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Customer Pushback Payment Terms:





Customer Pushback Payment Terms:
 “Payment Terms” (Business Dictionary)

 The conditions under which a seller will complete a sale. Typically, these terms 
specify the period allowed to a buyer to pay off the amount due, and may 
demand cash in advance, cash on delivery, a deferred payment period of 30 
days or more, or other similar provisions.

 “Push Back” (The Free Dictionary)
 the act of forcing the enemy to withdraw 
 cause to move back by force or influence

 Push Back Payment Terms the act of forcing the Creditor Supplier (aka the enemy) 
to replace its payment terms with the Buyer’s plan; in order to restructure or fund its 
own internal projects in lieu of borrowing from their own bank, which charges 
interest.

 CALCULATED EXTORTION!!!



Customer Pushback Payment Terms:
 “When economic hard times hit in 2007–2008, CFOs and finance 

departments felt pressure to improve their organizations’ working capital 
positions. The longer companies could hold on to cash, the more liquid they 
were, and the safer they felt. Paying bills quickly meant dipping into cash 
reserves, possibly taking away money from new-product development, mergers 
and acquisitions, marketing, or anything else that might drive top-line revenue. 
It was either that or be forced to rely for growth on expensive external financing.

 However, before the recession, many companies were reluctant to embark on 
payment-term extension programs for fear of disrupting their supply chains, 
losing suppliers, or forcing them to raise their prices.

 But in the face of what looked like economic Armageddon, such considerations 
seemed less compelling than bolstering working capital. 

 Therefore, many large companies began telling suppliers (especially the 
smaller ones providing noncore or indirect goods and services) that payment 
schedules would be extended from 30 days to 45 days, or from 60 days to 90 
days, and sometimes beyond.

 “To their surprise, it worked.”
    David Rosenbaum of CFO (An argyle Company) 1/28/2013

http://www3.cfo.com/article.cfm/11957320
http://www3.cfo.com/article.cfm/11957320
http://www3.cfo.com/article.cfm/14499542


Thanks Brandi, I completely understand.
I noticed the terms were edited to 2% 10 net 60, below are the standard terms that RRD 
would provide to suppliers, can you let me know if any of these would work for Pioneer?

Net 75 or 1% 60, 2% 45, 3% 30





 “Extending our payment terms allows us to better align with industry 
practice and ensures we compete on a level playing field, while 
simultaneously improving transparency and predictability of 
payment processes,” Valerie Moens, a spokeswoman for Mondelez, 
maker of Cadbury chocolates, Honey Maid graham crackers and 
other brands, wrote in an email.

 Kris Charles, a Kellogg spokeswoman, wrote that the company 
started a new supply chain financing program last year, extending 
payments to 120 days. “It gives Kellogg and our suppliers more 
flexibility to manage our businesses effectively through better cash 
flow management,” she said

    By STEPHANIE STROMAPRIL 6, 2015 – The New York Times

Delusional Mindset:

https://www.nytimes.com/by/stephanie-strom


Customer Pushback Payment Terms:

The Good:

    NONEXISTENT



Customer Pushback Payment Terms

The Bad:
 MFG Example 1:  EOAP

 End Of Accumulation Period / Batching
 invoices received during the period beginning on the fifth 

day of a month and ending on the fourth day of the 
following month will be accumulated. 

 The batch of accumulated invoices will then be aged and 
paid Net 90 days from that end date (the fourth day of the 
following month).



Customer Pushback Payment Terms
 MFG Example:  EOAP(cont’d)
The math:

 Invoices Dated: 05/05/2023 to 06/04/2023 = EOAP Batch
 Enters “accumulation” period as of 06/04/2023
 Net 90 days from 06/04/2023 = 9/02/2023
 Your invoices will age anywhere from 91 to 121 days 

(depending upon your invoice date) before they are paid.

 Front Loading Orders!



Customer Pushback Payment Terms
 The Ugly
 Ransom Terms

 “Hidden” Discounting
 PO/Contract simply states 2% net 30
 When check arrives, the remittance shows 2% discount taken on the face of the 

document BUT customer secretly generated 2.1% to 2.4% (hoping you won’t notice)

 The math:
 $8,700.00 Invoice
 $   174.00 what discount should have been at exactly 2%
 $   208.80 was the actual discount customer took at 2.4% 
 $     34.80 the difference customer sneaked

 Now think about this customer paying hundreds of invoices to hundreds of suppliers - 
very sneaky indeed.



Customer Pushback Payment Terms
 The Ludicrous:
 Back charges to Supplier:

 “Big Box” Bamboozled
 Customer makes a deduction with no backup provided.
 Customer actually back charges YOUR company $120.00 if you require backup for the 

deduction

 Lumper Fees:

 Customer orders product that doesn’t fill a complete pallet when your company ships
 Customer back charges your company as much as $240 to have their employee unload the 

partial pallet of product they purchased from your company
 Anticipatory discounts
 Defective Allowances



Customer Pushback Payment Terms



Customer Pushback Payment Terms
 Billing/Payment Portals (eInvoicing):
 Have been around since the 1990’s and are gaining in popularity.
 Why? 

 Little or no cost to the Buyer
 Buyer doesn’t have to maintain a large IT Department to manage 

their own software for their suppliers
 Can be free but there is often a subscription cost and/or transaction 

fee to the Supplier (this is how the portal platforms get paid)
 Customers add their PO’s and payment information records to the 

portals
 Suppliers can pull down PO’s, invoice against PO’s, access whether 

PO’s approved or denied, and when confirm when payment will be 
generated

 Some portal platforms are bank owned vs. privately owned



Customer Pushback Payment Terms
Free Portals  (No Cost, No Portal Offered Discounts)

Tradeshift (Founded May 2010 in Copenhagen)



Customer Pushback Payment Terms
Free Portals
(No Cost, Portal Offered Discounts)



Customer Pushback Payment Terms
Free Portals 
(with “bank” offered Discounts)



Customer Pushback Payment Terms

 BBVA Ventures, the corporate venture arm of BBVA Group that invests in disruptive startups in 
the financial services industry, announced today that it has made an investment in Taulia, a San 
Francisco-based company that is digitizing the traditional supply chain finance process with its 
cloud-based platform
 (source: BBVA Website: http://bancaresponsable.com/en/bbva-ventures-announces-

investment-in-supply-chain-finance-company-taulia/)

 Customers (i.e. Coca-Cola, Pfizer, Hallmark, Siemens) migrate their Vendors over to the taulia 
billing platform, which is free to Suppliers.  

 Then BBVA Ventures, acting through taulia, offers early pay discount options.

 The Customer & Supplier still maintain the original payment terms, but now the Supplier 
has the option of accepting an early pay discount offered by the bank

 BBVA pays the Supplier the discounted value and then collects the full amount back from their 
contract with Customer.  Customer doesn’t necessarily realize the full discount, but gets a 
difference depending upon their negotiated contract with taulia.

http://www.bbvaventures.com/


Customer Pushback Payment Terms
Subscription/Membership Fees:
Usually based on “Document or Transaction Volumes”



Customer Pushback Payment Terms

• Transaction fees, which are determined based on the financial volume you transact annually with all customers through 
Ariba Network; and 
• Subscription fees, which are determined based on the number of “documents” you transact annually with all customers, 
as well as your technology usage

Subscription/Membership Fees PLUS Transaction Fees
SAP Ariba  (founded 1996, Sunnyvale CA)



Customer Pushback Payment Terms:

Trojan Horses:
Web Billing/Payment Portals that start 
out as “free” and then change to a 
supplier fee/cost platform



Customer Pushback Payment Terms

 Bank of America launched PayMode ® 2004
 Bottomline acquired PayMode ® from Bank of America 

August 2009
 Bottomline/PayMode was free to suppliers
 Paymode-X: Bottomline Technologies changed to a 

“transaction” fee bases February 2015
 1.5% per transaction fee
 Sales Rep actually commented that this was less expensive 

than accepting credit cards for payment
 If you decline their “free” upgrade you can maintain your 

existing customers but can no longer add new ones.



Customer Pushback Payment Terms
What should the Credit Professional do? Don’t be enamored with Sales Volume  





Ask ChatGPT:



Customer Pushback Payment Terms

Show Upper Management the Cost of 
Profit Siphoning!

 Companies spend a lot of time calculating their acceptable 
profit margins for volume customers

 Cost of Goods Sold (COGS), operational costs, overhead, 
etc.

BUT they often overlook the “Cost 
to Collect” or the “Cost to Get Paid”



Customer Pushback Payment Terms

Costs Associated with Getting Paid

 Credit Card Fees (swiped vs. offline)
 Billing Portal Membership Fees
 Billing Portal Transaction Fees
 Extra Staff hours managing Billing Portals
 Early Pay Discounts
 Customer charges to Suppliers
 Unauthorized deductions
 Customer Rebates



Customer Pushback Payment Terms

Worse case Scenario



Customer Pushback Payment Terms

Taking out discounts & rebates



Customer Pushback Payment Terms



Mitigating Profit Syphoning

 CASH Discount Defined: Deduction from the 
face amount of an invoice, provided 
payment is made within specified period…

 Rebate Defined: Return of portion of a 
purchase price by a seller to a buyer, usually 
of a predetermined percent, or value, of 
goods within a specified period…



CON’s…
1.) Reduces Margin
 Especially in form of “Cash Discount”

 2.) High Maintenance
 Stretching Payments
 Compliance violations
 Unauthorized deductions
 Energies misdirected with zero ROI
 Injurious Reporting
 
      3.) Chasing Dollars
 Unearned discounts
 Trapped Cash
 Unanticipated Losses
 More significant than bad debt?
 
       4.) Sets Precedent
 Valued Business Partner
  Special TERMS / Toothpaste
 



What do both share or…PRO’s 
1.) Cash Flow

 Root of credit professionals measurement
 Life blood of every company
 One of the top reasons small businesses fail
 Order to Cash expediency is becoming greater emphasis with 

ACH, EDI, etc.

       2.) Partnering / Securing sale
  Can be used to land “new customer” for opening order
  Use as tool to increase “Top of Mind Awareness”
  Low Maintenance 
  Demonstrates confidence 

       3.) Transparency
  Aluminates activities
  Elevates to “Preferred Status”
  Often times…”high profile” customer to the C team

 4.) Promotes “High Trust”
  Cornerstone



Eight (8) Pronged Revenue  Center



QPR Tiers:
 Tier #1) Pioneer processes ACH on a preset day each week. ACH 

amount will be determined by open invoice(s) that are 8 days prior. 
Customer will be emailed a spreadsheet in the morning with actual 
ACH processing done late afternoon to allow time to communicate 
any adjustments. 

 (10 of 23 participating customers) 11% of distributor market revenue

 Tier #2) Customer emails remittance at their discretion, with 
understanding that ACH for the amount specified will be processed 
the day of receipt.

 (3 of 23) 4% of distributor market revenue

 Tier #3) Customer emails remittance at their discretion indicating the 
ACH that they will be processing. Or prefers to send payment by 
check. 

 (10 of 23)  42% of distributor market revenue

 *** 10 of (top 15) distributors participate in QPR Program ***



Inside the numbers…
 What is the savings?



CONTINUED…



Incentive to Switch…



Agreement / Guidelines…



Detailed Summary:



Rebate Credit Invoice:



Tier 1 / Statement:





QUESTIONS / THOUGHTS

  THANK YOU!
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