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Unlocking Hidden Value in Business Credit Operations
As companies continue to grasp the opportunities new technologies offer, streamlining back office 
operations for both business buyers and sellers is now a part of these strategic conversations. In 
fact, according to McKinsey and Company in Standardizing the Costs of G&A, organizations should 
use technology to “standardize and simplify their transactional activities aggressively in order to 
maximize business value.”

Likewise, every day, as technology continues its transformational march forward, buyers 
increasingly expect immediate answers, demand ease of use, and expect anytime, anywhere 
access to the services and information they desire. This is now prevalent with both consumers 
and business buyers and includes activities traditionally held in the back office. Those 
organizations that provide this experience are often rewarded with more sales and greater buyer 
loyalty, ratcheting up the importance of this topic in an organization's overall corporate strategy.  

When focusing on business credit operations, at the heart of this disruption is the 
acknowledgment that data-driven decisions and online interactions have clear advantages over 
human decisions that are mired in subjectivity using limited data points though slow offline 
channels. Humans are simply prejudiced where algorithms are not! Today, for example, risk 
assessment algorithms that scour the online world for information are clearly more accurate and 
tuned in to present conditions than a single credit officer with limited tools sitting inside of a 
selling or financing organization. Leveraging technology in a continuous assessment of 
creditworthiness is also possible, thereby enhancing predictability and potentially lowering risk as 
never before.

Since these technology driven solutions are also efficient and effective at lower scale, companies 
from small to large will be able to benefit. This is particularly good news for small and medium size 
enterprises who currently comprise more than half of the world’s GDP and employ almost two 
thirds of the global work force yet often have one major pain point – dealing with their finances!

Illustration emphasizing “standardize and simplify their transactional activities aggressively in order to maximize business value.”



This executive brief will focus on an 
area of finance we will label as 
“credit management as a service” 
defined as the combination of credit 
management, invoice financing, and 
account management.  

IN THIS BRIEF YOU WILL LEARN:
Why options to free up cash are rising 
in importance as access to cash 
continues to be a challenge for many 
organizations.

The benefits of streamlining business 
credit management operations are 
significant and should not be 
overlooked in overall digital 
transformation. 

As the supply chain continues to be 
streamlined by technology, buyers are 
driving a more seamless and efficient 
experience in all interactions with 
sellers, including establishing 
lines of credit for purchases 
and streamlining payment 
operations. Account
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The global financial crisis of 
2007-2008 resulted in a significant 
tightening of credit policies, laced 
with increased regulation and 
capital costs for loans to businesses. 
This raised financing risk for many 
organizations that still lingers today. 
Underpinning this tightening is an 
awareness that business trade credit 
practices simply pose higher risk 
than in the past.  

What is CMaaS?
Credit management as a 
service combines all 
components of a typical A/R 
process into a single, 
automated cloud based 
platform.



80%
OF B2B TRANSACTIONS 
INVOLVE EXTENDING 
CREDIT TERMS TO BUYERS

Financial Technology Innovation
In light of this trend, we now see new players 
emerging in the FinTech arena. For example, 
businesses selling their goods on platforms such as 
Amazon, eBay or Alibaba are now offered working 
capital lines and loans by those platforms. 

BY 2020, THE TRADE ON SUCH 
PLATFORMS IS EXPECTED TO 
EXCEED $10 TRILLION, 
TWO-THIRDS OF WHICH WILL 
BE B2B E-COMMERCE 

(World Economic Forum Report, 2015). These and 
other marketplace lenders aim to provide solutions 
where banks are unable to do so. They are heavily 
data driven, employ semi-automated risk assessment methods and leverage nontraditional data 
points. To get a broad based perspective of these and other changes and their global impact, take 
a look at The Future of FinTech published by the World Economic Forum.

Similarly, while business trade credit is very familiar and sounds simple, it is not a core 
competency of any business, even though nearly 80% of B2B transactions involve extending 
credit terms to buyers. Even today, after years of extending business trade credit, most 
organizations lack the skills, the experience, and the resources necessary to handle trade credit in 
a standardized and predictable manner. Likewise, most businesses in the B2B sector continue to 
find themselves in a weaker negotiating position with their key customers and as a result, often 
have to accept late or even overdue payments. Delayed payments and invoice write offs have 
always been a serious issue but have an increased impact when tightening of credit policies occur 
and limit an organization's’ access to cash.  

$10 TRILLION

OTHER

B2B

The lingering impact of the global financial crisis of 
2007, coupled with technology advancements in 
the FinTech arena have brought the practice of 
business trade credit into a new light. New 
technology based products are emerging that 
provide easy and fast access to financing thereby 
creating opportunities to speed up access to cash 
more than ever before, often through online and 
mobile channels. This trend is now opening up the 
door for organizations to disrupt their traditional 
business credit policies to shorten the order to cash 
cycle and minimize or eliminate their business 
credit operations.



This opportunity to take a fresh look at streamlining business credit has a dramatic three-fold 
benefit; first, as already noted, it holds the promise to eliminate the credit management function 
that sellers struggle to perform. Second, a successful automation of business credit will free up 
time, energy, and investment that can be redirected towards value-added functions that are core 
to the business, and third, the opportunity to maximize cash flow can be realized by eliminating 
days sales outstanding (DSO).     

McKinsey noted the importance of this topic in Maximizing the Value of G&A, identifying the 
impact of the “value gap” - activities that can be categorized as transactional versus those that 
are value add, citing the management of accounts receivable and payables as being in the trans-
actional, low-value bucket resulting in a negative impact to the overall profitability of an organi-
zation. “The value gap is understandable when you consider the positive impact of value-added 
efforts—for example, analyzing new markets or products—compared with the effects of more 
transactional initiatives, such as programs designed to realize modest improvements in day’s 
payable or days receivable. It’s critically important for companies to allocate resources to 
value-added activities as opposed to transactional activities.”  As previously noted, the report 
goes on to recommend that organizations should look to standardize and simplify their transac-
tional activities aggressively. The emergence of FinTech products and services deployed in the 
cloud will enable this aggressive transformation.



The cost benefit of leveraging these emerging new 
technologies will be dramatic. For example, payment 
processing costs are getting pushed down. Electronic 
payment processing has reduced processing costs from 
$10.65 per transaction to $.89 per transaction. The 
adoption of electronic payments through traditional ACH 
methods has remained low since transaction 
reconciliation remains problematic. New technologies 
that support electronic payments will remedy this 
reconciliation problem, potentially bypassing the banking 
ACH system, thereby enabling high adoption.

It is also important to note that all of these technologies 
will be deployed in the cloud, thereby facilitating 
adoption at rapid speed and scale. Aberdeen Group, in 
their report titled Deploy Accounts Receivable Solutions 
in the Cloud, showed specific activities already 
flourishing in the cloud. This trend will clearly continue to 
impact the reduction of transactional activities inside of 
organizations.

$9.76
THE AMOUNT
SAVED PER 
TRANSACTION BY 
SWITCHING TO 
ELECTRONIC 
PAYMENT 
PROCESSING

In an effort to remain competitive, leveraging new technologies to ensure adequate cash flow and 
maximize operating efficiencies as noted above are vitally important. However, equally important 
is the need to meet rapidly changing buyer expectations for speed and efficiency that are also 
fueled by these same technology advancements. McKinsey highlights the importance of this 
trend in their recent report Transforming Operations Management for A Digital World, stating “In 
every industry, customers’ digital expectations are rising, both directly for digital products and 
services and indirectly for the speed, accuracy, productivity, and convenience that digital makes 
possible.”

Innovators are changing the landscape. Consider Rocket Mortgage, for example. Mortgage credit 
application, a process that used to be fraught with inefficiency requiring face to face meetings 
with lenders, reams of historical earnings paperwork, dependency on traditional credit scoring 
agencies and algorithms, etc., can now be executed online in a matter of minutes often with 
non-bank, disruptive lender.



B2B eCommerce & Credit Management
Consider eCommerce. B2B buyers now expect consumer-like eCommerce experiences in all of 
their interactions with a seller. It’s the anytime, anywhere, any device expectation that has 
permeated everything we do. So, buyers now ask a series of questions wondering why they have 
to fill out a “request for credit” form during an online buying experience and send the request 
into a manual process that may take days to respond. Why can’t it be faster and easier? Why 
does a buyer need to continue to process one paper invoice at a time? When utilizing credit cards 
for business and consumer purchases is so easy, why can’t business credit processing be just as 
easy?

Re-imaging these processes is now possible as FinTech 
emerges and sets the stage for significant change. In this 
brief we have focused on three of those opportunities that 
should be high on the list of all sellers:

Maximizing cash flow 
by deploying new 
FinTech technologies to 
afford-ably reset your 
days sales outstanding 
(DSO) to one day.

Streamlining G&A 
operations and ridding your 
organization of non-core, 
low value transactional 
activities by discovering 
and embracing cloud based 
FinTech technologies that 
eliminate manual processes 
and dramatically lower 
operating costs.

Making sure your 
organization has a 
“voice of the customer” 
orientation, recognizing 
that buyer expectations 
increasingly expect all 
interactions with you to 
be convenient, fast, and 
easy.
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Those who embracing this evolution early will generate 
significant benefits and set their stage for a long-term 
competitive advantage.



Ready to Get Started?
Start with calculating the hidden value locked up in your current 
business credit operations that you could unlock with Apruve, a cloud 
based leader and innovator in the Digital Business Credit marketplace.   

Apruve suggests a very simple calculation to get a better handle on 
the efficiency of your current credit manage process:

These simple equations will get you on the path toward improving your credit management 
functionality. As the lines between online and offline ordering merge, B2B sellers need to find more 
efficiencies in all areas of their business.  With A/R and credit management often considered 
non-core applications to creating business value, it might be time to look into how these costs can 
be reduced through cloud based automation and financing solutions.

1 » AVERAGE COST PER INVOICE
 Annual payroll + overhead for A/R & Credit, divided by
 Number of invoices processed/year

» BAD DEBT/AVERAGE WRITE OFFS PER YEAR
 Average for past three years

» CARRYING COST OF CAPITAL FOR YOUR CURRENT DSO
 Your current DSO
 Lending cost from your bank
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ABOUT APRUVE
Apruve is a CMaaS platform that manages business-to-business 
credit programs for sellers. The platform automates all credit 
approval, invoicing and collections for sellers, in addition to 
connecting with third party banks to underwrite buyer accounts 
and finance all invoices generated on terms. 

Apruve works through various eCommerce and ERP platforms to 
manage credit programs for orders placed both on and offline. 

Call us 844-4-Apruve  //  Email us hello@apruve.com


