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LET’S STAY 
CONNECTED

We believe in the value of strategic 
partnerships and a collaborative 

approach to supporting our industry 
through long-term relationships, the 
beneficial exchange of insights, and 
excellence in service. Follow us on 

social media for updates or set up a 
quick call to talk in more detail. 

linkedin.com/company/strategic-treasurer-llc

@StrategicTreasurer

@StratTreasurer

Strategictreasurer.com/podcast
or wherever you listen to podcasts

ctmfile.com

https://www.linkedin.com/company/strategic-treasurer-llc
https://www.linkedin.com/company/strategic-treasurer-llc
https://www.youtube.com/channel/UCFP3FchiXqUTaOUN90pCV5g
https://twitter.com/StratTreasurer
https://www.youtube.com/channel/UCFP3FchiXqUTaOUN90pCV5g
https://twitter.com/StratTreasurer
https://strategictreasurer.com/podcast/
https://www.linkedin.com/company/strategic-treasurer-llc


AP AUTOMATION 
READINESS SURVEY 
RESULTS

This presentation is provided by Strategic Treasurer and Deluxe.

WHERE
Live online presentation 
Replays at StrategicTreasurer.com


WHEN
Thursday, January 16, 2025
2:00 PM - 2:30 PM EST

WHAT
Evaluating the survey results and 
discussing the implications for your 
organization.

STEVE GAIDA
Payments Leader in Product Management & 
Consulting, Deluxe

CRAIG JEFFERY
Founder & Managing Partner, Strategic Treasurer
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STEVE GAIDA
Steve Gaida is a Payments Subject Matter Expert 
at Deluxe, supporting mid-market and corporate 
clients. For the last 12 years, Steve has 
supported the Deluxe Payments team in a variety 
of roles which have allowed him to become a 
true payments expert. He has first-hand 
knowledge of customer needs and helped build 
solutions for customers in Product Management. 
Steve now focuses on helping clients to digitize 
their payments process through our DPX+ 
offering.

C

CRAIG JEFFERY
Craig Jeffery formed Strategic Treasurer in 2004 
to provide corporate, educational and 
government entities direct access to 
comprehensive and current assistance with their 
treasury and financial process needs.

His 30+ years of financial and treasury 
experience as a practitioner and as a consultant 
have uniquely qualified him to help organizations 
craft realistic goals and achieve significant 
benefits quickly.

ABOUT THE SPEAKERS
GET TO KNOW TODAY’S SUBJECT MATTER EXPERTS
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TOPICS OF DISCUSSION
KEY AREAS OF FOCUS & ANALYSIS

AUTOMATION
POSITION AND CHALLENGES

DISBURSEMENTS
WHERE IT HURTS

KEY TAKEAWAYS
AND FINAL THOUGHTS

AP EFFICIENCY
WHAT HELPS MOST
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SURVEY QUICK STATS
AP AUTOMATION READINESS SURVEY

~120
Respondents

1st
Year of Research

28-day
Survey Runtime

18
Questions

?

Annual Revenue (in USD)

12%

11%

18%

8%

36%

14%

Under $50MM

$50MM-100MM

$100MM-500MM

$500MM-1B

$1B-10B

Greater than $10B
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BREAKOUTS
UNDERSTANDING THE CATEGORIES

Over $1BLarge

Under $1BSmall

$50MM-$1BMid-Market

Under $50MMU50
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PAIN POINTS
MAKING DISBURSEMENTS HURT

 Which of the following are significant pain points in your organization's current disbursement process? (Select all that apply)

Note: Not all responses shown.

67%

17%

17%

17%

8%

42%

73%

56%

51%

46%

32%

22%

78%

65%

63%

24%

31%

10%

IT availability or priorities

System limitations or
restrictions

Management priorities

Available capacity of payment
staff

56%

53%

32%

29%

18%

IT availability or priorities

System limitations or
restrictions

Management priorities

Available capacity of payment
staff

Other

Not applicable

Series1All respondents U50 (<$50MM)

Mid-Market ($50MM-$1B)

Large (>$1B)

Reducing manual processes

Protecting against fraud

Adding or changing vendor 
payment information

Sending payment and payment 
explanation/remittance information 

as one payment transaction

Calls and contacts from suppliers

Managing new payment rails, 
formats, and compliance 

requirements

75%
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POLL QUESTION

16%

46%

12%

11%

16%

Yes, complete for all areas

Yes, for some areas

We are in the process of automating

No

Unsure

Poll 1 - Has your organization automated payment disbursements? 
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AUTOMATED DISBURSEMENTS
CURRENT POSITION

 Has your organization automated payment disbursements?

Note: Not all responses shown.

10%

51%

17%

22%

14%

53%

16%

12%

Yes, complete for all areas

Yes, for some areas

We are in the process of
automating

No

11%

49%

18%

17%

Yes, complete for all areas

Yes, for some areas

We are in the process of
automating

No

Series1OverallAll respondents

Yes, complete for all areas

We are in the process of 
automating

No

Yes, for some areas

Large (>$1B)

Mid-Market ($50MM-$1B)
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56%

66%

29%

27%

49%

57%

26%

26%

68%

40%

30%

26%

IT availability or priorities

System limitations or
restrictions

Management priorities

Available capacity of payment
staff

PAYMENT AUTOMATION
BARRIERS

 Which of the following are significant barriers to automating your payments for disbursements? (Select all that apply)

Note: Not all responses shown.

58%

49%

28%

26%

IT availability or priorities

System limitations or
restrictions

Management priorities

Available capacity of payment
staff

Series1All respondents

IT availability or priorities

Management priorities

Available capacity of payment 
staff

System limitations or restrictions

Mid-Market ($50MM-$1B)

Small (<$1B)

Large (>$1B)
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POLL QUESTION

24%

27%

22%

4%

24%

Very likely - Actively exploring options

Likely - Considering, but no decision yet

Unlikely - No immediate plans

Very unlikely - Do not see a need

Unsure

Poll 2 - In 2025, how likely are you to add a payment automation solution? 

53%

50%

33%

28%

17%

12%

Account validation process to add or change payment information

Spoofing, business email compromise

Deepfakes or other highly sophisticated fraud techniques

Check fraud by mail

Loss or theft of supplier confidential information

Unsure

Poll 3- What are the largest security concerns and issues faced with supplier payments? (all 
that apply) 
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VENDOR PAYMENTS
ACCOUNT VALIDATION CAUSES MOST UNEASE

 What are the largest security concerns and issues faced with supplier payments? (Select all that apply)

Note: Not all responses shown.

70%

53%

42%

28%

20%

69%

41%
38%

33%

18%

Account validation
process to add or
change payment

information

Spoofing, business
email compromise

Deepfakes or other
highly sophisticated

fraud techniques

Check fraud by mail Loss or theft of supplier
confidential information

All respondents Mid-Market ($50MM-$1B)
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AP EFFICIENCY
MOVING TO EFT/ACH MOST IMPACTFUL

 Please rank the following items in terms of their impact on efficiency in your AP process, with 1 being the most impactful to 6 
being the least impactful.

Note: Not all responses shown.

28%

23%

13%

8%

5%

22%

29%

6%

2%

4%

Moving payment volume to
EFT/ACH

Adding automated account
validation services

Integrated payment file

Use of AI or ML

Outsourcing

Moving payment volume to
virtual card

29%

26%

24%

11%

6%

4%

IT availability or priorities

System limitations or
restrictions

Management priorities

Available capacity of payment
staff

Other

Not applicable

Series1All respondents

Moving payment volume to 
EFT/ACH

Use of AI or ML

Moving payment volume to 
virtual card

Integrated payment file

Mid-Market ($50MM-$1B)

Large (>$1B)

Outsourcing

Adding automated account 
validation services

37%

Most impactful

23%
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FINAL THOUGHTS
HOW TO PROCEED

AP EFFICIENCY
• P2E: move from paper to 

electronic (e.g., EFT/ACH)

• Reduce bottlenecks

• Improve reporting

AUTOMATION
• Increase accuracy and 

speed

• Integration and control

• Eat apple in one bite, or 
one bite at a time?

DISBURSEMENTS
• Trend toward automated 

disbursements

• Improve payment speed 
and security
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LET’S CONNECT
DON’T LET THE LEARNING END HERE…
CONTACT US WITH ANY FUTURE QUESTIONS
Thank you for your interest in this presentation and for allowing us to support you 
in your professional development. Strategic Treasurer and our partners believe in 
the value of continued education and are committed to providing quality 
resources that keep you well informed.

STRATEGIC TREASURER

Craig A. Jeffery, 
Managing Partner

s craig@strategictreasurer.com

 +1 678.466.2222

DELUXE

Heather Dawood,
Sales Director of Middle Market and FIs

s heather.dawood@deluxe.com

 +1 617-240-1119

SURVEY REPORT
Thanks to those who completed the survey!

Respondents to the AP Automation Readiness 
Survey will be emailed the comprehensive results 
report. 

Non-respondents can download the summary report 
by clicking the link below.

Download Report

https://strategictreasurer.com/2024-ap-automation-readiness/?utm_source=20250116wbnr
https://strategictreasurer.com/2024-ap-automation-readiness/?utm_source=20250116wbnr
https://strategictreasurer.com/2024-ap-automation-readiness/?utm_source=20250116wbnr
https://strategictreasurer.com/2024-ap-automation-readiness/?utm_source=20250109wbnr
https://strategictreasurer.com/2024-ap-automation-readiness/?utm_source=20250116wbnr


#GOSTRATEGIC

PRACTITIONERS
CORPORATE TREASURY & FINANCE

We help treasury do more of the right work with less of the waste.
Learn from our experience. Leverage our expertise.

• Treasury Structures
• Liquidity & Risk
• Banking Services
• Treasury Technology

ADVISE   Major Projects

• Survey Participation
• Research Report Access
• Industry & Peer Benchmarking
• Critical Treasury Assessment

RESEARCH   Market Data

• Fee Management
• Employee Security Training
• Compliance Services
• Connectivity & Onboarding

ASSIST   Outsourced Services

• Technology Analyst Report
• Webinars (CE Credits)
• Podcasts & Videos
• eBooks & White Papers

INFORM   Industry Insights

Learn more or schedule an introduction today at strategictreasurer.com/practitioners
2025 © Strategic Treasurer, LLC.  All Rights Reserved. #GOSTRATEGIC

https://strategictreasurer.com/practitioners/?utm_source=wbnrdeck


#GOSTRATEGIC

PROVIDERS
BANKING, FINTECH AND INVESTMENT

We help providers engage treasury with smart marketing solutions.
Extend your reach. Strengthen your impact.

• Go-to-Market Advising
• Product Design & Roadmapping
• Messaging Optimization
• Investment Validation

ADVISE   Major Projects

• Treasury Insights (Data Services)
• Tailored Market Research
• Survey Program Sponsorship
• Client Benchmark Reporting

RESEARCH   Market Data

• Sales Optimization & Training
• Marketing Team Support
• Content Amplification
• SME Speaker Bureau

ASSIST   Outsourced Services

• Expert Content Creation
• Platform Access & Distribution
• Targeted Demand Generation
• Custom Campaign Programming

INFORM   Industry Insights

Learn more or schedule an introduction today at strategictreasurer.com/providers
2025 © Strategic Treasurer, LLC.  All Rights Reserved. #GOSTRATEGIC

https://strategictreasurer.com/providers/?utm_source=wbnrdeck
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