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• Welcome

• About sharedserviceslink.com

• Our webinar programme
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Agenda

• What do you need to know about how this 
session works?

• What is the intention of this session?

• What to Do to Convert Your Paper Invoices to 
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• Close



What Do You Need To Know About 
How This Session Works?

• The Support

• Questions



What % of your SSO Invoices are 
Electronic? (Line Items)
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What % of your SSO Invoices are 
Electronic?

Number of Respondents: 39
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What Do You Need To Know About 
How This Session Works?

– In a recent survey of 70 Purchase to Pay professionals, 89% 
responded that they looked to be live with their e-invoicing 
programme before December 2010.

– But the previous slide pertains to a survey in January where 
participants were asked what percentage of invoices are 
electronic today.  45% said less than 5%.electronic today.  45% said less than 5%.



What Do You Need To Know About 
How This Session Works?

Oracle

• Manual Invoice Cost:
– $1.52: straight processing

• Electronic Invoice Cost: 
– $.44 straight processing



e-Invoicing

Stefan Foryszewski, 

Senior Vice President , OB10
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About OB10

• Founded in 2000

• Regional Headquarters in London, Atlanta and Kuala Lumpur 

• Supporting Offices in Sofia and Bangalore

• Over 60,000 registered customers on the network, in over 100 

©copyright OB10 2009
OB10 and the OB10 logo are trade marks of OB10 Limited and are protected by law www.OB10.com 10www.OB10.com 10

• Over 60,000 registered customers on the network, in over 100 
countries

• VAT and Tax compliant in Europe, North America and Asia

• Invoice value  c$65 Billion pa



Some Customers – Accounts Payables
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Backdrop

• There are around 34 billion p.a. invoices in EU alone

• Paper invoices cost 74% to 89% more to process 
than electronic invoices*
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• The EU Commission estimates that businesses can 
save €238 million over the next six years by adopting 
electronic invoices

* Source: Aberdeen Report, 2007



What is e-Invoicing

• e-Invoices 
• are transmitted from the suppliers computer directly to their 

customers computer

• are fully VAT and tax compliant

• completely replace paper - there is NO PAPER

• can be stored and audited for the required legal time period 
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• can be stored and audited for the required legal time period 
which may vary from country to country

• e-Invoices 
• are NOT documents that start their life as paper (ie. 

Scanned images)



What are the drivers for e-Invoicing

• Reduce Cost
• Paper invoices cost 74% to 89% more to process than 

electronic invoices 

• Improve efficiency

• Remove paper
• Environmental benefits
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• Environmental benefits

• Cost of paper storage for audit purposes

• Remove the hassle of ‘lost’ invoices

• Improve payment cycles
• Particularly important for suppliers in today's environment



What is OB10 e-Invoicing
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OB10 Archive

Preferred 
Data 
Format

Integrated 
supplier

Web form

OB10 
Portal

Invoice 
Image

Delivery 
Confirmation



Critical Success Factors

• Systems

• VAT and tax compliance

• Global network

• Project management

• Supplier enrolment
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• Supplier enrolment

• Customer support

• Multiple language capability
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Systems

• Robust, scalable platform and architecture

• Supports
• ANY-TO-ANY DATA FORMATTING

• Data file processing

• pdf generation
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• Digital signatures and verification

• On line archive 24/7 availability

• Centrally hosted

• Secure
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VAT and Tax Compliance

• Multiple territories EU / Asia / US

• EU
• Compliance with EC legislation is not enough

• Variations at country level

• Systems rules
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• Supplier

• Country 

• Buyer

• Supported by KPMG
• Constantly updated
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Global Network

Suppliers Buyers

©copyright OB10 2009
OB10 and the OB10 logo are trade marks of OB10 Limited and are protected by law www.OB10.com 19www.OB10.com 19

• ANY-TO-ANY connectivity

• Suppliers connect once

• Buyers connect once

• 60 000 suppliers



Project Management

• Technical implementation
• No installed software

• Integration with existing technology

• Testing

• Supplier enrolment plans
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• Supplier enrolment plans

• Best practices

• Management and reporting
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Supplier Enrolment

• Three Operations centres

• Multi language capability

• Connectivity options
• Full integration with billing system

• Web forms
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• Web forms

• Sales

• Implementation

• Mapping
• All mapping is done centrally
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Customer Support

• Multiple languages
• Legal agreements

• Materials, guidance, collaterals

• Web site

• Human beings
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Summary

• There are significant savings and benefits 

• Paper can be eliminated

• Successful e-Invoicing projects require a combination 
of factors
• Not just technology
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• Project management and planning is essential

• Supplier participation is the key
• Minimise barriers – ANY-TO-ANY DATA FORMATTING

• Effective Supplier enrolment is key
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Converting to e-Invoicing
Trevor Marsh, Manager, Financial Services

GM UK Ltd & IBC Vehicles Ltd
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About General Motors

• Within Europe, GM has around 50 separate legal entities, 
receiving in excess of 800K pa. paper invoices from our 
suppliers.

• In 1998 we set up our European Financial Shared 
Services center in Barcelona, Spain for all our Accounts 
Payable & Receivables.
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Payable & Receivables.

• By 2005 all of our major units in Europe were managed 
by this centre.

• As part of improvements we wanted to receive our 
supplier invoices quicker.

• To help achieve this, GME needed an electronic solution 
to replace the paper invoices, for all these units.



Converting paper to electronic invoicing

• Started working with OB10 2005
• Needed to improve efficiency in the process
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• Required a Europe wide solution with global capabilities

• Released initially in UK only,within 1 year had expanded into Europe

• Now includes 14 countries across Europe (Austria, Belgium, Denmark, Finland, 

France, Germany, Ireland, Italy, Netherlands, Norway, Portugal, Spain, Sweden, UK)



How to convert your invoices to electronic 
– the lessons learned

• Right solution for your business
• Meet your business requirements
• Scalable to manage expected business growth or scope of AP 

responsibilities
• European/Global solution – compliant in your target regions

• GME have also opened the OB10 door so we now receive some of our North American GM 
units invoices via OB10 as well.

• Internal communication and support

©copyright OB10 2009
OB10 and the OB10 logo are trade marks of OB10 Limited and are protected by law www.OB10.com 27

• Internal communication and support
• Strong internal support
• Get a senior sponsor
• Work with procurement, bring them on board as a joint owner of the project.
• Work with all stakeholders – a supplier will contact the person they have a 

relationship with

• Getting your suppliers on board
• Define your suppliers to be targeted, make sure you have the right contacts
• Be clear on why you are doing this and what is expected from suppliers
• Define your objection handling process (return to buyer – RTB)
• Go out with a strong message and follow-up with suppliers



In practice …First Campaigns

GM UK
• Followed OB10 best practice

bStrong internal support

bDefined our selected 
suppliers

bDefined a clear objection 

GM DE
• Did not follow OB10 best practice

r Little internal support

bDefined our selected 
suppliers

rNo objection handling 
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Defined a clear objection 
handling process (RTB)

bA strong, clear message 
to suppliers

No objection handling 
process (RTB) defined.  
Suppliers got ‘lost’.

rA weak message to suppliers

Result

67% suppliers enrolled

Result

38% suppliers enrolled

*27% higher RTB (raised an 
objection) than the UK campaign



In practice … Current campaign

• Followed OB10 best practice for Germany
b Developed internal support – sharing the benefits from the UK

b Defined a clear objection handling process (RTB)

b Communicated to suppliers with a clear, strong message

• In just 3 months (on this campaign alone)
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• In just 3 months (on this campaign alone)
• Supplier enrolment 20% higher than the previous campaign 

• RTB down by 21%

• Overall performance of the campaign has improved by 41%

NB: This campaign is still active



In conclusion

• e-Invoicing
• Improves invoice process efficiency – same day / next day 

guaranteed delivery of invoice & data into your AP, potential 
for 100% mechanisation dependant upon your internal 
workflows.

• Reduces cost in your AP department

• Can be used by your suppliers 
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• Can be used by your suppliers 

• Down to you to make it a success
• Work with OB10 and follow their best practice

• Understand your business objectives

• Work to ensure internal support – enrol a senior sponsor

• Give a strong clear message to your suppliers

• Work with OB10 to manage supplier enrolment – this is the 
vital element 



GME Status – April 2nd 2009

• e-Invoicing through OB10
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• GME Increasing push to convert our suppliers to eInvoicing using OB10

• We have saved over 2 FTE  (invoice processing) based on our annual 
volumes.

• 2009 we are targeting a further 2 FTE savings by doubling our volume.



Actual Data – Days to receive supplier invoices

• We are seeing most invoices same or next 
day from OB10.

• If fully automated with GM Purchase Order 
number , we are seeing these invoices 
delivered to the GM approver in 2 to 3 days.

• Data is based on supplier invoice date, so 
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• Data is based on supplier invoice date, so 
extra days are being seen, when supplier 
takes time to pass / create his invoice in 
OB10.

• GM can see where supplier is creating a 
delay, which via normal mail could not, as 
“delayed in post” scenario.



What’s Next at 
sharedserviceslink.com

Visit www.sharedserviceslink.com to register or to enquire about 
any of these events.

We also have a monthly newsletter packed with news, presentations, articles 
and special discounts.

Become a member now! Its free and allows you to have access to all the 
resources on our website.

27th May
2009

8th-10th July
2009

17th–19th June
2009



Thank you

Susie West

Susie.West@sharedserviceslink.com

+44 207 359 5355


