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IT’S TIME FOR 
PAYMENTS TO  
START PAYING OFF.



A QUICK OVERVIEW OF MCGRAW-HILL EDUCATION 

McGraw-Hill Education is a global learning science company that delivers 
personalized learning experiences that help students, parents, educators and 
professionals improve results.

With more than 125 years of experience, the company has evolved from a textbook 
publisher to a leader in developing digital content and data-driven, technology-
enabled adaptive learning solutions. 

Today, McGraw-Hill Education delivers a robust portfolio of digital, print and blended 
learning products, services and platforms to a wide range of preK–12 schools, higher 
education institutions, professionals and companies in more than 60 languages and 
135 countries around the world.

“We were looking for a program that could work for our suppliers and work    
 for us—without changing our existing processes or adding training.”

– Michael Barbera, Manager, P2P Operations,
McGraw-Hill Education

THE SMARTEST  
COMPANIES OUT THERE 
KNOW THERE’S ALWAYS 
MORE TO LEARN. 



TRUE OR FALSE? 
YOU CAN REDUCE THE COST 
OF ACCOUNTS PAYABLE.

THE AMERICAN EXPRESS® BUYER INITIATED PAYMENTS (BIP) 
SOLUTION: A CASE STUDY IN STREAMLINING OPERATIONS 
AND MAXIMIZING INCENTIVES

By its very nature, accounts payable is not a revenue center. But that doesn’t 
mean it can’t deliver value back to your business.

In 2013, McGraw-Hill Education met with American Express and shared that it 
was looking to make its accounts payable processes more efficient, 
restructure its payment terms with its suppliers and help reduce the overall 
associated operational costs.

To help McGraw-Hill Education meet those objectives, American Express 
proposed the Buyer Initiated Payments (BIP) solution, which would enable 
McGraw-Hill Education to standardize and simplify its payment processes and 
increase control with automated push payments to suppliers.

Also, by adding BIP as a payment option, McGraw-Hill Education was able to 
leverage its American Express billing cycle to extend payment terms with  
their suppliers.*

* The number of days by which your DPO is extended will vary depending on: (i) when during 
your American Express Card billing cycle you charge a transaction to a supplier; (ii) the date the 
transaction is posted to your account; and (iii) the date you pay the amount due on your American 
Express billing statement.



McGraw-Hill Education suppliers were invited to 
accept payment through the BIP program 
through a letter co-signed by McGraw-Hill 
Education’s Chief Financial Officer and Treasurer. 
Within the first three years, 55 of McGraw-Hill 
Education’s suppliers were enrolled in the BIP 
program. Their suppliers were offered the option 
to receive expedited payments within 30 days 
and become a preferred supplier of McGraw-Hill 
Education—and the opportunity to get paid 
earlier than the standard 60 days made all the 
difference. 

McGraw-Hill Education was able to identify 
new ways to streamline its payment processes 
and create significant savings.  Additionally, 
American Express’ direct supplier relationships 
helped target McGraw-Hill Education suppliers to 
accept payment via BIP, which can help improve 
the financial incentive received and be used to 
drive new growth opportunities—in essence, 
taking a portion of the “cost” out of its accounts 
payable operations.*

“To ensure that all suppliers are aware of the program and able 
to participate, we restructured our standard contract language 

to include the American Express program terms.”

– Bob Fair, VP, Global Procurement & Sourcing,
 McGraw-Hill Education

* The terms of your financial incentive payment will be governed by your Buyer Initiated Payments 
(BIP), vPayment, or Corporate Purchasing Card (CPC) agreement with American Express. The 
Corporate Green Card, Corporate Gold Card, and Corporate Platinum Card are not eligible for 
financial incentives.



WHAT CAN WE  
LEARN FROM THIS?

“To ensure this program was successful we knew that there had to be very close 
collaboration between the Procurement, Accounts Payable and Treasury teams. 
We needed to partner together to communicate one consistent message to our 

internal stakeholders and our suppliers around the benefits of this program.”

– Bob Fair, VP, Global Procurement & Sourcing,
 McGraw-Hill Education

Relationships are everything. BIP has been a great success for McGraw-
Hill Education—not simply because it is a useful product that is working 
well for the company, but also because of the close collaboration between 
McGraw-Hill Education and American Express. The teamwork has resulted 
in a set of best practices that is beneficial for any business that is looking 
for a way to strive towards reducing the costs of Accounts Payable.



1. COMMUNICATE CLEARLY TO ALIGN YOUR INTERNAL
TEAMS AND MAINTAIN MOMENTUM.

“Make AP Free” was an aspirational, internal mantra that McGraw-Hill Education 
used consistently to inspire the team and drive home the spirit and value of the 
program. This message was reinforced company-wide by reminding employees 
of the costs savings and money to reinvest in their businesses by moving 
suppliers to the BIP program. The McGraw-Hill Education and American Express 
supplier management teams also worked to ensure payment options were a 
part of every McGraw-Hill Education RFP going forward. Strong communication 
between these teams meant fewer surprises for suppliers.

1. COMMUNICATE CLEARLY TO ALIGN YOUR INTERNAL
TEAMS AND MAINTAIN MOMENTUM.

“Make AP Free” was an aspirational, internal mantra that McGraw-Hill 
Education used consistently to inspire the team and drive home the spirit 
and value of the program. This message was reinforced company-wide by 
reminding employees that there would be more cost savings and money 
to reinvest in their businesses by moving suppliers to the BIP program. 
The supplier management teams also worked to ensure the new terms 
and payment options were a part of every RFP going forward. Strong 
communication between these teams meant fewer surprises for suppliers.



2. CLEARLY COMMUNICATE THE VALUE OF BIP WITH SUPPLIERS.

A key element in transitioning McGraw-Hill Education’s suppliers to the BIP program 
was clearly communicating how BIP could help suppliers to:

• Help drive efficiency and savings by reducing paper checks and
transitioning to electronic payments

• Reduce uncertainties about payment timing

• Improve working capital management

• Use the BIP payment portal to see status notifications and delivery
confirmation throughout the print and mail process

3. GROW YOUR PROGRAM BY WORKING THROUGH YOUR ENTIRE
SUPPLIER LIST

McGraw-Hill Education’s philosophy in relation to BIP is “every supplier is a 
possible win.” The company pays close attention to its paid supplier list to track all 
the payments, and it also keeps an eye out for all suppliers—as every dollar that 
goes into the BIP program benefits the company, whether it’s a $5,000-a-year 
supplier or one that tops $5,000,000. McGraw-Hill Education also periodically 
asks American Express to review its updated supplier list to look for new 
opportunities.



4. LET AMERICAN EXPRESS HELP WITH THE HEAVY LIFTING.

A dedicated, proactive American Express Supplier Enablement Team helped 
facilitate the supplier on-boarding process. McGraw-Hill Education was able to find 
out which of its suppliers would be more open to adopting the BIP solution, and, 
together with American Express, they were able to identify and contact suppliers 
who had already been using BIP elsewhere. As the initiative rolled out, the teams 
met bi-weekly to track onboarding progress, and, in many cases, American 
Express initiated the conversations to help keep McGraw-Hill Education’s supplier 
relationships intact.

“By working closely with American Express, we have been able to streamline our 
accounts payable processes and reduce operational costs. At the same time, through 
the BIP program’s cash incentive program, we have had more money to reinvest in our 

products and services and drive new growth opportunities.”

– David Kraut, Treasurer and SVP, Investor Relations,
McGraw-Hill Education



 “We continue to have an active and productive collaboration 
with American Express. We work closely together to identify and 
prioritize suppliers—it’s the key to keeping the program growing.”

– Michael Barbera, Manager, P2P Operations,
McGraw-Hill Education




