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Agenda & Objectives

Agenda:
So, you want to grow your card program but are not sure where to 
start.  Look at how to identify and update areas of your policy and 
procedures that limit card spend.  Identify and implement potential 
changes to increase/maximize spend in order to increase cost savings 
and revenue sharing (rebate).

Objectives:
Learn new ways to grow your card program.

Session Rules:
When you ask a question or share information, please tell us your 
name, where you work and your accounting system
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Cost of Paper Checks
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Adding value with Purchasing Card

Purchasing card use saves money and time.

Source:  2017 Purchasing Card Benchmark Survey, RPMG Research

Purchasing card related savings contribute to an increase in the market 
value of corporations. 

Traditional paper-based PO format

Plastic purchasing card

$89.99

$20.14

Per Transaction

Per Transaction

Savings of $69.85 Per Transaction

78%
reduction

Traditional paper-based PO format

Plastic purchasing card

9.9

2.9

Days

Days

Savings of 7.0 Days

71% 
reduction
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Calculate your cost savings

# of Card 
Transactions

Savings Per 
Transaction

Savings

1,000 $70 $70,000 
2,000 $70 $140,000 
3,000 $70 $210,000 
4,000 $70 $280,000 
5,000 $70 $350,000 

10,000 $70 $700,000 
20,000 $70 $1,400,000 
30,000 $70 $2,100,000 
40,000 $70 $2,800,000 
50,000 $70 $3,500,000 

1,881,622* $70 $131,713,540 

*FY18 – number of transactions on the COV contract
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Best practices: Purchasing Card

 Offer easy online access to your Policies & Procedures
 Create a frequently asked questions document
 Mandate use of purchasing cards for transactions that are below a specific 

dollar amount
 Distribute cards to a higher % of employees, have higher spending limits, and 

adopt policies to drive low-value spending to the cards

 Regularly communicate purchasing card info to cardholders, managers and 
department heads
 Engage in actions to actively promote card program growth
 Re-launch your card program

 Assess purchasing card program potential by analyzing check payment
 Target specific vendors, commodities or services for card payments
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Maximize Your Card Usage

Are you getting the most benefit from your Card program?  Do you 
have the ability to move additional approved spending from check to 
Card?  

Is my organization utilizing the Card in all departments? Are 
all departments using Card whenever possible?
Cards in Purchasing 
Cards in IT for technology purchases

Is the Card being used for travel related expenses?
Using the P-Card for purchasing and traveling

In our Bids and RFP’s, are we including language that we 
want to make payments by card WITHOUT ANY FEES.  
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Maximize Your Card Usage

 Can we incorporate Cards into the AP process?
 P-Card for invoices that can be paid by VISA/MC or ePayables
 Work with AP to send invoices back to the department if the purchase is 

under you single transaction limit.

 Question PO’s for low dollar purchases

 Do you still have Petty Cash accounts?  Use the P-Card

 Do you still have single-purpose cards?  Use the P-Card
 Office Depot, Home Depot, Airline Cards, American Express for travel 

 School Districts
 Can you use the card for commissary/cafeteria purchases
 Cards at each school for bookkeepers and principals
 Student activity funds
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Maximize Your Card Usage

Target simple/low risk commodities and services for immediate 
impact.   Focus on 3-5 at a time.

 Courier Services
 Electrical Supplies
 Equipment Leasing
 Fax Machines
 Fax Supplies
 Fleet Costs
 Freight
 Furniture
 Guard Services
 Hardware
 Relocation Services
 Industrial Supplies
 Inventory
 Janitorial Supplies
 Legal Services

 Locksmith
 Maintenance Contracts
 Mailing Equipment
 Medical Exams
 Document Management
 Nursing Services
 Office Supplies
 Overnight Mail
 Pagers/Wireless
 Parking
 PC Leasing
 Periodicals
 Pest Control
 Photocopying
 Photographic Material

 Printing
 Production  Services
 Promotional Items
 Virtual Offices
 Storerooms 
 Subscriptions
 Temporary Services

(Clerical/Technical)
 Trade Shows
 Training
 Truck Parts
 Uniforms
Work Orders
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Optimization Analysis

Vendor Analysis

Bank of America can analyze your vendor history file and tell 
you which vendors accept Card payments.

VISA matches on a combination of data such as, Vendor 
Name, Vendor Address, Tax ID and rates each match as :
High = Match on supplier name and full address and/or other data 
provided
Medium = Match on supplier name and partial address and/or other 
data
Low = Match on supplier name only 

Target the card accepting vendors for your program



Questions & Wrap Up
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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 2019 Bank of America Corporation. Bank of America N.A., Member FDIC, Equal Housing Lender.

http://www.sipc.org/
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