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Typical Challenges in Corporates Current Situation

Billers provide invoices on paper combined with sometimes 
extensive information attached to it

Billers are sending thousands of paper invoices creating massive
amounts of data

Large In-House archiving facilities for paper invoices and attached 
documents 

Handle complex processes for receiving of invoices and reduce 
corresponding costs

Get transparency and comparability of information received

Reduce large amounts of paper which have to be archived today

Accelerate payment release

Enable efficient cash management

…
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Paper invoicing produces massive inefficiencies

Time consuming and costly invoicing processes

Error-prone manual data entry in ERP system

Time delay between invoice reception and booking

Cumbersome search for archived paper invoices

Massive amount of individual paper copies

High risk to loose originals

Non-automated and non-transparent invoice approvals

Traditional EDIFACT invoicing is difficult and still needs paper

Typical paper invoicing cost on biller and 
customer side range between 10-30 EUR 
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EBPP and its Importance to SAP

European market as of now carries 28 billion invoices per year 
of which over 90% are still on paper

The implementation of EU e-Invoicing Directive on 1.1.2004 in 
all European countries has boosted the priority of e-invoicing in 
enterprises. Hence, e-Invoicing is becoming a key source of 
cost savings and process optimization in the collaborative 
business scenarios

Service providers recognized this new opportunity for providing 
network solutions for large and small enterprises and charge a 
service fee

mySAP ERP and SCM together are covering the full Supply 
Chain and Financial Supply Chain. With EBPP the billing 
process and payment initiation are also automated

The SAP Biller Consolidator is proven and ideally meets the 
service providers’ needs in this area. Also, SAP is uniquely 
positioned because of its large footprint in the ERP market
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SAP EBPP Solution Overview
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Differences between Consolidator and Biller Direct Model

Biller Direct/PointBiller Direct/Point--toto--PointPointConsolidator ModelConsolidator Model

Concept

• Once for all participants (approx. 
10’000-20’000 total)

• Every customer separately (e.g. 5 
customers: 50’000-100’000 total)

Connection

• Once for all participants 
(approx. 5-10’000 p.a.)

• Every customer separately (e.g. 5 
customers : 50’000 p.a.)

Maintenance

• Covered by Service Provider 
(also guaranteed in the future)

• Possible but very expensive 
(additional 30’000-70’000 EUR per 
Biller for PKI system)

VAT compliance

• Through Consolidator Service • Not PossibleStandardized 
Invoice

• Guaranteed by Service Provider • Has to be handled between each 
party separately

Security/ 
Confidentiality

Broad penetration 
possible

Broad penetration 
NOT possibleSource: Estimates SAP
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Positioning of the SAP Concept

Against other Concepts
Capture invoices in a Structured Data Form already at the source (e.g. Invoice Solution) 
Optimized for straight-through-processing in the Financial Supply Chain: From the Invoice 
generation to the payment process initiation and the Credit Advice
Complete and integrated solution for both B2B and B2C as well as both document/invoice
Presentment and Payment and both Thin and Thick Consolidation
Open Standard and minimum dependency: ASP‘s can buy standard modules, run them on the 
own infrastructure and integrate them into the own business model and own service offering

Against Competitors with similar Positioning (Western/Central Europe)
Fast and reliable achievement of the critical mass with the Marketing Brand and Capacity 
of SAP
Complete and integrated solution for both B2B and B2C as well as both document/invoice
Presentment and Payment as well for both Thin and Thick Consolidator models
VAT compliant processing and management of data quality of the incoming invoices 
for automatic reconciliation
Tight and perfect integration in the large SAP customer base
Investment Protection, strong and reliable supplier of solution
Strong Partner Network
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Specific Benefits for Billers and Customers

Benefits

High availability of all invoices 
in entire company
Accelerated invoice processing
Exploitation of automation 
potential (reduced labor work)
Daily transparency on current 
and historic invoices
Improved cost/benefit ratio of 
financial supply chain

Benefits

CustomerBiller

ERP systemERP system

EBPP Network

EBPP Network Provider

Improved customer relationship
Cost savings through reduction 
of paper, stamps or point-to-
point EDI connections
Accelerated invoice processing
Reduced days sales 
outstanding (DSO)
Exploitation of network effect 
via network approach
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What is the Value Proposition for B2B?

Value Proposition

Lower costs for invoice 
reception

All invoice details in ERP 
System
Improved invoice workflow 
within company
No paper copies

Improved cash manage-
ment

9–30

open

Lower invoicing costs
No paper/envelope
No printing
No stamps

Improved cash-flow

Improved customer relation

Value Proposition

0.60–4.00

open

Business Cust.Biller

ERP systemERP system

EBPP Network

PayNet

BSP Consolidator

open

Service Provider

Figures in EUR
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What is the Value Proposition for B2C?

Value Proposition

Easier bill payment
On vacations
Worldwide

Full usage of 
payment terms

Easier budgeting

Value Proposition

Lower handling costs
Improved data 
quality

Rise number of e-
Banking customers

Improved eCRM
possibilities

0.20

open

open

open

open

open

Lower invoicing costs
No paper/envelope
No printing
No stamps
No transport
No deposit fees

Improved eCRM, cash and 
risk management

Value Proposition

0.60–4.00

open

EBPP-Network

Private 
Customer

Biller

ERP system

PayNetService Provider

BSP Consolidator

Bank

CSP

Figures in EUR



© SAP AG 2005, Markus Hornburg

Cost Savings

Customer Example

Incoming e.invoices (total)
Automatically booked e.invoices

Office material invoices

Automated invoice booking of 100% 
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Customer Experience Regarding Payback

Investment 
success (CHF)

Number of 
EBPP Invoices

Investment success
Number of  EBPP Invoices

Payback of only six months.
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E-Invoicing Vision of SAP

Existing SAP-
based Operators

New SAP-based 
Operators

Third Party 
Operators

SAP Vision:
A growing network of 
interconnected invoicing 
service providers in 
Europe and other 
countries.

…

http://www.dpwn.de/dpwn?check=yes&lang=de_DE&xmlFile=300000221
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EBPP VAT Issues in Europe can be Solved

Solved
Decrees underway
Final investigations

Austria
Belgium         
Denmark

Greece     Ireland     Italy

Spain
Sweden

UK 
Finland

France
Germany

Luxembourg
Netherlands

Portugal
Greece     Ireland     Italy

Switzerland Norway

SAP and key business partners are currently 
underway to solve the VAT issues across Europe
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Issues to be Solved

Why is e-Invoicing picking up slower than expected and what can be done? 

Issue Responsibility
Lack of data quality named No.1 
issue by many SAP customers

EBPP Service Providers to provide 
high data quality for automatic 
reconciliation

Still missing public awareness EBPP Service Providers

… …

Lack of homogenous legislation 
regarding e-Invoices

EU member states to balance 
requirements as much as possible

Technical integration problems EBPP Service Providers to use 
standardized interfaces

Lack of overall convenience for 
participants

EBPP Service Providers to offer full 
service incl. payment, cross border, 
B2B AND B2C etc. through ONE 
channel
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Copyright 2004 SAP AG. All Rights Reserved

No part of this publication may be reproduced or transmitted in any form or for any purpose without the express 
permission of SAP AG. The information contained herein may be changed without prior notice.

Some software products marketed by SAP AG and its distributors contain proprietary software components of other 
software vendors.

Microsoft®, WINDOWS®, NT®, EXCEL®, Word®, PowerPoint® and SQL Server® are registered trademarks of 
Microsoft Corporation. 

IBM®, DB2®, DB2 Universal Database, OS/2®, Parallel Sysplex®, MVS/ESA, AIX®, S/390®, AS/400®, OS/390®, 
OS/400®, iSeries, pSeries, xSeries, zSeries, z/OS, AFP, Intelligent Miner, WebSphere®, Netfinity®, Tivoli®, Informix and 
Informix® Dynamic ServerTM are trademarks of IBM Corporation in USA and/or other countries.

ORACLE® is a registered trademark of ORACLE Corporation.

UNIX®, X/Open®, OSF/1®, and Motif® are registered trademarks of the Open Group.

Citrix®, the Citrix logo, ICA®, Program Neighborhood®, MetaFrame®, WinFrame®, VideoFrame®, MultiWin® and other 
Citrix product names referenced herein are trademarks of Citrix Systems, Inc.

HTML, DHTML, XML, XHTML are trademarks or registered trademarks of W3C®, World Wide Web Consortium, 
Massachusetts Institute of Technology. 

JAVA® is a registered trademark of Sun Microsystems, Inc. 

JAVASCRIPT® is a registered trademark of Sun Microsystems, Inc., used under license for technology invented and 
implemented by Netscape. 

MarketSet and Enterprise Buyer are jointly owned trademarks of SAP AG and Commerce One.

SAP, R/3, mySAP, mySAP.com, xApps, xApp, SAP NetWeaver and other SAP products and services mentioned herein 
as well as their respective logos are trademarks or registered trademarks of SAP AG in Germany and in several other 
countries all over the world. All other product and service names mentioned are the trademarks of their respective 
companies. Data contained in this document serves information purposes only. National product specifications may vary.
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