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* Intro - Basware

EFe  Varfor Finansieringstjanster?

— « “Creating Payment Energy” av Basware/MasterCard
yw « Payment Automation

+ Summering
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BUSTER OLSBORN

2001 - 2006 Projektledare och teamledare Basware AB
2006 - 2009 Key Account "Public Sector” Visma Software AB

2009 - 2013 Projektledare och Systemansvarig Praktikertjanst AB !

2013 - Business Advisor Basware AB




BASWARE -
OUR COMPANY
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HISTORIA CORPORATE BASWARE
PERFORMANCE COMMERCE
Grundat 1985 NETWORK
Helsingforsbérsen 2000 Intékter €127.7m 2014
Kosekvent hégt rankad ca 1500 anstallda
bland analytiker inom P2P Partners | 30+ lander

A} AL >1 000 000 anvindare | fler
Offices in Europe, the US, 4n 100 lander
and Asia-Pacific « >1 million aktiva kGpare

och leverantorer

 >80m e-invoices/e-orders

+ $500 miljarder | arlig
spend genom Basware
Commerce Network

basware



BASWARE -
‘INKOP TILL BETALNING”

BASWARE PAY FOR GLOBAL E-PAYMENT
AND EXTENDED PAYMENT TERMS
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Globalt 6ppet affarsnatverk
Basware Commerce Network

~ Processing 65k
- MasterCard transactions a minute
encies.

Across 210 countries ) _O:emp
& territories.
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Varfor Finansieringstjanster?

My TINY company  _|$|  You sHowo Have é

CANT SURVIVE IF YoU [[|3] THOUGHT OF THAT :
INSIST ON PAYING BEFORE YOU DECIDED

OUR INVOICES LATE. TO BECOME A TINY |2
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Macrokontext: Unlocking Value -

Enabling Success

Marknadsutmaningar e
* Ekonomi * Globalisering + Rorlig
— Strama — Affarsnatverkets ~ marknad
kreditvillkor komplexitet — Valuta-
instabilitet
— Fokus pa — Off-shoring, on-
kontroll av shoring — Garanterade
kostnader leveranser
— Mer av mindre — Bolagsfusioner
(M&A)

basware



Microkontext: B2B-process och perspektiv ~ urickingvae-

Enabling Success
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Leverantorer vill forkorta betalningsvillkoren

Lev.
skickar
varor och
fakturor

Lev
Betalning mottager
kapital

Fakturor
attest-
erade

Varor
mottages

Foretag
koper

Koparna vill utoka betalningsvillkoren

Varje dag av forlangning av DPO ger

$25M for ”Fortune 500”



Kopare och leverantorer star infor
manga utmaningar Unlocking Vale
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Kopare Leverantorer

Andel fakturor som betalas i tid ar lag Days Sales Outstanding (DSO)

Missade mojligheter till kassarabatt blir allt langre

Hantering av leverantorsforfragningar ar Finansiering av rorelsekapital

tidsodande ar kostsamt

Administration kring paminnelser och Avstamning av betalningar ar

avvikelser ar omfattande komplex

MGajlighet till avstammningar mellan Administration kring

fakturor och betalningar ar komplex indrivandet av utestaende
fodringar omfattande

basware



Varfor kimpar sa manga
organisationer med dessa
utmaningar?

Kopare

» LeverantoOrer skickar pappersfakturor med
lag kvalitet

+ Fakturahanteringen ar fortfarande inte
tillrackligt automatiserad

« Avsaknad av integrerad process mellan
fakturahanteirng och betalning

Unlocking Value —
Enabling Success
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Leverantorer

- Kdpare betalar efter
forfallodatum

« Kopare forlanger sina
betalningsvillkor

- Kopare tillhandahaller inte
tillracklig information for
avstamningar

basware



2014 Market Research: Creating

Payment Energy
Metodik och fakta

Undersokningen visar hur spanningen mellan "Cash
management” och en effektiv betalningsprocess kan
paverka affarsresultat och belyser innebdrden for

leverantorer och kdpare i det kommersiella natverket.

1015 strategiska beslutsfattare inom finanssidan
med insikt i bade kundreskontra och
leverantorsreskontra har genomfort
undersokningen mellan juni och juli 2014.
Undersokningen har utforts av Loudhouse en
oberoende underdkningsbyra med bas i London.

Research Overview

1%
Socgbaes
20%
1000-4939
49%
20% _—

Ower 1,000 strategic decision makers within finance
with a view of both Accounts Receivable and Accounts

Payable processes and issues completed the survey
during funefiufy 2014

Country Sample

Australia
Belgium
Denmark
Finland
Germany
Metherlands
Morway
Sweden
UK
us
Total

100
100
100
100
no
1
100
102
100
102
15

basware



2014 Market Research: Creating
Payment Energy Craming St
Key findings N e

69 %

Har tydligt strategiskt mal:
Skapa mer vérde av befintligt
kapital

48 %

har mer pengar pa banken
i ar an féregaende ar

Endast 11% har mindre
pengar pa banken idag &n fér ett ar sedan

basware



2014 Market Research: Creating
Payment Energy Sk Wt
Key findings N e

Endast 74% tycker att férsena
betalningar ar ett faktum i
affarslivet som alltid kommer

finnas

57%

Har aktivt forsenat
leverantdrsbetalningar
senaste 12 manaderna

88%

Leverantorer skall
fa betalt omgaende

)

67 %

Har anvant betalningsvillkor
som en strategisk havstang
for att hantera kassaflode

90% anser att forsenade betalningar har en
bred paverkan pa affarsklimatet

basware



2014 Market Research: Creating
Payment Energy Sk Wt
Key findings N e

Organisationer har ett ansvar
gentemot sig sjélva och sin
forsorjningskedija att halla
pengarna i rérelse

69%

Anser att flaskhalsar i

processerna forsvarar
mojligheten att utnyttja
rabatter

Leverantorer erbjuder
rabatter men vardet och
formanerna varierar

)

1/4

Har en hég automatiseringsgrad
i sina processer med fullt
optimerade system.

82% sager att man skulle investera mer i sina
organisationer om fakturor blev betalda omgaende

basware



Unlocking Value —
Enabling Success

2014 Market Research: Creating
Payment Energy |

Svar i detalj - reflektion R

Impacts of persistent late invoice payment

Limits flow of funds between buyers and sellers

45%
Limits flow of funds between employers and workers

Limits flow of funds between companies and investors
37%
Limits growth of the economy

31%
Increased taxes

21%
Limits employment / jobs

13%
1%
None of the above
10%

80% of organizations see late payment as having wider
issues - imiting the flow of funds between buyers and

sellers, employers and workers, company investors and
limiting the growth of the economy

Q: What do you see as the potential wider commercial
impacts of persistent late payment of invoices?

Figure 6

Accounts payable pain points

T mirmiculties in getting discounts from suppliers

Time spent dealing with suppliers chasing for payment

Operational costs around recanciliation

between invoice and payment

To & graat ectent - wo would lika to addrass this =s a priority

Ter somes s bant - wie probably should address this but it (s net & prierity
. This is n issue but not ore we fael able be addrass

This s ret an issue

Q: To what extent are the following considered as pain
points for your accounts payable function?

Figure 7

Improvements to cash situations

Payment terms are the key lever businesses use to improve

Delaying paying suppliers

Tightened its payment terms for buyears

Started or added more focus on e-invoicing

Accessed credit / Finance
4%

Project bank accounts % Done

Discount invaicing

Dynamic discounting

Asset based lending

Factoring

iy oy

Supplier finance / reverse factoring

§

Adopted P-cards
33%

Q: Which of the following has your organization done, or
sought advice [ information on in the last 12 months to
help improve its cash position?

Figure 3

basware



Vilka fordelar om betalningar gors i tid?

Unlocking Value —
Enabling Success
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Benefits of timely payment

Prompt payment is seen by suppliers to enable them fo
invest more in their business, to improve relationships with
creditors and reduce credit lines

If every customer paid invoices on time we would be
able to...

Invest more in our busingss overall

82%
of respondents selected
one or more of the options

highlighted

Improve relationships with creditors

Reduce our credit lines

38%

—

Improve relationships with the banks

35%
Reduce resources committed to payment settling
2%
Borrow more easily to invest
13%
Mone of the above

T%

Q: Please select any options from the list that you believe
would result from the following statement: If every
customer paid invoices on time we would be able to

Figure 10

basware




Svenskt perspektiv - 2014 Market

Research: Creating Payment Energy

1. Strategi att skapa pengar av
pengar genom investeringar etc.?

2. Hur mycket pengar pa banken
har ni i férhallande till ett ar sedan?

3. Har ni under de senaste 12 manaderna
anvant betalningsvillkor som en havstang
for att hantera “cash flow”

1.

Is there a stated objective in
your business for the financa

strategy to generate values
{cash) from the existing cash

inthe bank by imvestrment or
othar maans?

Sirsteqy o generate value from
exiEing s

W
Hi

Dot Knoe

Fraga Publiken

Unlocking Value —
Enabling Success

Flgure €
How does your ’ T%
organization's current

cash position compare to
ayear agay 3%

Cash position conypansd to a
Fearago

B wore casn in the bank
Ho difference

Less cash in the bank

As & buyerfAs a supplier,
inthe last 12 months have
you used paymant terms
as a strategic lever to help
manage your cashflow?

Using payrment terms a5 a
strategic lever

B v

basware



Research: Creating Payment Energy

Figure A

Which of the following has your
arganization done in the last 12 months

to help improve its cash position?

Regian

|

57%
FOrsenat

betalning till
leverantérer

78%
Forsenat

betalning till
leverantérer

betalningvillkor

betalningsvillkor

2014 Market

™) Delay paying suppliers

Tightened its payment terms for buyers
1%

- _____________________Fr
Started or sdded more focus on e-imsaicing

27%
LT

Acc=szed credit / Finarce

43%

Y .14

43% 41%

Boérjat eller satt

mer fokus pa e-
faktura

44%

Kortare

Utnyttjat kredit
eller Finansiering

43%
Utnyttjat kredit
eller Finansiering

27%
Borjat eller satt

mer fokus pa e-
faktura

41%

Kortare

Unlocking Value —
Enabling Success

L™ R |

o

TR%

T
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Svenskt perspektiv - 2014 Market
Research: Creating Payment Energy

88% 23% 90% 69%

Tror pa Har hég Sena betalningar Flaskhalsar
omedelbar automatiserings har negativ férhindrar
betalning grad paverkan mojliga rabatter

795% 29% 97% 78%

Tror pa Har hog Sena betalningar Flaskhalsar
omedelbar automatiserings har negativ forhindrar
betalning grad paverkan mojliga rabatter

Buyer Sdppher

Unlocking Value —
Enabling Success

[N )
N, 4

74%

Sena betalningar
ett faktum

85%

Sena betalningar
ett faktum

basware



2014 Market Research: Creating

Payment Energy Craning Suecess
Fempunktsplan R
The payment ecosystem
must deliver DPO and DSO
flexibility to satisfy cash
1. Utmana daliga vanor management requirements
Utvardera de ?efintliga verktygen som anvands for att f|'{}|'[| I}UVE[S i]|'|[| Suppliers
—_— to inject liguidity when and

2. Strategi — Inte fordroja where required

Betala sent kanske ar effektivt kortsiktigt, men se till att
“cash management” strategin inte baseras endast pa
detta

3. B2B Natverksmedborgare

Leta efter fler satt att bygga mer effektiva relationer
med leverantorer och partners for att sakerstalla att
deras betalningsmodeller och risker ocksa tas i

beaktnin x 5 x
° 4. Segmenterade mat/mal varden
Mat- och malvarden runt rabbatering och cash
management skall ta leverantérernas mangfal i
beaktning. “One size” does not fit All

5. Ecosystems partnerskap

Betalningsnatverkstjanster utvecklas for att stodja
mojligheten till flexibla betalnings och credit strategier.
Utvardera hur mellanhander bidrar till 6kat varde och

basware

se vart det finns forbattringspotential




2014 Market Research: Creating
Payment Energy Unlocking Value —

Enabling Success
5 L |

Summering/Reflektioner N e

« Automatisering av inkop till betalningsprocessen

Det finns fortfarande mycket att gora for att automatisera och optimera processer bade for att
korta genomloppstider och for att fa battre 6versikt/rapportméjligheter. Detta genom systemstod,
integrationer men framfér allt e-faktura

« Alla kan vinna pa att I6sa behoven kring DPO/DSO

Madjlighet att utnyttja det behov som finns avseende ett flexibelt betalningsekosystem och
férbéattra relationerna mellan képare och leverantérer

« Vad vantar vi pa?

Néstan alla verkar eniga om att fakturor bor betalas i tid och att om inte detta sker paverkas
marknaden negativt sa vad véntar vi pa?

basware



Basware Pay
Introducing Basware Pay Enabling Sucoess
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Leverantorer vill Képare vill betala

ha betalt tidigare senare

basware



Basware Pay

For att oka DPO och minska DSO

Unlocking Value —
Enabling Success
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ACH / ETF / Check

Days according to payment term Levoerantéren
| far betalt
| 1
[ i [
Fakturan Fakturan Koparen
utstalld attesterad betalt

~

-

\_

Virtual Account
payments med

Basware Pay

Fakturan
utstalld

Leverantoren far
betalt

Days according to
credit line

|

Fakturan
attesterad

Koparen
betalt

basware



Basware Pay
Hur fungerar det?

Leverantor

Faktura ut

Basware Portal

Attesterad

Faktura in

faktura

Unlocking Value —
Enabling Success

basware



Basware Pay

Hur fungerar det?

Leverantor

Faktura ut

@ E-betalning e

Basware Portal

Basware Portal with Pay

Faktura in

Attesterad

faktura

Unlocking Value —
Enabling Success

basware



Basware Pay
Summering Enabing Sucoess
_:)’V

Kopare Leverantor

Betala Q Fa betalt

0 0
&)

Mast‘“él—'_&ard

I s
7
—ia
’

Effektiv process Tidigare betalt

Farre arenden fran
leverantorer

Gedigen
transaktions data

Utokad DPO Minskad DSO

basware



TACK

Buster Olsborn
buster.olsborn@basware.com

Creating Energy Research Report:
http://www.basware.com/knowledge-center/e-payment

Mer information om Basware Finansieringstjanster:
http://www.basware.se/losningar/finansieringstjanster




