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This brochure is a part of the One Process 
Acceleration Layer package for SAP® solutions 
which incorporates published industry 
perspectives and SAP Signavio® insights, 
highlighting current and anticipated issues, 
as well as SAP’s innovative approaches 
to mitigate them.

The scope of this document centers around 
using digital technologies as enablers of best 
practices in end-to-end cash management, 
specifically in:

 •  The fluency and interlocking of cascading 
objectives and metrics across organizational 
tiers that are necessary for clarity and 
organizational buy-in

 •  The identification of process improvement 
areas and the application of digitization, 
automation, and artificial intelligence to achieve 
operational excellence

 •  Internal and external benchmarking supporting 
the determination of realistic baselines and 
targets, as well as a deeper understanding of 
top performers’ best practices

Please visit the SAP Signavio Resource Center 
for other thought leadership titles on the One 
Process Acceleration Layer package and 
additional information assets.

About This Document 

https://www.signavio.com/resource-center/?type=downloads
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The COVID-19 pandemic challenged us all, 
from both personal and business perspectives, 
in ways not seen in generations. Companies 
were particularly impacted by massive paradigm 
changes. Industries like aerospace, education, 
retail, travel, and entertainment saw their 
business models and practices impacted in 
ways that jeopardized their very existence.

Empty restaurants and stores meant that owners 
had to adapt their models and capabilities 
overnight. Customer preferences shifted from 
high-touch personalized attention towards risk-
mitigating, clean-surface, low-touch experiences. 
On top of this, organizations had to adapt in an 
environment with limited resources, from talent 
and raw materials, to operating capital.

Entire industries had to reorganize. Companies 
like Hertz, J. Crew, and GNC – top performers 
just a year earlier – declared bankruptcy while 
others like Zoom and Moderna thrived.

CASH MANAGEMENT 
CHALLENGES AND A SILVER LINING
Amid the pandemic, boardrooms shifted their 
focus from earnings before interest and taxes 
(EBIT) to cash. Freeing up cash and resources 
to keep the lights on and the doors open 
remained the top priorities for CEOs and CFOs. 
The liquidity crisis triggered by the sharp 
disruption in economic activities prompted 
organizations to rush toward cash and liquidity 
to keep operations going.¹

In order to survive, many enterprises were 
challenged with transforming models and 
processes faster than ever before. 
These changes not only demanded a quick 
turnaround in process redesign but reaching 
operational excellence in record times.

As the economic fallout from the pandemic hit 
their balance sheets, many companies quickly 
took drastic measures to preserve cash. Those 
measures included significant cuts to capital 
expenditure, dividend cuts, reductions in external 
spending, and temporary plant closures.

Cash Management Challenges Arising from 
COVID- 19 

1 https://www.mckinsey.com/capabilities/strategy-and-corporate-finance/our-insights/moving-from-cash-preservation-to-cash-excellence-for-the-next-normal

The goal of operational excellence is to achieve 
execution of a business strategy in a more 
consistent, superior, and reliable way           
than the competition, with lower operational      
risk and costs and / or increased revenues  
relative to competitors.
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2 https://www.mckinsey.com/capabilities/strategy-and-corporate-finance/our-insights/moving-from-cash-preservation-to-cash-excellence-for-the-next-normal 

3 https://www.cfo.com/accounting-tax/2021/06/working-capital-scorecard-a-tumultuous-year-9907/

importance of rigorous process management 
through the entire cash conversion cycle (CCC).²

The CCC for the largest 1,000 companies 
increased to 33.7 days in 2020 from 33.1 in 
2019, according to the annual CFO / The 
Hackett Group Working Capital Scorecard. For 
the 1,000 U.S. companies in the survey, days 
payable outstanding (DPO, the number of days 
companies take to pay their suppliers) increased 
by 7.6 percent to an all-time high of 62.2 days, 
up from 57.8 days in 2019. It was the largest one-
year jump in five years.³

The pandemic exacerbated issues with overdues 
and bad debt.¹ On the days sales outstanding 
(DSO) side, companies were chasing overdue 
accounts receivable where they could, and 
we saw all hands to the pump. Overall DSO 
deteriorated by 3.8 percent, to 41.5 days, 
another all-time high for the survey. In 34 
out of 50 industries, companies saw their 
DSO performance slip.²

One silver lining in the cloud that has been the 
crisis, is that it revealed the critical importance of 
cash management operational excellence – a set 
of best practices that enable prudent cash and 
liquidity management. In extraordinary times, 
extra cash can prevent a company from going 
bankrupt.¹

This exceptional health crisis has taught us 
many lessons and new macroeconomic shifts 
have emerged in many different forms.
From environmental to geo-political crises, 
executives are more pressed than ever to 
formulate strategies to develop a long-term cash 
management operational excellence practice. 

WORKING CAPITAL CHALLENGES
REVEALED BY THE CRISIS
Many companies faced significant challenges in 
managing working capital during the pandemic. 
Customers and suppliers all faced 
unprecedented disruptions, highlighting the 

Figure 1: The Cash Conversion Cycle
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Figure 2: Days Sales Outstanding of Low, Average, and Top Performers from 2019 to 2021

Debt control and collection desks were swamped 
with work, especially when they were still using 
manual processes.

DSO and accounts receivable in traditional 
industries, such as airlines, automotive parts 
and aftermarket, hotels and recreation, 
and consumer durables saw revenues reduced. 

Depiction of DSO as sales-order-to-delivery-creation  
and invoice-to-customer-payments lead times for best 
in class, average, and low performers over a three-year-
period covering the height of the  COVID-19 pandemic.
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Figure 3: Number of Days Between Invoice Creation and Accounts Receivable Clearing

Conversely, some industries did quite well during 
lockdowns and closures, including internet and 
catalog retail which saw DSO gains. Subscription 

services grew and business-to-consumer sales 
channels allowed them to increase revenue while 
maintaining DSO performance.

Within industries, the performance gap was 
significant (and perhaps amplified) during         
the pandemic. An SAP Signavio data sample          
of 1,500 companies points to a significant gap 
between best-in-class and average performers     
in invoice-creation to A/R-clearing.                                                    
N = 1,500 Companies, Source: SAP Signavio
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Some organizations, such as those in the 
pharmaceutical, internet services, and software 
industries supported their suppliers due to their 
own favorable cash positions. But shrinking 
revenues in many sectors pushed DPO to the 
limit, says Craig Bailey, associate principal, 
strategy, and business transformation at The 
Hackett Group.⁴

Companies with strong cash management 
before the pandemic entered the crisis in a good 
position, enabling them to solidify customer 
relationships by granting longer payment terms 
for customers with cash-flow problems.⁵

Says Bailey: “Some companies that had cash 
on their books held terms or even gave their 
suppliers [more] favorable terms, but those in 
dire cash positions made suppliers wait. [The] 

hospitality [industry] had no revenue coming in, 
for example. Any companies in retail, particularly 
textiles, apparel, and footwear, likewise tried 
to conserve liquidity.” 4 But organizations that 
lacked rigorous payment-term contracting 
practices before the crisis could not afford to     
do so, potentially losing favor with customers.⁵

Meanwhile, product turnover fell, forcing 
companies to hang onto their inventories longer, 
and pushing overall days inventory outstanding 
(DIO) up by 7.1 percent to 54.4 days. Disrupted 
demand and unsold products drove inventory 
to higher levels. Facility and pandemic-related 
commercial closures meant reduced demand, 
supply chain disruption, and a seasonal shift 
as demand rebounded. Some companies 
responded by consolidating their offerings or 
otherwise simplifying their mix of products.⁴

4 https://www.cfo.com/accounting-tax/2021/06/working-capital-scorecard-a-tumultuous-year-9907/

5 https://www.mckinsey.com/capabilities/strategy-and-corporate-finance/our-insights/moving-from-cash-preservation-to-cash-excellence-for-the-next-normal

DSO provides a view into the financial health of 
the organization. A lower DSO implies good 
operations and optimized cash collection. A higher 
DSO implies poor collection practices and potential 
loss of cash inflow.
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Clarity and Relevancy, the Building Blocks of End-
to-End Cash Management

During the pandemic, it became more evident 
than ever that support for end-to-end cash 
management was paramount as it involves 
thousands of daily interlocked decisions made
by employees at all levels: from CFOs managing 
the books, to warehouse managers ordering 
spare parts, to accounts-payable specialists 
making payments.⁶

For end-to-end cash management to thrive, a 
strong capability building program and fluency 
across enterprise tiers are fundamental.

COMMUNICATIONS AND
CAPABILITY-BUILDING PROGRAMS
A strong top-down message should be paired 
with capability-building programs. This will help 

to ensure that employees understand the 
importance of cash and that they have the 
tools and knowledge they need to make 
decisions based on both P&L and cash 
considerations.⁶

FLUENCY AND THE INTERLOCKING OF 
OBJECTIVES AND METRICS ACROSS 
ORGANIZATIONAL TIERS
Cash objectives at any level of the organization 
need to be connected to objectives one level 
above and below. The same is true for associated 
metric categories, baseline values, and targets. 
Without this fluency it is impossible to generate 
the much-needed clarity and relevancy that an 
organization needs at every level to achieve 
operational cash excellence.

6 https://www.mckinsey.com/capabilities/strategy-and-corporate-finance/our-insights/moving-from-cash-preservation-to-cash-excellence-for-the-next-normal

Companies with high DPO can delay payments and 
use available cash for short-term investments and  
to increase their working capital and free cash flow. 
But improving DPO like this is a balancing act and 
can impact supplier relationships. 
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Must-Have Capabilities to Excel in End-To-End 
Cash Management
There are three cornerstones that need to be in 
place to accelerate cash operational excellence. 
You must have the ability to:

1. Define and track of cascading objectives    
and metrics

2. Discover process improvement opportunities, 
recommendations, and monitoring

3. Benchmark internally and externally in 
support of operational excellence 

These three cornerstones share common traits:
 • All three have to be in place to realize the   
compounding value they bring together

 • They need to be digitally implemented, data 
driven, and interlocked to achieve maximum 
fidelity, visibility, and buy-in

DIGITALLY-ENABLED DEFINITION AND 
TRACKING OF CASCADING OBJECTIVES        
AND METRICS
Performance management process should 
ensure the ownership of cash targets by all 
relevant teams through connected and aligned 
goals and incentives, from CFO to line-managers. 
To achieve this, a real-time financial reporting 
system on cash KPIs across enterprise tiers is 
needed, assigning the right performance 
indicators at the right level. For example, return 
on invested capital (ROIC), working capital as a 
percentage of sales, and the cash conversion 
cycle can be set as KPIs at the top level 
Meanwhile, operational process performance 
indicators (PPIs), such as percentage of overdues 
and early and late payments, are appropriate for 
the front line.⁷

As with cascading objective types and metric 
categories, the associated cascading baselines 
and targets must be implemented, tracked, and 
benchmarked at multiple levels in the 
organization.

Figure 4: Example of Cascading Objectives

7 https://www.mckinsey.com/capabilities/strategy-and-corporate-finance/our-insights/moving-from-cash-preservation-to-cash-excellence-for-the-next-normal

 STRATEGY, VALUE DRIVERS,
BUSINESS OBJECTIVES

  ORDER-TO-CASH
PROCESS

   IT IMPLEMENTED
ORDER-TO-CASH PROCESS

Cascading and interlocked drivers / objectives

Fluency and Clarity

Who

•   Boardroom
•   Sr. management

•   Process owners
•   Business analysts
•   Line managers

•   IT Enterprise architects
•   Systems analysts
•   Portfolio managers

•   Strong covid crisis signals, shift focus from EBIT to cash

•   Improve use of cash by 15%

•   Reduce DSO by 8%

•   Reduce percentage of AR past due 6% and days past due by 5 days

•   Identify improvement opportunities in order-to-cash process

•   Increase accuracy and timeliness of invoice and customer payments 

•   Automate invoices and customer payment process steps in region A 

•   Utilize B2B interfaces to automate invoices and customer payments
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DIGITALLY ENABLED PROCESS IMPROVEMENT 
DISCOVERY, RECOMMENDATIONS, AND 
MONITORING
End-to-end cash process excellence requires the 
ability to spot opportunities for standardization. 
It also calls for the use of best practices, including 
digitization, automation of repetitive tasks, and 
the use of intelligent technologies like machine 
learning in order-to-cash and procure-to-pay 
processes. For this to take place, it is essential to 
understand how processes run at a company. 
This in turn creates a need to have a clear view 
and full understanding of process signatures.

Such signatures can shed light on variations of a 
process, such as order-to-cash, and how, when, 
and by whom these are being run. Such visibility 
is essential to pinpoint any opportunities for 
improvement.

It is of utmost importance to maintain an end-to-
end process or process-segment perspective. 
Without this, companies may run into risks like 
automation in silos with little or no impact on 
metrics like DSO. For example, automating steps, 
such as goods issue and billing in order-to-cash, 
without automation of customer payments, may 
simply accelerate one or two steps but not the 
entire process.

Lastly, it is highly important to understand how 
these processes and variants are implemented 
in IT business solutions. It is mostly here that 
standardization, digitization, and automation 
opportunities are realized.

Let’s consider the following subset of order-to-
cash and procure-to-pay automation 
opportunities and their benefits.

Order-to-Cash
Automating the sales order process reduces 
sales cost and improves on-time delivery 
performance. In turn, this improves overall 
process efficiency and financial performance by 
reducing manual effort, increasing accuracy, and 
setting the foundation for prompt payments from 
customers. One can argue that DSO is measured 
from the time a product is shipped until payment 
is received, and that sales order creation is an 
upstream largely unrelated process step. 
But we need to ask ourselves how returns and 
exchanges related to inaccurate orders or 
invoices have on full customer payment and, as 
such, on DSO and CCC.

“In just a few months... the COVID-19 crisis has 
brought about years of change... companies have 
accelerated the digitization of their customer and 
supply-chain interactions and of their internal 
operations by three to four years. And the share of 
digital or digitally enabled products in their portfolios 
has accelerated by a shocking seven years.”
McKinsey Global Survey of Executives
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Automating outbound delivery document 
creation can help expedite deliveries, which in 
turn can build trust, result in better quality of 
services, and faster payments. Organizations 
with a higher proportion of delivery automation 
can provide better fulfillment experiences and 
efficiencies for the organization.

By automating customer payments, accounts 
receivable can be optimized, reducing 
unnecessary manual effort, and reducing process 
costs. The reduction of manual errors, rework, 
and associated delays can also have a positive 
impact on customer relationships. Organizations 
with a higher proportion of customer invoice 
clearing automation can lower finance costs and 
reduce days’ sales outstanding.

Procure-to-Pay
Just like order-to-cash where order creation, 
good issue, billing, and customer payments 
can be automated, procure-to-pay has similar 
automation points: purchase order creation, 
goods and invoice receipt, and payment
/ FI-AP clearing.

By automating the accounts payable process, 
companies reduce manual effort and lower 
process costs. Manual errors, delays, and 
further rework also have potential to 

damage the buyer-supplier relationship. If DPO 
is not managed properly, the company is not 
optimizing its cash flow. Automation creates 
consistent and clear communication basis, builds 
trust, and reduces confusion. Organizations with 
a higher proportion of invoices and payment 
automation can reduce finance cost and increase 
days payables outstanding and so improve cash 
flow. 

DIGITALLY-ENABLED ABILITY TO BENCHMARK 
IN SUPPORT OF OPERATIONAL EXCELLENCE
Operational excellence can be defined as the 
execution of a business strategy in a way that 
is superior to the competition with lower risk, 
costs and / or with increased revenues. 
Then, by definition, it is an imperative to be able 
to measure a business’ performance relative to 
its own past performance at different time 
periods. If possible, it should also be measured 
against similar internal peer groups within the 
enterprise (similar organizations or regions) 
and against peer groups in external companies.

More specifically, ‘process benchmarking’ 
or ‘best practice benchmarking’ is needed to 
evaluate various aspects of processes in 
relation to the best-practices of top-performers. 
Those performers are usually within a peer 
group (internal or external).
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Best Practices, the Gold Nugget of Benchmarking
A key outcome of benchmarking is the 
determination of a baseline, which can help a 
company to understand where they stand for a 
given metric within a peer group. While these 
insights are indispensable, on their own they are 
not sufficient to determine process performance 
improvement areas and to understand what top 
performers may be doing to achieve operational 
excellence. 

The full value of process benchmarking is 
realized when metrics like DSO and DPO are put 
in the context of the process under which they 
were measured. This is the best way to help drive 
insights on the best practices of top performers. 
But this process context, when described at low-
fidelity levels, may not give you enough detail to 
determine best practices. A high-fidelity 
description of a process is called a process 
signature. At its core, the process signature is a 

collection and sequence of business activities, 
like create order or ship goods, that together 
deliver a business outcome. It is through these 
signatures that a company looking for best 
practices can learn whether a sell-from stock 
approach (as opposed to make-to-order) was 
successfully used by a top DSO performer. Or, 
as a more granular example, whether a top-
performer introduced the best practice of 
executing a workflow for a manager approval of 
expenses over a certain threshold in the travel 
expense process. 

However, process signatures alone may not 
provide full visibility of best practices as these 
may be highly standardized. Such best practices 
may lie in the software implementation of the 
process signatures. This is where capabilities like 
digitization, automation, and artificial intelligence 
can be used in process steps or in entire process-
segments to drive superior performance.

This data suggests a widening gap in sales order to delivery 
creation process, which rose by about 400%, four times for 
top performers (average  increment of 222%), and 140% 
increase in the  customer payment clearing. In total there is a 
150% increase in the DSO cycle.                                                                                  
N = 1,500 Companies, Source: SAP Signavio
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If ‘the standard practice in my industry’ is 
to have manager workflow approvals for 
payments above a certain threshold, then 
the differentiating capability may not be in the 
approval practice itself, but on how this practice 
is implemented in software. A top performing 
company may have automated this step by 
leveraging artificial intelligence (as opposed to 
the digitized manual manager approval process 
step), resulting in superior process performance 
and a new best practice.

Democratization of Benchmarking
We have discussed the value of clarity and fluidity 
of communications that implementing cascading 
objectives and metrics at multiple levels of the 
organization can bring. In this same way, it’s cru-
cial to have an internal / external benchmarking 
practice at different organizational levels, from 
CFO to line managers. A CFO wants to compare 
their CCC. A line manager may want to know if an 
invoice is being produced accurately and on-time 
as this has an impact on CCC. An IT enterprise 
architect looking at ways to automate invoice 
creation, needs to compare their performance 
against the implementation of this capability by 
other practitioners. 

The ability to place benchmarking capabilities 
in the hands of every organizational tier, using 
relevant metric categories at each one of those 
levels, while maintaining fluidity and interlock 
across such tiers via cascading objectives and 
metrics, is called the democratization of 
benchmarking. 

But democratization is not only tied to 
organization tiers within a company. Expanding 
the circle of companies that benchmark to those 
who were unable to access such services for cost 
or knowledge reasons is also a form of 
democratization.

Mass-Customization 
This has brought about a more flexible and 
customizable approach to benchmarking.
Data insights that explained the impact of the 
COVID-19 pandemic on cash management 
appeared months after the actual events that 
generated the data took place. While these 
numbers make for interesting reading, they did 
little to improve operational excellence when they 
were actually needed.
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The same can be said about benchmarking. 
Consider the following perspective on the
current state of benchmarking:
• Companies with a benchmarking culture, 

typically benchmark every two to three years.
• Current benchmarking approaches are 

usually based on questionnaires, which take 
time to fill as some of the data curated for 
analysis is sourced from systems-of-record 
(among other sources). By the time a 
benchmarking project is set up, cross-
company data is curated, benchmarks 
calculated, and results shared, several 
months may have passed.

• Current benchmarking practices typically 
analyze around 10 incumbents as part of a 
peer group. As such it is implicitly assumed 
that these companies are the drivers of best 
practices.

If the COVID-19 crisis taught us something, 
it is that industries were entering a time period 
of high instability where known best practices 

were questioned and, in many cases, re-
formulated. Innovation did not always come 
from incumbents. As such, a company assessing 
its performance against peers in September of 
2020 may have had limited or no use for data 
from the ‘ten known incumbents’ or for data sets 
beyond the immediate past two or three months. 
Anything beyond that would have not considered 
the new reality. 

What we have seen is that we need new ways of 
identifying the peer groups to compare against 
and it’s time to move beyond, for example, your 
industry or market region. The father of bench-
marking, Robert Camp from Xerox Corporation, 
did this by expanding his search for best practic-
es to companies like LL Bean (for warehousing 
and inventory management), Cummins and 
Ford (for factory floor layout), Florida Power 
and Light (for quality improvement), HP 
(for research and development), and American 
Express (for billing).⁸

8 https://www.ukessays.com/essays/business/the-use-of-operations-management-techniques-business-essay.php
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During the pandemic, companies like McDonald’s 
found themselves automating (using artificial 
intelligence) the order-taking process as they 
tried to mitigate talent shortages and optimize 
customer stickiness by customizing offerings 
by recognizing automobile license plates in the 
drive-through line. Here, McDonald’s borrowed 
from Amazon, as Daniel Henry, the chain’s chief 
information officer said: “We don’t think food 
should be any different than what you buy on 
Amazon”.9 As the evolution of drive-through 
shows, the internet shopping experience, with its 
recommendation algorithms and personalization, 
is increasingly shaping the world of brick-and-
mortar retail. So, we ask: should McDonald’s 
benchmark against Wendy’s or Amazon? 
The answer is probably both. 

In a re-thought approach to benchmarking, users 
at multiple levels of the organization would be 
able to assess, in a meaningful way based on 
their organizational level, the relevant metrics, 

peer groups, and time periods. And as a key 
benchmarking outcome, a strong perspective 
on best practices would be realized.

From Artisan to Industrial Benchmarking: 
the Power of a Community-Based Open 
Benchmarking Platform
While many benchmarking practitioners today 
have well-defined methodologies and access to 
data harvested from their own practice, as well 
as other third parties, benchmarking projects 
are still carried out in a highly artisan way. 

If democratization and mass-customization 
are to take place, access to massive, trusted, 
and timely cross-industry data is needed. 
The only way to realize this vision is through 
the implementation of an enterprise 
community approach where data is shared, 
combined, augmented, and made available 
back to its members through an open 
benchmarking platform.

9 https://www.nytimes.com/2019/10/22/business/mcdonalds-tech-artificial-intelligence-machine-learning-fast-food.html
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Intelligent Benchmarking: the Next Frontier
What if this open benchmarking platform 
could allow you to customize how you 
benchmark by allowing maximum flexibility 
in peer group definition or by allowing for 
flexible time interval definition and on-demand 
benchmarking freedom? 

What if benchmarking went beyond the exercise 
of ranking companies in quartiles and added the 
ability to create data associations from many 
companies? This would allow for the exploration 
of root causes given a less-than-optimal standing 
in a benchmarked process. 

For example, if a DSO benchmarking position 
yielded a less than optimal quartile position for 
your company, understanding the possible 
factors that top performing companies have in 

common could help significantly reduce time-to-
action. For example, if all top quartile companies 
share a high level of automation in customer 
invoicing and electronic payments in their order-
to-cash process, such data associations could be 
of immense value in gaining an understanding of 
what makes others successful. While such data 
associations cannot determine causality 
categorically, they do provide viable starting 
points for exploration. 

What if a continuous process benchmarking 
capability could alert a user when the 
company is under- or over-performing against 
other companies in a proactive way? These 
and other capabilities are how benchmarking 
can support a more dynamic, on-demand, 
and flexible intelligent enterprise process 
management capability.
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SAP Signavio Process Transformation Suite

A number of the end-to-end cash 
management capabilities that support the 
ability to discover process improvement 
opportunities and explore recommendations 
are described in this document. They are made 
possible through the One Process Acceleration 
Layer package for for SAP solutions and the 
SAP Signavio Process Insights solution, both 

Figure 5: SAP Signavio Business Goals

of which are part of SAP Signavio Process 
Transformation Suite. OPAL provides a guided 
framework to link business objectives such as 
improving operational excellence (reduce DSO) 
with the relevant process / sub processes and 
PPIs from the SAP Signavio Process Insights 
solution influencing this metric.
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Figure 6: SAP Signavio Process Flow Performance 

SAP Signavio Process Insights can leverage 
information from business processes that are 
supported by software and continuously collects 
performance data, identifying process 
inefficiencies and improvement opportunities.
 

A company interested in an objective such as 
reducing days sales outstanding, can simply 
identify an associated process flow. For example 
Sales Billing Documents Created FI-AR Items 
Created FI-AR Items Cleared to quickly 
understand lead-times, document volume, 
and associated monetary value.
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A list of performance indicators that contribute 
to the reduction of days’ sales outstanding is also 

Figure 8: SAP Signavio Performance Indicators

available, along with their associated 
quantification and measurement units. 

A company can easily identify performance 
blockers which may be creating inefficiencies

in the process, by drilling down to the business 
document level for more detailed exploration.

Figure 7: SAP Signavio Process Performance Blockers
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Figure 9: SAP Signavio Correction Recommendations

Correction recommendations are also part of the 
solution. These recommendations are specific 
for the application where the process is 

implemented. SAP Signavio Process Insights 
also offers Innovation recommendations which 
may include the use of technologies such as RPA.

Lastly, the solution also offers the ability to 
understand the performance of certain 

measurements against industry peers by 
providing a benchmarking capability.
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SAP Signavio Process Insights provides    
valuable turnkey capabilities that can support 

Figure 10: SAP Signavio Industry Benchmark

a company’s journey in their quest for 
operational excellence in cash management.
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Key Takeaways

Increased health, environmental, and geo-
political challenges call for the agility and 
nimbleness that end-to-end cash operational 
excellence brings. 

To achieve operational cash excellence, 
enterprises need an end-to-end approach to cash 
management. There are three key digital 
capabilities that will help accelerate that drive to 
excellence:
1. Fluency and the interlocking of cascading 

objectives and metrics across      
organizational tiers.

2. Process improvement discovery, 
recommendations, and monitoring.

3. The ability to benchmark, internally and 
externally, in support of operational 
excellence.

SAP Signavio Process Transformation Suite has 
many capabilities that help you to implement 
practices to support your organization’s journey 
to cash operational excellence. 

Looking Ahead

Please visit the SAP Signavio Resource Center 
for upcoming thought leadership titles 
where “Process Performance Approaches to 
Achieve Operational Excellence”, “Enterprise 
Architecture” and “Benchmarking” topics 
will be covered.

https://www.signavio.com/resource-center/?type=downloads
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