


ers. Your purpose is to provide your carriers with the flexibility
and convenience of accelerating a single invoice or group of
invoices when necessary. Therefore, it’s important that the
options you present to carriers are seen as optional and com-
petitive.

As a general rule, carriers avoid mandatory discounting and
accelerate invoices selectively. Other carriers, especially the
ones who factor invoices, will accelerate terms more frequent-
ly. For profit minded third parties, there is a real opportunity
to expand relationships with these carriers. With the right
program, one that includes the electronic exchange of docu-
ments and next day pay, these carriers can be induced to do
business with you and avoid the factoring company. When
this occurs the carrier can be offered a more competitive rate
with less risk and the third party is the beneficiary of discounts
that are otherwise unavailable. Since the majority of these sav-
ings will fall directly to the company’s bottom line, it’s clear
these discounts can have a dramatic affect on a company’s
profitability.

In almost every instance, third parties can benefit by exchang-
ing documents and payments electronically. Significant cost
reductions are available to companies in one of two forms.
First, most companies can benefit by reducing the time and
cost of processing mail and printing and mailing checks. Sec-
ond, these systems will allow third parties to market them-
selves to carriers in a unique and more robust way. Instead
of focusing on reputation and rate, third parties can market
themselves to carriers based on payment terms. This can be
done by building systems that allow carriers to manage invoic-
es and payment options electronically and reduce their day’s
sale outstanding.

Today, there is little question that the right payment policy,
supported by modern technology, can go a long way towards
lowering cost and at the same time promoting and expanding
carrier and customer relationships.

(Jason Kirkpatrick is the Director of Application Develop-
ment at Level One Technologies)



