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Executive summary

The terms ‘Big Data’ and ‘AI’ won’t be new to any 
organization, but finance departments are just 
coming to terms with what they mean in the 
context of their own business function.

By 2025, most finance teams will be using AI in 
some way, shape or form, enabling them to make 
predictions about the future, according to Forbes1 . 
Generally speaking, AI enables finance 
departments to make customer-focused decisions, 
forecast the likelihood of fraudulent activity, predict 
the best actions to take to successfully collect 
outstanding payments, and understand or improve 
customer satisfaction.

Many organisations have no dedicated cash 
collections system – the process is generally 
characterized by spreadsheets, sticky notes and 
manual steps. This is particularly true when multiple 
ERPs or instances of ERP are in place. Cash 
collection is too often left in the ‘dark ages’.

Cash has come into sharp focus in recent times, 
particularly in the post-Covid-19 recession when 
firms which are smartest and most efficient at 
collecting cash will be in a much better position than 
those still flailing in the dark without intelligent 
systems.

When cash truly is king, there is an obvious 
competitive advantage in the early adoption and 
implementation of AI driven cash collection 
technology that uses a predictive analytics model to 
drive better actions resulting in more successful 
actions. When predictions are informed by artificial 
intelligence, the insights can be exploited in a 
number of different ways – to predict payment 
delays, compare and benchmark customer behavior 
and trends, to prevent risk and much more.

Only 11% of finance leaders surveyed 
have implemented artificial intelligence 
in the finance function2

This buyer’s guide to Cash Collection systems 
aims to answer common questions such as:

•  Why have a dedicated cash collection system?

• What are the main benefits of AI in the
 order-to-cash process?

• Is the business in a position to benefit from
 intelligent finance?

• What information should be gathered from
 software providers?

• What are the key capabilities of a cash
 collection solution that will help win over 
 the board?

• What role does artificial intelligence play in
 predictive finance?

By the end of it, you will be able to judge the 
benefits to be gained from a dedicated cash 
collection system, the readiness of your business 
and have a greater understanding of which 
approaches can help you predict customer 
payments, uncover untapped cash opportunities, 
increase the success of your collectors’ actions and 
improve working capital though accelerated cash 
flow.

1 https://www.forbes.com/sites/forbestechcouncil/2020/03/10/three-things-every-finance-team-needs-to-know-by-2025/
2 https://www.oracle.com/corporate/pressrelease/agile-finance-study-011719.html 
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Project planning

Defining business requirements is the first step 
in any successful RFP process. Businesses should 
first look to clarify the fundamental idea for the 
project – identifying market opportunities 
through research and detailing the potential 
risks and costs involved.

A business case should then be developed, 
including a problem statement, full financial 
analysis, opportunity costs and metrics for success, 
before functional (i.e. process flows) and 
non-functional requirements (i.e. architecture and 
design) are defined and prioritised. 

To truly buy into the concept of a Cash Collection 
system – and get buy-in from the board – it’s 
important to detail in your business case exactly 
how it can make your finance processes more robust 
and deliver tangible ROI (return on investment) 
through, for example:

• Digitalizing the collections process – since
 Covid-19 companies have needed more robust
 cash collection processes that were 100% digital 
 and could cope without resorting to post or even 
 telephone calls. Operating a team remotely 
 presented many organisations with challenges 
 from getting visibility of their workload and 
 productivity to giving customers easy ways to 
 review invoices online. There has now been a 
 rush to digitalize this process that for many had
  been left behind the internet age! 

• Increasing the success of collectors’ actions – 
 using machine learning and predictive analytics, 
 the system can recommend actions most likely
 to succeed, based on previous outcomes,
 improving on human-only collection actions by
 more than 50%.

• Automating collection routines for specific
 customer segments – for certain customer 
 groups, such as the high volume of small,
 low-value buyers, an AI-based system can
 manage the collection process without human
 intervention, freeing up collectors to focus on
 higher value strategic clients.

• Automating the allocation of work and inbound
 queries – machine learning allows a system to
 monitor incoming messages and allocate them
 to the appropriate person or team at the right time.

• Reducing credit risk – a dedicated system will
 give your finance department a unified way to
 assess appropriate credit limits, manage
 disputes, and initiate impactful collection 
 actions. By consolidating all available data, 
 including internal account profiles, external 
 financial information sources like credit bureaux 
 and credit insurer guarantees you have a 
 comprehensive way to assess and act on 
 potential risk across not just finance but also 
 sales and operations too.

• Improving customer satisfaction – dispute 
 management is generally part of a system and 
 can help drive rapid resolution of payment 
 disputes, ensuring large debts don’t build up and 
 that customer accounts aren’t frozen for any 
 longer than necessary, preventing further sales.

• Cash forecasting – By leveraging data insights, 
 finance departments can observe trends to 
 identify slow payers, detect and address system 
 issues and improve receivables management, 
 giving a more reliable forecast of when cash will 
 come into the business.

• Optimising working capital – with just three 
 levers to impact working capital – payments, 
 inventory and receivables – most companies find 
 that they have stretched the first two to the 
 maximum. Reducing DSO (days sales 
 outstanding) can have a considerable positive 
 impact on your working capital position, reducing 
 the need for borrowing or freeing up cash for 
 investment purposes.

By implementing an AI-powered platform these 
benefits can be realised with fewer man-hours – 
with the right actions taken at the right time being 
proposed, based on the resources available. 

3 https://www.gartner.com/en/documents/3956098 

46% of survey respondents 
said they aimed to deploy AI 
technologies by 2021 to 
improve business  insights3
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Sufficient data

You need enough data to be able to build robust 
predictive models. This isn’t always the case with 
generic industry solutions. As a general 
requirement, B2B businesses need at least 1,000 
customers and three years’ worth of sales, billing 
and order history to provide sufficient internal data. 
Add to that, the software vendor needs access to 
data from many other clients to amass the millions 
of suppliers and invoice payments needed to 
provide the benchmarks for a truly predictive AI 
system to assess how a specific customer might 
behave, respond to collection actions and pay.

Credit Management 
team maturity

In today’s market, just having a cash collection tool 
with AI and sophisticated analytics doesn’t suffice. 
Credit Management teams must be ready and able 
to act upon the predictive insights and provide the 
expertise and professional experience to take on 
the ‘added value’ tasks like complex dispute 
management, handling high value strategic clients 
and using KPIs and a target-driven approach to 
improve the performance of cash collection teams.

The Credit Management team therefore must have 
the capability to think strategically about how best 
to segment the client base, where to apply the AI 
capabilities to greatest effect and how to use the 

insight and analysis the system provides to continue 
driving incremental improvements in reducing 
DSOs, credit risk, bad debt and working capital 
requirements.  

The company will also need to have robust 
accounting / ERP systems, reporting processes and 
ideally a CRM in place in order to feed data to the 
cash collection system and to receive outputs from it. 

Willingness
to change

To achieve the most powerful results companies will 
require a willingness to change, robust project and 
change management, and strategic leadership from 
the Executive team to transform and register the 
best business results possible.

Clearly implementing an AI-driven cash collection 
system will dramatically change the way the Credit 
Management team works, as just discussed. Manual 
work will be reduced, the team will become more 
analytical and data-driven and outputs will be more 
predictable – particularly in terms of cash. 

While becoming more measurable and accountable 
may seem daunting, those who have been through 
this process report a significant increase in the 
professionalism and respect that the Credit 
Management team achieves after adopting such 
technology and the processes that go with it. Often 
the team will be one of the first, if not the first, to 
demonstrate tangible business benefits from the 
use of AI and machine learning in the Finance 
department, if not the whole company. 

Writing an effective RFP

The process of evaluating vendors is traditionally 
done through a Request for Proposal (RFP) 
document. This document should give as much 
detail as possible about your company, the 
project, and the desired outcomes. Furthermore, 
it should ask specific questions in order to 
confirm a vendor’s suitability for the project.

An effective RFP document should consist of the 
following sections:

Company history 

A top-line overview of your company, its history and 
business model. This section should also give the 
vendor background on the industry, geographical 
reach of the company and customer base.   

Scope of work

This section should provide more specific details of 
the project at hand, its mission statement, key 
objectives, how it might affect the wider industry 
and so on. A vendor should acknowledge these key 
objectives and requirements in its response. 

Deliverables

The most crucial section of any RFP, this is where 
the company sets out its expectations of the vendor 
and asks them to define their project 
implementation methodology. It’s also an 
opportunity for the company to ask the vendor 
questions that will be key to procuring the solution 
that best fits the company need. Questions will be 
specific to the individual project but, when 
considering cash collection solutions, may include 
things like:

• I have too many dunning actions to execute for
 the size of my collection team. How can your
 product help with that?

• How will your solution enable my team to
 prioritize accounts and time their dunning 
 actions most effectively?

• Does your solution use AI and machine learning,
 and what data sources are used / required to
 inform that capability?

• How can we make use of your AI to improve our
 current cash collection effectiveness and what
 metrics can you provide to prove this?

• Our dispute resolution process is hindered due
 to lack of collaboration among stakeholders. 
 How can your solution help with that?

• How will you help to ensure we consistently
 meet SLAs (service level agreements)?

• Our collection team wastes time identifying and
 qualifying inbound communications. Does your
 product automate this process?

• Will your solution help us better understand the
 financial health of our clients?

• In what ways will you improve our risk 
 monitoring?

• How can you help us anticipate customer
 payment behavior?

• Will your system give us an overall picture of our
 dunning and dispute management processes?

• In what ways does your solution support the
 development of a cash culture across our
 organisation?

• In what way does your solution deliver
 measurable ROI (returns on investment)? What 
 other success metrics / KPIs do you have?

• How does your solution compare to your
 competitors?

• How many other companies are using the same
 solution you are proposing (ideally in my sector)?
 List at least 3.

Key technology 
considerations

It is important to ask the vendor about their 
technology architecture. Any modern finance 
function looking to buy software – particularly cash 
collection software – should be looking for a 
multi-tenanted SaaS solution. Collections teams 
are all too frequently office based and reliant on 
manual systems. The recent Covid-19 crisis 
highlighted how essential it is for the cash 
collections process to be digitalized, cloud based 
and orchestrated so that teams can operate 
effectively, wherever they are. 

SaaS 
(Software as a service)

Is a model in which software is licensed on a 
subscription basis, centrally hosted and accessed 
via the internet. Key benefits including the ability to 
deploy it rapidly, access it from anywhere and run 
the finance team remotely. All users are on the same 
version and the software is updated automatically, 
ensuring the latest functionality and the highest 
level of security is always maintained.

Multi-tenanted 

The benefit of a multi-tenanted system, where all 
users are on the same version of the software, 
includes the ease of upgrade (everyone gets new 
releases at the same time, automatically) but also 
that the vendor can aggregate key data, 
anonymized, to feed the AI. For example, payment 
data aggregated from multiple supplier companies 
can allow the AI to understand how specific 
companies pay their suppliers, the actions to take 
that are most likely to succeed and when is the best 
time to chase them. In this way the data benefits all 
clients through the increased power of the AI-based 
collection capability.

AI technology

Given the wealth of data that finance teams are now 
generating, sourcing a Cash Collection solution with 
an AI aspect is becoming ever-more crucial. Ask the 
vendor to describe how machine learning, human 
collaboration and continuous improvement are all 
incorporated by the solution:  

Machine learning

Machine learning is defined as the ability of a 
computer or solution to recognise and apply 
patterns within large datasets, enabling finance 
teams to make more accurate predictions.

Human collaboration

As important as it is to have a solution that 
automates those labour-intensive data tasks, it also 
needs to be conducive to human collaboration. Only 
with teamwork can operational effectiveness of the 
end-to-end customer cycle be improved via smart 
sales prospecting and streamlined cash collection 
and case management processes.

Continuous improvement

Seek some assurance that the data truly reflects 
reality without bias and that predictive models are 
constantly tested and improved.

Compliance

Companies need to be satisfied that any vendor’s 
software or service complies with international 
standards and certifications (ISO, GDPR, ERP 
certifications and so on). The vendor should be able 
to detail their Information Systems security and data 
protection plans within its response, including any 
secure file transfer protocols and back-up 
management plans. They should also be able to 
provide a selection of relevant case studies or 
customer testimonials in order to demonstrate the 
effectiveness of the solution in a real-world setting.  

Is your business ready 
for transformation?

While many cash collection solutions advertise 
themselves as ‘plug in and play’, there are a few 
conditions that need to be in place for them to 
realise the benefits listed above. 
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Writing an effective RFP

The process of evaluating vendors is traditionally 
done through a Request for Proposal (RFP) 
document. This document should give as much 
detail as possible about your company, the 
project, and the desired outcomes. Furthermore, 
it should ask specific questions in order to 
confirm a vendor’s suitability for the project.

An effective RFP document should consist of the 
following sections:

Company history 

A top-line overview of your company, its history and 
business model. This section should also give the 
vendor background on the industry, geographical 
reach of the company and customer base.   

Scope of work

This section should provide more specific details of 
the project at hand, its mission statement, key 
objectives, how it might affect the wider industry 
and so on. A vendor should acknowledge these key 
objectives and requirements in its response. 

Deliverables

The most crucial section of any RFP, this is where 
the company sets out its expectations of the vendor 
and asks them to define their project 
implementation methodology. It’s also an 
opportunity for the company to ask the vendor 
questions that will be key to procuring the solution 
that best fits the company need. Questions will be 
specific to the individual project but, when 
considering cash collection solutions, may include 
things like:

• I have too many dunning actions to execute for
 the size of my collection team. How can your
 product help with that?

• How will your solution enable my team to
 prioritize accounts and time their dunning 
 actions most effectively?

• Does your solution use AI and machine learning,
 and what data sources are used / required to
 inform that capability?

• How can we make use of your AI to improve our
 current cash collection effectiveness and what
 metrics can you provide to prove this?

• Our dispute resolution process is hindered due
 to lack of collaboration among stakeholders. 
 How can your solution help with that?

• How will you help to ensure we consistently
 meet SLAs (service level agreements)?

• Our collection team wastes time identifying and
 qualifying inbound communications. Does your
 product automate this process?

• Will your solution help us better understand the
 financial health of our clients?

• In what ways will you improve our risk 
 monitoring?

• How can you help us anticipate customer
 payment behavior?

• Will your system give us an overall picture of our
 dunning and dispute management processes?

• In what ways does your solution support the
 development of a cash culture across our
 organisation?

• In what way does your solution deliver
 measurable ROI (returns on investment)? What 
 other success metrics / KPIs do you have?

• How does your solution compare to your
 competitors?

• How many other companies are using the same
 solution you are proposing (ideally in my sector)?
 List at least 3.

Key technology 
considerations

It is important to ask the vendor about their 
technology architecture. Any modern finance 
function looking to buy software – particularly cash 
collection software – should be looking for a 
multi-tenanted SaaS solution. Collections teams 
are all too frequently office based and reliant on 
manual systems. The recent Covid-19 crisis 
highlighted how essential it is for the cash 
collections process to be digitalized, cloud based 
and orchestrated so that teams can operate 
effectively, wherever they are. 

SaaS 
(Software as a service)

Is a model in which software is licensed on a 
subscription basis, centrally hosted and accessed 
via the internet. Key benefits including the ability to 
deploy it rapidly, access it from anywhere and run 
the finance team remotely. All users are on the same 
version and the software is updated automatically, 
ensuring the latest functionality and the highest 
level of security is always maintained.

Multi-tenanted 

The benefit of a multi-tenanted system, where all 
users are on the same version of the software, 
includes the ease of upgrade (everyone gets new 
releases at the same time, automatically) but also 
that the vendor can aggregate key data, 
anonymized, to feed the AI. For example, payment 
data aggregated from multiple supplier companies 
can allow the AI to understand how specific 
companies pay their suppliers, the actions to take 
that are most likely to succeed and when is the best 
time to chase them. In this way the data benefits all 
clients through the increased power of the AI-based 
collection capability.

AI technology

Given the wealth of data that finance teams are now 
generating, sourcing a Cash Collection solution with 
an AI aspect is becoming ever-more crucial. Ask the 
vendor to describe how machine learning, human 
collaboration and continuous improvement are all 
incorporated by the solution:  

Machine learning

Machine learning is defined as the ability of a 
computer or solution to recognise and apply 
patterns within large datasets, enabling finance 
teams to make more accurate predictions.

Human collaboration

As important as it is to have a solution that 
automates those labour-intensive data tasks, it also 
needs to be conducive to human collaboration. Only 
with teamwork can operational effectiveness of the 
end-to-end customer cycle be improved via smart 
sales prospecting and streamlined cash collection 
and case management processes.

Continuous improvement

Seek some assurance that the data truly reflects 
reality without bias and that predictive models are 
constantly tested and improved.

Compliance

Companies need to be satisfied that any vendor’s 
software or service complies with international 
standards and certifications (ISO, GDPR, ERP 
certifications and so on). The vendor should be able 
to detail their Information Systems security and data 
protection plans within its response, including any 
secure file transfer protocols and back-up 
management plans. They should also be able to 
provide a selection of relevant case studies or 
customer testimonials in order to demonstrate the 
effectiveness of the solution in a real-world setting.  

Case Studies

Manpower puts Artificial Intelligence 
at the core of its organization

With an annual income of €4bn, Manpower France 
collects 1.3 million receivables from 80,000 
companies. To handle this volume, and increasingly 
complex payment procedures, Manpower’s Finance 
department started using Sidetrade technology in 
2013. Sidetrade accelerates automation of the 
order-to-cash process, and models collection 
strategies for different segments of clientele. As a 
result, Manpower France improved its efficiency 
with a significant reduction in DSO (days sales 
outstanding).

As a leading player in the evolution of the world of 
work, Manpower already uses AI in its interactions 
with its candidates and clients to support them in 
constantly changing environments. Manpower 
France’s Finance department was therefore an ideal 
candidate to use Sidetrade’s AI platform, named 
Aimie.

“Aimie analyses what has worked before, directly 
executes automatic follow-up actions, and 
establishes which past-dues to target first. She 
considers available resources in order to take 
optimal actions. We started Aimie off with two 
customer portfolios for a period of two months. 
Encouraged by the results, we ramped up our use 
of Aimie.”

“Within four months, Aimie was managing nearly 
60% of single-site customers, which represents 
over 5,000 accounts, and nearly 10,000 
follow-up actions per month. With over 700 payer 
centers to manage, it is impossible for a manager 
to call all the debtors in their portfolio. Aimie helps 
them decide which customers to contact first.”

Laurent Bueno, Credit Director 
of Manpower France
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Sidetrade research shows that actions recommended 
by Aimie are 50% more effective than those instigated 
by humans alone and after a three-month test period, 
payments received per account had increased by 60%.

Nespresso
Totally integrated into the Nespresso ecosystem, 
Sidetrade’s technology collects data directly from 
the ERP layer, processes it and automates the 
customer collection process. 

Outcomes: 

• Nespresso can now manage customer 
 relationships more effectively.

• Resolution of issues is improved and 
 settlements are accelerated with high 
 performance stability over time.

• Finance department is informed of any payment
 problems and can react promptly and directly. 

• Nespresso has grown in terms of transparency 
 and proactivity in its customer relations. 

• Finance department has access to its 
 performance indicators at any time (cash-flow 
 generation, dispute resolution, drops in the 
 failure rate, etc.) via the Sidetrade mobile app.

Randstad

Randstad partnered with Sidetrade to predict 
financial flows on the Sales-to-Cash cycle and 
optimize customer relationships.
Outcomes: 

• The collaborative solution has brought together
 multiple departments creating effective 
 facilitation of the network. 

�• The Sales force leverages the service for historic
 information pertaining to customers’ financial 
 relationships, as well as for daily monitoring. 

•Salespeople now use the same information as 
 accountants and the cash collectors. 

• Sidetrade Network has become a bottom-up 
 monitoring tool with metrics allowing Randstad 
 to follow different states of the customer 
 relationship and to easily share information. 

�• Randstad is better placed to action disputes and 
 better anticipate preventive measures to take, 
 thanks to this common platform.

Key success factors
This section details how success will be measured 
and recorded by the company – the key 
performance indictors on which the vendor will be 
evaluated. This might include ROI, security, support 
before, during and after implementation and so on.

The Sidetrade Augmented 
Collection platform

AI-based systems have the potential to 
transform the way finance departments use the 
data available to it; taking the guesswork out of 
the customer relationship, boosting cash flow 
and revenue, reducing churn and risk exposure, 
and freeing up finance professionals to work on 
higher-value tasks. 

In the area of cash collection, it is essential to 
implement an AI-powered solution that can 
continually learn from your customer data – 
enabling teams to deploy the best collection 
actions at the right time – while increasing 
collaboration between sales, delivery, and 
financial departments. 

Sidetrade’s Augmented Collection platform is that 
solution. A SaaS-based accounts receivable 

automation solution, it improves performance by 
benchmarking customer payment behavior, 
identifying untapped cash opportunities, and 
recommending the best actions for your collection 
team. 

Assisted by Aimie, Sidetrade’s AI platform, 
collection teams will be able to make smarter 
decisions and automate repetitive tasks. They will 
be empowered to:

• Take the right actions, at the right time,
 targeting the right people

• Understand and deliver the best customer
 experience

• Accelerate cash and drive a cash culture across
 the business.

Case Studies

4 https://www.oracle.com/corporate/pressrelease/agile-finance-study-011719.html 
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With 89% of organizations admitting 
they’ve yet to deploy AI in the finance 
function 4, now is the time to invest in the 
technology that can give your teams the 
competitive edge, ensure your business 
secures the cash owed to it, and deliver 
improved customer experience.

Sidetrade’s mission is to help organizations unlock 
customer value. We do this through our unique 
customer platform that accelerates revenue 
growth and cash generation. This is delivered using 
industry leading technology, data and artificial 
intelligence that supports smart processes and 
augmented decision making to give our customers 
the edge over competitors, when generating 
revenue and collecting cash from their customers.

Contact us to find out how Sidetrade’s AI-powered ISO 27001-certified 
Augmented Cash accounts receivable SaaS solution can help improve your 

O2C and increase working capital.

About
Sidetrade

sidetrade.com
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Follow us

https://twitter.com/sidetrade
%20https://www.linkedin.com/company/sidetrade/
%20https://www.youtube.com/user/SIDETRADE92/videos



