand 
differentiator. 

Walker3

With such slim margins, you’re under pressure to turn over inventory quickly. If it sits for too long, the carrying 
costs and interest rates eat into your profits. Analysts predict that the Federal Reserve will hike interest rates 
over the coming year – after almost 10 years of historically low, long-term rates2. As the cost of borrowing 
increases, it will be more important than ever to optimize your operations so that you can control your costs 
and ensure that cash coming in is available as quickly as possible. 

This includes taking a hard look at your AR inefficiencies and finding ways to streamline your processes – 
while simultaneously giving customers a higher level of service. 

Small businesses have plenty of choice when it comes to where they can buy wholesale goods. With just a 
few clicks, they can get whatever they need on Amazon. Not only is the Amazon online shopping experience 
convenient, but the products are often priced lower and delivered faster. 

But with thin margins, you may not have the option to compete with Amazon on price. Instead, your corporate 
performance depends on cost advantages based on operating scale, efficiencies, and productivity. In an 
industry where switching costs for the buyer are low, the customer experience can make or break your profit. 

The average gross margin for building materials and 
construction wholesale distributors is 13.5 percent.1

LOW PROFIT MARGINS LEAVE 
LITTLE ROOM FOR ERROR
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IDC4

Wholesale distributors typically send 50K-1M+ invoices per month

Tracking, managing, and following up with all of these invoices is a massive job. In fact, AR teams for wholesale 
distributors can have hundreds of employees that are spread in locations across the country. Your drivers and 
sales people also serve as an extension of your AR team if they collect payments when they drop off goods 
and sell new orders.

These teams often work in different software programs that don’t integrate with each other – making it 
difficult for you to gain visibility into every payment and your cash flow. Storing financial data in different 
silos makes it impossible to track the thousands of invoices that flow through your systems on any given day. 

Disparate systems also prevent you from gaining on-demand access to crucial analytics. You may have to 
base forecasts on historical data, as opposed to what’s happening right now. With a lack of insights into 
supply chain and customer relationships, you will miss opportunities to reduce costs and boost customer 
profitability – two tasks that are vital when you operate with low margins.  

Inefficient processes and siloed systems make it hard for AR 
teams to stay on top of every invoice – and for you to gather 
accurate data with which to base decisions. 

MANAGING MASSIVE 
VOLUMES OF INVOICES 
CAUSES HEADACHES

IDC4

51.7%  
of wholesale 
distributors want to 
improve cash flow

49.3%  
of wholesale 
distributors want to 
reduce their costs
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Meanwhile, AR teams at wholesale distribution companies rely on inefficient, manual processes. They often use 
spreadsheets to store customer payment data, which can become unmanageable when you’re dealing with 
up to a million invoices each month. Spreadsheets are also notorious for errors, outdated data, and security 
issues. The unreliable data makes it impossible for you to trust your spreadsheets for accurate numbers. 

MANUAL PROCESSES – WHETHER PAPER-BASED OR ELECTRONIC – CAN LEAD TO:

Sending invoices via postal mail increases costs. Research shows that a single manual invoice can cost as 
much as $11.505 to process. Multiply this by the 100,000 invoices that a wholesale distributor could send 
each month, and you would spend $1.15 million per month on manual invoices. Do your margins allow 
you to afford this much waste?

TWO  |  DATED SYSTEMS AND TIME-CONSUMING PROCESSES HARM YOUR CASH FLOW, MARGINS, AND CUSTOMER EXPERIENCE

A single manual invoice 
can cost up to $11.50 
to process. If you send 
out 100,000 monthly 
invoices per month, you 
can spend $1.15 million 
EACH MONTH on this 
inefficient process. 

• Incoming cash being held up in AR  
• High costs to manually match payments with their 
 associated invoices 
• The inability to accurately track the thousands of 
 invoices that go out each month 
• The need to re-issue invoices (sometimes 
 multiple times) 

• Inquiries from frustrated customers when their 
 invoices are lost or contain errors  
• Inconveniences for customers when they can’t 
 pay with their preferred method of payment 
• Spending valuable time and money on collections 
• Higher day sales outstanding (DSO)
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48.8 percent of the  
B2B invoices in America 
are overdue.

Atradius7

The average payment cycle for wholesale 
distributors is 37 days6

If you want to shorten your payment cycles and free 
up your cash flow, take a hard look at your invoice-to-
cash process. The more steps that you have in this 
process, the more friction you will create and the 
longer it will take to get paid.

Late payments often stem from friction in the invoicing 
process. It’s not that business owners don’t want to pay 
on time – it’s that, due to the nature of their business, it 
can be difficult for them to pay. If a contractor is on the 
road most of the time, they may only be able to write 
checks once a month. If an invoice is due before they 
have a chance to process their monthly checks, their 
payment will be late. If these road warriors could pay 
you with a couple of swipes on their mobile device, 
they would submit payments faster. 

When asked why a payment is late, claiming non-
receipt of an invoice is a commonly cited reason 

among business customers. For example, a physical 
invoice that is sent with a shipment may sit on a 
loading dock and never make it to AP. Eventually, 
the customer will be in contact to ask about the 
invoice and its supporting documentation, such as its 
bill of lading (BoL) or proof of delivery (POD). Then, 
the customer either needs to search the warehouse 
or filter through emails to find the documents. These 
hassles frustrate customers and lengthen your DSO. 

Whatever the cause, late payments increase your 
operations costs, eat into your profit margins, and put 
a huge strain on your resources. And because sales 
reps and account managers often get involved with 
collections to “pay to get paid,” the time that your team 
spends on collections will impact your future sales. Many 
sales reps need to follow up on late payments, as their 
commissions or bonuses depend upon the product 
being paid in full. However, the additional touch points 
take time away from what sales reps do best – selling. 
Reducing your late payments not only frees up your 
cash flow but allows your staff to focus on what matters. 

Multiple touchpoints create extra steps in your invoice-to-cash 
cycle. The more steps you have, the longer it takes to get paid 
and the higher your operational costs to serve customers. 

LONG COLLECTION CYCLES 
INCREASE YOUR COSTS AND 
REDUCE YOUR MARGINS



Every AR transaction could expose gaps in your security that open your customer and financial data to 
hackers. Your chances of a breach also increase if you don’t know what payment systems all of your locations 
are using to process customer financial data. If your IT team isn’t aware of a system, they won’t be able to 
ensure that your financial data is secure.  

Human error also causes a number of breaches. AR employees may store customer credit card information 
in an unlocked Excel spreadsheet and then carry it around on their laptop. If the laptop gets stolen, your 
customer data is at risk. Or an employee may accidentally open a malicious attachment and give a hacker 
access to your network.  

The costs of a data breach are high. According to IBM, the average cost of a data breach is $3.86 million 
- up 6.4 percent from one year ago. These costs include everything from technical investigations to lost 
business and brand damage.9
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With cyber attacks making headlines almost every day, it’s not a matter 
of “if” you will be breached but “when.”

HACKERS ARE MORE 
SOPHISTICATED 
THAN EVER (AND 
YOUR CUSTOMER 
DATA IS AT RISK)

20%  
of finance 
professionals said 
that their company 
was hit with a 
business email 
compromise attack.  
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Finance and accounting teams are risk adverse by nature and may not  
want to make the changes that are necessary to address these challenges. 
But in today’s world, not doing anything isn’t the safe option.

If you don’t optimize your AR processes and minimize the steps that 
customers must take to pay an invoice, you will struggle. Customers 
who want more convenient payment options will simply go to Amazon.

The North American Building Material Distribution Association10 states 
that high-performing distributors don’t rest on their laurels. Instead, they 
think about how future changes may impact their business and quickly 
adapt. “If we continue doing things the way we’ve always done them, 
we’re inviting change to wreck our results.”

The next section will discuss the strategy that is necessary to address 
these changes – helping you improve your customer experience, gain 
a competitive advantage, and optimize your cash flow. 

1 MDM Analytics: 2018 Economic benchmarks for wholesale 
distributors, 2018

2 Forbes: Get Ready for a Big, Fast Rise in Interest Rates,  
October 1, 2018

3 Walker: Customers 2020: A Progress Report, 2017 

4 IDC: Wholesale: Small and Midsize Firms Are Using Technology 
to Sharpen Business Practices and Improve Customer Engagement, 
September 2016

5 CFO.com: Metric of the Month: The Cost of an Invoice,  
June 9, 2016

6 Dun & Bradstreet First Research: Industry Profile – Wholesale 
Sector, November 12, 2018

7 Atradius: Payment Practices Barometer Americas 2017, 
September 12, 2017

8 PYMNTS.com: TD Survey Finds Business Email Scams Continue 
Their Reign, June 13, 2017

9 IBM Study: Hidden Costs of Data Breaches Increase Expenses for 
Businesses, July 11, 2018

10 North American Building Material Distribution Association: What High-
Performing Distributors Have Stopped Doing, December 3, 2018

LOOKING AHEAD

https://www.forbes.com/sites/johnkosar/2018/10/01/get-ready-for-a-big-increase-in-interest-rates/#6320fb106c71
https://www.forbes.com/sites/johnkosar/2018/10/01/get-ready-for-a-big-increase-in-interest-rates/#6320fb106c71
https://www.walkerinfo.com/knowledge-center/featured-research-reports/customers-2020-a-progress-report
https://www.sapvirtualagency.com/FileExplorer/Partners/Industry%20Kits/Wholesale%20Distribution/IDC_SME%20Wholesale%20Distribution.pdf
https://www.sapvirtualagency.com/FileExplorer/Partners/Industry%20Kits/Wholesale%20Distribution/IDC_SME%20Wholesale%20Distribution.pdf
https://www.sapvirtualagency.com/FileExplorer/Partners/Industry%20Kits/Wholesale%20Distribution/IDC_SME%20Wholesale%20Distribution.pdf
http://www.cfo.com/cash-flow/2016/06/metric-month-cost-invoice/
http://www.cfo.com/cash-flow/2016/06/metric-month-cost-invoice/
https://atradius.ca/reports/payment-practices-barometer-americas-2017.html
https://atradius.ca/reports/payment-practices-barometer-americas-2017.html
https://www.pymnts.com/news/b2b-payments/2017/td-bank-survey-business-email-scam/
https://www.pymnts.com/news/b2b-payments/2017/td-bank-survey-business-email-scam/
https://newsroom.ibm.com/2018-07-10-IBM-Study-Hidden-Costs-of-Data-Breaches-Increase-Expenses-for-Businesses
https://newsroom.ibm.com/2018-07-10-IBM-Study-Hidden-Costs-of-Data-Breaches-Increase-Expenses-for-Businesses
http://channelconnection.nbmda.org/Full-Article/what-high-performing-distributors-have-stopped-doing
http://channelconnection.nbmda.org/Full-Article/what-high-performing-distributors-have-stopped-doing
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Digital transformation is about more 

than giving customers an online portal 

so that they can view information online. 

It’s about using technology across 

your business to boost efficiencies and 

provide customers with greater value. 
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According to the National Association of Wholesale 
Distributors, “leaders must learn the art and science 
of innovation.” And they must do this sooner rather 
than later. The NAW recommends that wholesale 
distribution leaders, “follow a vision and plan for 
change” as opposed to allowing change to occur 
randomly or making it up along the way.

According to the NAW2, “digital tools are becoming 
a standard ingredient for running a profitable 
distributor business.” The Association’s survey of 
almost 100 wholesale distributor CEOs found that 
digital tools – from analytics to automation – are 
not just important now but will become more 
critical within the next three years.

CFOS NOT ACTIVELY PURSUING 
DIGITAL TRANSFORMATION ARE 
PUTTING THEIR BUSINESS AT RISK   

The NAW states, “Distributors in the lead have turned 
the corner on creating an actionable digital vision 
and are driving improved customer experiences 
and business profits. Many distributors are making 
significant investments and learning how digital 
tools can drive results for their business. Distributor 
leaders who are not actively pushing their companies 
forward to explore and implement digital tools are 
placing their businesses at risk as the use of digital 
tools becomes a common practice and major factor 
for achieving competitive business economics.”
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To stay competitive and improve the customer experience, 
you must embrace digital transformation.

What is Digital Transformation?
“ Digital transformation is the 

integration of digital technology 
into all areas of a business 
resulting in fundamental 
changes to how businesses 
operate and how they deliver 
value to customers. Beyond 
that, it’s a cultural change 
that requires organizations to 
continually challenge the status 
quo, experiment often, and get 
comfortable with failure. This 
sometimes means walking away 
from long-standing business 
processes that companies were 
built upon in favor of relatively 
new practices that are still 
being defined.”

The Enterprisers Project1



A report from IDC3 found that wholesale distributors who use digital technologies – such as robotics, analytics, 
and cloud services – can transform their finance processes and help them achieve the following benefits:  

• Dramatically reduce your costs so that you can better protect your margins

• Improve your cash flow management

• Optimize your working capital

• Boost customer profitability

IDC states, “Given the importance of cash flow, the effective management of both payables and receivables 
is critical, with a particular focus on chargeback management and identifying every opportunity to generate 
revenue. Integration with customer processes and adding value downstream with expert post-sale support 
are becoming increasingly standard among the most successful wholesalers.” 
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INNOVATIVE DIGITAL TECHNOLOGIES 
POSITIVELY IMPACT EVERY AREA OF 
YOUR FINANCE OPERATION
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You have the opportunity to use digital technology to 
protect your margins, free up your cash flow, and improve 
your customer experience. 

REDUCE  
COSTS

IMPROVE  
CASH FLOW

OPTIMIZE WORKING 
CAPITAL

BOOST CUSTOMER 
PROFITABILITY
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Many wholesale distributors use digital technology 
to automate parts of their supply chain. However, 
digital tools can also transform your post-sale 
experience to set you apart from other vendors. 

AR automation streamlines your manual, time-
consuming processes by automating core elements 
including invoice presentment, collaboration, 
collections, payments, cash application, and bank 
reconciliation. It helps you get paid faster, which is 
critical when you’re faced with low profit margins 
and increasing cost of capital. It allows you to 
unlock money that is tied up in AR, improve your 
margins, better manage your cash flow, and ensure 
that you have the working capital you need to run 
your business. 

Give Customers a Better Experience

AR automation improves the experience you 
provide to customers by giving them on-demand 
visibility into accounts. Customers can log in 
through a customer portal 24/7 to view invoices 
and supporting documents, check the status of a 
payment, change their preferences, and more. 

The online portal allows payments to be made via 
desktop, smartphones or tablets, meaning customers 
can pay at any time they want. By offering a range 
of payment methods customers can also pay you 
how they want – using credit cards, electronic funds 
transfers (EFT), ACH debit, or even checks. This 
convenience ultimately enhances your customers’ 
loyalty and gives them another reason to stay with 
you instead of buying from your competition.

UNLOCK YOUR MONEY  
AND GAIN A COMPETITIVE EDGE  
WITH AR AUTOMATION 

THREE  |  WHY NOW IS THE TIME TO TRANSFORM YOUR ACCOUNTING AND FINANCE PROCESSES

Invoice-to-cash automation transforms an often-overlooked 
area into a competitive advantage. 

What Is AR Automation?
“ Accounts receivable (AR) 

automation software helps 
companies optimize their 
customer invoicing and payments 
processes. This type of software 
is used to streamline the financial 
transactions between a company 
and its customers. It is used by 
accountants and the employees 
responsible for accounts 
receivable but can also be used 
by managers and executives to 
track the effectiveness of the 
AR team or department.  
 
AR automation simplifies the 
processing of large volumes of 
customer invoices. It can also 
increase the accuracy of invoicing 
and payments processes. From 
a compliance perspective, AR 
automation provides valuable 
information for the preparation 
of regulatory financial reporting.”

G2Crowd4
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Boost Your AR and Collections Teams’ Productivity 

In addition to improving your customer experience, AR automation also makes your 
teams’ jobs easier. Since customers can log in at any time to view their invoices and 
payment records, you eliminate much of the back and forth between your AR team 
and your customers’ AP people. Your AR team won’t ever need to resend invoices 
and supporting documents again, as customers can access this information any time, 
with just a few clicks or swipes. 

With AR automation, you can configure notifications to automatically follow up with 
thousands of customer contacts. Send automatic notifications when an invoice is due, 
when it becomes overdue, or when a credit card on file is about to expire, for example.

You can also communicate with customers directly within your AR automation platform 
on invoices and specific line items. If a customer submits a short payment for an 
invoice, you can require an explanation for why they haven’t paid in full. This gives 
your AR and collections teams clarity into payments and reduces the time that they 
must spend following up with customers.   

Spend Less Time on Collections 

AR automation also reduces the time that your accounting team and sales reps 
spend on collecting overdue invoices. First, by making it easy for customers to pay, 
you reduce the number of invoices that go into overdue status. Second, items that 
do go to collections are far easier to manage with automated notifications and real-
time insights. 

AR automation platforms give collectors a real-time view of their collections. These 
insights help collectors prioritize their efforts and focus on accounts that require 
human intervention. With AR automation, your collectors can bring in cash faster – 
helping you lower your bad debt and free up working capital.

Gain Deeper Insights into Your Company’s Finances

With real-time dashboards and analytics, you gain insights into your company-
wide or divisional finances. You can even go granular by viewing specific accounts, 
invoices, and line items. Each member of your finance team can quickly find the 
metrics that they need to be more effective in their role and make smart decisions.



AR automation can 
reduce your DSO by as 
much as 50% or more 
- helping you quickly 
recoup the millions 
of dollars that you 
loan out on credit to 
customers each month. 

Morningstar6
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Research from APQC  compared organizations that 
use AR automation with those that do not. The 
findings revealed that e-invoicing and automation 
helps top performers achieve the following: 

• An average DSO of 30 days – compared 
with 55 days for organizations that don’t offer 
customers e-invoices.

• Greater productivity – top performers process 
almost 2X the number of invoices per full-time 
equivalent (FTE) as bottom performers.

• Higher levels of employee efficiency – 
compared with bottom performers, top 
performers need one less FTE in their AR 
department per every $1 billion in revenue. 

• Reduced costs – top performers spend $8 to 
process a single AR receipt. Bottom performers 
spend $14.67.

AR automation allows you to do more with less. 
You can manage a growing number of invoices and 
an expanding customer base without needing to 
scale your team. By automating many low-value 
and tedious tasks, the right AR automation solution 
makes your current employees more productive. 

The benefits are clear: Automation makes your 
finance team more efficient, improves your customer 
experience, helps you unlock money that is tied up 
in AR, and reduces your operations costs. Ultimately, 
this improves your margins and boosts your profit. 

Average DSOs Without AR Automation

Building materials industry: 62.44 days

Industrial distribution industry: 64.84 days

Transportation and logistics industry: 48.02 days

Average DSO with AR automation: 30 days

THE RESULTS ARE IN …
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Now that you know the benefits of AR automation it’s time to put a 
plan in place to achieve these results. The next section outlines best 
practices for AR transformation – including how you can maximize 
your chances of success while minimizing your risks. 

1 The Enterprisers Project: What is digital transformation?

2 National Association of Wholesale Distributors: Are Digital Tools 
Making Your Business More Competitive? – Distributors in the 
Digital Era #26, July 25, 2017

3 IDC: Wholesale: Small and Midsize Firms Are Using Technology 
to Sharpen Business Practices and Improve Customer 
Engagement, September 2016

4 G2Crowd

 5 APQC: The Benefits of Automating Your Invoicing and AR 
Processes, October 2018

  6 Morningstar: Industry DSO Averages, 2018
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https://enterprisersproject.com/what-is-digital-transformation#q1
https://www.naw.org/digital-tools-making-business-competitive-distributors-digital-era-26/
https://www.naw.org/digital-tools-making-business-competitive-distributors-digital-era-26/
https://www.naw.org/digital-tools-making-business-competitive-distributors-digital-era-26/
https://www.sapvirtualagency.com/FileExplorer/Partners/Industry%20Kits/Wholesale%20Distribution/IDC_SME%20Wholesale%20Distribution.pdf
https://www.sapvirtualagency.com/FileExplorer/Partners/Industry%20Kits/Wholesale%20Distribution/IDC_SME%20Wholesale%20Distribution.pdf
https://www.sapvirtualagency.com/FileExplorer/Partners/Industry%20Kits/Wholesale%20Distribution/IDC_SME%20Wholesale%20Distribution.pdf
https://www2.deloitte.com/content/dam/Deloitte/us/Documents/consumer-business/us-cb-wholesale-distribution-disrupted.pdf
https://www.apqc.org/knowledge-base/download/435243/K09110_The%20Benefits%20of%20Automating%20Your%20Invoicing%20and%20AR%20Processes.pdf
https://www.apqc.org/knowledge-base/download/435243/K09110_The%20Benefits%20of%20Automating%20Your%20Invoicing%20and%20AR%20Processes.pdf
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Transforming your finance processes 

doesn’t need to take months or years. 

But to achieve rapid results, you need 

a plan. Here are five steps that will put 

you on the fast path to success. 
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Whether your distribution company is growing, 
has stalled or is in decline, each scenario has its 
challenges. Whether enabling scale, securing 
profit margins and cash flow, or guarding against 
new competitive business models, you may not 
have the time or resources to devote to a lengthy 
finance transformation project. 

But transformation doesn’t need to be lengthy. With 
the right plan, and the right solution, you can achieve 
quick results with minimal risks.

Here are the five steps you should take to improve 
your finance efficiencies, deliver a better customer 
experience and bring in more money – faster: 

1. ASSESS YOUR CURRENT STATE 
Charting your path for the future starts with under-
standing where you are now. Here are six questions 
that will help you identify inefficiencies in your current 
AR process and learn how they are impacting your 
cash flow. 

5 STEPS THAT WILL IMPROVE YOUR 
CASH FLOW, SLASH YOUR COSTS, 
AND PROTECT YOUR MARGINS  

i. How many employees are involved with 
your collections processes?  
In addition to full-time collections staff, be sure 
to count other employees who follow up on 
late payments. Do you hire interns at year-end? 
Do your salespeople take time away from deals 
because they need to collect payments in order 
to get their commission checks, and what about 
your customer service team?

ii. How much time does AR spend on  
inefficient tasks?  
You might be surprised by how many hours 
disappear into your AR black hole. Consider how 
often your team resends invoices to customers 
– along with the time they spend searching 
for, scanning, mailing, or emailing supporting 
documents. Multiply those minutes by the 
thousands of invoices and files each month that 
are resent, and the waste quickly adds up. Plus, 
with so many tedious tasks, your AR employees 
may have little time to actually engage customers.
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iii. How much does paper mailing cost you each month?  
As discussed earlier, a single paper invoice can cost $11.50 to process. How much 
do you spend each month on the following items?  
• Paper for invoices and supporting documentation 
• Printing  
•	 Envelope	stuffing 
• Postage 
• Re-mailing invoices to customers who don’t pay on time 
• Re-mailing invoices to customers who moved, made changes or didn’t receive 
 the initial invoice

 Consider the percentage of paper invoices that you send each month and factor 
it by the number of customers you anticipate will switch to e-payments. This will 
show you how much you can save when you reduce your reliance on paper. 

iv. What is your DSO costing you? 
Here’s a quick calculation to help you determine your DSO costs: 

DSO = (RECEIVABLES/AMOUNT OF CREDIT SALES) X 365

COST OF 1 DAY OF DSO = (TOTAL SALES X COST OF CAPITAL) / 365

 Assuming you have $1 billion in sales, $100 million in receivables, and a blended 
cost of capital of 8%, you have:

DSO = ($100M/$1B) X 365 = 36.5 DAYS

COST PER DSO DAY = ($1B X 8%)/365 = $219,178

 Do your margins allow you to leave your DSO unmanaged given that a savings 
of $200,000+ can be realized for each day that the DSO is reduced (based on 
the	financials	contained	in	this	example)?	Plug	in	your	company’s	metrics	and	
quickly calculate the savings you could realize. 

v. Are you factoring your invoices? 
Do you sell your receivables at a reduced cost when you need to get money in 
now? If so, how much cash are you losing with every invoice? What would your 
cash flow and margins look like if a third party wasn’t taking a cut? 

vi. What technology does your AR team use? 
How do you currently process invoices? Do you have a legacy payment portal 
or invoice presentment tool? What is the cost to update these tools? As your 
company grows, how easy will it be to scale these systems to manage a larger 
number of accounts? 

Your AR systems and processes likely cost more than you think. You’re not just 
paying for technology, paper, and postage. When your processes are inefficient, 
you harm your cash flow. 

CALCULATE YOUR COST
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• Does it reduce the workload of your  
accounting team?

• Is the communication generated through the 
platform an improvement over email and phone?

• Does the integration with your ERP save your 
team time?

• Does the availability of this platform improve 
customer relationships?

• Are customers adopting the new platform?

• Do customers enjoy using the new platform?

• Does it increase the transparency of your AR?

• Does it reduce the number of printed 
documents required?

• Does it lower your DSO?

• Are fewer invoices going into collections?

 

2 ASSEMBLE THE RIGHT TEAM

According to a study by CIO.com1, the lack of a strong team can cause your digital transformation project 
to fail. The top team-related challenges include leadership that isn’t committed, resistance to change, and 
a lack of talent to carry out the transformation.

To ensure that your financial transformation succeeds, you must dedicate a person to change management 
– a champion. If your company is large, you may have a Change Manager. If your company is smaller, you 
can assign a business analyst to this role. 

Choose someone who will bridge the gap between IT, finance, accounting, and your technology vendor. 
This person should take an active role in every stage of your finance transformation – from selecting a 
vendor to overseeing the implementation, driving adoption, and ensuring that you hit your success targets.

Your champion will encounter people who are resistant to change. Some members of your collections and AR 
teams may worry that finance transformation will put them out of a job. Alleviate these risks by showing them 
how AR automation will benefit them. Tell them that your AR automation tool will put all of their account 
information into one central platform so they can easily find the data they need. That way, they can spend 
more time engaging important customers and less time searching for files.  

3. DEFINE YOUR SUCCESS METRICS 

Before you implement an AR automation tool, be clear on your expected ROI. Here are some areas where 
you should look to track the success of your AR automation solution once it has been implemented:
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AR automation can 
reduce your DSO 
by 5-25 days.



Let’s look at some of these success areas in greater detail…

AR automation has been proven to reduce DSO by 5-25 days. This is because it 
gives customers a convenient way to pay. Instead of printing and mailing a check 
– or making an insecure credit card payment over the phone – they can log into 
their account at any time to submit a payment. And they don’t need to go into 
the office to process payments. With just a few swipes, they can pay you via their 
mobile devices when they are out of the office or on the road. 

In fact, you should expect at least 75 percent of your customers to use the portal. 

Hadrian Manufacturing recently gave its customers an online payment option, 
and 80 percent of them took advantage of it.  

Customers will always choose the path of least resistance. Your customers will use an 
online payment portal because it’s the easy option. To ensure high adoption rates, 
look for a tool that customers can use from both desktops and mobile devices. Also 
choose a platform that lets your customers log in without having to create an account 
or remember a password.

Giving customers convenient, online payment options will help you get paid faster. 
In turn, this reduces your DSO and improves your cash flow. 

4. GO BEYOND A PAYMENT PORTAL

As the B2B space becomes more digital, you might have considered offering 
customers a portal where they can pay invoices and check their accounts online. 
Perhaps you have even tried such a portal.

Payment portals are a great step if you want to delight your customers while 
getting your money in faster. However, an online payment portal won’t help you 
achieve these goals if your customers don’t use it.

Distributors tell us that many online portals offer a poor experience and make 
customers jump through hoops just to submit a payment. For example, customers 
may need to navigate to a link that is buried deep within your website. Or your 
customers might receive unbranded invoices that make them think of spam.

Another issue with payment portals is that most are built for B2C consumers 
and don’t have B2B functionality. They may not allow customers to submit short 
payments or your AR team to add credit notes to an invoice.  

Look for a tool that makes it easy for customers to send you a payment – whether 
they want to pay by credit card online or drop a check in the mail. Your portal 
should be as intuitive as Amazon and give customers on-demand access to their 
accounts from both desktops and mobile devices.

Also look for an all-in-one solution that improves your entire invoice-to-cash process. 
It should integrate with your other systems such as your ERP and proprietary, in-house 
accounting software. Integrations allow you to leverage your existing technology 
investments while you gain fast access to vital AR data.

With an all-in-one tool, you can: 
• Save time. You won’t need to waste hours searching for information about 
 invoices and customer accounts. 
• Make your invoice-to-cash process seamless as you can get rid of disparate 
 tools and store all of your data in one central platform. 
• Minimize your points of failure. Everyone – from the CEO to your collections 
 specialists – will work from the same up-to-the-minute data. 
• Spend less time training AR staff, as they only need to learn one tool to manage  
 incoming payments and customer accounts. 
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5. CONSOLIDATE YOUR AR TOOLS 

Your AR tools don’t just provide information about invoices and collections. They contain critical financial 
data that gives all of your stakeholders a clear view of your operations.  

Centralizing your disparate AR tools into one system allows you, your team and the rest of the C-suite to 
quickly find the numbers that they need when they need them. A central tool is particularly useful if you have 
multiple AR teams that are spread across the country. Your finance employees, sales reps, and collectors can 
log in at any time to track customer accounts and invoices. Using just one tool, they can view real-time data 
on the thousands of invoices that you have open on any given day. 

When all of your AR data is in one place, you gain deeper insights into your finances and operations. You 
can access historical trends and use this information to improve your forecasting. You can also harness 
financial insights to protect your margins. For example, you can quickly identify problem accounts and 
manage them in a more proactive manner.

While your ERP can serve as a centralized hub, not everyone on your team may have access to it. If you 
run a legacy ERP system, it might not be available to users from their mobile devices. And select users 
may only have authorization to access limited data, which may not be possible with your ERP.  

As more competitors enter the market and rising interest rates eat into your margins, now is the 
time to streamline your financial processes. Following the steps outlined in this section will help you 
overcome your AR challenges and stabilize your cash flow.

More good news … this process doesn’t need to take ages to complete. With the right tools and partner, 
you can see results within months or even weeks. 
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SAVE TIME

WITH AN ALL-IN-ONE 
TOOL, YOU CAN

MAKE YOUR INVOICE-TO-CASH 
PROCESS SEAMLESS 

MINIMIZE YOUR POINTS 
OF FAILURE

SPEND LESS TIME 
TRAINING AR STAFF
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JULIE
CREDIT MANAGER

COLLECTOR

COLLECTOR

COLLECTOR

COLLECTOR

COLLECTOR
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BEFORE: Too Many Systems … Too Much Wasted Time

Meet Julie.  
Julie is a credit manager in the Chicago office of a large wholesale distribution company. Each month, she 
and her team of five collectors oversee a few thousand customer accounts and nearly $4.5 million in past 
due payments.

Every Monday at 9:00 a.m., Julie receives a Microsoft Excel report that contains info on all of her accounts. 
The massive file contains 40 columns and thousands of rows. The spreadsheet is Julie’s primary way to track 
aging invoices, payments, and disputes.  

But the data gets old – fast.  
As soon as someone runs the report, the data is stale. But Julie must rely on it for the entire week.  

Julie does the best that she can with the information she has on hand. On Monday morning, she carves up 
the Excel report into actionable items for the team. She performs the tedious task of importing data from 
Excel into Crystal Reports. Although some of the data that Julie moves into Crystal Reports is already old, 
she doesn’t have a better way to show collectors where they need to focus their follow-up efforts.

Julie spends her afternoons acting on the data and making calls to customers. Before each call, she must jump 
between systems to gather information. She starts by checking a customer’s information in her spreadsheet. 
Then, she logs into the ERP to cross reference each account. She also refers to Microsoft Access if she needs 
a historical view of a customer’s data. 

AN EYE-OPENING, YET TYPICAL, 
DAY IN THE LIFE OF YOUR 
CREDIT MANAGER



Julie has both Excel, and Access open during calls. She also keeps the ERP handy so she can take and 
review notes.  

After each call, Julie updates the Excel report with information on when she can expect a payment or any 
disputes that are causing delays. The information that Julie records in the spreadsheet may or may not 
make it to the ERP; it depends on who is working on the account. A new collector who is not as careful as 
Julie may leave notes all over the place.   

With all of these steps and systems, even Julie can forget something. An incoming call can distract 
Julie and cause her to miss a step. And having too many programs open at the same time slows Julie’s 
computer – forcing her to write notes on the nearest piece of paper. If Julie doesn’t have time to double-
check every note and system, her team won’t have the information they need when they follow up on 
aging accounts.

As the week goes on, the data that Julie and her team rely on gets older and older. That’s why they often 
waste time following up with customers who have already submitted payments. But, since the Excel file is 
out of date, they won’t have a record of the payment until the following Monday. It’s no wonder that both 
customers and Julie’s team are frustrated.

All of this jumping around also limits the number of customers that Julie can engage with on any given 
day – along with the amount of money that she can bring in. 
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The best part? Fewer items are going into 
collections in the first place. About 85 percent of 
Julie’s customers use the online portal to submit 
payments faster. If a customer doesn’t pay on time, 
the system will automatically send them an email 
or text notification. Thanks to these alerts, more 
customers pay invoices before Julie’s team needs to 
get involved. In fact, her company has moved some 
collectors to different roles and higher-value projects. 

Meanwhile, Julie and her team can focus on later-
stage collections. Since she has greater visibility 
into each account, she can see if a customer 
logged into the portal, opened a late payment 
notification, or submitted a dispute. She can also 
apply incentives to specific accounts – such as 
discounts and credit card payment options – that 
make it easier for customers to pay.  

The ability to view real-time data in a single, central 
location has greatly improved Julie’s working 
experience. Instead of jumping between systems, 
she can spend more time engaging customers and 
developing her team.

AFTER: More Efficient Systems = Faster Payments 
and Less Effort Needed from Collections

Meet Julie … two months later.

Her CFO approved the purchase of an AR automation 
system so customers can make payments and 
manage their accounts online. Customers can log 
into the online portal at any time and use self-
service features to solve problems and get answers 
without calling Julie’s team for support. 

The system stores all AR data – from incoming 
payments to aging invoices – in one location that 
Julie and her team can access from their desktops 
and mobile devices. With all of her data centralized, 
Julie no longer needs the Excel report on Monday 
mornings. She can log into her AR automation tool at 
any time for up-to-the-minute data on every account 
and immediately see which ones need her attention. 

Julie stopped using Access, as the AR automation 
platform contains all of her data and notes. It also 
integrates with the ERP and syncs open receivables 
data in real time. Now, Julie doesn’t need to refer 
to ERP data before she calls a customer. 

Since Julie’s team has access to real-time data, 
they no longer waste time calling customers whose 
accounts are fully paid. As soon as a customer makes 
an online or electronic payment, the system reflects it. 
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An AR automation tool can help you get paid faster while you reduce 
the burden on your in-house team. Ultimately, this helps you improve 
your cash flow and protect your margins. The next section of this guide 
will show you exactly how you can achieve these results (quickly and with 
minimal risk). 

1 CIO.com: 12 reasons why digital transformations fail,  
August 18, 2018 

LOOKING AHEAD

https://www.cio.com/article/3248946/12-reasons-why-digital-transformations-fail.html
https://www.cio.com/article/3248946/12-reasons-why-digital-transformations-fail.html
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Streamline your invoice-to-cash 

cycle through automation, resulting 

in lower cost, faster payments and a 

competitive advantage.
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Customers can view their account and make payments with just a few clicks. Meanwhile, your AR team 
can quickly find the data they need and automate most of their time-consuming tasks. This enables you to 
refocus their efforts on adding value for your customers. 

With VersaPay ARC, you can:

• Make it easier for customers to do business with you. ARC’s self-service online portal allows customers to 
log in 24/7/365 – and from any device – to pay invoices, check their accounts, view supporting documents, 
retrieve historical data, and communicate with your AR team. In fact, VersaPay has an industry-leading 
customer adoption rate of 75 percent.  

• Manage massive volumes of invoices effectively. ARC automates invoice delivery, including supporting 
documents such as Bills of Lading. Meanwhile, you can set notifications for late payments and other 
customer communications. ARC also handles your cash application with 100% accuracy – saving your AR 
team time while keeping your financial data current. Automating these essential AR tasks allows you to 
process thousands of transactions each month and prevents invoices from going to collections – which 
helps you proactively manage your cash flow and better position your company for growth.  

VERSAPAY ARC WILL SIGNIFICANTLY 
REDUCE DSO AND FREE UP 
WORKING CAPITAL

How much can you save 
with VersaPay ARC?

Whether you’re exploring AR 

automation for the first time or 

building the business case to 

begin a project, our quick ROI 

calculator will show you how 

much you can save.

CLICK HERE 
TO CALCULATE 
YOUR SAVINGS

VersaPay ARC is an AR automation platform that centralizes 
all of your invoices and supporting documents into a single 
online portal.
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https://www.versapay.com/savings-calculator
https://www.versapay.com/savings-calculator
https://www.versapay.com/savings-calculator
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• Protect your margins. Automating your AR processes with ARC eliminates high-touch, high-cost manual 
tasks. It also reduces your reliance on slower, more costly payment methods such as paper-based checks and 
electronic lockbox subscriptions. These efficiencies help you cut your spending and protect your margins.  

• Shorten your collections cycles. Since ARC gives customers an easy way to pay you online, fewer invoices 
will go into collections. ARC also puts many of your collections tasks on autopilot so your team can spend 
less time collecting and more time engaging directly with customers.  

• Gain real-time financial insights that help you manage your workflows and improve your decision 
making. ARC tracks every invoice – from delivery to payment – in one central location. This gives you 
real-time data on your receivables so you can better predict your cash flow. Armed with these insights, 
you can also quickly spot issues that could create exposure and take proactive steps to resolve them. 

• Give customers all the B2B payment features that they need (from an online portal that’s as easy 
to use as Amazon). Customers may use the multilingual portal to log disputes and provide evidence of 
damaged goods. They can also short pay invoices and apply credits. With ARC’s self-service features, 
customers receive prompts to provide explanations when short paying an invoice. 

• Keep your customer and financial data secure. Our internal practices, data centers, and security 
monitoring are best in class. We also maintain certifications with SOC I, SOC II, and PCI DSS version 3.2.

• See results within the quarter. Implementing ARC is efficient. Since ARC integrates with your existing 
ERP, you can get up and running quickly and start collecting payments immediately. 
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“ An overwhelming number 

of our customers said using 

VersaPay ARC was an easy, 

intuitive, and quick process. 

We anticipated that we’d 

hear from customers that 

needed help adding a card 

or accessing the system. We 

were pleasantly surprised 

when, within minutes of 

sending the first set of 900 

invitations, customers were 

already signing up and our 

first payment came that 

very day.”
Jackie Dekar 

Business Systems Manager 
Metroland Media



Make customers happy. Get paid faster.

®

DISCOVER HOW VERSAPAY ARC CAN HELP YOU 
TRANSFORM YOUR AR, IMPROVE YOUR CUSTOMER 
EXPERIENCE, AND GAIN A COMPETITIVE EDGE. 

REQUEST A DEMO TODAY

866.999.VPAY(8729) 
versapay.com

https://www.versapay.com/request-a-demo
http://www.versapay.com

