Private

Comments below reﬂect the opinions of one of our customers, a business within the SAP ecosystem,
reﬂecting on their experience working with SAP to get access to ﬁnancing:

“We receive many requests both in emails and phone calls to provide working capital that range from
companies with excellent reputations to those with fancy names but shady backgrounds. For a small
business owner/operator one could literately spend a complete business day fielding emails and phone
calls with a great offer. In writing this we received 8 solicitations, so how is one to easily find a vetted
company in a very short time frame that are willing to make excellent offers because these companies
have an SAP relationship. Keeping in mind time is money SAP cuts through the lending clutter.”

W

hen approaching the crowded business funding market, it is important to use the SAP company
name for several reasons. First SAP can quickly open doors for small businesses that would

eventually be opened but in speed that is meaningful and impactful for small businesses. This will help
small businesses to quickly locate funding sources and to secure the best deal for the small business. The
best deal may be monetary or non-monetary in nature.
Representatives from SAP contacted us and stated that they we are developing a web platform that
simpliﬁes business ﬁnancing. A statement that is easy to make but could SAP deliver? Fast forward and
SAP’s broad statements of simplifying business ﬁnancing are true.

“Within 24-hours of a completed application we had several lender calls
scheduled and funding within 48 hours. The power of SAP!”
— Bob Fritzky, President MetMatRX

Until SAP, became involved in our eﬀorts we thought all factoring and invoice ﬁnancing companies were the
same. One company that we used required all payment advice information to be switched over to the
funding company before they would fund us. With smaller suppliers that may not be an issue, however with
larger global companies that oﬀ shore accounts payable eﬀort, this requirement could create client
irritation and unnecessary delays in funding. For MedMatRx the client relationships could have been
strained with two of our clients, those being Novartis and Gilead Sciences.
As a small business to have a funding discussion, contract and monies with 48 hours is extremely valuable.
As the saying goes time is money and SAP make the funding opportunity happen in a very short time frame
with companies that know the funding environment.”

