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How the Market is Evolving
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“Bank of America Merrill Lynch” is the marketing name for the global banking and global markets businesses of Bank of America Corporation.  Lending, derivatives, and other commercial banking 

activities are performed globally by banking affiliates of Bank of America Corporation, including Bank of America, N.A., member FDIC.  Securities, strategic advisory, and other investment banking 

activities are performed globally by investment banking affiliates of Bank of America Corporation (“Investment Banking Affiliates”), including, in the United States, Banc of America Securities LLC and 

Merrill Lynch, Pierce, Fenner & Smith Incorporated, which are both registered broker-dealers and members of FINRA and SIPC, and, in other jurisdictions, locally registered entities. 

Investment products offered by Investment Banking Affiliates:  Are Not FDIC Insured * May Lose Value * Are Not Bank Guaranteed.

These materials have been prepared by one or more subsidiaries of Bank of America Corporation for the client or potential client to whom such materials are directly addressed and delivered (the 

“Company”) in connection with an actual or potential mandate or engagement and may not be used or relied upon for any purpose other than as specifically contemplated by a written agreement with us.  

These materials are based on information provided by or on behalf of the Company and/or other potential transaction participants, from public sources or otherwise reviewed by us.  We assume no 

responsibility for independent investigation or verification of such information (including, without limitation, data from third party suppliers) and have relied on such information being complete and 

accurate in all material respects.  To the extent such information includes estimates and forecasts of future financial performance prepared by or reviewed with the managements of the Company and/or 

other potential transaction participants or obtained from public sources, we have assumed that such estimates and forecasts have been reasonably prepared on bases reflecting the best currently 

available estimates and judgments of such managements (or, with respect to estimates and forecasts obtained from public sources, represent reasonable estimates).  No representation or warranty, 

express or implied, is made as to the accuracy or completeness of such information and nothing contained herein is, or shall be relied upon as, a representation, whether as to the past, the present or 

the future.  These materials were designed for use by specific persons familiar with the business and affairs of the Company and are being furnished and should be considered only in connection with 

other information, oral or written, being provided by us in connection herewith.  These materials are not intended to provide the sole basis for evaluating, and should not be considered a recommendation 

with respect to, any transaction or other matter.  These materials do not constitute an offer or solicitation to sell or purchase any securities and are not a commitment by Bank of America Corporation or 

any of its affiliates to provide or arrange any financing for any transaction or to purchase any security in connection therewith.  These materials are for discussion purposes only and are subject to our 

review and assessment from a legal, compliance, accounting policy and risk perspective, as appropriate, following our discussion with the Company.  We assume no obligation to update or otherwise 

revise these materials.  These materials have not been prepared with a view toward public disclosure under applicable securities laws or otherwise, are intended for the benefit and use of the Company, 

and may not be reproduced, disseminated, quoted or referred to, in whole or in part, without our prior written consent.  These materials may not reflect information known to other professionals in other 

business areas of Bank of America Corporation and its affiliates.

Bank of America Corporation and its affiliates (collectively, the “BAC Group”) comprise a full service securities firm and commercial bank engaged in securities, commodities and derivatives trading, 

foreign exchange and other brokerage activities, and principal investing as well as providing investment, corporate and private banking, asset and investment management, financing and strategic 

advisory services and other commercial services and products to a wide range of corporations, governments and individuals, domestically and offshore, from which conflicting interests or duties, or a 

perception thereof, may arise.  In the ordinary course of these activities, parts of the BAC Group at any time may invest on a principal basis or manage funds that invest, make or hold long or short 

positions, finance positions or trade or otherwise effect transactions, for their own accounts or the accounts of customers, in debt, equity or other securities or financial instruments (including derivatives, 

bank loans or other obligations) of the Company, potential counterparties or any other company that may be involved in a transaction.  Products and services that may be referenced in the 

accompanying materials may be provided through one or more affiliates of Bank of America Corporation.  We have adopted policies and guidelines designed to preserve the independence of our 

research analysts.  These policies prohibit employees from offering research coverage, a favorable research rating or a specific price target or offering to change a research rating or price target as 

consideration for or an inducement to obtain business or other compensation.  We are required to obtain, verify and record certain information that identifies the Company, which information includes the 

name and address of the Company and other information that will allow us to identify the Company in accordance, as applicable, with the USA Patriot Act (Title III of Pub. L. 107-56 (signed into law 

October 26, 2001)) and such other laws, rules and regulations as applicable within and outside the United States.

We do not provide legal, compliance, tax or accounting advice.  Accordingly, any statements contained herein as to tax matters were neither written nor intended by us to be used and 

cannot be used by any taxpayer for the purpose of avoiding tax penalties that may be imposed on such taxpayer. If any person uses or refers to any such tax statement in promoting, 

marketing or recommending a partnership or other entity, investment plan or arrangement to any taxpayer, then the statement expressed herein is being delivered to support the promotion 

or marketing of the transaction or matter addressed and the recipient should seek advice based on its particular circumstances from an independent tax advisor.  Notwithstanding anything 

that may appear herein or in other materials to the contrary, the Company shall be permitted to disclose the tax treatment and tax structure of a transaction (including any materials, 

opinions or analyses relating to such tax treatment or tax structure, but without disclosure of identifying information or, except to the extent relating to such tax structure or tax treatment, 

any nonpublic commercial or financial information) on and after the earliest to occur of the date of (i) public announcement of discussions relating to such transaction, (ii) public 

announcement of such transaction or (iii) execution of a definitive agreement (with or without conditions) to enter into such transaction; provided, however, that if such transaction is not 

consummated for any reason, the provisions of this sentence shall cease to apply.  Copyright 2011 Bank of America Corporation.
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Redefining a Payment – The Industry Path

1

• Paper-to-electronic 

payments migration

2

• Order-to-Pay 

process 

transformation

3

• An expanded 

value proposition for 

growth
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Market Momentum: Tools of Transformation
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Market Momentum: Integrated Solutions that Enable Collaboration

• A more integrated approach to the spectrum 

of payment methods, invoicing and financing 

needs benefits buyers and sellers

• Increased  need for 

buyer-seller collaboration

• An integrated value proposition 

addressing duality of needs

• An expand service model and highly 

consultative approach

Vendor segmentation, education, 

marketing and enrollment

Order to

Pay Processes

and Solutions

Processing

Efficiency

Reduced 

Transaction Cost 

Working Capital

Improvement 

Processing

Efficiency

Reduced 
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Improvement 
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Market Momentum: Identifying the Benefits of Order to Pay Transformation

Buyer Benefits

• Extend DPO by 16 days*

• Implement strategic balance sheet mgt

• Reduce invoice processing costs by as 
much as $20*

• Decrease invoice processing cycle time 
by as many as 27 days*

• Optimize working capital through better 
invoice/payment visibility and control.

• Increase client discount capture by .3 to 
1.0 percent.  This equates to a working 
capital improvement of $3MM to $10MM 
per $1 billion in vendor spend. 

Supplier Benefits

• Potential to reduce Days Sales 
Outstanding by increasing early payment 
opportunities

• Reduce DSO; strategic balance sheet 
mgt.

• Manage counterparty risk

• Can reduce supplier’s processing costs 
for invoices by as much as $2.50**

• Electronic delivery of P.O. information to 
facilitate easy invoice entry for suppliers

• Provides greater visibility into payment 
and invoice status

Best-in-Class buyers and suppliers  have gained competitive advantage and 

benefits through order to pay transformation

*Aberdeen and Accenture  

**Gartner Group
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Capturing your Order-to-Pay Process 

Transformation Opportunity
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Defining an Order to Pay Solution

Order- to- Pay Solution

Invoicing

Purchase 
Order 

Processing

Invoice 
Handling

Early 
Payment 

Discounts

Buyer
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Best Practice:  Driving Order-to-Pay Process Change  

 Gain executive commitment to change 

 Align internal stakeholders and link change to broader corporate goals

 Approach Accounts Payable as strategic to order-to-pay 

 Understand current processes and identify opportunities for improvement 

 Succinctly define reasons for change

 Build a solid and believable business case

 Keep an eye on external best practices and solutions

Organizational alignment helps drive successful strategy execution
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Best Practice: Positioning your Organization Process Transformation 

Focus on four key steps to driving process transformation:

1. Identify opportunities for improvement

2. Gain stakeholder support

3. Build a business case

4. Leverage a best-in class solution
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Identify and Document

Pain Points Expenses Processes Opportunities

Purchase Order 
Processing

• Percentage used

• How are they 
delivered

Invoice 
Processing

• Centralized or 
Decentralized 
Receipt

• Approval timeline

Checks

• Emergency 
Requests

• Courier 
Requests

ePayments

• ACH 

• Wire

• Pcard

• Card

Understand your process – and the key cost drivers

Define the different payments types and the volume of each

Best Practice: Conducting a Process Audit
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Best Practice: Gaining Stakeholder Support  and Breaking down Silos 

Focus on how solutions enable stakeholders to achieve their strategic goals

Organizational

Alignment

Treasury

Accounts

Payable

IT

Procurement

Audit
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Best Practice: Building a Business Case for Change

Order-to-Pay Financial Benefits Model – Gathering the Data

ePayments eInvoicing
Supply Chain Finance 

(SCF)

Supplier Name Supplier Name Supplier Name

Annual Spend Amount Annual Spend Amount
Annual spend amount

Number of Annual Checks
Number of annual 

invoices
Estimated cost of funds

Average savings per 

migrated check

Current Discounts 

Achieved
Existing terms/ New terms
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Best Practice: Building a Business Case for Change

Order-to-Pay Financial Benefits Model – Doing the Math

ePayments eInvoicing
Supply Chain Finance 

(SCF)

Average savings per 

migrated check

Average savings per 

invoice processed 

electronically

Interest Impact on 

Supplier Using Supply 

Chain Finance

Total savings for check 

migration

Total Savings for invoice 

migration

Dollar Flow Change to 

buyer with harmonized 

terms

Value of float and 

estimated rebate for 

Card Spend

Value of Increased 

Discount Capture

Total Annualized 

Working Capital Impact

Total estimated annual 

savings annuity
Total estimated savings 

annuity
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Best Practice: Identifying Solution 

• Modular and Flexible product and integration options

• A fully-collaborative model, that connects buyer and suppliers

• Provides supplier segmentation, engagement and enablement capabilities

• Leverages a many-to-many, trusted, close-end buyer-supplier network 

• Provides effective controls, security and strengthens reporting

Leverage a solution that will help you achieve your goals more rapidly. Some key 

characteristics to look for include:
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 Transformation. ePayments, 

eInvoicing, and Supply Chain Financing 

are steps towards an ideal end state.

 Integration.  The greatest benefit 

comes from moving deeper into the 

value chain.

 Convergence.  Bank and technology 

solutions are at the crossroads of 

efficiency. 

– Process efficiency (STP)

– Working capital efficiency 

(payments optimization)

Recap: Processing Efficiency and Working Capital Optimization 

support each other
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Recap: Keys to Success for Order-to-Pay Transformation 

 Prioritize your focus on biggest pain points in current processes. This is typically invoice 

handling and visibility

 Secure senior sponsorship through a cross-functional team

 Ensure the correct balance of value to buyer and seller

 Manage transformation as an iterative process

Continue to segment vendors and pursue enrollment

Leverage transitional technologies 

 Build on momentum of early success

 Evaluate using outsourcing solutions to alleviate pressure on IT resources

 Engage with your providers to help formulate a solution and your business case


