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Notice to Recipient

“Bank of America Merrill Lynch” is the marketing name for the global banking and global markets businesses of Bank of America Corporation. Lending, derivatives, and other commercial banking
activities are performed globally by banking affiliates of Bank of America Corporation, including Bank of America, N.A., Member FDIC. Securities, strategic advisory, and other investment banking
activities are performed globally by investment banking affiliates of Bank of America Corporation (“Investment Banking Affiliates”), including, in the United States, Merrill Lynch, Pierce, Fenner & Smith
Incorporated and Merrill Lynch Professional Clearing Corp., both of which are registered broker-dealers and Members of SIPC, and, in other jurisdictions, by locally registered entities. Merrill Lynch,
Pierce, Fenner & Smith Incorporated and Merrill Lynch Professional Clearing Corp. are registered as futures commission merchants with the CFTC and are members of the NFA. Investment products
offered by Investment Banking Affiliates: Are Not FDIC Insured • May Lose Value • Are Not Bank Guaranteed.

This document is intended for information purposes only and does not constitute a binding commitment to enter into any type of transaction or business relationship as a consequence of any
information contained herein.

These materials have been prepared by one or more subsidiaries of Bank of America Corporation solely for the client or potential client to whom such materials are directly addressed and delivered
(the “Company”) in connection with an actual or potential business relationship and may not be used or relied upon for any purpose other than as specifically contemplated by a written agreement
with us. We assume no obligation to update or otherwise revise these materials, which speak as of the date of this presentation (or another date, if so noted) and are subject to change without notice.
Under no circumstances may a copy of this presentation be shown, copied, transmitted or otherwise given to any person other than your authorized representatives. Products and services that may be
referenced in the accompanying materials may be provided through one or more affiliates of Bank of America, N.A.

We are required to obtain, verify and record certain information that identifies our clients, which information includes the name and address of the client and other information that will allow us to
identify the client in accordance with the USA Patriot Act (Title III of Pub. L. 107-56, as amended (signed into law October 26, 2001)) and such other laws, rules and regulations.

We do not provide legal, compliance, tax or accounting advice.

For more information, including terms and conditions that apply to the service(s), please contact your Bank of America Merrill Lynch representative.

Investment Banking Affiliates are not banks. The securities and financial instruments sold, offered or recommended by Investment Banking Affiliates, including without limitation money market mutual
funds, are not bank deposits, are not guaranteed by, and are not otherwise obligations of, any bank, thrift or other subsidiary of Bank of America Corporation (unless explicitly stated otherwise), and
are not insured by the Federal Deposit Insurance Corporation (“FDIC”) or any other governmental agency (unless explicitly stated otherwise).

This document is intended for information purposes only and does not constitute investment advice or a recommendation or an offer or solicitation, and is not the basis for any contract to purchase or
sell any security or other instrument, or for Investment Banking Affiliates or banking affiliates to enter into or arrange any type of transaction as a consequent of any information contained herein.

With respect to investments in money market mutual funds, you should carefully consider a fund’s investment objectives, risks, charges, and expenses before investing. Although money market mutual
funds seek to preserve the value of your investment at $1.00 per share, it is possible to lose money by investing in money market mutual funds. The value of investments and the income derived from
them may go down as well as up and you may not get back your original investment. The level of yield may be subject to fluctuation and is not guaranteed. Changes in rates of exchange between
currencies may cause the value of investments to decrease or increase.

We have adopted policies and guidelines designed to preserve the independence of our research analysts. These policies prohibit employees from offering research coverage, a favorable research
rating or a specific price target or offering to change a research rating or price target as consideration for or an inducement to obtain business or other compensation.

Copyright 2018 Bank of America Corporation. Bank of America N.A., Member FDIC, Equal Housing Lender.

http://www.sipc.org/


Payment trends and considerations
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Payment continuum

END-TO-END INTEGRATION

Non-invoiced spend;
lower dollar
 Financial incentive
 DPO extension
 Reduced processing costs
 Data consolidation

Large-dollar invoice spend;
multi payment methods 
 B2B ACH payment network of 300k+ suppliers
 Single payment file: card, ACH, Wire, Check, FX
 Financial incentive/dividends

Virtual Card

Purchase 
Card

Supply Chain 
Finance

Organizations are dramatically growing 
financial returns when …

process
automation 

discounting and card settlement 
against AP spend

more efficient payables processing 
across supply chain activities

Travel

Employee programs
 Control and data capture
 Financial incentive
 DPO extension

Paymode-X 
Connect 

Large-dollar invoice spend
 DPO extension
 Financial incentive
 Dynamic discounting

Large-dollar supplier payments
 DPO extension
 Cost of goods sold (COGS) reduction
 Stronger supplier relationships
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 Develop a well-defined payment strategy with   
multiple payment options.

 Evaluate the different payment type characteristics

and perform a cost/benefit analysis when
determining what method is chosen for which 
payment types.

 Focus on streamlining Procure-to-Pay process 

through various electronic automation tools. 

 AP and Procurement must be strategically aligned

with business needs.

 Recognize the efficiencies of electronic payments:

Card integration is more efficient than check  

payment because process steps, such as invoice

receipt and processing, manual reconciliation, and

check printing and mailing can be eliminated.

HIGHEST DEGREE OF AUTOMATION IN 
THE PROCURE-TO-PAY PROCESS

QUICKEST PAYMENT TRANSACTION  
TURNAROUND TIME

How do you define “best-in-class”?

LOWEST ACCOUNTS PAYABLE 
PROCESSING COSTS

Source: “Top Guidelines for Successfully Leveraging Supplier E-Invoicing Networks.” 
Gartner Research June 2010)

Best Practice Organizations
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Establish baseline by performing a supplier analysis

 Understand your current payment mix

 Prioritize payment terms

Define your preferred payment terms

 Create a “preferred” supplier status and establish unique terms

 Mandate card acceptance with preferred suppliers and new suppliers

 Identify existing suppliers to migrate to preferred status and terms

 Require card acceptance in RFPs/supplier contracts

Define measurable goals

 Amount of spend to convert to Virtual Payables or card

 Percentage of suppliers to move to preferred payment terms

 Milestones and deadlines for goal achievement

Payment strategy baseline

1

2

3

Periodic 

internal 

Payment 

Strategy 

Review 

sessions with 

key partners 

and senior 

management

*
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Supplier enablement, 
not technology, is the 

primary reason electronic 
payment initiatives 

succeed or fail.

Comprehensive Payment Strategy

*

A continuous balance to ensure buyer and supplier parity

Strategy

Analysis

Targeting

Communications

Enrollment
7

Considerations…



Maximizing Pcards for Procurement
Declining Balance Overview – (optional for Purchasing card and Travel)

Purchase 
Card
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 Used only for business transactions.

 Detailed reporting on all transactions in Works. 
Common uses for events, projects, grants, etc.

 Funded with a single amount for a specific 
business-related purpose and time period.

 Funds are not restored with a payment or on a 
cycle date.

 Funds decline as purchases are made until the 
funds are spent (or the time period is passed).
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Declining balance for business

Declining balance, other payment types
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Common uses for declining balance

Infrequent
travellers

Projects Events Grants

A store remodel 

will cost $100,000 

and may take 3 to 6 

months to 

complete.

An individual will 

travel once every 

year for a 

conference.

The client conference 

has a budget of 

$50,000 and 

purchases will be 

made anytime during 

a 5-month period.

A professor has 

received a $25,000 

grant for a study; 

the money must be 

spent by the last 

day of the year.



Declining Balance overview

PA creates a Purchase 
Request to fund the card.

Transactions not auto-
matched must be 

manually matched.

Optional: CH, Manager 
and Accountant sign-off to 
allocate or review spend.

Incoming transactions are 
auto-matched to Purchase 

Request.

Purchase Request is closed 
resulting in remaining 

funds removed from card.

Purchase Request is closed when:

1. All funds are spent (to the exact amount)
2. Accountant manually closes the request
3. The request expires

 Note: Declining balance cards within Works are not “pre-funded”; instead, the Purchase 
Request closely adjusts the credit limit to decline available credit.

Card  and User exists, card 
is in declining balance 

profile

PA creates Card and User 
and loads it into Declining 

Balance profile

exceptions

or
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Creating a Spend Control Profile for Declining 
Balance

Set higher than any purchase request you may open.

Set to $0 – no discretionary funds.

Can still have a single transaction limit, but don’t 
adjust based on any one request.   Changing this on 

the spend control profile will impact all cards.
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Creating a Purchase Request for Declining Balance

Prevents funds from ever being considered 
“discretionary” and restoring. 

Optionally expire the request after a certain 
number of days



Works®

Pre-approval Request Overview – (optional for Purchasing card and Travel)

Purchase 
Card
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Purchase Request Online Form
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Detailed Purchase Request



Virtual Payables

Virtual Pcards for Accounts Payable Invoice Settlement

Virtual Card
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Provider of 

PURCHASING/VIRTUAL PAYABLES 
Programs by volume

Strength in numbers – experience - success

Achieve 100% automated 
reconciliation with Virtual Payables

Robust in-house, end-to-end supplier 
enrollment process

Largest issuer 
Targeting more than $17 billion 
in sales and
2.8 million 
transactions

for 2016.

1st
to market with Virtual Payables 
more than 10 years ago 

1,200+
active Virtual Payables clients

1st issuer
in market to offer straight-
through processing in a 
strategic relationship with Visa

135,000+
suppliers accepting the Bank of 
America Merrill Lynch virtual card

Our Virtual Payables leads the industry

All figures are for North America FY2015 ,unless noted otherwise

Nilson Report ranking, July 2016

#1
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Average per transaction cost by payment type

Payment method Cost per transaction

Paper Paper checks $7.15

Electronic

Wire transfer $10.33

ACH $4.78

Commercial card $3.91

1. Savings with Card over check: $3.24 per transaction

2. Plus earn higher rebates on Pcard and Virtual Payables 
aggregated spend volume
3. Float advantage

Scott Pezza, William Jan, and Ankita Tyagi, "The E-Payables Solution Selection Report: A Buyer's Guide to Accounts Payable Optimization," Aberdeen Group (October 2013).

Develop a solid Payment Strategy: 
move from paper to electronic



Replace checks with no-cost (cash incentive) process 
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Record of payment

Payment action

Remittance advice

Vendor cash received

Client paid cash

Confirmation of payment

Check run file

Print on check per supplier ID

Check stub with invoice 

line-item detail

Check deposited; funds clear in 

5-7 days

Cash withdrawn upon 

check clearing

Positive pay file

Card run file

Dynamically fund one card number per 

vendor/supplier ID

Supplier email notification with invoice line-

item detail

Card transaction authorized; cash 

transferred in 1-2 business days 

Bank statement paid in 20-45 days after 

transaction posts – your option

Works® exports file with posted card 

transaction details, if needed

Payment method Check Virtual Payables



How Virtual Payables works for Payer
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Client ERP/AP 

System

Invoice received 

and approved 

to pay by AP

Works 

processes AP 

pmt file

Works funds 

vendor card 

account #

Limit changes 

from $0 to pmt 

amount vendor charges  

virtual card #

Exact Authorization 
vendor’s auth amount 

must match payment 

amount

Auto-recon and 

settlement to 

BAML

1. Bank of America enrolls your card accepting vendors
2. Your invoices are processed as today but settled via supplier assigned card number:

Card run

Secure
vendor 
email

ERP/AP payment & remittance data                    Secured email CC#/remittance delivery

• Auto send advice reminder for payment requests with a variance XX days after approval date
• Auto repeat XXX days after approval date
• Manually resend remittance with comments
• Stop payments



22

Vendor’s View:  Payment Instructions and Remittance

From:  Sample Company Name

Sent:  Fri 02/17/2011 6:27PM

To:  Vendor Remittance Contact

CC:

Subject:  Sample Remittance Advice (0001006071-Vendor Ref)

To receive payment for the below referenced invoice(s), please charge the total amount of $72,389.07 as a single transaction within 72 hours in      

order to reduce the possibility of payment complications.

Card Account Information:
Name on Account: Grade A Supplies
Account Number: 9999999999999999
Exp Date: 11/2014
Payment Details:

Payer: Sample Company Name
Payment Amount: $ 72,389.07 

Payment ID: 12347
Vendor ID: 17312ZZ
Vendor Name: Grade A Supplies

Invoice Number Invoice Date Amount

--------------------------- ------------------------ --------------------------

Invoice 58952861090 7/12/11 23,304.16

Invoice 32439871427 7/19/11 25,889.00

Invoice 12342189347 6/23/11 23,195.91

Total: $72,389.07

If you have any questions or need assistance processing this payment, please contact Sample Company name:

Email:  sample.company@sc.com

Phone: 555-123-4567

Internal record identifier: REQ00001002

Thank You, 

AP Manager

Sample Company Name

555-123-4567

sample.company@sc.com

mailto:sample.company@sc.com
mailto:sample.company@sc.com


The Business Case 
via AP vendor payment file analysis

Virtual Card
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Virtual Payables Value EXAMPLE

Description Targeted

Total number of vendors that Virtual Payables will  target for 
enrollment 169 

Spend targeted for Virtual  Payables enrollment
$         33,297,823 

Estimated annual spend (dollar value of items) converted to 
Virtual  Payables

$         14,187,808 

Cycle days 30 

Grace days 14 

Average days float on Virtual  Payables (net 10, cycle/grace)
39 

Additional days float 22 

APR on additional working capital 1.50%

Daily benefit of funds 0.00411%

Value of float on annual spend $12,827

Basis points earned**
185 

Virtual Payables incentive**
$262,474



Paymode-X Connect

Secure Electronic Payment For Non-Card Acceptors 

Paymode-X 
Connect 
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The value of Paymode-X Connect

We leverage our resources, expertise and incumbency to 
deliver in a way that we believe no other bank can match. 

Migrating check payments to Paymode-X® Connect
(ACH) payments  

▪ Accepted by more than 365,000 suppliers; ready for immediate                
migration to electronic payment 

▪ Displaces check costs associated with these payments

▪ Cash payout incentive on eligible spend through the network 

▪ Reduces opportunity for fraud

▪ Supports unlimited remittance detail to be passed to suppliers in custom AR file

▪ All bank data maintained in Paymode-X by your vendors

▪ All bank data completely validated by us before activation

▪ Portal

VALUE

FOCUS

Replace up to 75% of non-payroll AP check 
volume, per typical enrollment volume
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Simplifying ACH payments to your suppliers
Paymode-X Connect

Buyer

Single payment file
Any ERP

Any AP host software output

Paymode-X 
processing

Buyer receives a quarterly dividend on eligible Premium suppliers spend 

Web reports, EDI/CTX, 
customized AR file and/or via 

email delivery

Debit/Credit 
any bank

Remittance delivery

payment and data 
processing by 

Paymode-x

supplier receives 
payment with 

remittance details
buyer payment initiation

buyer receives quarterly 
dividend on eligible spend

Payments 
processed 

to suppliers*

Reduce costs & 
increase efficiencies

Eliminate traditional 
epayment roadblocks

Improve transaction 
risk management

Small % fee 
assessed on dollars 
processed 
Premium suppliers only

*This workflow illustrates Premium membership – the prioritized membership during supplier enrollment campaign

Basic membership is available – suppliers do not pay a fee to accept the payment, but have access to fewer tools and service benefits. 
For example, remittance information for Basic members is available through web reports only. 



Virtual Travel

Virtual cards for travel bookings

Travel
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How does Virtual Travel work?

Virtual Travel creates unique virtual account numbers, which are instantly 
generated on demand and are not repeated. 

information

free up

greater
centralize control

• Frequent Traveler
• Infrequent Traveler 
• Non-employees 

Live Agent 

Online Booking Tool Hotel 

Travel Management Company (TMC)

Air

Car Rental 

Virtual Account #

Generated by BofAML System
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Virtual Travel 

 Single use virtual card payments 

 Enhanced data capture of overall travel spend 

 Process automation & integration with client’s 
existing travel booking process. 

 Global acceptance everywhere cards are 
accepted

 Traveler assistance to ensure a good experience 
(confirmation sent to hotel & mobile app)

 Streamlined traveler experience

 100% automated matching 

 A reconciliation solution for infrequent travelers 

 Full control around program usage and increased 
security 

 Virtual account numbers; more secure than 
plastic cards

 Minimize exposure to fraud or misuse 

Features Benefits 

Centrally bill travel expense with efficient reconciliation  
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PROVIDER OF 

PURCHASING/VIRTUAL PAYABLES 
PROGRAMS BY VOLUME

#1
Nilson Report July 2016

BofAML: A recognized leader in the industry

2012 
Offered Chip & PIN 
cards  to all N. 
America cardholders

2014
B2B solutions 
surpassed 
370,000 suppliers

1994
Purchasing Card

2013
 Online PIN 

Check
 Paymode-X 

Dividends

1958
First bank-issued 
credit card 
(BankAmericard)

2005
Virtual 
Payables 
launched

A HISTORY OF INNOVATION

1998
Prepaid card

2015
Virtual Payables 
expanded to EMEA 
and Australia

2006 
Expanded EMEA 
coverage – to date, 
issuing in 29 countries

100+ countries

$45 billion processed annually in volume

$100 million investment

43 million acceptance locations globally

#1 in fraud prevention, ten years in a row – Javelin 2015

BEST CARD SOLUTION 
for WORLEY PARSONS and TREASURY WINE ESTATES

Treasury Today Adam Smith Awards 2014

2016
Account 
activity alerts

TOP FOUR ISSUER
COMMERCIAL PREPAID PROGRAMS

Nilson Report ranking, 2016

OUTSTANDING CUSTOMER SERVICE
7 YEARS IN A ROW

J.D. Power, 2016


