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Notes 

•  The source of DSO data: 
•  REL, A Division of The Hackett Group, Inc. Cleaner 

(Balance) Sheets: The 2009 Working Capital 
Scorecard; June 2009, CFO Magazine. 
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The Inovis DSO Thermometer 
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The Industry 
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The Industry Trend -- All tiers / 2005-2008 
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Improvement over Time 2005 - 2008 
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Inovis Level I Value Assessment (rough estimate) 

•  To assess the potential, Inovis has developed a value calculator 
to quantify the hard dollar value of reducing DSO. 

•  This calculator is utilizing public information, including revenue 
(globally), DSO1, Inovis assumptions and industry 

•  This is for illustrative purposes only, actual value achieved can 
only be determined via a more detailed assessment. 

•  The assumptions used in this assessment: 
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1: REL, A Division of The Hackett Group, Inc. Cleaner (Balance) Sheets: The 2009 Working Capital Scorecard; June 2009, CFO Magazine. 
 

Annual Sales 19,415,000,000$  
Accounts Receivable 2,145,000,000$    
DSO (days) 40.3
Bad Invoices 25%
Fixed Invoices (% of Bad) 50%
Cost of Capital 8%
DSO Savings from Automation (days) 3
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Inovis Level I Value Calculation (rough estimate) 
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Clean Invoices Clean Invoices Automated

32 32 29
Before DSO 75% $1,608,750,000 $1,608,750,000 $1,459,149,000 After DSO

40.3 Fixed Invoices Automated 33.8
$2,145,000,000 $1,836,404,000

32 29
Dirty Invoices 50% $134,062,500 $121,596,000

25%

65 Dirty Invoices Automated
$536,250,000 50%

65 62
$268,125,000 $255,659,000

Divider 40.3 36.6 33.8

BEFORE AFTER

Days DSO Improvement 6.6
Reduced Receivables $308,596,000
Cost of Capital 8%
Reduced Borrowing Costs $24,688,000
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Let’s take the DSO improvement to the next level 

•  Reduce cycle time in the order-to-cash process 
-  Reduce variability and errors in invoicing across all businesses 
-  Multi-currency / Cross-border trading, VAT, regulatory requirements 
-  Automation of the various sub-processes in the O2C process 

•  Provide visibility across the 
-  supply-chain and/or extended supply-chain 
-  O2C process 
-  Invoice reconciliation process 

•  Leverage current investments touching O2C 
-  ERP 
-  VAN 
-  B2B connectivity (EDI, XML, etc) 

Order-to-Cash Process 
Proactive vs. Reactive 

Prepared	
  for	
  Kimberly-­‐Clark	
  Corporation



Our offerings/solutions for discussion 
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Management, Visibility and Business Intelligence Services 

Multi-enterprise Communication and Collaboration Platform 

ERP VAN Supply Chain 

Value to the B
usiness 

On-Premise / SaaS / BPO 
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Dashboard 

These invoices will 
NOT be paid 

because they do 
not match the PO 

Drill down into an 
invoice/PO to 

review the issue 
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Multi-Document (invoice) matching 

Review the 
multiple 

documents to 
understand why/

how/where they do 
not match up to 

the PO 
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Executive/management dashboard 

Quick view for 
mgmt to assess 

state of DSO 
proactively vs. 

reactively 
 

Email / 
Smartphone 

capable 

Design by role / design by line of business / design by … 
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About Inovis 

Company Operations:  
•  Delivering B2B/MFT SW, SaaS and 

Outsourced Services 
•  Customers: 20,000+ 
•  Employees: 600+ 
•  Financial: 21 QTRs of consistent 

profitable performance 
•  Quality: SAS-70 Certified, ITIL-

based 

•  Founded in 1983 
•  Privately Held:  

•  Cerberus and Golden Gate Capital 
•  Headquartered in Alpharetta, GA (Atlanta) 
•  Global Presence:  

•  Offices in 32 countries  
•  Customers in 74 countries 

Key Differentiators: 
•  Unique Actionable Intelligence technology 
•  Versatile offerings-  

•  SW,  
•  SaaS 
•  Outsourced Service 

•  Consistent  investment in key technology 
•  Only SLA @ 99.995% Availability 
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Next steps – start immediately 

•  Assemble core team to analyze global opportunity (A 
Level II assessment) 
-    
 

•  Conduct interviews with key resources 
-  Review AR process 
-  Questionnaire – KPI’s (DSO, invoice volumes, reject causes) 
-  Survey organizational and technical capabilities 
 

•  Identify key financial drivers by segment 

•  Present findings and recommendations 
-  Process / solution blueprint 
-  Process / organizational alignment / change management 
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