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Working capital is the lifeblood of a 
business. It impacts day-to-day 
operations, investments for the future, 

and the share price of the company. One of the most 
important ways finance and shared services 

professionals can deliver real, measurable value to the 
business is to drive improvements to working capital management.

This infographic report presents the exclusive results of a survey 
conducted by sharedserviceslink and SAP Ariba. The report explores 
how finance can improve working capital management through an 
effective invoicing, payment and discounting strategy.

We surveyed over 150 finance and shared services professionals. This 
report is part two of three, and zeros in on the responses of those 
looking at the crucial issue of using payables to optimize working 
capital management.

Read on for our findings:

About the respondents
What is your company’s annual revenue 

(in USD)?

Working Capital Priorities 
Who is the executive sponsor of Working 

Capital initiatives at your company?

Early payment discounts

Summary

Less than $1 billion

16%

$1 billion - 
$2 billion

10%

$2 billion - 
$5 billion

20%

$5 billion - $10 billion

6%

More than 
$10 billion

48%

The majority respondents are from large companies:  
84% report revenue over $1bn.

The majority of our respondents are from Western Europe and 
North America.

What are your top 3 key priorities over the 
next 12-18 months? 

Where are you located?

Procure-to-Pay automation

Working capital management 
(through Dynamic Discounting, Payment Terms 

Management, Supply Chain Financing)

Implementing a supplier portal 
or supplier self-service

Electronic workflow for 
invoice approvals

Rolling out 
electronic invoicing

Scanning/outsourcing 
paper invoices

Improving the current rate 
of electronic invoicing

60%

58%

34%

30%

26%

24%

10%

CPO

58%

Other

2%

CFO

6%

8%

Finance 
Director

Treasurer

26%

Working capital management is a high priority for most finance 
organizations: 58% of respondents report that the Chief Financial 
Officer (CFO) is the executive sponsor of working capital initiatives in 
their organization; and another 26% indicate the Finance Director is 
the sponsor.

Please rank the payables-based working 
capital program priorities for your company:

Payment terms extension is the first payables-based working capital 
strategy for 40% of respondents and the most widely used program. 
Early payment discounts come second and are the top-ranked strategy 
for 22% of respondents.

40%

No.1 No.2 No.3 No.4 N/A

22%

12%

6% 12% 18% 12% 51%

27% 14% 10% 37%

14% 16% 10% 37%

24% 10% 4% 22%Payment Terms 
Extension

Early Payment 
Discounts

Supply Chain 
Financing

Card Rebate

What are the top KPIs your company uses 
related to working capital management?

Days Payable Outstanding (DPO) ranks as the top KPI related to 
working capital management. Cash Flow Gain is a close second while 
discounts earned show for 18% of respondents.

Days Payable 
Outstanding

Cash Flow Gain

Return on 
Invested Capital

Discounts Earned

Other

66%

62%

36%

18%

12%

How important is it to take cost out of the 
supply chain by lowering your suppliers' 

cost of borrowing funds?

49% of respondents declare that taking cost out of the supply chain is 
important (slightly important for 37% and very important for 12%). 41% 
are neutral about removing cost from the supply chain.

12%

37%
41%

10%

Very 
Important

Slightly 
Important

Neutral Not 
important

Do you offer your suppliers early 
payment discounts?

Close to 40% of respondents currently offer early payment discounts, the 
majority of which are captured from less than 20% of suppliers.

Yes, we do, and we 
capture discounts from 

over 20% of our suppliers

Yes, we do, but we capture 
discounts from less than 

20% of our suppliers

No, but we are 
actively looking into it

No, it is not something 
we are considering

Unsure

Yes, we do, but our 
suppliers haven’t taken 

up the discounts

4%

29%

6%

14%

41%

6%

What percentage of your invoices include the 
potential for early payment discounts?

Among respondents currently offering early payment discounts, 40% 
report that 1% to 10% of their invoices have the potential for discounts 
while only 10% report that 41% to 80% of their invoices have that potential. 

0% 1-10% 11-20% 21-40% 41-60% 61-80% More than 
80%

18%

40%

16% 16%

6%

0%4%

Of those available discounts, 
what percentage are you able to capture?

The capture rate on the invoices with potential for early payment 
discounts is relatively low.

Close to 60% of respondents capture less than 10% of the available 
discounts. Only 16% are able to capture more than 40% of available 
discounts, with 8% capturing more than 80% of discounts.

The number one obstacle for taking more advantage of discount-based 
savings is not being able to process invoices quickly enough. Other 
obstacles include inadequate systems, poor tracking capabilities and 
insufficient process control.

0% 1-10% 11-20% 21-40% 41-60% 61-80% More than 
80%

29% 29%

16%

10%

2%

8%

6%

What are the biggest obstacles you have 
preventing you from maximizing your 

discount-based savings?

While close to 40% of the survey respondents offer early 
payment discounts and declare that a relatively high 
proportion of their invoices have the potential for early 

payment, they are only capturing a small portion of the available 
discounts. When asked what is preventing them from maximizing 
discount-based savings, slow invoice processing comes as the number 
one obstacle. This obstacle together with several additional ones 
regarding systems, tracking and process control reveal a lack of auto-
mation in the procure-to-pay process.

INEFFICIENCY: 
We can’t process 

invoices quickly 
enough to meet early 

payment cut-offs

SYSTEMS: 
Our current system(s) 

make managing 
discounts too difficult

SUPPLIER ACCEPTANCE: 
Our suppliers are 

unwilling to accept 
discount term offers

TRACKING: 
We have difficulty 

tracking which invoices 
or payments have 

discounting potential

PROCESS CONTROL: 
We do not have the 
visibility to prioritize 

discountable payments 
for fast processing

UNABLE TO 
RELEASE CAPITAL: 

Treasury not on 
board / working 

capital restrictions

EXECUTIVE SUPPORT: 
We do not have the 
upper-level support 
necessary to justify 

dedicated headcount to 
these projects

OUTREACH: 
We don’t have the 

resources to contact our 
suppliers to make 

discount offers

44%

24%

24%

22%

20%

12%

12%

10%

Working capital management is high on the agenda of 
many organizations: 58% of responders state that their 
CFO drives the working capital initiatives.

Payment terms extension remains the most popular payables-based 
working capital management strategy with DPO as top KPI. Early 
payment discounts and supply chain financing show lower adoption 
rate even though they could help reduce suppliers' cost of borrowing 
funds, and remove costs from the supply chain.

Strike the ideal balance between 
extending DPO and offering early 
payment options to suppliers

The mutually beneficial strategy includes:

• Earlier payments to ease cash flow issues of your suppliers

• Extended DPO to keep cash in your business for longer

• Improved cash and working capital management for you and 
your suppliers

Offer more early payment discount 
options and improve the health of your 
supply chain

Early payment discounts can help:

• Reduce your suppliers’ cost of borrowing or alternative finance

• Provide your suppliers more liquidity to help grow their business

• Invest in your supply base through the delivery of value-adding services

Automate invoice and payment processes to 
lower your costs, increase cash returns and 
free up valuable working capital

Automation enables you to:

• Improve visibility of invoice and payment status internally and 
externally to your suppliers

• Enable more early payment discounts

• Provide flexible solutions to support cash flow objectives of both 
buyers and suppliers

About SAP Ariba
SAP® Ariba® is the marketplace for digital business, creating frictionless 
exchanges between millions of buyers and suppliers across the entire 
source-to-pay process. Our market-leading solutions enable 
companies to simplify collaboration with their trading partners, make 
smarter business decisions and extend their collaborative business 
processes with an open technology platform. More than two million 
companies use SAP Ariba solutions to connect and collaborate around 
nearly one trillion in commerce on an annual basis. To learn more 
about the company’s offerings and the transformation they are driving, 
visit www.ariba.com/solutions/financial-supply-chain-management

For more detailed insight into this report, 
watch this webinar.
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Procure-to-Pay (P2P) automation is the number one priority for finance 
and shared services professionals looking to improve working capital 
management.

 With 58% of respondents stating the CFO is the executive sponsor 
of working capital initiatives, there is no doubt working capital 
management is a high priority for finance.

 When it comes to payables-based working capital management, 
extending payment terms and increasing DPO remain the most 
popular strategy.

 Most organizations show significant potential to improve working 
capital management through early payment discounts or supply 
chain finance. Although close to half of the respondents (49%) 
recognize the importance of lowering their suppliers’ cost of 
borrowing funds, only 39% currently have an early payment 
discount program.

 Many respondents report a lack of automation of their invoice 
and payment processes; one of the consequences being the 
inability to process invoices quickly enough to benefit from 
early-payment discounts. However, it seems that most 
organizations are aware of the automation gap: procure-to-pay 
automation is the number one priority for most respondents in 
the next 12-18 months. 

Here are some top tips, based on our findings, to deliver savings and 
increase profit through a payables-based working capital 
management strategy.
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