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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, Merrill Lynch, Pierce, Fenner & Smith 

Incorporated, which is a registered broker-dealer and member 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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AP Automation:  Beyond the Buzz 

Straight-through processing? 

AP process transformation?

eInvoicing?

Supply Chain Finance?

Dynamic discounting?

ePayments?

Order-to-pay cycle?

End-to-end automation?

What’s the 

best starting 

point for AP 

automation?
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Demystifying Buzz Words—Putting AP Automation into Context 

Guiding Principles for AP Automation

 Start with the end in mind

End-to-end automation

Order-to-pay process

Straight-through processing (STP)

 Use building blocks

ePayments

eInvoicing

Working capital financing 

Supply Chain Financing as collaborative model

 Make change an iterative process

Add building blocks following initial success
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Payments Transformation:  a Good Place to Start 

Advanced Practice:  A Comprehensive Approach  

 Start with payments transformation

Easiest to implement

Fewest internal stakeholders

Least amount of process change

 Use an integrated ePayments strategy

Focus first on AP card payments

 Drive more spend through your card program

 Turn AP into a profit center

 Gain momentum from quick, measurable results

Move next to ACH

Outsource remaining check production

AP card payments are a logical starting point.
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Why ePayables? 

ePayables is a Win-Win for All

Supplier           

 Faster payments

 Reduce DSO ( if offered early payment)

 Frees up working capital

Finance

 Enhance working capital 

advantage

 Improve cash flow visibility 

 Increase revenue sharing

Accounts Payable

 Reduce paper checks, 

driving efficiencies

 Reduce vendor inquiries 

Procurement

 Improve supplier 

relationships

 Maintain existing control 

points in purchase process

Buyer

 Increase DPO

 Move check payments to card

 Increase working capital 

IT

 Streamline implementation, 

no software to buy
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How a Typical ePayables Program Works

This presentation and any materials distributed are not intended to be offered as legal advice.  Each party who receives these materials should not rely on 

these materials for legal advice, but should consult its own legal counsel for advice and interpretation.

How a Typical ePayables ProgramWorks

Payment processed 
through credit card 

network and matched 
to original 

payment authorization

Payment processed 
through credit card 

network and matched 
to original 

payment authorization

Buyer performs three-way matchingBuyer performs three-way matching

The Works™ applicationThe Works™ application

(Optional) Paid items export 
file posted to ERP system

(Optional) Paid items export 
file posted to ERP system

Buyer sends card file for payment 
of processed invoices

Buyer sends card file for payment 
of processed invoices

The bank increases the available funds 
balance on each card from zero  

to vendor payment amount and sends 
remittance advice to supplier .

The bank increases the available funds 
balance on each card from zero  

to vendor payment amount and sends 
remittance advice to supplier .
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To Add ePayables…

 Give us your AP file

 Sign the ePayables agreement

 Engage in implementation

 Attend training

 Start using the ePayables solution
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What to Look for in an AP Card Provider 

Technology

 Solution targeted to your needs

 Easy to use

 Meaningful reports

Vendor onboarding expertise

 Collaboration and long-term commitment

 A consultative and iterative process

 Lead role in vendor segmentation, marketing, and enrollment

 Strategies and tools to overcome vendor objections

A quick and measurable ROI builds organization momentum to continue down the road of AP automation.



Océ North America Case Study of ePayables Solution

Lessons learned in building a successful ePayables Program
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Company Background and Strategic Objectives 

About Océ

 Leading Provider of professional document management and printing solutions

 Active in more than 100 countries with 20,000+ employees

 North America represents 34% of worldwide revenues

Business Challenges

 Grow and improve p-card program

 Automate invoice matching and card payments for inventory vendors

ePayables was a logical starting point.
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Implementation Process—Ready, Set, Go

Implementation

 Quick and easy

 Change to payment process only

 Close collaboration on vendor adoption

Benefits

 Streamlined and automated AP process

 Rebate as icing on the cake
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Insights into Best Practices 

ePayables Lessons Learned 

 Don’t be afraid to ask vendors—and give them incentives— to enroll.

 Focus staff on program optimization

 Educate internally to drive maximal vendor participation

 Standardize your vendor analysis process

 Stay on top of monthly reconciliation 
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Where Do We Go From Here? 

2011 Building Blocks for AP Automation

 Program optimization

 Integrated payables strategy

 eInvoicing
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The Road to AP Automation Starts in the Mailroom 

Critical success factors in implementing an ePayables program

 Close collaboration with a banking partner

 Balanced value proposition for buyer and seller

 Program optimization as an iterative process

The road to AP automation

 ePayables as critical building block

 A logical place to start


