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The Ultimate Win-Win Cash Flow 
Solution for Buyers and Suppliers

Access to working capital is the lifeblood of retailers and their 
supplier ecosystem – especially during economic turbulence. 
Here’s how one retailer, and one of its top suppliers, uses 
PrimeRevenue’s supply chain finance solution to improve cash 
flow and fuel growth no matter the economic weather.

How Do You Outsmart Low 
Margins and Market Volatility?

Every industry has its challenges, 
but retail rises above the rest. Low 
margins, market saturation, and 
the pressure to provide superior 
in-store and digital shopping 
experiences are just a few barriers 
that separate the struggling from 
the star performers. 

It’s a story that one home products retailer knows well. With 
thousands of stores across North America serving more than 
10 million customers every week, the company is fiercely 
committed to outperforming the competition – starting with 
how they tackle their biggest business challenges:

 - Access to working capital. The ability to fund 
initiatives to respond to rapidly changing business 
environments is critical. 

 - Inventory turnover volatility. The time it takes for 
inventory to move out of the store or distribution center 
has a direct impact on the retailer’s cash flow.  

 - Inability to control rising prices. Given the industry’s low 
margin rates, profits are highly susceptible to rising supply 
chain and supplier costs.

 - Merchandising and sourcing risks. The retailer operates 
a global supply chain, which opens the door to increased 
sourcing risks as they deal with suppliers, financial 
institutions and stores across multiple geographies.

Benefiting Both Sides  
of the Liquidity Equation 

Case Study 
Snapshot
 
Challenge:

 - Increase working 
capital to protect 
against economic 
volatility

 - Improve competitive 
position with minimal 
impact to margin

 - Protect health of 
suppliers

Results:

 - Unlocked $1 billion in 
working capital

 - Invested in 400+ 
new stores, digital 
innovation and 
invested $20+ billion in 
share buybacks

 - Provided substantial 
cash flow 
improvements to 
suppliers to fuel 
growth and innovation

 - Emerged from 
economic recession 
as a leader in its retail 
category
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These challenges – especially the need for improved cash flow – were underscored in 2007 
by a global recession that weakened the entire retail industry ecosystem (including suppliers). 
The company reinforced its focus on unlocking working capital across its supply chain.

After reviewing a number of strategies and approaches, the retailer set its sights on 
implementing a supply chain finance program. It recognized the need for a solution that would 
improve cash flow for not only its business, but for its suppliers’ businesses as well. This would 
enable the retailer and its suppliers to weather business downturns and fluctuations in supply 
chain costs, as well as unlock working capital that could be used to fund new investments in 
infrastructure and innovation.

PrimeRevenue Helps Retailer and Suppliers Unlock Working Capital to Fuel Growth

Since partnering with PrimeRevenue to launch its supply chain finance program, the retailer 
has selectively onboarded more than 300 of its top suppliers and extended payment terms 

Why PrimeRevenue?
In 2007, the retailer selected PrimeRevenue as its supply chain finance partner. 
Through PrimeRevenue’s supply chain finance platform and funding program, the 
company could extend supplier payment terms while simultaneously giving suppliers the 
option to get paid early by trading their invoices to program funding partners. 

The retailer selected PrimeRevenue for several reasons:

Multiple funders, multiple jurisdictions. The retailer wanted to work with a partner 
that was bank-independent and offered access to multiple funding partners. This was 
becoming increasingly important as volatility in the domestic banking industry peaked 
and the company grew its business outside of the U.S.

Supplier benefits. PrimeRevenue would allow suppliers to benefit from the 
retailer’s strong credit ratings. The financing charges applied to invoices traded on 
PrimeRevenue’s supply chain finance program are lower than what most suppliers can 
receive from their own lending partners, which translates into lower cost of funding for 
strategic suppliers.

Strong relationship with merchandisers. The retailer needed a partner that would 
encourage participation across multiple merchandising groups. From educating them on 
the benefits of supply chain finance (such as how it could fund a new store opening) to 
selling the program to suppliers to the actual onboarding process, the retailer needed a 
partner that would work hand-in-hand with merchandisers.  

Standardization of payment terms. Prior to the implementation of PrimeRevenue’s 
platform and program, the retailer utilized more than 400 different supplier payment 
terms. PrimeRevenue could help them standardize terms to streamline contract and 
accounts receivable/payable operations. 
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by an average of 8 to 10 days. With a minimum annual spend 
target of $5 million per year, these suppliers account for 
approximately 20 percent of the company’s supplier spend. 
Currently, nine of PrimeRevenue’s 50+ funding partners 
participate in the retailer’s program and have collectively 
allocated $2.1 billion to the program since its inception. 

This selective approach has enabled the retailer to unlock 
nearly $1 billion in working capital since the program launch 
in 2007. During that time, the company has opened more 
than 400 new stores, made sophisticated upgrades to its 
digital buying experience and repurchased more than $20 
billion in share buyback programs. 

The retailer’s top suppliers have similarly benefitted from the 
powerful benefits of PrimeRevenue’s supply chain finance 
program capabilities. One of the world’s premier appliance 
makers joined the retailer’s supply chain finance program in 
2009. Since that time, the company has uploaded more than 
$15 billion on PrimeRevenue’s platform, and traded more 
than $8 billion to PrimeRevenue’s funding partners. 

The ability to receive early payment on these invoices has 
helped fuel the supplier’s global growth. In 2010, the supplier 
invested more than $1 billion in new manufacturing facilities 
and plant upgrades – despite a global recession. Today, the 
company continues to grow its operations domestically and 
abroad while it’s stock price steadily increases.   

With improved access to more working capital, both retailer 
and supplier are competitive, innovative forces in their 
respective industries. PrimeRevenue’s supply chain finance 
platform and program expertise have played an important 
role in improving the cash flow required to navigate 
economic turbulence and invest in growth. 

Follow us:

About PrimeRevenue 
PrimeRevenue is the leader in supply chain finance solutions, managing and optimizing 
cash flow for more than 20,000 customers in over 70 countries. Each year, PrimeRevenue 
processes more than $100 billion in supplier transactions through its cloud-enabled platform, 
helping companies unlock significant amounts of working capital.
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Top Supplier 
Launches its 
Own Supply 
Chain Finance 
Program
It’s all about perspective. 
One of the world’s top 
appliance makers isn’t 
just a participant in 
this retailer’s supply 
chain finance program 
– it’s implemented its 
own program with 
PrimeRevenue’s help. By 
extending payment terms 
by an average of 30+ 
days, the company has 
unlocked an estimated $10 
billion in working capital.  


