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What are “DocuWare Kinetic Solutions”?



In a nutshell: DocuWare Kinetic Solutions

Preconfigured, cloud-delivered solutions designed to solve 

common business processes with simplified implementation and 

a fast on-ramp to value. They are the next generation of content 

services.

Built with the full flexibility 

of the DocuWare platform

Designed from 30 years 

process experience

Designed for fast, pain-

free deployment



DocuWare Kinetic Solution 
for Invoice Processing

Capture, route, process and archive incoming invoices to expedite 
payment, minimize manual touch and securely organize documents.

Features:

• Capture invoices from paper, Outlook, web mail

• Extract data with Intelligent Indexing, cloud-based machine 
learning

• Structured approval and booking workflow

• Integration with common ERPs like Sage, Dynamics and more

Benefits:

• Unburden employees from tiring chores to focus on more high-
value activities 

• Achieve high transparency and control for Finance Department 

• Taking advantage of Early Payment Discounts

• Better vendor relationships



DocuWare Kinetic Solution 
for Employee Management

Centralize, secure and share employee documents related to 
onboarding, performance, expenses and more.

Processes:

• Centralization of personnel files

• Job application processing

• Employee onboarding

• Performance management

• Paid Time off

Benefits:

• Portray yourself as a cutting-edge employer to future employees

• Find the right employees efficiently

• Provide for smooth onboarding

• Streamline and automate routine tasks

• Stay compliant with sensitive HR records



How to sell DocuWare Kinetic Solution for Invoice 
Processing 



Positioning: DocuWare Kinetic Solutions and 
DocuWare 7 Platform

Your prospect and customer base’s requirements  

Low complexity level of the solution High complexity level of the solution

DocuWare Kinetic Solutions 

Sales process and implementation time 

DocuWare 7 Platform

Prescriptive Sale

• Straight forward requirements

• Prospect is looking for “best practice” solution

• Prospect is expecting a quick, affordable 

implementation

Consultative Sale

• More complex requirements

• Prospect is expecting a tailored solution 

• Prospect is willing to pay for longer 

implementation time



Recommended General Sales Approach

Prescriptive –
DocuWare Kinetic Solutions 

Consultative –
DocuWare 7 Platform

Lead with 

DocuWare

Kinetic 

Solution 

first

Switch to 

DocuWare 7

platform, if 

required solution 

complexity is too 

high 



Recommended Sales Engagement Roles

Prescriptive –
DocuWare Kinetic Solutions 

Account Manager 

(DocuWare Sales Advisor)

Account Manager advances the lead as 

much as possible towards a DocuWare

Kinetic Solutions close
For open questions regarding DocuWare

Kinetic Solutions or for a switch to the general 

DocuWare 7 platform, the Account Manager 

involves the Pre-Sales Consultant  

Pre-Sales Consultant 

(DocuWare Application Consultant)

Consultative –
DocuWare 7 Platform



Benefits of leading with 
DocuWare Kinetic Solutions 

• You can advance the sales process much longer on your own

• You can support many more Account Managers and opportunities 

as you spend less resources per opportunity

• You can build on a strong foundation if tweaks to the solution are 

still necessary

• You can spend more time on the more complex solutions

As an Account Manager 

(DocuWare Sales Advisor)

As a Pre-Sales Consultant 

(DocuWare Application Consultant)

• Your implementation of DocuWare Kinetic Solutions will be pain 

free as it is based on pre-defined use cases

• You will have more time to focus on implementing more complex 

solutions

As a Technical/PS Consultant 

(DocuWare System Consultant)
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DocuWare Kinetic Solution for Invoice Processing 



Secure and automated Invoice Processing

• Rapid, accurate capture from 

all different sources

• Seamless, automated 

workflow from capture to 

approval to post-back

• Secure and searchable 

archive 

DocuWare 

Kinetic Solution for 

Invoice 

Processing



Comprehensive Best Practice Solution

        

        

       

           

           

         

       

         

               

Capture 

and match
Validate

and route

Comment

and approve

Process and

post back



Delivering real value for your invoice process
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Challenges today

Security gaps, painful auditing, 

document loss

Manual data entry, clerical 

errors, wasted time 

Business continuity, simplified 

auditing, compliance

Security gaps, painful auditing, 

document loss

Complex coordination, delays, 

confusing processes

Automatic intelligent indexing 

and data export

Manual data entry, clerical 

errors, wasted time 

Smart, adaptable workflow 

and invoice routing

Complex coordination, delays, 

confusing processes

Solved with DocuWare



Delivering real value for your invoice process
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Security gaps, painful auditing, 

document loss

Manual data entry, clerical 

errors, wasted time 

Business continuity, simplified 

auditing, compliance

Security gaps, painful auditing, 

document loss

Complex coordination, delays, 

confusing processes

Automatic intelligent indexing 

and data export

Manual data entry, clerical 

errors, wasted time 

Smart, adaptable workflow 

and invoice routing

Complex coordination, delays, 

confusing processes

Solved with DocuWare

Get up and running 

in just days

Built on DocuWare Cloud

Completely preconfigured 

Fast, simplified implementation



Scenarios for selling DocuWare Kinetic Solution for 
Invoice Processing 
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Scenario 1

Upselling an 

existing hardware 

account

Scenario 2
If you are in a 

competitive 

hardware situation

Scenario 3
If the prospect is 

not ready to 

discuss hardware.



Scenario 1
Upselling an existing hardware account
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• Continue with your regular hardware 

business

• But set up an account review meeting 

with a specific focus on solutions

• Make sure that the CFO or Accounts 

Payable Director are present

Talk track:
“One way to help our customers is to improve their 

business processes by providing so-called Content 

Services. Many of our implementations start in the 

Finance department where most customers see a 

Return of Investment in just 3-6 months. Therefore, 

would you mind to invite your CFO or Accounts 

Payable Director? I can send you a small teaser 

video which might catch his/her interest … !”



Scenario 2
If you are in a competitive situation for hardware
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• Position yourself as solution provider

• Differentiate yourself by highlighting 

DocuWare Kinetic Solution for Invoice 

Processing

• Create a value and price which cannot 

be compared to

• Most important: Use DocuWare Kinetic 

Solution for Invoice Processing to 

involve other decision makers (CFO, 

Accounts Payable Director) than who 

are typically involved in the hardware 

selection process

Talk track:
“One way to help our customers – besides offering 

great hardware – is to improve their business 

processes by providing so-called Content Services. 

Many of our implementations start in the Finance 

department where most customers see a Return of 

Investment in just 3-6 months. Therefore, would you 

mind inviting your CFO or Accounts Payable Director 

when we present our proposal to you? I can send you 

a small teaser video which might catch his/her 

interest …!”



Scenario 3
Prospect is not ready to discuss new hardware
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• If the prospect has several years left on 

a hardware contract, you need a reason 

to build a relationship with the prospect

• Position DocuWare Kinetic Solution for 

Invoice Processing as the ideal solution 

to leverage their existing hardware setup

Talk track:
“Another way to help our customers – besides 

offering great hardware – is to improve their business 

processes by providing so-called Content Services. 

And these solutions work great with your existing 

hardware. Many of our implementations start in the 

Finance department where most customers see a 

Return of Investment in just 3-6 months. Therefore, 

would you mind introducing me to your CFO or  

Accounts Payable Director? I can send you a small 

teaser video which might catch his/her interest …!”



Leverage powerful marketing tools
(docuware.com/DKSIP-sales)

Sales process stage Marketing tool

Getting the appointment • 90-second teaser video 

Introducing the idea • 3-minute explainer video

• Brochure

Presenting the solution • PowerPoint introduction

• 12-Minute guided tour video

• Statement of Work template / PO template

• Case studies

• FAQ

Closing • Statement of Work template / PO template

https://saas.docuware.com/DocuWare/Platform/WebClient/Client/Result?rl=1b423b96-4ad0-489a-ad62-c733387bb7e6&q=([NAME_NEW] LIKE "DocuWare Kinetic Solution for in*" AND [LANGUAGE] %3D "ENGLISH")&displayOneDoc=False&orgId=2&_auth=35DEADA41AC27592B8F86161A3E9E8FB1F054BA9AFE907A6F87414EAE71C307D1C43B14F72919D57DB570C269794994EDB724CBC99F6BF617C955675BE110074C98428B362FEE2F2A3D38B18C33C0176B7C4B6AAE3D4E4C4E27CC79E887B46366277206FDDF1995B602B9EDCF32784481CAE8059D1E207C5A2BA306606A52BAFA69DE6FEA1075486D3953FF8D15EEB4E07A4E72F067C5E69C6426623BC26B10ADCBDDA67586B15EDF182D38C247E37D4A0625310CEC638476AA73572CE81F5100FF693710722F0EC14C143E6E36BB294


Sample of assets



Selling DocuWare Kinetic Solutions for Invoice Processing 
Step 1: Introducing the idea

Goals:

Create interest and excitement with CFO 

or Accounts Payable Director

How:

As part of an introductory phone call 

and/or email preparing for an upcoming 

on-site visit, include the follow marketing 

tools:

1. Explainer Video – Provides a concise and compelling 

overview of the solution in 3.5 minutes

2. Brochure – Provides a two-page summary of the 

solution



Selling DocuWare Kinetic Solutions for Invoice Processing 
Step 2: Presenting the solution

Goals:

1. Provide general overview 

2. Offer a deeper dive regarding the 

implementation

3. Reinforce the value of the proposed 

solution and address any questions

4. Gauge closing possibility

How:

As part of an on-site meeting either at the 

customer site or in your show room, show 

the following marketing tools:

1. PowerPoint Introduction – Gives an overview of the 

solution and sets the stage for Guided Video Tour

2. The 12-Minute Guided Tour Video – Provides a 

detailed, step-by-step description of how the solution 

works

3. Statement of Work template / PO template – Defines 

in detail how the solution will be implemented

4. Case Studies – Shows how other companies have 

already benefited from DocuWare

5. FAQs – Answers the most common questions for the 

proposed solutions



Selling DocuWare Kinetic Solutions for Invoice Processing 
Step 3: Closing

Goals:

Receive the purchase order

How:

At end of the on-site meeting or as a 

follow-up email, present prospect with a 

concrete proposal and ask for the 

signature for a PO. Available tool:

1. Statement of Work template / PO template –

including Statement of Work which can be turned into a 

PO by customer signature

In case the prospect has requirements which cannot be met with DocuWare 

Kinetic Solutions, please include your DocuWare Application Consultant for 

further consultation with the prospect



DocuWare Kinetic Solutions work in any industry

Retail Services Financial Services Media

Government Logistics & Transportation Manufacturing Healthcare

And many more …



This is your time!

Market-tested 

solution 

and ROI 

No risk to upset 

existing customer 

relationship

Strong 

marketing 

tools

No need to learn 

software demos

Prepackaged, 

preconfigured 

solutions

No danger in getting 

bogged down by 

scope-creep



Get going today!!!
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Step 1

Download all tools for 

DocuWare Kinetic Solution 

for Invoice Processing

Invoice Processing

docuware.com/DKSIP-sales

Step 2
Start showing and 

presenting the 
DocuWare Kinetic 
Solution for Invoice 
Processing as part 

of your account 
reviews and new 

customer 
acquisitions

Step 3
Start closing and 

become a Content 

Services Sales 

Superstar!

http://go.docuware.com/dksip-sales


Support

If you run into questions, please contact your DocuWare

Application Consultant, Regional Sales Director or call the 

DocuWare Sales Support hotline:

(845) 563-9045 Extension 227



“A good hockey player plays 

where the puck is. A great 

hockey player plays where 

the puck is going to be.”

- Wayne Gretzky
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Q & A 



Thank you.

docuware.com


