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The purpose of this white paper is to 

examine the value gained through the 

American Express® Buyer Initiated Payments 

(BIP) program, and how changing trends 

in the telecommunications landscape drove 

the successful co-operation between 

American Express, a global leader in B2B 

payments, and a multi-national company 

like Rogers Communications.
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Considerations:

Is innovation a key 

business priority?

Are you looking for 

ways to be more effi  cient 

in your business?

Is your business 

looking to generate value 

in unexpected areas? 

Can increasing 

process effi  ciency 

drive profi tability?

Rogers and American Express have 

built a relationship that has transformed 

Rogers’ Accounts Payable department 

into a profi t centre.

American Express utilizes innovation 

and its expertise in corporate payments 

to work with a multitude of companies 

across a spectrum of industries to develop 

transformational solutions. 

Best-in-class companies work with 

global experts who understand 

their business and share in their 

philosophy of excellence. In this case 

the program focused on process 

efficiency, Days Payable Outstanding 

(DPO) and Days Sales Outstanding 

(DSO) improvement, reconciliation, 

optimization and strengthening 

supplier relationships. The growing 

program currently involves 230 

suppliers and over $500M in payments.
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Key 
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From our smartphones and offi  ce computers 

to video streaming, telecommunications 

companies play a growing role in our daily 

lives. Billions of people around the world tap 

into the world’s telecom networks for personal 

communication, entertainment and shopping. 

It is these networks that keep business running.

The telecommunications industry continually 

powers innovative business tools. New 

technology, such as video conferencing, mobile 

health applications, remote monitoring, and 

data analytic software not only enrich our lives, 

but transform the way we work.

Headquartered in Toronto, Canadian telecom 

leader Rogers Communications employs 

26,000 people to operate its expansive phone, 

internet, and media business units. With 

14 million subscribers, Rogers continually 

innovates and identifi es effi  ciencies to improve 

its operations and profi tability. 

Rogers and other Canadian telecom providers 

deliver the internet to 90 percent of Canadians 

and phone service to virtually the entire 

country through a combination of landlines and 

mobile networks. Keeping these customers 

happy is a formidable challenge. It means 

working with thousands of vendors, multiple 

fi nancial institutions, and dynamic processes 

to ensure business moves forward without 

sacrifi cing customer service excellence.

This need for constant improvement in a 

fast-paced environment gives Rogers an 

acute perspective on the value of collaboration. 

By working with American Express, an 

industry leader that shares Rogers’ philosophy 

of excellence and understands its business, 

the telecommunications/media giant was 

able to improve the effi  ciency of its Accounts 

Payable department. 

“

”

Through the relationship we’ve built with 

American Express, Rogers Accounts 

Payable has become best-in-class by 

turning our department from a cost 

centre to a profi t centre.

Fidel Coutou, 
Senior Director Shared Services, 

Rogers Communications

Industry Challenges 
and Opportunities

Improve payment 
effi  ciency

Transform accounts 
payable from a cost centre 
into a profi t centre

Decrease reconciliation 
time and errors

Enhance buyer-supplier 
relationships

The Result 

By utilizing American Express Buyer Initiated Payments, Rogers managed to enhance its 

payments system and turn its Accounts Payable department into a profi t centre.

Key Business Objective 

Through the American Express Buyer Initiated Payments (BIP), Rogers Communications and 

other businesses across a multitude of industries are able to focus on key priorities while driving 

effi  ciencies and savings through 4 specifi c goals:
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With the search always on for the next 

innovative idea or revolutionary product to 

improve the bottom line, smart companies like 

Rogers are focused on what keeps innovation 

running – cash fl ow. 

Telecom providers like Rogers rely on complex 

infrastructure to keep data moving. Fiber optic 

cables connect data centres in the biggest 

Canadian cities through a series of routers and 

network cards. These cards come from diverse 

vendors around the world. Major telecom 

equipment manufacturers – including Cisco 

Systems, Brocade, Huawei, Juniper Networks, 

and others – are vital suppliers that partner 

with telecom companies to keep things 

running. It is through these supplier 

relationships Rogers delivers superior service 

to their clients on a daily basis. 

Rogers operates under three primary divisions: 

wireless, cable and business solutions, and 

media. The $7.9 billion wireless division is 

Rogers’ largest business and includes Rogers 

and Chatr Mobile along with Fido home internet. 

It covers 95 percent of Canada’s population with 

LTE coverage – high-speed data for phones and 

other mobile devices. The $3.8 billion cable and 

business solutions division comprises television, 

internet, phone, and business services. Media 

includes sports, 51 radio stations, 25 TV 

channels, and ownership of the Toronto Blue 

Jays Major League Baseball franchise.

Keeping these diverse business 
units running is no easy feat. 
To keep everything moving 
forward, Rogers partners with 
15,000 vendors comprising an 
extensive supply chain.

Processing payments to thousands of partners 

is a tremendous undertaking. It requires the full 

engagement of a dedicated accounts payable 

team. From purchasing orders to invoicing, 

Accounts Payable ensures supplier payments 

run smoothly. 

However, even with an experienced team 

working on these payments, there are always 

opportunities for improvement. By working 

with American Express and leveraging new 

technologies, Rogers can pay suppliers and 

simultaneously improve payment costs, 

reconciliation accuracy, and supplier satisfaction.

More Than 15,000 Suppliers: 
Keeping the Data Moving

In 2016, Rogers spent $2.3 billion on physical 

infrastructure costs. This level of investment 

spread across countless suppliers requires a 

critical scrutiny of cash fl ow.

Rogers has evolved into more than a telecom 

company. It operates under 3 primary divisions: 

wireless, cable & business solutions, and media.

Radio 
stations

TV 
channels

Owner of the 
Toronto Blue Jays

$2.3B SPENT

51     25 
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Rogers is taking full advantage of payment 

process modernization, from manual to 

electronic, representing a massive 

opportunity for effi  ciency and savings. 

The 2018 study, “How can payments 

modernization benefi t Canadian businesses? 

Evaluating the cost of payments processing” 

from Payments Canada and Ernst & Young, 

examined the state of payment processes that 

businesses deal with on a daily basis. Focusing 

on payments in Canada, the report found that 

71% of Small Medium Enterprises (SMEs) and 

57% of Canadian Corporations use cheques as 

a form of payment. While the report found that 

cheque usage in Canada continues to diminish 

by as much as 9% in 2016, the value of cheques 

is increasing by a reported fi ve-year average 

volume growth of 2%. This increase in value is 

due to cheques remaining a common payment 

practice in the B2B space. Considering the hard 

and soft costs associated with manual payment 

processing, the statistics are surprising. 

In the same report, Payments Canada estimates 

the average cost of Canadian issued cheques to 

be $15. Given the number of payments still made 

via cheque by Canadian businesses, these are 

signifi cant costs that still don’t account for the 

hours that Accounts Payable staff  spend on 

processing manual payments. 

These manual processes are clearly outdated. 

As many Canadian businesses move away 

from cheques to EFT, there is still signifi cant 

opportunity on the table. Customers want more 

for less and shareholders want bigger profi ts. 

That leaves business leaders to fi nd creative cost 

cutting opportunities wherever possible, and 

examine the prospect of turning a cost centre 

like Accounts Payable into a profi t centre.

Payments Landscape: Modernizing 
Payables for Effi  ciency and Savings

This is an opportunity that 

Rogers seized by working with 

American Express in order to improve 

AP processes and fi nd new saving 

methods through a combination of 

automation and process outsourcing.

Rogers finance leaders knew they could 

count on American Express to modernize its 

payment flow with precision and reliability. 

American Express had the fl exibility to power 

its payments without reinventing its entire 

Accounts Payable process, leaving Rogers to 

focus its operations on complex communication 

and media products and services.

Buyer Initiated Payments is the perfect tool for 

this goal. It improves the payment process while 

simultaneously giving Rogers more control over 

its payment schedule and DPO (Days Payable 

Outstanding) objectives.

Cost of capital is an important factor to consider 

when looking at cash fl ow and free cash 

availability. Ernst and Young (E&Y) reports that 

98 percent of Canadian companies expect either 

stable or improved earnings in the coming year. 

However, E&Y also found that telecommunications 

executives are worried that increased government 

intervention and currency volatility risks may 

off set expected economic growth.

These outside pressures require business 

leaders to continuously review every aspect of 

their operational costs in order to remain 

competitive. American Express Buyer Initiated 

Payments, and the relationship between Rogers 

and American Express, is a critical pillar 

supporting that initiative.

Footnote: “How Can Payments Modernization benefit Canadian businesses? Evaluating the cost of payment processing”, E&Y and Payments Canada. 
Global Capital Confidence Barometer, November 2017, E&Y http://www.ey.com/ca/en/services/transactions/ey-capital-confidence-barometer 

“

”

The benefi ts to Canadian businesses 
who look for solutions to modernize 
their payment processes are signifi cant. 
In the corporate space, there is still a lot 
of opportunity to drive this effi  ciency, 
and companies who make this a priority 
have the chance to reap the benefi ts 
within their own organizations as well 
as be leaders in their industry. 

Ron Stokes, 
Partner, Canadian Fintech Leader, 

E&Y LLP
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In 2015, Rogers’ Accounts Payable team began 

migrating suppliers over to EFT with a targeted 

45-day payment term. Despite these eff orts, 

29% of invoicing was still manual, making it 

diffi  cult to manage the cash fl ow lifecycle of 

each payment. This created lost opportunities 

around valuable early pay discounts and 

needlessly sending out payments early during 

a tight cash fl ow period.

Rogers saw an opportunity to collaborate with 

American Express and turn their Accounts 

Payable (AP) department into a profi t centre. 

Rogers wanted more control over AP and 

American Express utilized its proprietary 

analytics service, Spend IQ, to do that and 

more. Using state-of-the-art technology and 

predictive intelligence, Spend IQ analyzes 

payment methods, invoice frequencies, 

speed-of-pay, and supplier segments to 

determine effi  ciency solutions and priorities.

How American Express Buyer Initiated 
Payments Fits Into Rogers Communications

No Cost for BIP Implementation

 Improved Cash Flow and DPO for Rogers

 Improve DSO for Suppliers

 Simple ERP Integration

 Dedicated American Express Account 

Management & Supplier On-boarding Team

Buyer Initiated Payments (BIP)

QUICK FACTS
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Reduce Operational Costs 
As a Straight Through Processing (STP) 

system, BIP not only reduces the cost 

associated with cheque payments, but also 

minimizes manual reconciliation and reduces 

error probability. BIP also provides Accounts 

Payable with valuable remittance data not 

readily available with cheque or EFT payments. 

Since the entire purchase fl ow runs through a 

unifi ed system, instead of multiple systems 

cobbled together, managers can analyze much 

more granular spending detail across the 

organization. 

Buyer Initiated Payments also stands apart in 

how businesses pay for invoices. Rather than 

making dozens of individual payments, 

American Express utilizes an automated 

process to make vendor payments directly on 

the company’s behalf. Then, at the end of the 

agreed upon period, the business pays a 

consolidated bill for all included Buyer 

Initiated Payments. This alleviates Accounts 

Payable staff  time to leverage available data 

insights and focus on the larger department 

strategy, instead of spending hours reviewing 

and processing invoices and payments. 

As a method, BIP implements quickly and 

integrates with existing AP workfl ows to 

improve transaction effi  ciency, without the 

need to retrain the entire accounting or AP 

teams – a massive win for busy teams.

Key priorities for the 
Buyer Initiated Payments program:

1

BIP can be implemented quickly 

and integrates with existing AP 

workfl ows to improve transaction 

effi  ciency without needing to retrain 

the entire accounting and AP teams – 

a big win for busy teams!

Improve Cash Flow 

When Rogers brought in American Express, 

the company’s biggest focus was to meet 

supplier payment terms while fulfi lling internal 

cash management goals. With Buyer Initiated 

Payments, Rogers can set-up specifi c 

payment terms. This allows Rogers to choose 

early payments to receive discounts, or to 

extend the payment time frame and keep cash 

on hand. Rogers now enjoys far greater control 

over how and when each supplier is paid, and 

easily controls its Days Cash on Hand (DCOH).

As with other companies leveraging Buyer 

Initiated Payments, Rogers’ purchase process 

fl ow is simple. New invoices come into BIP and 

the power of the platform kicks in. Rogers 

picks the exact date and amount for each 

payment. American Express processes the 

payment and deposits the funds into the 

supplier’s account while automatically sending 

the remittance advice to the supplier. 

American Express then sends a payment 

confi rmation to the buyer, closing the loop on 

the payment lifecycle.

2

Order 
goods & 
services

Invoice 
receipt & 

entry

Invoice 
approval

Generate 
payment

American 
Express 

virtual payment 
account

Supplier

BIP SOLUTION

Rogers BIP Process Flow

This allows Rogers to strategically prioritize specifi c vendor payments while determining when and how to 
pay other vendors who off er no incentive to pay early. The result is better payment management at a lower 
cost. That is a huge win for Rogers, and an example for other business leaders looking to save on their 
accounts payable costs while better managing how cash fl ows out the door.
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The American Express payment solution is not limited to invoice payment. 

As a leader in payment processing with over 160 years of experience, 

American Express worked to preserve Rogers’ cash by making payments 

upfront and allowing Rogers to remit payment to them at a future date, 

thereby improving Rogers Days Payable Outstanding (DPO). 

Payment Term Overview

With a 30 day billing cycle, Client can control timing of payment to American Express and can improve 

Days Payable Outstanding (DPO), resulting in optimized working capital and cash fl ow management. 

Payment 
sent to supplier

DAY 0

DAY 18 60+ DAYS

45+ DAYS

Payment due to 
American Express

American Express 
pays supplier on 
Day 18

Invoice 
Approved

Without Amex Invoice to Pay Date (Standard Aging)

Billing Cycle 30 Days Client Payment TermsWith DPO Ext

The number of interest free days varies based on a variety of factors, including when charges are posted to your account, whether your account is in good standing, 
and the closing date of your statement. Client Payment Terms are variable. 30+ days of float extension depends on billing cycle, date of purchase and date of payment.

How Extending DPO Can Drive Financial Value

Cash flow benefit with DPO extension and benefit on savings with DPO extension are variable depending on the number of days payments 
are extended, weighted average cost of capital (WACC) and program size. Charts are for illustrative purposes based on an average annual 
program size and an average WACC of 7%. 

Cash Flow Benefi t with DPO Extension

Benefi t on Savings with DPO Extension
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With American Express, for every day of payable (DPO) extension, the business can leverage their 

own funds for growth before making payments.

Assuming a Weighted Average Cost of Capital (WACC) of 7%, without American Express, a business 

would need to incur interest expenses of up to $100K per day to gain the same benefi t
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ON A $500M 
PROGRAM
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DAYS

$34,246,575

$27,397,260

$13,698,630

$6,849,315

$1,369,863
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Enhance Supplier Relationships 
While driving value back into the company 

through operational savings and improved 

cash flow, it is critical for Rogers to maintain 

strong working relationships with its suppliers. 

Like any industry, telecom and media 

businesses come to a halt if the bills are not 

paid and suppliers are unhappy.

Supplier on-boarding process was a critical 

phase in this process. It would not have made 

sense for Rogers to spend valuable time 

approaching suppliers individually to on-board 

them to the program.  

American Express, unlike any other payment 

solution provider in Canada, has a unique 

business model to handle direct relationships 

with buyers and sellers, as well as a  

dedicated team equipped to handle strategic 

on-boarding processes.

3

American Express and Rogers approached a targeted group  

of vendors for whom BIP could create financial value for  

both buyer and supplier. By paying through Buyer Initiated 

Payments, Rogers extended their Days Payable Outstanding 

(DPO) while leveraging American Express unsecured credit  

to pay suppliers earlier. This helped suppliers reduce their 

Days Sales Outstanding (DSO) and maintained Rogers’ 

valuable supplier relationships. 

DPO

DSO

Key Supplier Benefits

Payments

•   Opportunity to reduce 

DSO, improving cash flow 

management

•  Reduces financing demand

Partnership

•   Enhances satisfaction  

& retention

•  Improves forecasting  

& performance

•   Improves supply chain 

stability

Processes

•   Simplifies processing – 

no POS required

•   Streamlines account 

receivables management 

process

•   Reduces manual 

reconciliation and/or 

cheque processing

“

”

The American Express business 

model is built to drive value for  

both buyers and suppliers. With 

Rogers, we were successful by 

creating a customized program  

that added significant value to both.

$

Paul Roman,  
Vice President & General Manager,  

Global Commercial Payments  

American Express Canada
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American Express Competitive Advantage: 
The Impact for Rogers BIP Program

Direct Relationships with Buyers and Suppliers

Operating as both an issuer and acquirer, 

American Express is more than a charge and 

credit card company. As a fi nancial institution 

working for both Rogers and its supplier 

partners, American Express is dedicated to 

delivering a solution that satisfi es everyone 

involved in each transaction.

American Express already maintains 

developed relationships with suppliers, making 

the on-boarding process easier and more 

comfortable for suppliers accepting Buyer 

Initiated Payments. American Express is a 

trusted, known brand, they are prepared to 

share exactly how an upgrade to electronic 

B2B payments is mutually benefi cial. In fact, 

American Express  handles many of these 

conversations on Rogers’ behalf.

With endorsement from Rogers, 

American Express has been able to directly 

approach a large number of suppliers to outline 

the shared benefi ts of accepting Rogers’ 

payments through BIP. Rogers quickly brought a 

signifi cant number of suppliers onto BIP 

without relying on its own resources, a process 

that continues to this day.

“

”Craig Oldman,
President & Chief Executive Officer
Computer Room Services Corporation

A Rogers Supplier 

Our business has benefi ted greatly 

by being enrolled in the BIP program. 

We have seen a dramatic reduction 

in days-to-pay, we have been able to 

consolidate billings enabling critical 

mass, and have seen a general 

smoothing of cash fl ow. The program 

is well administered, reporting is clear, 

and payments are prompt.

American Express works 
with both buyers like Rogers 
and suppliers directly.

BUYERS

Leverage Amex unsecured line of credit
Extend DPO

Realize process effi  ciency
Reduce costs (cheques, AP staff  time)

Earn rebate
Amex dedicated account management

SUPPLIERS

Reduce DSO
Improve relationships with clients

Decrease costs (costs of borrowing)
Reduce risk of credit losses
Grow with incremental sales

Reporting & insights

American Express 
Closed Loop

$
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Rogers Communications and American Express 

are in their 5th year of collaboration on this 

program. Currently, the teams have on-boarded 

230 suppliers representing over $500M in 

annual volume.

In B2B relationships, few industries are more 

complex than telecommunications, and 

Rogers is a great example of what is possible 

when businesses work with an innovative 

leader in corporate payments to harness savings 

and effi  ciency.

American Express and Rogers: 
A Success Story

American Express Buyer Initiated Payments off ers exciting 

improvement for everyone, with more enhancements on the 

horizon. The modern business environment is entering a bright 

future through growing technologies like artifi cial intelligence 

and machine learning. Businesses like Rogers can count on 

American Express to continually support and improve Buyer 

Initiated Payments to realize new benefi ts and effi  ciencies for 

many years to come.

of Buyer Initiated 

Payments Program

suppliers on-boarded

in annual volume

5TH YEAR

230

$500M 
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About American Express Global Commercial Services

Through its Global Commercial Services division, American Express 

off ers a suite of payment and lending products that help businesses and 

organizations of all sizes gain fi nancial savings, control and effi  ciency. 

Global Commercial Services provides solutions for travel and everyday 

business spending, cross-border payments, global currency solutions, 

and business fi nancing. 

To learn more about Global Commercial Services, please visit 

business.americanexpress.com/ca.

Dwain Neckles 

Vice President, 

Large Market 

dwain.neckles@aexp.com 

Michelle Nagy

Director, 

Large Market 

michelle.a.nagy@aexp.com 

Peter Barnett

Director, 

Large Market 

peter.s.barnett@aexp.com
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