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Introduction 

This is the second report from the Politecnico di Milano School of Management’s 
Observatory on Electronic Invoicing and Dematerialisation.

A particular feature of this edition is the large number of partners and sponsors (31) of 
different backgrounds: from associations in the banking sector and technology provid-
ers to system integrators and IT consultants. Their presence together with an active, and 
not merely formal, contribution to the research are evidence of a broad community with 
a strong motivation to contribute to an important cultural project.

With regards the empirical study, there are two new elements in this edition:
the presentation of a complete classification of the main models of electronic invoic- �

ing and, in general, of the integration and dematerialisation of the trade process;
an analysis of the profitability of electronic invoicing projects for each of the models  �

identified and for the various levels of financial activity.

We are convinced that these two original contributions, which are unique in European 
research in the field, can contribute to the spread of these solutions in Italy and Europe 
(and for this reason the Report has been translated into English).

The empirical foundation of the study is considerable: a survey involving over 200 com-
panies, 90 case studies in user companies, 50 studies among electronic invoicing solu-
tion and service providers, and validation of the models to assess profitability in vari-
ous business sectors undertaken with the support of the principal partner associations 
(ACBI, ANIE-AIRES, Consorzio DAFNE, Indicod-ECR, METEL).

A final consideration concerns the particular moment in time in which the Report is 
published. The obligation set out in the last Italian budget law to invoice public sector 
authorities electronically opens up an interesting scenario for the country. It is impor-
tant that this obligation is seen by Italian companies as an opportunity, and the results 
presented in the present research can be used to encourage the awareness of this fact 
among all the parties involved.

Umberto Bertelè Andrea Rangone
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Executive Summary 

Payback times shorter than a year and 
critical issues mainly related to resistance 
to change among company managers are, 
in the briefest terms, the main messages 
emerging for this research on electronic 
invoicing. A major opportunity for change 
in terms of the integration and dematerial-
isation of the entire trade process, in which 
electronic invoicing really is the key-stone: 
if taken alone is no more than a single ele-
ment of a particular shape (any corporate 
activity), if located in the correct place (to 
extend the metaphor), it holds up the en-
tire structure (i.e. integrated and digital 
management of the entire trade process 
from the alignment of customer databases 
to the settlement of payments).

An in-depth analysis of the topic reveals a 
complex and in no way monolithic world 
offering at least ten models or adoption 
paradigms that can be classified in brief in 
two main groups:

electronic invoicing models ‘in a strict  �

sense’, covering all the solutions aimed 
at digitalising and automating the pro-
cess which stretches from the raising of 
the invoice to its archiving, and includes 
models offering only a substitute means 
of archiving, to full-blown, electronic 
invoicing models (i.e. with agreement 
between the parties, in accordance with 
legal stipulations);
electronic invoicing models ‘in a broad  �

sense’, implying integration and de-
materialisation of the order-payment 
cycle (i.e., for the sake of simplicity, the 
trade process) in which the domain of 
the analysis is extended to the entire 
commercial, logistics, administrative 
and financial process from the creation 
of the order to the closure of the pay-
ment cycle and associated settlements.

The strongest and most original findings 

come from the estimates of project profita-
bility. With just a few exceptions (the local 
impact paradigms in small businesses), the 
payback time is generally less than one 
year for all electronic invoicing models 
and for all levels of financial activity (even 
medium-low). The benefits, in the case of 
the total integration and dematerialisation 
of the process, range from approximately 
€25/cycle in the pharmaceutical industry 
to more than €70/cycle in the home appli-
ances sector, a percentage reduction in the 
initial cost of between 65% and 85%, de-
pending on the sector. In function of the 
context (sector and company type), these 
benefits can represent from some tenths 
of a percentage point to approximately 
1% of turnover. Bearing in mind that in 
many sectors the supply chain can be long 
and complex and therefore involve many 
customer-supplier relations in the path 
from raw material to finished product, the 
resulting value for the companies involved 
and the final customer is considerable. 
The Net Present Value of the investment, 
a measure of the overall value obtainable 
by a project in the course of its useful life-
cycle minus the initial investments and 
the administrative costs, is almost always 
positive over ten years, with values rang-
ing, however, from some thousand Eu-
ros for projects providing only accounts 
receivable archiving in companies with 
limited financial activity (less than 5,000 
invoices/year) to tens of millions of Euros 
for full integration and dematerialisation 
of the trade process in companies with sig-
nificant financial activity (over 250,00 or-
der-to-payment cycles – and thus invoices 
– per year). For a given company size, the 
value of projects (both in terms of benefits 
and Net Present Value) is of at least one 
order of magnitude greater for projects 
covering the entire trade process com-
pared to smaller measures. The benefits 
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tied to a decrease in the costs of managing 
non-conformity or a reduction in interface 
activities with little added value can be ob-
tained only with integration between the 
phases (horizontal) and across the supply 
chain (vertical).

Given these encouraging results regarding 
profitability, what is the level of these so-
lutions in Italy today? The research results 
suggest some brief considerations:

electronic invoicing in its various forms  �

is still not very widespread, with the 
more elementary solutions used by less 
that one company in ten, and the more 
integrated projects found in less than 
one company in thirty;
there are two main clusters of appli- �

cations: on the one hand, the world of 
EDI, traditionally focused on the elec-
tronic exchange of documentation in 
the logistics-commercial cycle, which 
seeks integration and the acceptance of 
electronic invoicing systems, and, on the 
other, the more recent applications of-
fering substitute archiving which show 
strong growth, but find it difficult to ac-
cept the process integration logic;
unfortunately, there are few examples of  �

‘mature’ electronic invoicing models, i.e. 
those based on the integration referred to 
above and able to realise the full value.

A potentially important figure is the level 
of adoption, which remains modest. What, 
then, is impeding the broader and more 
mature adoption of electronic invoicing 
models?

With regards the barriers that are nor-
mally cited to justify a certain ‘reticence’ 
in adopting these solutions and which nor-
mally point to ‘external’ complexity (legis-
lation, lack of a single standard, customers 
and suppliers unprepared, etc.), we would 
like to underline the ‘internal’ barriers, 
which we believe are the main causes of 
the slow uptake.

A  � substantial lack of awareness among 
management, in particular senior exec-
utives, of the significance of electronic 
invoicing in the broad sense (integration 
and dematerialisation of the trade pro-
cess) and of the value of such projects.

A  � resistance towards management by 
process, despite a progressively growing 
awareness in the literature and in cor-
porate culture of the importance of this 
view.
An even greater  � resistance to supply 
chain collaboration across the sector 
(with suppliers, customers and service 
providers), as a result of which players 
fail to recognise that their perform-
ance is increasingly dependent on that 
of others, in particular in complex and 
articulated supply chains.

Without claiming to offer an exhaustive 
account, we have tried to identify some 
guidelines which, in our opinion, may be 
useful in moving the country and individ-
ual companies towards the more mature 
adoption of electronic invoicing solutions.

Looking first from the point of view of 
individual companies, the main issues 
emerging from our research are as fol-
lows:

electronic invoicing is best addressed  �

in the broadest sense of integration and 
dematerialisation of the trade process 
which maximises the benefits and posi-
tions the topic at the highest level within 
the company;
within the broadest context, there are  �

many ‘adoption paradigms’, ranging 
from those with a local impact (e.g. sub-
stitute archiving of invoices) to others 
with a more pervasive impact. The re-
turn on the investment is generally pos-
itive in all cases. It is not necessary to 
do everything at once. Starting with the 
paradigms with the lowest levels of inte-
gration and then preceding to the more 
closely integrated systems produces only 
a limited penalisation in the profitabil-
ity indicators, while causing less stress 
as a result of company changes;
these considerations are also true for  �

those companies with fewer order-to-
payment cycles, i.e. generally the small 
and medium businesses;
even if the initial impetus to the project  �

should would only be an insistent re-
quest from important customers or an 
obligation imposed by public sector au-
thorities, e.g. the stipulations in the last 
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Italian budget law ‘getting a head-start’ 
will lead to greater satisfaction from the 
investment;
it is fundamental to identify with ex- �

treme care the team and the people who 
will be responsible for these projects. If 
there is not a company department that 
has integration and management by 
process in its blood, then it is better to 
set up inter-functional teams that can 
ensure an open approach.

If, on the other hand, we take the broader 
point of view of the institutions and organ-
isations that represent collective interests, 
we believe that there are three priorities:

it is to be hoped that the tax office and  �

the legislative bodies take the final steps 
to simplify the norms in the few ele-
ments of unnecessary complexity which 
have already been identified and indi-

cated by many parties; the norms should 
correspond, if not completely. As far as 
possible with European legislation;
it is important that the professional as- �

sociations at all levels, from the direc-
tors of logistics and acquisitions pro-
curement to the treasurers and heads of 
finance, from accountants to lawyers, 
participate in raising awareness among 
their colleagues of the value of electron-
ic invoicing tools;
finally, we feel that it is equally impor- �

tant that company associations, in par-
ticular those that represent the interests 
of a business sector or district, continue 
the work, often started many years ago, 
of constructing integration and collabo-
ration models within their supply chain 
that may become the back-bone of elec-
tronic invoicing projects in the broad 
sense.

Alessandro Perego
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1. Electronic invoicing: the framework 
of reference

In the last two years, the issue of electronic invoicing, which was previously a matter for 
a restricted group of specialised enthusiasts, has attracted considerable interest among 
parties from very disparate categories who have discovered a point of contact in this 
question.

To mention just the principal players, all the following are variously involved in elec-
tronic invoicing:

the corporate world: in many cases, represented by business sector or supply chain  �

associations, who see an opportunity to give, at last, momentum and critical mass to 
those supply chain integration projects which in the many years (or tens of years) of 
EDI never managed to take off, but at the same time fear that they might be obliged 
to accept choices imposed by public sector authorities of the more cohesive baking 
sector;
the banking sector, which on the back of significant investments in ‘internal’ integra- �

tion infrastructure (the inter-bank network) offers to supply new ‘external’ integra-
tion services (between companies and banks) to the corporate world;
public sector authorities, which in the move towards dematerialisation of processes  �

and transparency see in electronic invoicing a fundamental step, as well as a tool of 
general value to the country;
the group of technology and service providers that sees a good chance to mainstream a  �

whole series of solutions and skills which until recently were considered complex, costly 
and of dubious value, and at last to market this expertise with its true ‘dignity’;
professional involved in various ways in this question – from company managers in  �

the IT, finance, administration, sales, customer service, logistics and supply chain ar-
eas, to accountants and lawyers – who see a possibility to extend their own skills, but 
also the threat of a significant change in their own roles.

In this first, introductory chapter we will seek to understand the reason for this increas-
ing interest towards a subject which if it is not viewed in terms of its full potential would 
risk remaining, as has been the case for many years, a niche of the economic sector. To 
this end, we will start with a definition of ‘electronic invoicing’, so as to avoid addressing 
the question from diametrically opposite view points, we will then examine the expected 
‘value’ in terms of impact on corporate processes and, finally, the ‘organisational com-
plexity’ and ‘adoption barriers’ that need to be faced to leverage the value.

The various meanings of electronic invoicing

First, it is imperative to understand the different ways in which the topic of electronic 
invoicing can be addressed. Over and above the main variations that will be examined 
in depth in Chapter 2, there are two main forms (see Figure 1.1):

electronic invoicing “in a strict sense”, which includes all solutions aimed at digitalis- �

ing and automating the process stretching from the raising of an invoice to its archiv-
ing, together with the recall of the document if needed for management purposes or 
requested by the tax office; the solutions can be simply of substitute archiving, or may 
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be full-blown electronic invoicing, i.e. with agreement between the parties and in ac-
cordance with legislative stipulations;
electronic invoicing “in a broad sense” �  as a paradigm of the integration and demateriali-
sation of the ordering-delivering-invoicing-payment cycle (i.e., for simplicity, the order-
to-payment cycle or the trade process), extending the domain of analysis in this case to 
the entire logistics, commercial, administrative and financial process, from the crea-
tion of the order to the closing of the payment cycle and any associated settlements.

Although at first sight it might appear in some respects a somewhat arbitrary extension 
of the horizon (even beyond the literal sense of the term itself), the second form repre-
sents, in our opinion, the more correct conceptual framework with which to address 
even the models of electronic invoicing in a strict sense. Invoicing is an activity fed by 
and feeding into the other activities of the trade process. The reference performance, 
the operational limitations, and the organisation context are determined by the wider 
logistics, commercial, administrative and financial process. In this light, to examine in-
voicing as an independent activity would be comparable to wishing to assess any cor-
porate activity independently of the process of which it is part. At best, this will lead to 
local improvement, but while losing sight of the natural links to the rest of the system 
and overlooking significant organisational benefits and implications. Furthermore, elec-
tronic invoicing is a connecting element, almost a keystone, in the integration between 
the logistics-commercial cycle and the financial-administrative cycle and it can play this 
role only if it is viewed in the broader context.

Electronic invoicing in the broader sense, i.e. as the integration and dematerialisation of the 
trade process has significant organisational implications which should not be forgotten:

the prospect of integration and collaboration between organisations �  – Business-to-
business (B2b) between companies, but also with the banking system – whereby the 
capacity to create value within an individual company is heavily dependent on the 
actions of the commercial partners (customers and suppliers) or service providers (e.g. 
the banking system);
the prospect of ‘horizontal integration’ between the phases of the trade process � , an artic-
ulated and complex process which within companies is hardly ever really managed as 
a ‘process’, whereby the capacity to create value depends on the elimination of activi-

Figure 1.1

The electronic 
invoicing as a 

‘keystone’ in trade 
process integration

Electronic invoicing
“in a strict sense”

Electronic invoicing “in a broad sense”:
integration and dematerialisation of the trade process

Horizontal
integration

Vertical
integration

Integration and
collaboration

between organisations

Banks

InvoicingDeliveringOrdering

Customer

Supplier

Payment
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ties of little value and an improvement in performance at the interface points between 
phases (e.g. settlement between documents of the different phases);
the prospect of ‘vertical integration’ between the interface activities � , e.g. exchange of 
documentation with customers and suppliers, and ‘internal’ corporate activities, e.g. 
the transfer of documents to the internal management system to feed the subsequent 
phases of this system, whereby the creation of value depends on the capacity to con-
nect discontinuously the interface and internal activities.

In these three views, electronic invoicing can really represent the keystone of integra-
tion, i.e. the fundamental connecting element without which the structure (to extend 
the metaphor) of the integration of the cycle would collapse. These prospects are, moreo-
ver, the necessary cultural substrate without which the question of electronic invoicing 
would risk being taken in a limited and essentially boring way.

The “value” of electronic invoicing

On what exactly is the growing interest in the question of electronic invoicing based? 
What value can derive from electronic invoicing projects? It is important to provide full 
answers to these questions, because, as we will see, they are the fundamental issues to 
bring the topic to the attention of the heads of organisations and institutions involved 
in various ways in the adoption process, and to induce these figures to commit their 
strength to overcome the far from banal organisational inertia associated to the intro-
duction of these solutions.

There are essentially two sources of direct value and various sources of indirect value 
(see Figure 1.2).

The sources of direct value concern the improvement of the two main classes of perform-
ance of the trade process or of portions of it:

the efficiency, or productivity, of the process, measured in terms of the resources (per- �

sonnel, space, paper, postal services, etc.) used for the process (i.e. from the initiation 
of an order to payment);
the effectiveness of the process, measured in terms of the accuracy and promptness of  �

the process itself.

Figure 1.2

The value tree in 
electronic invoicing 
projects
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Reducing the cost of the all or parts of the trade process is a question of eliminating 
the low value-added activities, such as, for example, data entry from a paper document, 
manual settlement of documents, or correction of non-conformities resulting from typ-
ing errors. The ‘created value’ can be as much as tens of Euro per cycle (see Chapter 4). 
Figure 1.3 illustrates the benefit derived from the complete integration and demateri-
alisation of the process in different sectors, and, in function of the context (sector and 
company type), ranges from some tenths of a percent to a full percentage point of the 
turnover. Bearing in mind that in many sectors, the supply chain may be long and ar-
ticulated, and therefore include many customer-supplier relations in the passage from 
raw materials to finished product, the resulting value for the players in the sector and the 
consumers can be substantial.

Figure 1.3

The benefits of total 
integration and 

dematerialisation 
of the trade process 
in different sectors 

(measured in €/cycle)

In addition to a positive impact on efficiency, the effectiveness of the cycle is an impor-
tant factor in the competitiveness of individual companies and complete supply chains 
with regards to their customers, and contributes to an improvement in the level of per-
ceived service.

The indirect sources of value are equally important, albeit difficult to quantify and turn 
into money. We wish to underline one source in particular.

Electronic invoicing projects, particularly those offering the integration and demateri-
alisation of the trade process, constitute a basis for elementary, inter-company coopera-
tion onto which more advanced collaboration models (co-design, collaborative planning 
of the supply chain) can be grafted. In sectors which have seen greater integration of the 
order cycle, other collaboration projects benefiting the entire supply chain as well as con-
sumers have often been developed. The cultural substrate sustaining electronic invoicing 
projects, i.e. the importance of collaboration in the supply chain, and of process integra-
tion and dematerialisation, becomes part of the mentality of the companies involved in 
these projects and may also permeate projects in other areas.

However, we must be aware that for two essential reasons, the value obtainable form 
electronic invoicing projects is heavily dependent on the adoption model:

projects applied to a more complete portion of the trade process and considering more  �

fully the integration prospects cited above (horizontal to the process, vertical with 
management systems and the supply chain) lead to benefits of a greater order of mag-
nitude (see Figure 1.4 which gives our estimate for the consumer goods sector);
if the more local and circumscribed projects are excluded, the value derived from  �

electronic invoicing is shared between the players involved, but the amount for the 
individual player depends on the role played within the projects, as well as the respec-
tive power relations and the context. Thus, in ‘imposed’ electronic invoicing projects 
that are mainly a passive response to an external requirement (a legal obligation or a 
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mandate by important customers or suppliers), the value for those playing a passive 
role is considerably less than would be possible. Furthermore, the overall value in such 
cases may be less, as it depends on the joint action of a number of players according 
to the B2b integration and collaboration prospects already mentioned. A more ‘aware’ 
player would always be interested in investing energy and resources to encourage the 
others to play a more active role.

Figure 1.4

The benefits of 
electronic invoicing 
in function of the 
adoption model 
(measured in €/cycle) 
– Consumer goods 
sector 

The adoption

Given this encouraging analysis of the potential value associated to electronic invoicing 
projects, what is the level of adoption of these solutions?

Figure 1.5, (and Chapter 3 below in greater detail) gives some summary data of the level 
of adoption on Italy1. From these figures and, in general, from the results of the Research 
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one in thirty for the more integrated solutions.
Nevertheless, development is dynamic, with many new projects, especially in the area  �

of substitute archiving of invoices, which, however, is slow to take up the logic of B2b 
integration.
The world of EDI, which is historically focused on the electronic exchange of docu- �

ments in the logistics-commercial cycle, is starting to expand towards the administra-
tion and finance area and to accept the logic of electronic invoicing.
Unfortunately, there are very few examples of advanced electronic invoicing models, i.e.  �

those based on the integration logic described above and able to realise fully the value.

1 The international 
situation does not 
significantly differ 
from that in Italy, 
apart from a generally 
greater diffusion and 
penetration without 
any changes in the main 
features summarised 
below.
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In the final analysis, there is a good deal of excitement with two main attractions: the 
world of EDI projects and the new substitute archiving applications which slowly begin 
to expand their horizons towards electronic invoicing in a broad sense. If EDI is by its 
nature already developed in terms of B2b collaboration, as well as integration in a vertical 
(with the management systems) and horizontal (with the process) sense, the new substi-

Figure 1.5
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tute archiving projects need to take a significant cultural step forward. It is not accident 
that electronic invoicing projects fulfilling all legislative requirements with agreement 
between parties (i.e. not merely substitute archiving) are practically unknown except in 
the world of EDI.

The barriers

What then do the above considerations indicate? There is significant potential value, but 
a still modest level of adoption. What is slowing down the adoption of electronic invoic-
ing tens years after the widespread introduction of Internet into business?

There are two main types of barrier: external to the company, i.e. tied to systemic choices 
on which individual organisations have little or no influence, and internal to the compa-
ny. To understand better the sense of this distinction and identify more fully the specific 
types of barrier, we should consider the following questions:

If a company has taken a convinced decision to become involved in electronic invoic- �

ing projects, what external barriers will it meet, and how will these reduce the value 
or complicate the adoption process?
If, on the other hand, external conditions are altogether favourable, what are the  � in-
ternal barriers that impede the development and adoption of electronic invoicing 
projects?

It is important to answer these questions without prejudice and on the basis of experi-
ence, because nothing can compromise the integrated development of electronic invoic-
ing more than getting entwined in abstract arguments on non-real barriers and losing 
sight of the few real obstacles. 

The external barriers
What, then, are the exogenous factors slowing down the development of electronic in-
voicing? Generally, there are two types of external barrier:

A complicated and internationally non-homogeneous legislative framework; �

The absence of a shared standard, i.e. the presence of too many ‘standards’ that make  �

integration with external players complex and expensive.

In our opinion, both these presumed barriers should be re-considered and correctly as-
sessed, including only the really critical elements.

As it will be described in more detail in Chapter 5, the legislative framework is, in face, 
pretty clear and complete, while the homogeneity with other European countries is 
guaranteed by a common root (directive 2001/115/CE). The presence of some aspects 
that could be improved and of some probably unnecessary specifications introduced in 
the Italian law but not present in the European Directive (see Chapter 5, below) does not 
hamper a positive judgement of the legislative framework nor, above all, prevent anyone 
wishing to use electronic invoicing from doing so with success. Moreover, the conduct of 
the tax office would suggest that the few ‘open’ points will be solved quickly.

The ‘problem’ of the standards is generally wrongly put. If standard means the syntactic 
structure of a document, including an invoice, the problem does not really exist. There 
are certainly different common models (it is a little difficult to call them standard) in a 
given industrial sector or district that are promoted by some Italian, European or In-
ternational unification body, or simply sponsored by a leading company or a manage-
ment software producer. However, it is easy to identify the most widespread examples 
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and construct ‘translators’ from one to the other. Certainly, in a perfect world, a single, 
shared syntax would be preferable, but in the real world a good set of translators solves 
the problem.

If, on the other hand, the word standard is given its full sense – semantic and process 
standard – then the really significant point emerge. In this case, it is important that the 
documents are ‘read’ according to the process perspective, i.e. activities and players, and 
contain all the information needed to facilitate integration (e.g. cross-references, which 
invoice corresponds to which payment, etc.), and that there is complete agreement on 
semantics (e.g. product and player identification codes). This is a task which goes a long 
way beyond the job of experts on standards and process modelling languages, and reach-
es the heart of the ability of those who know the business processes and dynamics.

The internal barriers
What are the factors within organisations which slow down the adoption of electronic 
invoicing even when the external context is completely favourable? This is a fundamental 
question in view of the fact that, as we have seen, the external environment can be im-
proved, but currently does not pose particularly critical barriers.

In our opinion, there are three main classes of internal barriers:
a substantial  � lack of awareness on the part of company management and, in particu-
lar, senior executives of the meaning of electronic invoicing in the broad sense, i.e. 
integration and dematerialisation of the trade process, and of the value linked to elec-
tronic invoicing projects;
a  � resistance to management by process, despite a progressively growing awareness both 
in the literature and in company culture of the importance of a vision by process;
an even stronger  � resistance to supply chain collaboration (with suppliers, customers 
and service providers), whereby the ever-growing dependence of individual perform-
ance on the performance of others is not recognise, especially in complex and articu-
lated supply chains.

These barriers are particularly important, because electronic invoicing projects, espe-
cially in the broad sense of the term, are certainly organisationally complex. In order to 
exploit the potential value described above, it is necessary, on the one hand, to manage 
the trade process as a single activity and to involve all company functions, and, on the 
other, to work with customers, suppliers, and banks to create value together (which is 
then shared). All of this requires in many companies a change of organisational model 
and a change of culture (in some cases, also a change of personnel) which cannot occur 
without the full and direct involvement of top management.



www.osservatori.net
ELECTRONIC INVOICING AS A ‘KEYSTONE’ IN THE COLLABORATION BETWEEN COMPANIES, BANKS AND PA 21

Chapter 1Electronic invoicing: the framework of reference

Figure 1.6
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The priorities for overcoming the barriers

Looking first from the point of view of individual companies, the main hints emerging 
from our Research are the following:

electronic invoicing is best addressed in the broadest sense of integration and dema- �

terialisation of the trade process which maximises the benefits and positions the topic 
at the highest level within the company;
within the ‘bee-hive’ of the broader context, there are many ‘adoption paradigms’,  �

ranging from those with a local impact (e.g. substitute archiving of invoices) to oth-
ers with a more pervasive impact. The return on the investment is generally positive 
in all cases (see Figure 1.7). It is therefore possible to proceed by successive stages of 
complexity, with investments that are always self-justified;
these considerations are also true for those companies with fewer order-payment cy- �

cles (see Figure 1.7), i.e. generally the small and medium businesses;
even if the initial impetus to the project should only be an insistent request from  �

important customers or from public sector authorities, e.g. the stipulations in the last 
Italian budget law (see Chapter 5), ‘getting a head-start’ will lead to greater satisfaction 
from the investment.
it is fundamental to identify with extreme care the team and the people who will be  �

responsible for these projects. If there is not a company department that has integra-
tion and management by process in its blood, then it is better to set up inter-functional 
teams that can ensure an open approach.

The priorities

In the light of the picture presented in the previous paragraphs and without claiming to 
be exhaustive, we will seek to identify some guidelines which we feel could be useful in 
overcoming the identified barriers and moving the country and individual organisations 
towards the adoption of more mature electronic invoicing solutions (see Figure 1.6).
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If, on the other hand, we take the point of view of the country, i.e. the institutions and or-
ganisations that represent collective interests, we believe that there are three priorities:

it is to be hoped that the tax office and, if necessary, the legislative bodies take the final  �

steps to simplify the norms in the few elements of unnecessary complexity which have 
already been identified and indicated by many parties (see Chapter 5); the norms should 
correspond, if not completely, then as far as possible with European legislation;
it is important that the professional associations at all levels, from the directors of  �

logistics and procurement to the treasurers and heads of finance, from accountants 
to lawyers, participate in raising awareness among their colleagues of the value of 
electronic invoicing tools;
finally, we feel that it is equally important that company associations, in particular  �

those that represent the interests of a business sector or district, continue the work, 
often started many years ago, of constructing integration and collaboration models 
within their supply chain that may become the back-bone of electronic invoicing 
projects in the broad sense.

In addition to the things to do, there are, in our view, also some to avoid at all costs, e.g. 
abstract discussions on norms and standards that drain energy from constructive work 
and offer unjustified alibis to those who do not wish to innovate. As always, the really 
innovative ideas in developing the norms and dominant standards come from those 
willing ‘to get their hands dirty’.

Figure 1.7
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2. Electronic invoicing models

The term electronic invoicing in the various meanings presented in Chapter 1 covers a 
broad range of solutions. In this chapter, we will present some of the main ‘adoption par-
adigms’, i.e. specific modes to actuate the principles of electronic invoicing. These para-
digms have been chosen so as to include both simple, local-impact models (e.g. substitute 
archiving of invoices of unilateral document exchange), as well as more complex systems 
that tend towards the complete integration and dematerialisation of the trade process. 
In the second part of the chapter, we examine the different service fruition modes, from 
internal management of the project (in house), to outsourcing.

The message that clearly emerges is the extreme ‘richness’ of the various models available 
to companies wishing to apply the principles of electronic invoicing that results from the 
combination of the various adoption paradigms and the different service fruition modes. 
To use a cliché, there really is a ‘solution for every need’.

The adoption paradigms

The main electronic invoicing adoption paradigms are shown in Figure 2.1. The logic 
of the diagram distinguishes between paradigms of electronic invoicing in the narrow 
sense (accounts receivable archiving, accounts payable digitalisation and archiving, 
electronic invoicing VAT-compliant) and those in the area of integration and demate-
rialisation of the trade process (from unilateral exchange of documents to the complete 
integration of the cycle). The diagram in Figure 2.1 organises the paradigms from left to 
right by increasing complexity and comprehensiveness. On the other hand, the sequence 
of paradigms in the tree does not indicate a development path, which may involve dis-
continuous jumps or an integration of the paradigms.

Figure 2.1
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Figures 2.2 and 2.3, which should be consulted when reading the detailed accounts of 
the individual paradigms, present the paradigms according to two perspectives that can 
help to understand their features and identify the main differences:

in terms of the coverage of the trade process using the process scheme presented in  �

Figure 1.1 (see Chapter 1);
in relation to the coverage of the trade process and the level of integration demanded  �

from partners in the supply chain.

Below, we describe in detail the individual paradigms in the two groups, electronic in-
voicing and integration and dematerialisation of the order-to-payment cycle, presenting 
at the end the paradigm of the total integration and dematerialisation of the trade proc-
ess, i.e. the combination of the two groups.

The electronic invoicing paradigms

Accounts payable digitalisation and archiving
The adoption of accounts payable digitalisation and archiving systems is a typically 
internal decision taken by a company seeking to improve the efficiency of its invoices 
payable management process. It involves almost exclusively the finance department. 
The activities of entry of invoices payable data into the management system and archiv-
ing for fiscal purposes are re-designed. Invoices payable received in analogue form are 
scanned, transformed into digital images and read by an optical character recognition 
(OCR) software application. The extracted data are automatically fed into the company’s 
information system, so replacing manual data entry into the management system. The 
digital images (the invoices) are indexed for substitute archiving purposes1. The proc-
ess is completed with the electronic signature of the employee responsible for substitute 
archiving and the time-stamp. The largest organisational impact for the company is the 
appointment of the person responsible for substitute archiving who must define the fea-
tures of the archiving system (archiving manual) and ensure the correct operation of the 
substitute archiving process.

Accounts receivable archiving
The accounts receivable archiving projects are internal and seek to eliminate paper ar-
chiving for fiscal purposes of invoices receivable. The projects involve almost exclusively 
the finance department, which has to adopt both a new invoice issuing process and a 
substitute archiving system for these invoices. The invoices receivable are formatted 
from the outset as digital documents, i.e. with a electronic signature and time reference 
and can therefore be sent directly to the substitute archiving process. Every two weeks 
(at maximum), the person responsible for archiving will ‘crystallise’ the invoice archives 
with his/her electronic signature and a time-stamp. Invoices can be sent to customers 
in various (maybe contemporarily available) ways, e.g. a pdf file attached to an email, a 
link in an email to a web portal, via PEC (certified electronic mail), or traditional paper-
based postal dispatch. In the latter case, the decision to adopt an accounts receivable ar-
chiving system has only internal impacts2. Again a person responsible for the substitute 
archiving must be appointed.

Electronic invoicing VAT-compliant
Electronic invoicing VAT-compliant is a paradigm requiring the involvement of both 
partners in a commercial relation and envisages the exchange of invoices issued, trans-
mitted and archived exclusively by electronic means. As the invoices are considered to 
be electronic, it is necessary that (i) the supplier issues invoices as electronic documents 
including a time reference and electronic signature to guarantee authenticity and com-
pleteness, (ii) the parties sign and electronic invoicing agreement. The electronic invoices 
issued and transmitted in this way must be retained by substitute archiving by both par-

1 Substitute archiving  
is a process which, 

independently of the 
technological support 

employed, can be used 
to save invoices in a 

digital format so that 
they remain available 

over time in their 
authentic and integral 

form, so maintaining 
their fiscal and legal 

validity. Therefore, 
invoices saved using 

substitute archiving do 
not need to be saved 

as hard copies, as the 
latter are ‘substituted’ 
by the digital version.

2 In the following 
chapters we considered 

this paradigm in the 
case of paper based 
postal dispatch and 

therefore with no 
impact on customers.
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Figure 2.2
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Figure 2.3
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Paradigms of the integration and dematerialisation of the order-to-payment cycle 

Unilateral exchange of orders
In unilateral exchange of orders projects, both commercial partners are involved, typically 
via the supplier’s sales department and the customer’s procurement unit. The activities af-
fected are order issuing on the customer side and order reception and processing on the 
supplier side. The paradigm envisages that the customer (by choice or imposition) sends a 
structured electronic order to the supplier. At the same time, it is assumed that the custom-
er company does not receive structured documents from the supplier. The organisational 
impact for the customer is relatively limited if it is only necessary to adapt to an imposed 
standard, but a little greater if the customer has to propose the standard to the supplier. The 
solution is certainly interesting to the supplier, who can manage orders directly in elec-
tronic form. The implications for the customer (the less advantaged party in the exchange) 
are worthy of study.

Unilateral exchange of invoices
In the unilateral exchange of invoices (the opposite of the previous case), the supplier (by 
unilateral choice or imposition) sends invoices in structured electronic format to the cus-
tomer. In addition to electronic transmission, parallel dispatch by traditional post may also 
continue. Both parties still have to materialise (print) the invoices on paper for archiving 
for fiscal reasons. As in the previous cases, it is assumed that the supplier does not receive 
structured electronic documents from the customer. Again, it is interesting to assess the im-
plication for the player who would appear less advantaged by the exchange (the supplier).
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Payments integration
These are solutions aimed at dematerialising document exchange between companies 
and their banks, and between the banks themselves (dispatch of payment orders and 
requests for payments). Instead of going to the branch, the customer fills in the payment 
order and sends it in a structured format to the bank, typically via a remote banking 
application. The same happens when a request for payment (RIBA or RID) is made by 
a supplier. In the case of RIBA, customers receive notification on their systems and au-
thorises payment via remote banking after having checked that the request corresponds 
to the invoice. Both parties then receive structured statements from their banks showing 
details of receipts and payments. With the advent of the CBI 2 system3, when customers’ 
payments are accepted by the bank, suppliers can be notified via structured message. 
This in effect constitutes notification of payment, which at present is provided by tradi-
tional communication means (mainly fax). The organisational impacts are modest, as 
the activities are mainly carried out by a single department (finance/treasury). From an 
external point of view, both parties collaborate with their banks and use the processes 
and formats proposed.

Integration of the invoice-to-payment cycle
These are solutions that support the digitalisation of document exchanges linked to the 
administrative-financial part of the cycle (issue and receipt of invoices, credit notes, pay-
ment orders, requests for payment, etc.). The paradigm considered envisages, then, the 
digitalisation of the invoice issuing and dispatch by the supplier, invoice receipt and 
processing by the customer, the possible issue of credit/debit notes, dispatch or payment 
orders or request for payment receipts to the banking system and receipt of notification 
of the outcomes. In the model developed for this paradigm, the invoices are exchanged 
in a structured format, but subsequently printed for archiving. The archives of both the 
customers’ accounts payable and the suppliers’ accounts receivable archives therefore 
remain in hard copy. The adoption of these solutions typically produces effects on the 
companies’ accounting processes. Consequently, the department most affected by such 
projects is generally administration/treasury. The advantages are essentially tied to the 
reduction in the time to acquire and process data, as well as for verification and settle-
ment, which are usually simplified by the use of cross-referencing between the invoices 
and the respective payments/receipts. In comparison to the previous paradigms, this 
model increases the external organisational complexity, as common message, semantics 
and process standards have to be agreed between the commercial partners.

Integration of the order-to-invoice cycle
In this paradigm, the exchange of documents within the logistics-commercial cycle (is-
sue and receipt of order, order confirmation, shipping documents, shipping advice, in-
voice) that is traditional carried out by fax, telephone, post, or with the support of agents 
is replaced by the exchange of structured electronic documents which save the recipient 
from having to enter the data manually into the information systems. Again, it is imag-
ined that invoices are exchanged in structured electronic format, but subsequently print-
ed and archived in hard copy in the absence of electronic invoicing agreements between 
the parties. The exchange of different documents and the re-engineering of both internal 
and interface activities with the involvement of different departments (from procure-
ment/sales to logistics and administration/finance) result in a significant organisational 
impact. Some company figures have to change the way they work (e.g. sales force or sales 
agents) and close interaction with commercial partners in the choice of communication 
and process standards is necessary. The advantages deriving from the adoption of this 
paradigm are linked to the reduction in time for the acquisition, processing, verification 
and settlement of the data and, above all, to the fall in non-conformities.

3 CBI 2 means second 
generation Interbank 
Corporate Banking, 
which with its new 
architecture can 
offer, in addition to 
the payment (RIBA, 
RID and MAV) and 
information services of 
the traditional remote 
banking system (CBI), 
new services, such as 
the result of payment 
orders, transfers and 
receipts, and the 
issue and receipt of 
structured and non-
structured documents 
(source: www.acbi.it).
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Integration of the order-to-payment cycle
This involves the joint adoption of systems to integrate and digitalise the logistic-com-
mercial (order-to-invoice) and the administrative-financial (invoice-to-payment) cycles, 
so obtaining the integration and dematerialisation of the trade process in the customer-
supplier relation. The obligation to produce hard copies of documents of fiscal impor-
tance remains for archiving purposes.

Paradigm of the total integration and dematerialisation of the trade process 
This is the paradigm with which it is possible to obtain all the advantages of the integrated 
and completely electronic management of the trade process. The paradigm involves the 
joint adoption of systems to totally integrate the cycle and electronic invoicing in accord-
ance with legislative stipulations. The entire document flow is managed and transferred 
in structured digital format that can be directly processed by company information sys-
tems. Both the accounts payable and the accounts receivable archives are electronic, in 
accordance with the substitute archiving stipulated by the law. This paradigm requires 
the greatest effort in re-designing internal processes and the maximum collaboration 
with partners in the supply chain, with whom communication and standards must be 
shared and electronic invoicing agreements signed.

The service fruition modes

The adoption paradigms can be implemented on the basis of different modes of technol-
ogy management (see Box 2.1 for a summary of the main electronic invoicing technolo-
gies) and of process control, which for the sake of brevity we have called ‘service fruition 
mode’. Three different basic alternatives have been considered (see Figure 2.4):

in house  � management which envisages the complete internal management of the tech-
nology (e.g. purchase of a platform licence or the development of a customised solu-
tion) and the process;
Application Service Providing (ASP) � , i.e. remote use of a technological solution from a 
provider (i.e. the applications are on the providers’ server farm)4, but internal supervi-
sion of the process;
outsourcing � , i.e. an external provider also supervises the operational management of 
the process;

4 With Application 
Service Providing, it 

may still be necessary 
for the company to have 

part of the hardware 
necessary to use the 

service (e.g. devices for 
electronic signatures 
or at remote banking 

positions).

Obviously, ‘hybrid’ solutions are also possible. For example, there could be an accounts 
receivable archiving system in which invoice issue is outsourced, while the person re-
sponsible for substitute archiving is a company employee and uses an ASP platform.

The following paragraphs describe some of the most common implementations of these 
three service fruition modes for the various electronic invoicing paradigms. Obviously, 
many different declinations would be possible. However, those described in this section 
will be referenced in the present report.

Electronic invoicing technologies

The main technologies used in electronic invoicing in a broad sense (i.e. including the integra-
tion and dematerialisation of the trade process) are as follows:

software for integration with corporate management systems � , i.e. all those applications that read 
the data in files exchanged with partners and populate the ERP database, or, conversely, use 
the ERP data to generate the files sent (after any necessary translation) to partners;
supply chain integration tools � , e.g. EDI/Web EDI translators or the applications to normalise 
input formats or to format data in various output formats. This category also includes Web-
based solutions to manage orders to suppliers which mainly allow the exchange of orders and 
invoices and the sharing of information on the state of the order (tracking). eCatalog applica-
tions, i.e. those tools supporting the recursive purchase of a product/service via a Web cata-
logue, are also in this group;
secure data transmission technologies � , e.g. VAN (Value Added Network) or VPN (Virtual Pri-
vate Network) that use the Internet for data transmission, as well as the more recent transmis-
sion channels like CBI 2, the infrastructure for integration with the banking world, and PEC 
(Certified Electronic Mail);
document management platforms � , typically with a modular structure to support different ac-
tivities as required. In most cases, the main modules in such platforms are: (i) the document 
creation/formatting module which generally also extracts the required data for the invoice 
from the management system; (ii) the module that manages the multi-channel dispatch of 
the invoices; (iii) the substitute archiving module which applies the digital signature and the 
time-stamp. The various modules in an individual platform can be developed internally by the 
provider, or acquired on licence from the software vendor specialised in a particular activity;
character recognition software �  (OCR or ICR) used to read paper documents and automatically 
insert the required data in the processing system;
optical document acquisition devices � , typically scanners;
signature devices � , i.e. hardware that applies electronic signatures to documents, specifically 
the HSM (Hardware Security Module) typically used for mass signatures, the smart cards or 
the usb tokens;
storage devices � , i.e. the hardware for document archiving.

The service fruition modes for the electronic invoicing paradigms
Figure 2.5 summarises the main choices for technology management and process con-
trol in the three service fruition modes (in house, ASP and outsourcing) used in the 
paradigms of electronic invoicing in a strict sense.

As for the in house management of the accounts payable digitalisation and archiving 
paradigm, the company must purchase and manage internally all the hardware and soft-
ware infrastructure needed and nominate an internal employee as the person responsi-
ble for the substitute archiving. With ASP management, on the other hand, the company 
(i) is directly responsible for the scanning of paper invoices (providing internally its own 
optical acquisition devices), (ii) uses remotely delivered applications to process, index 
and archive images of the invoices, (iii) nominates a person from within the company 

Box 2.1

Figure 2.4
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Obviously, ‘hybrid’ solutions are also possible. For example, there could be an accounts 
receivable archiving system in which invoice issue is outsourced, while the person re-
sponsible for substitute archiving is a company employee and uses an ASP platform.

The following paragraphs describe some of the most common implementations of these 
three service fruition modes for the various electronic invoicing paradigms. Obviously, 
many different declinations would be possible. However, those described in this section 
will be referenced in the present report.

Electronic invoicing technologies

The main technologies used in electronic invoicing in a broad sense (i.e. including the integra-
tion and dematerialisation of the trade process) are as follows:

software for integration with corporate management systems � , i.e. all those applications that read 
the data in files exchanged with partners and populate the ERP database, or, conversely, use 
the ERP data to generate the files sent (after any necessary translation) to partners;
supply chain integration tools � , e.g. EDI/Web EDI translators or the applications to normalise 
input formats or to format data in various output formats. This category also includes Web-
based solutions to manage orders to suppliers which mainly allow the exchange of orders and 
invoices and the sharing of information on the state of the order (tracking). eCatalog applica-
tions, i.e. those tools supporting the recursive purchase of a product/service via a Web cata-
logue, are also in this group;
secure data transmission technologies � , e.g. VAN (Value Added Network) or VPN (Virtual Pri-
vate Network) that use the Internet for data transmission, as well as the more recent transmis-
sion channels like CBI 2, the infrastructure for integration with the banking world, and PEC 
(Certified Electronic Mail);
document management platforms � , typically with a modular structure to support different ac-
tivities as required. In most cases, the main modules in such platforms are: (i) the document 
creation/formatting module which generally also extracts the required data for the invoice 
from the management system; (ii) the module that manages the multi-channel dispatch of 
the invoices; (iii) the substitute archiving module which applies the digital signature and the 
time-stamp. The various modules in an individual platform can be developed internally by the 
provider, or acquired on licence from the software vendor specialised in a particular activity;
character recognition software �  (OCR or ICR) used to read paper documents and automatically 
insert the required data in the processing system;
optical document acquisition devices � , typically scanners;
signature devices � , i.e. hardware that applies electronic signatures to documents, specifically 
the HSM (Hardware Security Module) typically used for mass signatures, the smart cards or 
the usb tokens;
storage devices � , i.e. the hardware for document archiving.

The service fruition modes for the electronic invoicing paradigms
Figure 2.5 summarises the main choices for technology management and process con-
trol in the three service fruition modes (in house, ASP and outsourcing) used in the 
paradigms of electronic invoicing in a strict sense.

As for the in house management of the accounts payable digitalisation and archiving 
paradigm, the company must purchase and manage internally all the hardware and soft-
ware infrastructure needed and nominate an internal employee as the person responsi-
ble for the substitute archiving. With ASP management, on the other hand, the company 
(i) is directly responsible for the scanning of paper invoices (providing internally its own 
optical acquisition devices), (ii) uses remotely delivered applications to process, index 
and archive images of the invoices, (iii) nominates a person from within the company 

Box 2.1
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as responsible for archiving who (iv) uses remote signature devices by placing his/her 
signature certificate on the provider’s HSM. If management is outsourced, all these ac-
tivities are completely externalised.

Also for the accounts receivable archiving paradigm, in house management means the 
company must have internally all the hardware and software infrastructure, must nomi-
nate an employee as the person responsible for he substitute archiving, and must is-
sue the invoices directly. Management by ASP means, in this case, that the company 
nominates an internal person as responsible for the archiving and issues the invoices 
internally, while all the hardware and software components are used remotely. Finally, 
with outsourced management, the issuing of invoices and the role of responsibility for 
archiving are also entrusted to an external provider.

Finally, with in house management of electronic invoicing VAT-compliant, the company 
will be responsible internally for all hardware, software and process components. With 
ASP management, the invoice issuing process and responsibility for archiving remain 
internal, while the hardware devices and the various software applications are used re-
motely. As in the other two paradigms, if management is outsourced, the provider is 
responsible for archiving and for invoice issuing on behalf of the company.

Figure 2.5
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Service fruition modes for the integration and dematerialisation 
of the order-to-payment cycle paradigms
Figure 2.6 summarises the main management choices regarding the various service fruition 
modes for the integration and dematerialisation of the order-to-payment cycle paradigms.

The fruition modes considered are in house and ASP. The company always maintains, at 
least in part, the supervision of the processes. In the case of in house management, the 
applications to translate and interpret incoming and outgoing structured formats are 
installed, managed and maintained within the company, while with ASP they are used 
remotely and managed by a service provider. The applications integrating the translators 
with the management systems are internally managed, while the dispatch of messages is 
almost always the responsibility of the external provider.
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Service fruition modes for the total integration and dematerialisation 
of the trade process
Finally, Figure 2.7 illustrates the differences between the different service fruition modes 
for the total integration and dematerialisation of the trade process.

The paradigm requires the use of all the integration and dematerialisation technologies, 
except for the hardware and software for document digitalisation, as paper is not used. 
All the data and documents exchanged, processed and archived are created and man-
aged exclusively in electronic form. Generally speaking, the same observations as in the 
previous paragraphs hold. Specifically, with outsourced management, the applications to 
translate the formats (in accordance with the observations above) are still used via ASP.

Figure 2.6
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The supply market

The possibility to use electronic invoicing and substitute archiving offered by the law (the 
main aspects of which will be discussed in detail in Chapter 5) has aroused the interest 
of many service and solution providers of various sizes, with different backgrounds and 
market approaches, and from a range of business sectors.

The various supply worlds
If a certain level of simplification is accepted, the apparently very varied supply market 
can be brought down to three main types of player (see Figure 2.8):

B2b Service Providers �  (or Integration Service Providers), i.e. operators specialised in 
solutions for the structured exchange of order cycle documents and the automation 
of the supply chain processes (e.g. 1city.biz, Edicom, Intesa, Sterling Commerce, Tesi, 
Wins);
Banking Service Providers � , i.e. the banks themselves together with the IT service provid-
ers set up by the banking system. As well as being traditionally specialised in integrated 
payment systems, these operators are now also able (thanks to the new CBI 2 function-
alities) to provide advanced solutions to manage the administrative-financial cycle (e.g. 
Cedacri, Credemtel, Intesa San Paolo, Quercia Software, Seceti, SIA-SSB Group);
Document Management Service Providers � , which includes all the suppliers of solutions to 
manage structured and non-structured documents (e.g. Adiuto, iDoq, Kartha, Kofax), 
as well as the providers of document management services (e.g. eBilling, FDM Docu-
ment Dynamics, Infocert, Poligrafica San Faustino, Postecom) and the system integra-
tors (e.g. Almaviva, Comdata, CST Consulting, Gruppo Nemea, Zucchetti.com).

The service modes
Figure 2.9 maps the supply of applications and services to the principal actors in func-
tion of two variables:

the service supply mode (from, in this case of service delivery, the supplier’s perspective); �

the adoption paradigms, considering for the sake of simplicity just the most important. �

Figure 2.8
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The analysis of the matrix highlights the typical service modes of the three groups of 
player:

most of the B2b Service Providers, traditionally very strong in solutions and services  �

for the integration of the logistics-commercial cycle, have recently extended their 
service portfolios to electronic invoicing and, in part, to the outsourcing of demateri-
alisation processes;
the Banking Service Providers, specialised in ASP solutions and services to support  �

the administrative-financial area, are concentrating decisively on electronic invoicing 
paradigms mainly delivered via ASP and, to a lesser extent, offering in house instal-
lation of their solutions;
the approach of the Document Management Service Providers, on the other hand, tends  �

much more towards electronic invoicing paradigms using their proprietary platforms in 
house (licensed) or with ASP. There are also many cases in which these providers take 
full responsibility for the management of the electronic invoicing processes.

To summarise very briefly and from the point of view of the user companies, the good 
news is that various groups of players guarantee excellent coverage of all the paradigms 
and all the supply modes in an increasingly competitive market which is therefore fa-
vourable to the customer.

Figure 2.9
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3. Adoption process

In this chapter, we focus on the process of adoption of electronic invoicing solutions in 
their various interpretations, with the objective to examine the diffusion of the different 
paradigms, the main elements of the decision-making process, the benefits and the criti-
cal issues highlighted by the user companies, and the barriers to adoption perceived by 
non-user companies.

The data are obtained from an analysis of over 140 projects in 92 case studies of user 
companies, together with the results of an extensive survey on a ‘non-deviated’ sam-
ple of companies, including, therefore, a high percentage of non-user organisations (see 
Note on methodology). In particular, the sample was selected to include companies of 
various sizes, in different sectors, and with different levels of maturity in the adoption 
of electronic invoicing models (see Figure 3.1 for a more precise characterisation of the 
sample). Numerous small companies are also included, proof that electronic invoicing 
is not merely the domain of large organisations. Even if the majority of the companies 
examined belong to industrial sectors in which the use of EDI is more widespread, about 
a quarter of the organisations interviewed are from the service sectors (utilities, finance, 
telecommunications and others).

Figure 3.1 

The characteristics 
of the user company 
panel

27%

Turnover
< 100 mln of €

44%

29%

Turnover
> 1000 mln of €

Turnover
100-1000 mln of €

27%

Turnover
< 100 mln of €

44%

29%

Turnover
> 1000 mln of €

Turnover
100-1000 mln of €

Consumer goods

Textile & apparel

Retail

Pharmaceutical & Healthcare

Other industrial
& trade

15%

Electrical
equipment 

8%
Other services

16%

7%

10%

1%
Utility

5%

Telco

7%White goods

6%

6%

4%

5%

7%

Consumer
Electronics

Automotive

Finance

Consumer goods

Textile & apparel

Retail

Pharmaceutical & Healthcare

Other industrial
& trade

15%

Electrical
equipment 

8%
Other services

16%

7%

10%

1%
Utility

5%

Telco

7%White goods

6%

6%

4%

5%

7%

Consumer
Electronics

Automotive

Finance

Base: user companies panel
The size of the companies interviewed

The business sector of the companies interviewed



www.osservatori.net
ELECTRONIC INVOICING AS A ‘KEYSTONE’ IN THE COLLABORATION BETWEEN COMPANIES, BANKS AND PA36

Adoption processChapter 3

The diffusion of electronic invoicing models

A first aspect on which the analysis concentrates is the diffusion of the different elec-
tronic invoicing models described in the previous chapter among the analysed cases. We 
will first present the separate analyses of the adoption paradigms and the service fruition 
modes, and then examine the inter-relationship between the two choices.

The diffusion of the paradigms
Figure 3.2 shows the diffusion of the various adoption paradigms among the companies 
examined. With regards the results, the following considerations can be made:

integration of the order-to-invoice cycle is the most common paradigm, in particular  �

in sectors that have been working on integration projects between their customers 
and suppliers (using EDI, proprietary systems, supply chain integration initiatives) 
for some time;
projects to integrate the invoice-to-payment cycle, which are more common in con- �

texts where there is a considerable number of accounts payable and payments, e.g. 
modern distribution, are less widespread;
we discovered a certain number of projects aiming at the integration of the complete  �

order-to-payment cycle, generally developed from projects focused on a single appli-
cation context (integration of the order-to-invoice or the invoice-to-payment cycles) 
which are then progressively extended to cover the entire process.
projects concerning the archiving of accounts receivable and digitalisation and ar- �

chiving of accounts payable are overall a little less common that the integration and 
dematerialisation of the order-to-payment cycle measures, but this is the area in which 
there is strong interest in undertaking new initiatives. There are more archiving of 
accounts receivable projects, as they are generally considered less critical to manage 
than archiving of accounts payable;
compared to the numerous substitute archiving of accounts receivable or accounts  �

payable projects, there are very few electronic invoicing VAT-compliant measures, 
proof that additional benefits are difficult to identify.

Figure 3.2
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The diffusion of the service fruition modes
Figure 3.3 details the diffusion of the three service fruition modes described in Chapter 
2, i.e. in house, ASP or outsourced management, both for all the projects examined and 
for the two project macro-areas, i.e. electronic invoicing paradigms in a strict sense and 
projects addressing the integration and dematerialisation of the order-to-payment cycle.

Overall, in house management remains the most common choice and is found in over 
50% of the projects. However, if the integration and dematerialisation of the trade proc-
ess projects are excluded, and we focus just on electronic invoicing projects in a strict 
sense, i.e. archiving of invoices and electronic invoicing VAT-compliant, the ‘external’ 
service modes account for almost two thirds of the total: 45% of management is out-
sourced and 18% in ASP.
In the remaining 37%, the use of internal management sometimes derives from the pres-
ence of pre-existing document management applications that are expanded and trans-
formed into substitute archiving systems.

The cross-tabulated paradigm/service fruition mode matrix
In Figures 3.4 and 3.5, the projects examined are classified in function of the adoption 
paradigm, using, for the sake of simplicity, just some of the more common models, and 
of the service fruition mode. In both figures, we have then coloured the projects to in-
troduce a third dimension, i.e. project maturity, distinguishing between consolidated 
initiatives, work in progress1, and future plans2, in Figure 3.4 and the size of the company 
promoting the project in Figure 3.5.

The joint examination of the two matrices point to the following considerations:
there is a good number of companies with projects both regarding the integration  �

of the logistics-commercial cycle (order-to-invoice) and the administrative-financial 
cycle (invoice-to-payment), proof of a development towards integrated management 
of the total cycle;
on the other hand, there are few companies with projects both in electronic invoicing  �

and in integration of the trade process, suggesting that the two areas are still generally 

1 Projects already 
running, but not yet at 
full capacity.

2 Projects already 
defined and approved, 
but still in the startup 
phase.

Figure 3.3
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perceived as separate ‘worlds’. In particular, there are still few projects that develop 
from the integration of logistics-commercial cycle to the paradigms of electronic in-
voicing in a strict sense. The opposite path, from electronic invoicing towards integra-
tion of the order cycle is almost completely absent;
it is not possible to identify a clearly ‘preferable’ service mode in function of company  �

size. While most internally developed projects are found in medium-large organisa-
tions, there are still some small companies that have chosen the in house solution. 
In some cases, it is the complexity of the administrative processes that explains this 
preference, i.e. companies with a relatively low turnover, but large numbers of transac-
tions and documents. In contrast, some large companies use outsourcing;
many projects offering integration and dematerialisation of the trade process are al- �

ready consolidated, even if there is no lack of new initiatives, undertaken, in some 

Figure 3.4

The “service fruition 
modes - paradigms” 

matrix (parameter: 
project progress)

Figure 3.5

The “service fruition 
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cases, as a development of pre-existing solutions towards more flexible technologies 
(Web-EDI, Extranet-based, etc.), or towards a more complete integration of the cycle, 
or, again, towards electronic invoicing fulfilling legislative requirements. On the other 
hand, the electronic invoicing projects are still at any early stage, with fewer consoli-
dated systems, and many projects started only recently.

The size of investments

It is interesting to examine the size of the investments necessary to start up electronic 
invoicing projects (see Figures 3.6 and 3.7). Most initiatives require relatively limited 
investments, with only a few needing an outlay of over half a million Euro (generally 
projects for total integration and dematerialisation of the trade process in large com-
panies). Almost all of the substitute invoice archiving projects require a low (73%) or 
medium (24%) level of investment, even if implemented in large companies. Frequent 
recourse to ASP or outsourced management with these paradigms contributes to keep-
ing down the initial outlay.

Figure 3.6
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The project sponsorship

To understand the how aware companies are of the importance of electronic invoicing 
projects it is useful to analyse the origin of the initiative and, in particular, the promoters 
(see Figures 3.8 and 3.9). The results of this analysis are as follows:

the initial decision is usually taken ‘from the bottom’ or with external pressure, while  �

company senior management remains in the background (less the one project in six, 
often in medium companies in which the command chain is short), suggesting that 
awareness of the strategic value of the projects is still limited;
in electronic invoicing projects, the role of the head of administration and finance is  �

definitely decisive. Although this is natural, there is the risk that the initiative remains 
within a circumscribed environment, without taking on the perspective of greater 
integration to which we have frequently referred in this Research;
in integration and dematerialisation projects, on the other hand, almost 50% of the  �

projects develop with external encouragement (customers, suppliers, supply chain ini-
tiatives), while in the remaining 50%, the IT departments plays a more important role 
than the line functions (procurement, logistics, commercial, administration, etc.), 
again suggesting limited awareness on the part of the main users of the project. In 
many cases, the IT department plays an important role in raising sensitivity at topics 
that would otherwise not even be considered by the line functions;
external encouragement is very important particularly for small companies. Some- �

times, it is a question of an imposition, while in others, the small companies exploit 
the extremely positive integration drive coming from their sector, understanding and 
directly pursuing the benefits of integration.

Figure 3.7

The “paradigms 
- amount of the 

investment” matrix

In
te

gr
at

io
n 

an
d 

de
m

at
er

ia
lis

at
io

n
of

 th
e 

or
de

r-
to

-p
ay

m
en

t c
yc

le
In

te
gr

at
io

n 
an

d 
de

m
at

er
ia

lis
at

io
n

of
 th

e 
or

de
r-

to
-p

ay
m

en
t c

yc
le

El
ec

tr
on

ic
 in

vo
ic

in
g

El
ec

tr
on

ic
 in

vo
ic

in
g

A
cc

ou
nt

s 
pa

ya
bl

e
di

gi
ta

lis
at

io
n 

an
d 

ar
ch

iv
in

g

A
cc

ou
nt

s 
pa

ya
bl

e
di

gi
ta

lis
at

io
n 

an
d 

ar
ch

iv
in

g

A
cc

ou
nt

s
re

ce
iv

ab
le

ar
ch

iv
in

g

A
cc

ou
nt

s
re

ce
iv

ab
le

ar
ch

iv
in

g

In
te

gr
at

io
n 

of
 th

e
in

vo
ic

e-
to

-p
ay

m
en

t 
cy

cl
e

In
te

gr
at

io
n 

of
 th

e
in

vo
ic

e-
to

-p
ay

m
en

t 
cy

cl
e

In
te

gr
at

io
n 

of
 th

e
or

de
r-

to
-in

vo
ic

e
cy

cl
e

In
te

gr
at

io
n 

of
 th

e
or

de
r-

to
-in

vo
ic

e
cy

cl
e

Amount of the investmentAmount of the investment

High
> 500.000 €

High
> 500.000 €

Low
< 100.000 €

Low
< 100.000 €

Medium
100.000 - 500.000 €

Medium
100.000 - 500.000 €

A
do

pt
io

n 
pa

ra
di

gm
s

A
do

pt
io

n 
pa

ra
di

gm
s

11

42

9
19

8981

11
42

19

4943

42

15

15

39

39

85

20

21

41

53

53

54

54

5

16

63

9

86

60

32

41

74

56

51

48

45

35

31
79

51 4531
79

67

67
58

7

7

2

2

76

76

10

10

10

14

37
58

59

> 1 blnn< 100 mlnn n 100 mln – 1 blnTurnover of the n-company in €: :



www.osservatori.net
ELECTRONIC INVOICING AS A ‘KEYSTONE’ IN THE COLLABORATION BETWEEN COMPANIES, BANKS AND PA 41

Adoption process Chapter 3

Figure 3.8
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The operational management of projects

Over and above the initial promotion, it is interesting to discover which company func-
tion is then responsible for the operational management of electronic invoicing projects 
(see Figure 3.10).

In most cases and irrespective of the area of application, the IT department is the main 
owner of project implementation, while the line functions are only indirectly involved. 
Only in one project out of three management is assigned to an inter-functional team, 
generally composed on one or more line functions together with the IT department. 
The leading and often exclusive role of IT in the management of electronic invoicing and 
order cycle integration projects is, in our opinion, a critical issue, i.e. the fact that these 
initiatives are ‘seen’ as IT projects without understanding their actual, pervasive impact 
on company processes and the organisation.

The benefits

What benefits are obtained from electronic invoicing? Figure 3.11 summarised the main 
groups of benefit according to the companies examined:

cost savings are by far the main benefit, both in electronic invoicing in a strict sense  �

(reduction of space need to archive documents, reduced costs for printing and dis-
patching, fewer administrative expenses for certificates, etc.) and in integration and 
dematerialisation projects (elimination of low added value activities, speeding-up of 
the process, etc.);
more intangible benefits linked to process innovation, e.g. expansion of collaborative  �

activities, monitoring and search for documents, are also extremely important;
a further benefits is the improvement in the service level for external and internal  �

customers which is evident, for example, in the provision of value added services, 
e.g. publication of invoices on a continually accessible portal, or faster administrative 
practice with customers and suppliers;

Figure 3.10
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a fourth group of benefits is linked to the improvement in quality, understood as a  �

reduction or elimination of the risk of loss or incorrect archiving of documents in 
substitute archiving projects, of as a drastic reduction in arguments between parties 
as a result of data entry or human interpretation errors in integration and trade proc-
ess projects.

Overall, there is a clear perception of the benefits obtained, with an obvious preponder-
ance of cost reductions, but an equally keen awareness of the other sources of value.

The critical operational features

Let us now consider the critical issues that user companies have to face in their adoption 
path (see Figure 3.12). Various types of recurring problems emerge:

change management is, as expected, the main critical issue perceived by those ‘getting  �

their hands dirty’ and facing the need to re-engineer internal and external processes 
in order to exploit the potential of these solutions to the maximum;
‘supervision’ of complex technology can also be critical in order cycle integration  �

projects, particularly when the initiative requires interaction with various custom-
ers/suppliers that are not very computerised and show limited ‘enthusiasm’ for the 
project;
the difficulty in estimating benefits is rarely seen as a critical issue by those already us- �

ing electronic invoicing solutions and beginning to perceive the advantages tangibly;
the cost of the technology and service is considered critical only in cycle integration  �

and dematerialisation projects, and essentially with reference to costs tied to system 
management and the establishment of new relations;
the perception that norms are unclear remains in many companies involved in projects  �

concerning electronic invoicing in a strict sense;
over 40% of the companies involved in electronic invoicing projects, and almost one  �

company in four working on order cycle integration initiatives do not report any crit-
ical aspects, proof that for many user organisations the adoption process proceeds 
without any particular ‘trouble’. 

Figure 3.11
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The barriers

Finally, we address the question of adoption barriers that hinder the start-up of elec-
tronic invoicing, integration and dematerialisation projects in companies that are not 
yet users (see Figure 3.13). On the basis of the data collected in the survey (see Note on 
methodology), these are the main findings:

front-line presence of change management indicates a clearer awareness of the organi- �

sational complexity tied to the management of electronic invoicing and order cycle 
integration projects;
one of the main adoption barriers continues to be limited awareness of the benefits  �

obtainable of the difficulties in estimating these benefits quantitatively;
another important barrier, even if it is felt less strongly than last year, is legislation.  �

Here, two effects are mixed: the non-awareness of the norms, and the real presence 
of some critical elements in Italian legislation (see Chapter 5). A recurring difficulty, 
especially in companies working with foreign partners, is the limited knowledge of 
the international context and the fear that solutions developed in Italy are not inter-
operable with those in other countries;
barriers related to cost and technological complexity are much lower than last year,  �

thanks also to a supply market which is increasingly competitive and pays close atten-
tion to the simplicity and flexibility of the solutions proposed.

Abbott

Abbott Srl is the only Italian subsidiary of the American multi-national Abbott Laboratories 
which operates in the pharmaceuticals sector. In Italy, the company employs approximately 800 
people at its production plant in Compoverde di Aprilia. In the last two years, the company has 
begun a critical review of its procurement processes. Following an analysis, many resources in 
procurement were found to be involved in activities of little added value. This led the company 
to adopt an electronic catalogue to manage the purchase of indirect goods. The eCatalog applica-
tion adopted is delivered via ASP through the portal of an eProcurement service provider (1city.
biz). Following an initial period of diffidence on the part of the internal users, the tool has been 
‘metabolised’ and is appreciated, as buyers and internal users can manage the input of procure-
ment requests directly and at the same time check order status, so limiting direct interaction 
with suppliers. The eCatalog was initially used to purchase office supplies. Subsequently, other 
categories of goods (hardware, printers, laboratory materials and, in general, indirect goods with 
frequent and standardised procurement frequencies) were made available via the application, 
and more recently the ‘collaboration’ function has been introduced which allows the exchange of 
post-order information (mostly regarding the delivery phase) with suppliers. Use of the eCatalog 
has halved the number of orders managed directly by the procurement department. The dema-
terialisation of the information exchange with suppliers has also eliminated the use of paper 
and made the procurement process much more efficient. In a complementary move to the intro-
duction of the eCatalog for indirect goods, Abbot has decided to use the portal also to manage 
supplier assessment. With the portal, the company can pre-screen potential suppliers who are 
also obliged to keep the information supplied up-to-date. Supplier assessment is currently in 
the start-up phase using some suppliers of electrical goods. However, the most ambitious part of 
the project to re-engineer the procurement process concerns the management of the purchase of 
direct goods which is also currently in the start-up phase. Using the service provider’s solution, 
the company’s suppliers receive Abbott’s requirements and forecasts in electronic format via an 
interface which passes data directly to the platform from the company’s ERP system. Suppliers 
can decide whether to access the data ‘manually’ or integrate the platform with their own ERP 
systems. The next phase of the collaboration project envisages the implementation with some 
suppliers of a (Vendor Managed Inventory) system.
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Abbott

Abbott Srl is the only Italian subsidiary of the American multi-national Abbott Laboratories 
which operates in the pharmaceuticals sector. In Italy, the company employs approximately 800 
people at its production plant in Compoverde di Aprilia. In the last two years, the company has 
begun a critical review of its procurement processes. Following an analysis, many resources in 
procurement were found to be involved in activities of little added value. This led the company 
to adopt an electronic catalogue to manage the purchase of indirect goods. The eCatalog applica-
tion adopted is delivered via ASP through the portal of an eProcurement service provider (1city.
biz). Following an initial period of diffidence on the part of the internal users, the tool has been 
‘metabolised’ and is appreciated, as buyers and internal users can manage the input of procure-
ment requests directly and at the same time check order status, so limiting direct interaction 
with suppliers. The eCatalog was initially used to purchase office supplies. Subsequently, other 
categories of goods (hardware, printers, laboratory materials and, in general, indirect goods with 
frequent and standardised procurement frequencies) were made available via the application, 
and more recently the ‘collaboration’ function has been introduced which allows the exchange of 
post-order information (mostly regarding the delivery phase) with suppliers. Use of the eCatalog 
has halved the number of orders managed directly by the procurement department. The dema-
terialisation of the information exchange with suppliers has also eliminated the use of paper 
and made the procurement process much more efficient. In a complementary move to the intro-
duction of the eCatalog for indirect goods, Abbot has decided to use the portal also to manage 
supplier assessment. With the portal, the company can pre-screen potential suppliers who are 
also obliged to keep the information supplied up-to-date. Supplier assessment is currently in 
the start-up phase using some suppliers of electrical goods. However, the most ambitious part of 
the project to re-engineer the procurement process concerns the management of the purchase of 
direct goods which is also currently in the start-up phase. Using the service provider’s solution, 
the company’s suppliers receive Abbott’s requirements and forecasts in electronic format via an 
interface which passes data directly to the platform from the company’s ERP system. Suppliers 
can decide whether to access the data ‘manually’ or integrate the platform with their own ERP 
systems. The next phase of the collaboration project envisages the implementation with some 
suppliers of a (Vendor Managed Inventory) system.
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Amadori

Amadori is one of the main players in Europe in the production and commercialisation of poul-
try. The company has a turnover of approximately €900 million, 6,200 employees, 20 industrial 
plants and 31 branches and agencies in Italy. Amadori’s large-scale distribution customers are 
encouraging the company to accept the integrated exchange of invoices in a structured format 
(EDI) in order to facilitate the automation of their accounting and payment processes. For ap-
proximately the last year and a half, Amadori has been using an EDI link with around 20 cus-
tomers for the transmission of invoices receivable and the reception of procurement orders. The 
service that transmits the EDI flows is provided externally. Recently, Amadori started a project 
to digitalise invoices receivable and this is expected to have a significant impact on some areas, 
such as the management and movement of documents within the company, document archiving 
and the delivery of invoices receivable. In order to realise the substitute archiving project, which 
for the current year will effect the invoices receivable, the day ledger, the VAT registers and some 
other internal documents, the company has identified a service provider able to provide fully out-
sourced substitute archiving of these documents according to current norms, as well as invoice 
delivery in various ways, i.e. on paper, by email, or via publication on a web document portal. 
The documents will also be loaded into the company’s document management system. Given the 
very large number of invoices issued by the company each year (about 1.5 million documents), 
the substitute archiving project is very ambitious, but is supported by management’s conviction 
that it will bring considerable benefits and the investment sustained will be paid back in less than 
a year. To manage relations with banks, Amadori uses a treasury system that interfaces with the 
their banks’ corporate banking service and allows the company to automate the issue and man-
agement of payment orders and receipts.

Amga Azienda Multiservizi

Amga Azienda Multiservizi S.p.A. is the company responsible for gas distribution, management 
of the integrated water cycle, street lighting, traffic lights and the production of electrical energy 
for the Municipality of Udine and other municipalities in the province. The company heads a 
group that includes a further two companies, employs around 200 people and has a turnover 
of €36 million. The company has been interested in the question of dematerialisation for a long 
time, and since 1999 has been using an information technology system to support electronic 
protocoling of correspondence and digitalisation of internal flows, which has had a very posi-
tive impact in slimming down procedures and increasing the speed and reliability of document 
delivery. More recently, in collaboration with an external company (Kartha), Amga has begun 
to address the problem of substitute archiving. The project, which has been running for a few 
months, originally concerned the archiving of the day ledger, the most onerous document to 
manage in paper form, and was then extended to the VAT and section registers. The ultimate 
aim of the project is to archive all documentation possible, including invoices, and introduce the 
possibility to issue and receive electronic invoices that respect the norms. The various documents 
are formatted using data from the company’s management system and then transformed into 
pdf by the data processing centre. After the documents have been checked, they are indexed and 
loaded onto the web interface of a service provider which on behalf of Amga applies the digital 
signature and the time-stamp and sends a notice of transmission to the company. After a few 
days, the documents can be consulted on the web portal. Following the introduction of substitute 
archiving, the documents have become quickly available and there has been a significant saving 
in stamp duties, which would in itself justify the investment sustained.

Bennet

Bennet is one of the most important players in large-scale distribution with 60 hypermarkets 
and 44 shopping centres in northern italy. Established in Como in 1964, the company now has a 
turnover of approximately €700 million and employs around 8,000 people. About 300 of its 2,500 
active suppliers invoice Bennet via an EDI link based on the Euritmo standard, accounting for 
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45% of the goods invoices (approximately 160,000 per year). The invoices received in electronic 
format are printed for archiving and automatically recording by the company’s management 
system. Approximately a third of the suppliers that invoice via EDI receive orders from Bennet 
via the same channel. (EDI was introduced in 2002, in response to demands for some suppliers 
who requested orders in electronic format). For Bennet’s buyers, the procurement process is the 
same irrespective of the channel used to issue the order. Orders are always input into the ERP 
which sorts them to the various channels used for communication with the suppliers, i.e. mainly 
EDI, or a fax server, or, in some cases, via email (in all cases the process is automatic). However, 
suppliers connected via EDI continue to receive faxes or emails. With the EDI system, Bennet 
has obtained significant benefits, particularly in terms of process promptness and a reduction in 
errors due to the management of the order process. In order to facilitate connections with the 
various suppliers, there are three reference service providers that support EDI translation and 
transmission. With one in particular (Intesa), Bennet initiated in 2005 a digitalisation and sub-
stitute archiving project in accordance with current norms to manage the approximately 800,000 
payable and receivable invoices and the 400,00 pages of officially stamped registers each year. All 
the paper documentation produced is scanned by Bennet, and the company then sends the im-
ages of the documents to the provider responsible for the substitute archiving. The latter applies 
the digital signature, creates the lots and returns to Bennet a CD containing the invoices archived 
according to the current norms .

Brembo

Brembo S.p.A. is an Italian multi-national and a world leader in the production of braking sys-
tems. The company operates in 14 countries and 4 continents, employing around 5,700 people. 
The use of EDI in relations with suppliers is consolidated and now, for the main part, new sup-
pliers just need to be linked. Transmission of orders to suppliers is activated by the company 
information system which generates the order and automatically activates transmission to the 
supplier either by EDI (for the suppliers that the company considers strategic) or via fax (for 
those with less advanced systems). EDI is used with 15% of the total number of suppliers of direct 
materials (who supply Brembo with 25-30% of its total purchases) and also allows reception of 
invoice data. As frequently occurs in the automotive sector, in which EDI is very common, the 
system was initially adopted to manage sales to customers and later extended to the company’s 
acquisitions market. More recently, the company has focused its attention on the management of 
the authorisation path leading to the issue of an order by the procurement department. Brembo 
has a system to manage internal purchase requests which extrapolates from the management 
system the price information on the products to be ordered and inserts the Requests for Pur-
chase in the order issue workflow. The buyer checks the proposed orders and sends a preliminary 
fax (preliminary order) to the supplier, while the order document is sent automatically to the 
director of procurement. After the latter signs electronically, the order becomes final and is sent 
automatically (again by fax) to the supplier. The Requests for Purchase management system also 
holds some electronic catalogues for the procurement of indirect goods (MRO).

Candy

Candy Group, one of the leading producers of home appliances with around 8,000 employees 
and a turnover of €1.2 billion, is present in 40 countries mainly in Europe and the Middle East via 
numerous distributors, and has 8 production facilities in Europe and one in China. The Groups’ 
suppliers can be divided into two categories; large, international companies supplying raw ma-
terials such as steel and chemical products, and small, local suppliers in the production districts 
providing components and workings. To integrate the order cycle with the various types of sup-
plier, the company mainly exploits two systems: for the medium-large suppliers a traditional 
EDI is used, while for data exchange with the smaller partners a Web EDI via a supplier portal is 
employed. At present, the traditional EDI supports integration with 20 suppliers, while 100 sup-
pliers are connected via the Web portal. The portal, which was specifically sought by company 
management, has been operational for two years and also allows the supplier to connect via Web 
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Amadori

Amadori is one of the main players in Europe in the production and commercialisation of poul-
try. The company has a turnover of approximately €900 million, 6,200 employees, 20 industrial 
plants and 31 branches and agencies in Italy. Amadori’s large-scale distribution customers are 
encouraging the company to accept the integrated exchange of invoices in a structured format 
(EDI) in order to facilitate the automation of their accounting and payment processes. For ap-
proximately the last year and a half, Amadori has been using an EDI link with around 20 cus-
tomers for the transmission of invoices receivable and the reception of procurement orders. The 
service that transmits the EDI flows is provided externally. Recently, Amadori started a project 
to digitalise invoices receivable and this is expected to have a significant impact on some areas, 
such as the management and movement of documents within the company, document archiving 
and the delivery of invoices receivable. In order to realise the substitute archiving project, which 
for the current year will effect the invoices receivable, the day ledger, the VAT registers and some 
other internal documents, the company has identified a service provider able to provide fully out-
sourced substitute archiving of these documents according to current norms, as well as invoice 
delivery in various ways, i.e. on paper, by email, or via publication on a web document portal. 
The documents will also be loaded into the company’s document management system. Given the 
very large number of invoices issued by the company each year (about 1.5 million documents), 
the substitute archiving project is very ambitious, but is supported by management’s conviction 
that it will bring considerable benefits and the investment sustained will be paid back in less than 
a year. To manage relations with banks, Amadori uses a treasury system that interfaces with the 
their banks’ corporate banking service and allows the company to automate the issue and man-
agement of payment orders and receipts.

Amga Azienda Multiservizi

Amga Azienda Multiservizi S.p.A. is the company responsible for gas distribution, management 
of the integrated water cycle, street lighting, traffic lights and the production of electrical energy 
for the Municipality of Udine and other municipalities in the province. The company heads a 
group that includes a further two companies, employs around 200 people and has a turnover 
of €36 million. The company has been interested in the question of dematerialisation for a long 
time, and since 1999 has been using an information technology system to support electronic 
protocoling of correspondence and digitalisation of internal flows, which has had a very posi-
tive impact in slimming down procedures and increasing the speed and reliability of document 
delivery. More recently, in collaboration with an external company (Kartha), Amga has begun 
to address the problem of substitute archiving. The project, which has been running for a few 
months, originally concerned the archiving of the day ledger, the most onerous document to 
manage in paper form, and was then extended to the VAT and section registers. The ultimate 
aim of the project is to archive all documentation possible, including invoices, and introduce the 
possibility to issue and receive electronic invoices that respect the norms. The various documents 
are formatted using data from the company’s management system and then transformed into 
pdf by the data processing centre. After the documents have been checked, they are indexed and 
loaded onto the web interface of a service provider which on behalf of Amga applies the digital 
signature and the time-stamp and sends a notice of transmission to the company. After a few 
days, the documents can be consulted on the web portal. Following the introduction of substitute 
archiving, the documents have become quickly available and there has been a significant saving 
in stamp duties, which would in itself justify the investment sustained.

Bennet

Bennet is one of the most important players in large-scale distribution with 60 hypermarkets 
and 44 shopping centres in northern italy. Established in Como in 1964, the company now has a 
turnover of approximately €700 million and employs around 8,000 people. About 300 of its 2,500 
active suppliers invoice Bennet via an EDI link based on the Euritmo standard, accounting for 
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45% of the goods invoices (approximately 160,000 per year). The invoices received in electronic 
format are printed for archiving and automatically recording by the company’s management 
system. Approximately a third of the suppliers that invoice via EDI receive orders from Bennet 
via the same channel. (EDI was introduced in 2002, in response to demands for some suppliers 
who requested orders in electronic format). For Bennet’s buyers, the procurement process is the 
same irrespective of the channel used to issue the order. Orders are always input into the ERP 
which sorts them to the various channels used for communication with the suppliers, i.e. mainly 
EDI, or a fax server, or, in some cases, via email (in all cases the process is automatic). However, 
suppliers connected via EDI continue to receive faxes or emails. With the EDI system, Bennet 
has obtained significant benefits, particularly in terms of process promptness and a reduction in 
errors due to the management of the order process. In order to facilitate connections with the 
various suppliers, there are three reference service providers that support EDI translation and 
transmission. With one in particular (Intesa), Bennet initiated in 2005 a digitalisation and sub-
stitute archiving project in accordance with current norms to manage the approximately 800,000 
payable and receivable invoices and the 400,00 pages of officially stamped registers each year. All 
the paper documentation produced is scanned by Bennet, and the company then sends the im-
ages of the documents to the provider responsible for the substitute archiving. The latter applies 
the digital signature, creates the lots and returns to Bennet a CD containing the invoices archived 
according to the current norms .

Brembo

Brembo S.p.A. is an Italian multi-national and a world leader in the production of braking sys-
tems. The company operates in 14 countries and 4 continents, employing around 5,700 people. 
The use of EDI in relations with suppliers is consolidated and now, for the main part, new sup-
pliers just need to be linked. Transmission of orders to suppliers is activated by the company 
information system which generates the order and automatically activates transmission to the 
supplier either by EDI (for the suppliers that the company considers strategic) or via fax (for 
those with less advanced systems). EDI is used with 15% of the total number of suppliers of direct 
materials (who supply Brembo with 25-30% of its total purchases) and also allows reception of 
invoice data. As frequently occurs in the automotive sector, in which EDI is very common, the 
system was initially adopted to manage sales to customers and later extended to the company’s 
acquisitions market. More recently, the company has focused its attention on the management of 
the authorisation path leading to the issue of an order by the procurement department. Brembo 
has a system to manage internal purchase requests which extrapolates from the management 
system the price information on the products to be ordered and inserts the Requests for Pur-
chase in the order issue workflow. The buyer checks the proposed orders and sends a preliminary 
fax (preliminary order) to the supplier, while the order document is sent automatically to the 
director of procurement. After the latter signs electronically, the order becomes final and is sent 
automatically (again by fax) to the supplier. The Requests for Purchase management system also 
holds some electronic catalogues for the procurement of indirect goods (MRO).

Candy

Candy Group, one of the leading producers of home appliances with around 8,000 employees 
and a turnover of €1.2 billion, is present in 40 countries mainly in Europe and the Middle East via 
numerous distributors, and has 8 production facilities in Europe and one in China. The Groups’ 
suppliers can be divided into two categories; large, international companies supplying raw ma-
terials such as steel and chemical products, and small, local suppliers in the production districts 
providing components and workings. To integrate the order cycle with the various types of sup-
plier, the company mainly exploits two systems: for the medium-large suppliers a traditional 
EDI is used, while for data exchange with the smaller partners a Web EDI via a supplier portal is 
employed. At present, the traditional EDI supports integration with 20 suppliers, while 100 sup-
pliers are connected via the Web portal. The portal, which was specifically sought by company 
management, has been operational for two years and also allows the supplier to connect via Web 
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services. For its customers, the company also uses two different modes to exchange data: mainly 
EDI to interface with large-scale distributors and a parallel Web sales portal (mainly used by 
northern European customers). The customer portal was developed internally by Candy, and 
makes it possible to reach many small customers that, unlike the large specialised distribution 
chains which often impose their own proprietary communication formats, adopt the solutions 
proposed by Candy. Also for relations with the banks, the company has adopted a system which 
ensures a considerable reduction in administrative activities. Via a software application that the 
company has been using for years, a connection is established through a reference bank to the 
SWIFT circuit. The application acquires data (e.g. statements) from the various banking institutes 
with which the company works and cross-checks these with figures from the internal account-
ing system (e.g. payment forecasts). Therefore, the application indicates the current and future 
financial situation, manages liquidity day-by-day, compensates credits and debits between the 
various branches in the world and manages automatically the accounting of banking operations 
and the issue of payment orders. Furthermore, the company is very interested in the questions 
of electronic invoicing and substitute archiving of fiscal documents. However, the start-up of a 
project in this area is impeded by the problem of international inter-operability. Candy would be 
able to adopt these solutions, but in a different way in each country, while the Group intends to 
introduce one single project for all of Europe.

Compagnia Generale Trattori

Compagnia Generale Trattori is a Caterpillar dealer in North and central Italy. The company 
mainly sells two product lines: earth-moving machines and energy (motors for pleasure boats 
and energy production systems from small power generator to large industrial co-generation 
plant). CGT has 30 branches in North and central Italy with around 1,000 employees and a 
turnover of more than €550 million in the last year. For about one year, the company has been 
using a document management platform linked to its ERP, and has initiated an import project to 
manage technical documentation. The project was developed together with a system integrator, 
who supplied the document management platform (CST Consulting), with the principal aim of 
making available to technicians and maintainers across the country the considerable amount of 
technical documentation and manuals for the machines and motors sold. After almost one year 
of development, the platform roll-out is scheduled for the first half of 2008. In order to exploit 
all the potential of the platform adopted, the company has recently turned its attention to the 
question of the dematerialisation of fiscal documents in accordance with current norms. Within 
the first six months of 2008, CGT plans to begin the realisation of a substitute archiving system 
for invoices receivable (first phase) and invoices payable (second phase). Together with the im-
plementation of the document management system and the start-up of the substitute archiving 
system, the company is also considering setting up a customer portal to distribute the invoices 
and technical information on the machines. It is calculated that making customer invoices avail-
able on-line would free the administration of a series of low value added activities.

Consorzio Autotrasportatori Marchigiani

The Consorzio Autotrasportatori Marchigiani is a cooperative consortium grouping 45 transport 
companies, for which it provides administrative services such as book-keeping and tax declara-
tions. The Consortium directly employs 12 people and has an annual turnover of approximately 
€14 million, issuing around 6,000 invoices and receiving 2,500. The invoices receivable are sent 
directly by the Consortium to the consortium members (for administrative services) and to the 
members’ customers (for the transport services provided). 25% of the recipients receive the in-
voices in pdf format by email, the remaining 75% on paper by post. Since January 2008, the Con-
sortium has been using for its invoices receivable a substitute archiving system in accordance with 
current norms provided by its bank. The project start-up took about 4 months and required an 
investment of just a few man-days. The decision to make use of the service was taken principally 
to reduce flows and the paper archives in administrative activities. The Consortium is assessing 
whether to digitalise its transport documents and save these using substitute archiving. 
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De Vecchi Editore

With a turnover of approximately €4.5 million and 13 employees, De Vecchi Editore is a small 
publisher specialised in manuals and hobby books. The company is part of the French publish-
ing group Albin Michel and its approximately 1,000 customers are mainly bookshops. Invoices 
are generally issued once a month with the support of a service provider. The process involves 
the generation of a single file by the company’s management system which is then imported into 
the web-based system and made available to the bank. The flow of invoice data for the various 
customers is subsequently processed by the platform, allowing De Vecchi to use a web-interface 
to initiate delivery, which can be in a traditional manner (on paper by post), or electronically via 
email. At present, 15% of the customers receive their invoices by email, and the company hopes 
to increase this percentage to 45% within the next few months and reach 70% by the end of the 
year, so reducing significantly postal costs. In addition to the document delivery system using 
ASP, the service provider also offers full outsourcing of substitute archiving of the invoices is-
sued with the possibility for the company (again via a web interface) to consult the archive. De 
Vecchi’s substitute archiving system was introduced at the beginning of 2008 at the insistence of 
the finance department, with the aim of re-organising the management of accounts receivable. 
The service has ensured a ‘saving’ of approximately 2 man-days/month.

Diesel

Diesel SpA is part of the holding company “Only the Brave”, an international organisation op-
erating in the production and distribution of clothing bands. The company manages over 15 
branches in Europe, Asia and America from its headquarters in Molvena (Vicenza, Italy) and is 
present in more than 80 countries with 5,000 points of sale, including 400 single-brand stores. 
Diesel has been using EDI for more than 3 years for order reception from some major custom-
ers (mainly large American, Spanish, German and English distribution chains). The EDI system 
was realised with a translator installed on 6 dedicated company servers that automatically inter-
faces the company information system with the VAN of the integration service provider (Sterling 
Commerce), which also supplies the translator. The introduction of EDI was strongly encouraged 
by large-scale distribution customers. The system used to manage the EDI (originally created to 
satisfy the needs of some customers) has with time become a more widely used tool. Through the 
translator, Diesel can also manage the interface with the information systems of many associates, 
e.g. the logistic services providers. Furthermore, about two years ago, the company initiated a 
project to implement a document management system with three objectives: (i) to realise a work-
flow system to support document generation, (ii) to make the documents available throughout 
the company, (iii) to allow customers access to the documents via a Web portal. The implemen-
tation and use of the document management system has also brought management’s attention 
to the question of the dematerialisation of documents for fiscal purposes, and the company is 
assessing whether to make use of substitute archiving for invoices.

Disano Illuminazione

Disano Illuminazione operates in the lighting sector at the head of an industrial group compris-
ing Italian and foreign companies: Sirius the production arm of the group, Fosnova, responsible 
for distribution in Italy and Europe, Illuminacion Disano, which produces and distributes both 
its own and Sirius products in Spain, and two commercial companies, Disano France and Disano 
UK. The two distribution companies in Italy mainly work with the different players involved in 
the distribution of electrical materials. 90% of Fosnova’s sales are to wholesalers and almost all 
of Disano Illuminazione’s transactions are with electrical materials distributors. Disano Illumi-
nazione is a convinced user of the METEl standard for communications with the supply chain, 
and uses the system for data exchange with the English and Spanish associates, with some large 
suppliers (principally Osram and Philips) that receive orders and send order confirmations and 
invoices, and, above all, with customers. Of the approximately 200 active customers, 90% use the 
METEL system. 40% of the orders (60% of the invoice lines) are received electronically. Disano 
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services. For its customers, the company also uses two different modes to exchange data: mainly 
EDI to interface with large-scale distributors and a parallel Web sales portal (mainly used by 
northern European customers). The customer portal was developed internally by Candy, and 
makes it possible to reach many small customers that, unlike the large specialised distribution 
chains which often impose their own proprietary communication formats, adopt the solutions 
proposed by Candy. Also for relations with the banks, the company has adopted a system which 
ensures a considerable reduction in administrative activities. Via a software application that the 
company has been using for years, a connection is established through a reference bank to the 
SWIFT circuit. The application acquires data (e.g. statements) from the various banking institutes 
with which the company works and cross-checks these with figures from the internal account-
ing system (e.g. payment forecasts). Therefore, the application indicates the current and future 
financial situation, manages liquidity day-by-day, compensates credits and debits between the 
various branches in the world and manages automatically the accounting of banking operations 
and the issue of payment orders. Furthermore, the company is very interested in the questions 
of electronic invoicing and substitute archiving of fiscal documents. However, the start-up of a 
project in this area is impeded by the problem of international inter-operability. Candy would be 
able to adopt these solutions, but in a different way in each country, while the Group intends to 
introduce one single project for all of Europe.

Compagnia Generale Trattori

Compagnia Generale Trattori is a Caterpillar dealer in North and central Italy. The company 
mainly sells two product lines: earth-moving machines and energy (motors for pleasure boats 
and energy production systems from small power generator to large industrial co-generation 
plant). CGT has 30 branches in North and central Italy with around 1,000 employees and a 
turnover of more than €550 million in the last year. For about one year, the company has been 
using a document management platform linked to its ERP, and has initiated an import project to 
manage technical documentation. The project was developed together with a system integrator, 
who supplied the document management platform (CST Consulting), with the principal aim of 
making available to technicians and maintainers across the country the considerable amount of 
technical documentation and manuals for the machines and motors sold. After almost one year 
of development, the platform roll-out is scheduled for the first half of 2008. In order to exploit 
all the potential of the platform adopted, the company has recently turned its attention to the 
question of the dematerialisation of fiscal documents in accordance with current norms. Within 
the first six months of 2008, CGT plans to begin the realisation of a substitute archiving system 
for invoices receivable (first phase) and invoices payable (second phase). Together with the im-
plementation of the document management system and the start-up of the substitute archiving 
system, the company is also considering setting up a customer portal to distribute the invoices 
and technical information on the machines. It is calculated that making customer invoices avail-
able on-line would free the administration of a series of low value added activities.

Consorzio Autotrasportatori Marchigiani

The Consorzio Autotrasportatori Marchigiani is a cooperative consortium grouping 45 transport 
companies, for which it provides administrative services such as book-keeping and tax declara-
tions. The Consortium directly employs 12 people and has an annual turnover of approximately 
€14 million, issuing around 6,000 invoices and receiving 2,500. The invoices receivable are sent 
directly by the Consortium to the consortium members (for administrative services) and to the 
members’ customers (for the transport services provided). 25% of the recipients receive the in-
voices in pdf format by email, the remaining 75% on paper by post. Since January 2008, the Con-
sortium has been using for its invoices receivable a substitute archiving system in accordance with 
current norms provided by its bank. The project start-up took about 4 months and required an 
investment of just a few man-days. The decision to make use of the service was taken principally 
to reduce flows and the paper archives in administrative activities. The Consortium is assessing 
whether to digitalise its transport documents and save these using substitute archiving. 
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De Vecchi Editore

With a turnover of approximately €4.5 million and 13 employees, De Vecchi Editore is a small 
publisher specialised in manuals and hobby books. The company is part of the French publish-
ing group Albin Michel and its approximately 1,000 customers are mainly bookshops. Invoices 
are generally issued once a month with the support of a service provider. The process involves 
the generation of a single file by the company’s management system which is then imported into 
the web-based system and made available to the bank. The flow of invoice data for the various 
customers is subsequently processed by the platform, allowing De Vecchi to use a web-interface 
to initiate delivery, which can be in a traditional manner (on paper by post), or electronically via 
email. At present, 15% of the customers receive their invoices by email, and the company hopes 
to increase this percentage to 45% within the next few months and reach 70% by the end of the 
year, so reducing significantly postal costs. In addition to the document delivery system using 
ASP, the service provider also offers full outsourcing of substitute archiving of the invoices is-
sued with the possibility for the company (again via a web interface) to consult the archive. De 
Vecchi’s substitute archiving system was introduced at the beginning of 2008 at the insistence of 
the finance department, with the aim of re-organising the management of accounts receivable. 
The service has ensured a ‘saving’ of approximately 2 man-days/month.

Diesel

Diesel SpA is part of the holding company “Only the Brave”, an international organisation op-
erating in the production and distribution of clothing bands. The company manages over 15 
branches in Europe, Asia and America from its headquarters in Molvena (Vicenza, Italy) and is 
present in more than 80 countries with 5,000 points of sale, including 400 single-brand stores. 
Diesel has been using EDI for more than 3 years for order reception from some major custom-
ers (mainly large American, Spanish, German and English distribution chains). The EDI system 
was realised with a translator installed on 6 dedicated company servers that automatically inter-
faces the company information system with the VAN of the integration service provider (Sterling 
Commerce), which also supplies the translator. The introduction of EDI was strongly encouraged 
by large-scale distribution customers. The system used to manage the EDI (originally created to 
satisfy the needs of some customers) has with time become a more widely used tool. Through the 
translator, Diesel can also manage the interface with the information systems of many associates, 
e.g. the logistic services providers. Furthermore, about two years ago, the company initiated a 
project to implement a document management system with three objectives: (i) to realise a work-
flow system to support document generation, (ii) to make the documents available throughout 
the company, (iii) to allow customers access to the documents via a Web portal. The implemen-
tation and use of the document management system has also brought management’s attention 
to the question of the dematerialisation of documents for fiscal purposes, and the company is 
assessing whether to make use of substitute archiving for invoices.

Disano Illuminazione

Disano Illuminazione operates in the lighting sector at the head of an industrial group compris-
ing Italian and foreign companies: Sirius the production arm of the group, Fosnova, responsible 
for distribution in Italy and Europe, Illuminacion Disano, which produces and distributes both 
its own and Sirius products in Spain, and two commercial companies, Disano France and Disano 
UK. The two distribution companies in Italy mainly work with the different players involved in 
the distribution of electrical materials. 90% of Fosnova’s sales are to wholesalers and almost all 
of Disano Illuminazione’s transactions are with electrical materials distributors. Disano Illumi-
nazione is a convinced user of the METEl standard for communications with the supply chain, 
and uses the system for data exchange with the English and Spanish associates, with some large 
suppliers (principally Osram and Philips) that receive orders and send order confirmations and 
invoices, and, above all, with customers. Of the approximately 200 active customers, 90% use the 
METEL system. 40% of the orders (60% of the invoice lines) are received electronically. Disano 
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responds with an order confirmation, notification of shipment and the invoice. With the transla-
tor supplied by METEL, Disano can also send order confirmations via email to customers that 
prefer this channel (even if the order was not sent this way). Use of EDI has resulted in a substan-
tial reduction in errors in order management and, consequently, a significant improvement in 
customer service. Some of the more ‘advanced’ customers issue over 80% of their orders using 
EDI. In the Italian market, Disano is encouraging more and more customers to adopt electronic 
data interchange.

Doimo City Line

Doimo City Line was founded in the mid 1990s and produces and sells furniture for the home 
and office. Company head office and the production facilities which employ 135 people are in the 
province of Treviso, Italy. Doimo City Line uses a relatively small group of suppliers for raw mate-
rials (mainly wood and metal products) all located in Italy. The customer base, on the other hand, 
is more complex and comprises some thousands of small furniture shops all over the country that 
in the course of the year receive thousands of invoices from Doimo. In 2007, senior management 
decided to outsource to a service provider the issue, printing and dispatch of invoices receivable, 
with the aim of freeing man hours to use in activities of greater added value, while also reducing 
the costs of sending out the invoices to customers. Today, the company sends the files generated 
directly by its own management system to the service provider who prints the invoices using an 
agreed graphical form and then sends the invoices to the customers. The system adopted has al-
lowed Doimo City Line to reduce significantly the time dedicated to the invoice issuing process, 
which in the past required approximately one man-day/week. The project was started up relatively 
quickly and the system went into the production phase after approximately two months of test-
ing. In future, the functionalities of the service will be extended to allow the company to send out 
invoices via email to customers who so wish, consequently saving postage costs.

Dott. A. Giuffrè Editore

Dott. A. Giuffrè Editore SpA was founded in Milan in 1931 as a publishing house specialised in 
legal and economic books and periodicals and the publication of specialist databases for legal 
experts and universities. The current catalogue contains more than 8,000 titles with over 400 
new additions each year. The company has a turnover of over €75 million and directly employs 
200 people in Milan and Rome. From the beginnings of legislation in the area in the mid 1990s, 
the publishing house has always shown great interest in the question of document archiving. 
Indeed, the company replaced its microfilm machines with IT systems for document archiving. 
In 2007, the decision was taken to outsource to a sub-contractor (RA Computer, SIA-SSB Group). 
The management of substitute archiving of documents for fiscal purposes. Documents from the 
company information system, in particular invoices receivable, rectification notes, credit notes 
and customer account statements, are sent to the provider in electronic format. Specifically, the 
company information system produces a flow for the traditional postal service (used for 100% of 
the accounts receivable), from which the invoices are generated in Tiff format with an XML con-
taining the indexing for the archiving. Next, the data is uploaded manually onto the provider’s 
system and the provider applies the company’s digital signature to the documents. The (paper) 
invoices payable are sent weekly to the outsourcer who scans and indexes the documents and 
creates the lots for the substitute archiving (the person responsible for the substitute archiving 
is a company employee). Each year, Giuffrè Editore saves over 1 million documents by substitute 
archiving. Implementation of the new system produced a significant reduction in costs. If previ-
ously, 6 people were needed for document management and archiving, as scanning was done in-
ternally, today with the use of an outsourcer just one employee (with the non-continual support 
of an IT technician) is needed to carry out the same tasks. Furthermore, and equally important, 
there is the saving in space with respect to that required for the physical archiving of documents, 
as well as the immediate on-line availability of the documents, which can now be consulted from 
any position with Internet access. In 2008, the company also realised an electronic invoicing 
system corresponding to the norms in articles 37 and 41 of the last Italian budget law regard-
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ing future obligations for the transmission of financial documents to public sector authorities. 
Finally, Giuffrè Editore is developing a platform to transmit and receive via various channels ac-
counts receivable and accounts payable, including with electronic invoicing agreements with its 
suppliers, and to manage and record customer payments made electronically.

ERG Petroli

ERG Petroli is part of the Gruppo ERG and manages the sale and logistics of petroleum products 
throughout Italy. In addition, the company holds a major share in two refineries: one in Trecate 
and the other near Rome. In the course of 2007, ERG Petroli developed with a service provider 
(lcity.biz) a portal to support the integration of the order cycle with ‘non-oil’ suppliers. The com-
pany has already developed ASP-based vendor management and eProcurement systems with 
the same provider. On the portal, which has been operational since the first months of 2008, 
30 suppliers have been activated. These suppliers account for the majority of the ERG Petroli’s 
volumes: 80%, by value of total purchases. Using the web platform, the supplier can manage 
and monitor the entire order cycle initiated by ERG Petroli, can consult contracts, receive pro-
curement orders, issue order confirmations, and, once the system has confirmed arrival of the 
order materials, issue the invoices for the various orders. The system has, therefore, allowed ERG 
Petroli to automate completely order management from initial issue to recording of the invoices 
by the management system that receives the invoice data directly from the platform. With the 
suppliers activated to date, use of the portal has resulted in a 30% reduction in activities to man-
age invoices payable. At present, the project is developing in two directions: first, the extension 
of the use of the portal to all main suppliers and, on the other hand, the roll-out of solutions 
implemented by other companies in the Group, which ERG hopes will be completed by the end of 
2008. To manage the invoices payable received on paper, the company is also initiating a project 
to acquire the data contained in the documents automatically using a scanner and Optical Char-
acter Recognition (OCR) software.

Europ Assistance

Europ Assistance Italia is part of Gruppo Generali and works in the private assistance sector. The 
company’s 2007 turnover was around €312 million generated from almost 900,000 interventions 
across the country. With approximately 1,000 employees, the company responds via its opera-
tional centres to customer requests for assistance, coordinating the intervention of the approxi-
mately 6,000 suppliers located all over the country. The large number and relative complexity of 
the supplier group ‘obliges’ the company to manage around 200,000 accounts payable. Given the 
limited propensity of most of the suppliers (mainly small companies) to use ICT, Europ Assist-
ance initially focused its attention on digitalising internal documents and automating the man-
agement of the extremely large number of accounts payable. In the near future, the company will 
adopt a portal to generate the accounts payable directly via Web starting with the data ‘proposed’ 
by Europ Assistance itself. The application in question requires the supplier to access the Web 
portal and follow a guided procedure to visualise the suggested invoice for the service provided. 
If this suggested invoice (generated with reference to request for intervention issued and the 
current contractual conditions) is correct, the supplier can ‘accept’ the document, indicate the 
invoice number to be used, and then activate the Europ Assistance accounting procedure. In 
Europ Assistance’s opinion, both parties reap considerable benefits from this system. By simply 
approving a pre-prepared invoice, suppliers reduce their own administrative activities, while 
Europ Assistance has the invoice data automatically available in its management system. The 
expected benefit for the company after one year is the transfer to other activities of 4 of the staff 
who previously dealt with accounts payable. This estimate of saving is based on no fewer than 
60-70% of the suppliers using the portal. The estimate is considered realistic, as it is based on the 
declarations of intent by suppliers. Use of the portal is encouraged by Europ Assistance’s decision 
to guarantee faster payment of web-generated invoices compared to the paper-based documents. 
Realised for the main part within the company’s IT department, the portal is also considered the 
means to introduce substitute archiving of documents, which is planned for 2009.
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responds with an order confirmation, notification of shipment and the invoice. With the transla-
tor supplied by METEL, Disano can also send order confirmations via email to customers that 
prefer this channel (even if the order was not sent this way). Use of EDI has resulted in a substan-
tial reduction in errors in order management and, consequently, a significant improvement in 
customer service. Some of the more ‘advanced’ customers issue over 80% of their orders using 
EDI. In the Italian market, Disano is encouraging more and more customers to adopt electronic 
data interchange.

Doimo City Line

Doimo City Line was founded in the mid 1990s and produces and sells furniture for the home 
and office. Company head office and the production facilities which employ 135 people are in the 
province of Treviso, Italy. Doimo City Line uses a relatively small group of suppliers for raw mate-
rials (mainly wood and metal products) all located in Italy. The customer base, on the other hand, 
is more complex and comprises some thousands of small furniture shops all over the country that 
in the course of the year receive thousands of invoices from Doimo. In 2007, senior management 
decided to outsource to a service provider the issue, printing and dispatch of invoices receivable, 
with the aim of freeing man hours to use in activities of greater added value, while also reducing 
the costs of sending out the invoices to customers. Today, the company sends the files generated 
directly by its own management system to the service provider who prints the invoices using an 
agreed graphical form and then sends the invoices to the customers. The system adopted has al-
lowed Doimo City Line to reduce significantly the time dedicated to the invoice issuing process, 
which in the past required approximately one man-day/week. The project was started up relatively 
quickly and the system went into the production phase after approximately two months of test-
ing. In future, the functionalities of the service will be extended to allow the company to send out 
invoices via email to customers who so wish, consequently saving postage costs.

Dott. A. Giuffrè Editore

Dott. A. Giuffrè Editore SpA was founded in Milan in 1931 as a publishing house specialised in 
legal and economic books and periodicals and the publication of specialist databases for legal 
experts and universities. The current catalogue contains more than 8,000 titles with over 400 
new additions each year. The company has a turnover of over €75 million and directly employs 
200 people in Milan and Rome. From the beginnings of legislation in the area in the mid 1990s, 
the publishing house has always shown great interest in the question of document archiving. 
Indeed, the company replaced its microfilm machines with IT systems for document archiving. 
In 2007, the decision was taken to outsource to a sub-contractor (RA Computer, SIA-SSB Group). 
The management of substitute archiving of documents for fiscal purposes. Documents from the 
company information system, in particular invoices receivable, rectification notes, credit notes 
and customer account statements, are sent to the provider in electronic format. Specifically, the 
company information system produces a flow for the traditional postal service (used for 100% of 
the accounts receivable), from which the invoices are generated in Tiff format with an XML con-
taining the indexing for the archiving. Next, the data is uploaded manually onto the provider’s 
system and the provider applies the company’s digital signature to the documents. The (paper) 
invoices payable are sent weekly to the outsourcer who scans and indexes the documents and 
creates the lots for the substitute archiving (the person responsible for the substitute archiving 
is a company employee). Each year, Giuffrè Editore saves over 1 million documents by substitute 
archiving. Implementation of the new system produced a significant reduction in costs. If previ-
ously, 6 people were needed for document management and archiving, as scanning was done in-
ternally, today with the use of an outsourcer just one employee (with the non-continual support 
of an IT technician) is needed to carry out the same tasks. Furthermore, and equally important, 
there is the saving in space with respect to that required for the physical archiving of documents, 
as well as the immediate on-line availability of the documents, which can now be consulted from 
any position with Internet access. In 2008, the company also realised an electronic invoicing 
system corresponding to the norms in articles 37 and 41 of the last Italian budget law regard-
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ing future obligations for the transmission of financial documents to public sector authorities. 
Finally, Giuffrè Editore is developing a platform to transmit and receive via various channels ac-
counts receivable and accounts payable, including with electronic invoicing agreements with its 
suppliers, and to manage and record customer payments made electronically.

ERG Petroli

ERG Petroli is part of the Gruppo ERG and manages the sale and logistics of petroleum products 
throughout Italy. In addition, the company holds a major share in two refineries: one in Trecate 
and the other near Rome. In the course of 2007, ERG Petroli developed with a service provider 
(lcity.biz) a portal to support the integration of the order cycle with ‘non-oil’ suppliers. The com-
pany has already developed ASP-based vendor management and eProcurement systems with 
the same provider. On the portal, which has been operational since the first months of 2008, 
30 suppliers have been activated. These suppliers account for the majority of the ERG Petroli’s 
volumes: 80%, by value of total purchases. Using the web platform, the supplier can manage 
and monitor the entire order cycle initiated by ERG Petroli, can consult contracts, receive pro-
curement orders, issue order confirmations, and, once the system has confirmed arrival of the 
order materials, issue the invoices for the various orders. The system has, therefore, allowed ERG 
Petroli to automate completely order management from initial issue to recording of the invoices 
by the management system that receives the invoice data directly from the platform. With the 
suppliers activated to date, use of the portal has resulted in a 30% reduction in activities to man-
age invoices payable. At present, the project is developing in two directions: first, the extension 
of the use of the portal to all main suppliers and, on the other hand, the roll-out of solutions 
implemented by other companies in the Group, which ERG hopes will be completed by the end of 
2008. To manage the invoices payable received on paper, the company is also initiating a project 
to acquire the data contained in the documents automatically using a scanner and Optical Char-
acter Recognition (OCR) software.

Europ Assistance

Europ Assistance Italia is part of Gruppo Generali and works in the private assistance sector. The 
company’s 2007 turnover was around €312 million generated from almost 900,000 interventions 
across the country. With approximately 1,000 employees, the company responds via its opera-
tional centres to customer requests for assistance, coordinating the intervention of the approxi-
mately 6,000 suppliers located all over the country. The large number and relative complexity of 
the supplier group ‘obliges’ the company to manage around 200,000 accounts payable. Given the 
limited propensity of most of the suppliers (mainly small companies) to use ICT, Europ Assist-
ance initially focused its attention on digitalising internal documents and automating the man-
agement of the extremely large number of accounts payable. In the near future, the company will 
adopt a portal to generate the accounts payable directly via Web starting with the data ‘proposed’ 
by Europ Assistance itself. The application in question requires the supplier to access the Web 
portal and follow a guided procedure to visualise the suggested invoice for the service provided. 
If this suggested invoice (generated with reference to request for intervention issued and the 
current contractual conditions) is correct, the supplier can ‘accept’ the document, indicate the 
invoice number to be used, and then activate the Europ Assistance accounting procedure. In 
Europ Assistance’s opinion, both parties reap considerable benefits from this system. By simply 
approving a pre-prepared invoice, suppliers reduce their own administrative activities, while 
Europ Assistance has the invoice data automatically available in its management system. The 
expected benefit for the company after one year is the transfer to other activities of 4 of the staff 
who previously dealt with accounts payable. This estimate of saving is based on no fewer than 
60-70% of the suppliers using the portal. The estimate is considered realistic, as it is based on the 
declarations of intent by suppliers. Use of the portal is encouraged by Europ Assistance’s decision 
to guarantee faster payment of web-generated invoices compared to the paper-based documents. 
Realised for the main part within the company’s IT department, the portal is also considered the 
means to introduce substitute archiving of documents, which is planned for 2009.
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Fashion Box

Replay is the brand of the group of fashion companies led by Fashion Box SpA. The Group’s 2007 
turnover was approximately €340 million and there are 1,000 direct employees. The Group is 
divided into production, distribution, logistics and retail sales companies. There is an extremely 
articulated group of suppliers comprising around 100 companies, and production is fully sub-
contracted in order to guarantee the flexibility necessary to ensure rapid availability of produc-
tion capacity. With some suppliers, the company has a long-standing relationship, but with most 
it is difficult, if not impossible, to address the question of integration and supply chain collabo-
ration. On the other hand, the B2b integration projects concentrate on the support of relations 
with customers. About one year ago, the company began to use EDI to communicate with some 
major international distribution chains that had expressly requested its introduction: Galeries La 
Fayette in France, El Corte Inglés in Spain, deBijenkorf in the Netherland. The adoption of EDI 
was managed differently in function of the different requirements and/or needs of the various 
customers. The most critical issue that the company had to address was the abundance of infor-
mation with respect to the standard EDI definition, which led to certain difficulties in aligning 
the messages exchanged with the data present in the company flows. Nevertheless, the use of EDI 
has resulted in significant benefits in terms of greater effectiveness and efficiency of the order 
management process. In the fashion sector, customers tend to close orders just before the begin-
ning of each season, meaning the sales department has to manage peaks in which a considerable 
number of orders are received. With the introduction of EDI, the order consolidation phase is 
managed more quickly, anticipating the production rises in the aggregated plans and allowing 
rapid integrations as customer needs change. Process costs have not fallen, but the level of service 
is much improved. Fashion Box also uses a Web application which allows customers who do not 
use EDI to insert their orders manually. These orders are then processed directly by the company 
ERP. At present, the ‘production’ companies send invoices to the ‘associates’ via email (as a pdf 
attachment). The subsequent invoices issued by the distribution companies to the final customers 
are sent through the traditional channel (on paper).

GORI

GORI (Gestione Ottimale Risorse Idriche) SpA manages the Integrated Water Service (collec-
tion, ducting, and distribution of water to users, collection of waste, purification) in the Optimal 
Territorial Environment (ATO) No. 3, Campania (Italy) which with 1,500,000 inhabitants and 
460,000 users is one of the largest territorial environments in Italy. GORI S.p.A began activities 
in October 2002 following actuation of law 36/94, known as the ‘Legge Galli’, which assigns the 
integrated water service to a single administrator in each ATO. GORI’s programme envisaged 
the gradual acquisition of the special companies and municipal bodies that previously managed 
water in ATO 3. The aggregation process required uniforming the processes that were previ-
ously undertaken in different ways and with different information systems. The re-organisation 
project began with a document management system and was then extended to other phases and 
processes. The project was developed with the support of a service provider (Gruppo Nemea) 
specialised in services for utilities, and was the result of strong encouragement from top man-
agement who felt the need to improve the service offered to both internal and external cus-
tomers. The system has been operational since June 2007, and new projects are being developed 
to increase integration and process dematerialisation. For example, with regards the accounts 
receivable cycle, GORI is preparing to use substitute archiving for the data-processed invoice 
records and the so-called accessory invoices issued for new connections. As far as the accounts 
payable are concerned, all incoming paper invoices are indexed and inserted into the document 
management system to follow the approval workflow. The company is, therefore, prepared for the 
substitute archiving of accounts payable, which is planned as one of the next steps in the project. 
In terms of integration with suppliers, GORI receives invoices in structured electronic format 
from other energy utilities and telecommunications companies.
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Granarolo

Granarolo operates in the production and distribution of dairy products, employing 2,200 peo-
ple and generating an annual turnover of approximately €850 million. Apart from general serv-
ices and indirect goods, the company’s suppliers are essentially producers of milk, milk derivates 
and production machines. Granarolo’s main outlet market comprised large-scale distribution 
(GDO), organised distribution and normal trade. Approximately 45% of the turnover comes 
from large-scale distribution. The accounts receivable are issued weekly or every 15 days and are 
sent to customers either using a postal service or via Web EDI (based on the Euritmo standard) 
to those customers who so wish. The company also has a Web portal which customers can ac-
cess to visualise and download an image of an invoice. 5% of the customers use the portal, while 
all the GDO customers (who account for 35% of the invoices receivable) receive the invoice data 
flows via Web EDI. The portal was realised by a service provider who on behalf of the company 
undertakes the digitalisation and electronic archiving of the receivable and payable invoices, as 
well as the archiving of the paper copies. In the course of last year, Granarolo implemented sub-
stitute archiving of the customer records and VAT registers, while in 2008 substitute archiving 
of invoices according to current norms will be started. The system will be developed internally 
and used by administrative staff. Once the substitute archiving of invoices has been introduced, 
it will be possible to publish digitally signed documents on the portal, which could encourage the 
more structured customers to adopt electronic invoicing. Finally, integration with the banking 
system is realised through a treasury program within the company management system that by 
using natively the standard inter-bank communication format allows automatic reception and 
processing of unpaid accounts and payment status.

Gruppo Effe 2

The Gruppo Effe 2 SpA has been manufacturing fume pipes in clay and other tin and tin/cement 
products for over 50 years. The annual turnover of around €12 million makes the company the 
Italian and European leader in the sector. Gruppo Effe 2 is based in the Vicenza (Italy) area where 
it employs 55 people who produce 500 tonnes of product every day. Administrative activities are 
in the order of some thousands of invoices each year. Specifically, around 4,000 invoices receiv-
able are raised annually with a rather fragmented group of about 1,000 customers including 
wholesalers, building contractors, and, more rarely, public sector bodies. As far as the accounts 
payable are concerned, the company receives approximately 2,500 invoices/year, mainly from 
the suppliers of raw materials (clay, steel and cement) and energy. The fragmentation of the cus-
tomer base, the substantial number of accounts receivable managed each year, and, not least, 
the reference in the 2008 Italian budget law to the obligation to invoice public sector authorities 
electronically led the company to move early and pay particular attention to the question of de-
materialisation of documents and substitute archiving. The solution proposed by a bank (Intesa 
Sanpaolo) and adopted by Gruppo Effe 2 supports the issuing of invoices receivable and also un-
dertakes the substitute archiving according to the current norms. Previously, the invoices issuing 
process involved preparation of the individual document using the data generated by the com-
pany management system. Two copies of the invoice were then printed, one was archived inter-
nally for fiscal purposes and the other was sent to the customer by post. The new process involves 
sending the invoice data from the management system (as a print spool) to the provider via a 
Web platform/application. This activity of loading the data is currently undertaken by a com-
pany employee, but will shortly be automated with the use of Web services. Subsequently, once 
the data stream has been received, the bank provider either prints and sends the paper invoices 
by post to the customers or, if the customer has an email address, transmits a copy of the invoice 
in pdf format. By the end of the year, there will be a progressive move to email transmission of 
all invoices using the service offered by the bank, with the aim of further reducing the costs of 
the process. At the moment, the ‘internal’ copy of the invoices is still archived in the traditional 
way, in the near future, however, the company intends to adopt substitute archiving according 
to the current norms. Implementation of the above solution essentially seeks to improve the ef-
ficiency of the invoicing process. The ex ante assessment used a qualitative approach, essentially 
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Fashion Box

Replay is the brand of the group of fashion companies led by Fashion Box SpA. The Group’s 2007 
turnover was approximately €340 million and there are 1,000 direct employees. The Group is 
divided into production, distribution, logistics and retail sales companies. There is an extremely 
articulated group of suppliers comprising around 100 companies, and production is fully sub-
contracted in order to guarantee the flexibility necessary to ensure rapid availability of produc-
tion capacity. With some suppliers, the company has a long-standing relationship, but with most 
it is difficult, if not impossible, to address the question of integration and supply chain collabo-
ration. On the other hand, the B2b integration projects concentrate on the support of relations 
with customers. About one year ago, the company began to use EDI to communicate with some 
major international distribution chains that had expressly requested its introduction: Galeries La 
Fayette in France, El Corte Inglés in Spain, deBijenkorf in the Netherland. The adoption of EDI 
was managed differently in function of the different requirements and/or needs of the various 
customers. The most critical issue that the company had to address was the abundance of infor-
mation with respect to the standard EDI definition, which led to certain difficulties in aligning 
the messages exchanged with the data present in the company flows. Nevertheless, the use of EDI 
has resulted in significant benefits in terms of greater effectiveness and efficiency of the order 
management process. In the fashion sector, customers tend to close orders just before the begin-
ning of each season, meaning the sales department has to manage peaks in which a considerable 
number of orders are received. With the introduction of EDI, the order consolidation phase is 
managed more quickly, anticipating the production rises in the aggregated plans and allowing 
rapid integrations as customer needs change. Process costs have not fallen, but the level of service 
is much improved. Fashion Box also uses a Web application which allows customers who do not 
use EDI to insert their orders manually. These orders are then processed directly by the company 
ERP. At present, the ‘production’ companies send invoices to the ‘associates’ via email (as a pdf 
attachment). The subsequent invoices issued by the distribution companies to the final customers 
are sent through the traditional channel (on paper).

GORI

GORI (Gestione Ottimale Risorse Idriche) SpA manages the Integrated Water Service (collec-
tion, ducting, and distribution of water to users, collection of waste, purification) in the Optimal 
Territorial Environment (ATO) No. 3, Campania (Italy) which with 1,500,000 inhabitants and 
460,000 users is one of the largest territorial environments in Italy. GORI S.p.A began activities 
in October 2002 following actuation of law 36/94, known as the ‘Legge Galli’, which assigns the 
integrated water service to a single administrator in each ATO. GORI’s programme envisaged 
the gradual acquisition of the special companies and municipal bodies that previously managed 
water in ATO 3. The aggregation process required uniforming the processes that were previ-
ously undertaken in different ways and with different information systems. The re-organisation 
project began with a document management system and was then extended to other phases and 
processes. The project was developed with the support of a service provider (Gruppo Nemea) 
specialised in services for utilities, and was the result of strong encouragement from top man-
agement who felt the need to improve the service offered to both internal and external cus-
tomers. The system has been operational since June 2007, and new projects are being developed 
to increase integration and process dematerialisation. For example, with regards the accounts 
receivable cycle, GORI is preparing to use substitute archiving for the data-processed invoice 
records and the so-called accessory invoices issued for new connections. As far as the accounts 
payable are concerned, all incoming paper invoices are indexed and inserted into the document 
management system to follow the approval workflow. The company is, therefore, prepared for the 
substitute archiving of accounts payable, which is planned as one of the next steps in the project. 
In terms of integration with suppliers, GORI receives invoices in structured electronic format 
from other energy utilities and telecommunications companies.
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Granarolo

Granarolo operates in the production and distribution of dairy products, employing 2,200 peo-
ple and generating an annual turnover of approximately €850 million. Apart from general serv-
ices and indirect goods, the company’s suppliers are essentially producers of milk, milk derivates 
and production machines. Granarolo’s main outlet market comprised large-scale distribution 
(GDO), organised distribution and normal trade. Approximately 45% of the turnover comes 
from large-scale distribution. The accounts receivable are issued weekly or every 15 days and are 
sent to customers either using a postal service or via Web EDI (based on the Euritmo standard) 
to those customers who so wish. The company also has a Web portal which customers can ac-
cess to visualise and download an image of an invoice. 5% of the customers use the portal, while 
all the GDO customers (who account for 35% of the invoices receivable) receive the invoice data 
flows via Web EDI. The portal was realised by a service provider who on behalf of the company 
undertakes the digitalisation and electronic archiving of the receivable and payable invoices, as 
well as the archiving of the paper copies. In the course of last year, Granarolo implemented sub-
stitute archiving of the customer records and VAT registers, while in 2008 substitute archiving 
of invoices according to current norms will be started. The system will be developed internally 
and used by administrative staff. Once the substitute archiving of invoices has been introduced, 
it will be possible to publish digitally signed documents on the portal, which could encourage the 
more structured customers to adopt electronic invoicing. Finally, integration with the banking 
system is realised through a treasury program within the company management system that by 
using natively the standard inter-bank communication format allows automatic reception and 
processing of unpaid accounts and payment status.

Gruppo Effe 2

The Gruppo Effe 2 SpA has been manufacturing fume pipes in clay and other tin and tin/cement 
products for over 50 years. The annual turnover of around €12 million makes the company the 
Italian and European leader in the sector. Gruppo Effe 2 is based in the Vicenza (Italy) area where 
it employs 55 people who produce 500 tonnes of product every day. Administrative activities are 
in the order of some thousands of invoices each year. Specifically, around 4,000 invoices receiv-
able are raised annually with a rather fragmented group of about 1,000 customers including 
wholesalers, building contractors, and, more rarely, public sector bodies. As far as the accounts 
payable are concerned, the company receives approximately 2,500 invoices/year, mainly from 
the suppliers of raw materials (clay, steel and cement) and energy. The fragmentation of the cus-
tomer base, the substantial number of accounts receivable managed each year, and, not least, 
the reference in the 2008 Italian budget law to the obligation to invoice public sector authorities 
electronically led the company to move early and pay particular attention to the question of de-
materialisation of documents and substitute archiving. The solution proposed by a bank (Intesa 
Sanpaolo) and adopted by Gruppo Effe 2 supports the issuing of invoices receivable and also un-
dertakes the substitute archiving according to the current norms. Previously, the invoices issuing 
process involved preparation of the individual document using the data generated by the com-
pany management system. Two copies of the invoice were then printed, one was archived inter-
nally for fiscal purposes and the other was sent to the customer by post. The new process involves 
sending the invoice data from the management system (as a print spool) to the provider via a 
Web platform/application. This activity of loading the data is currently undertaken by a com-
pany employee, but will shortly be automated with the use of Web services. Subsequently, once 
the data stream has been received, the bank provider either prints and sends the paper invoices 
by post to the customers or, if the customer has an email address, transmits a copy of the invoice 
in pdf format. By the end of the year, there will be a progressive move to email transmission of 
all invoices using the service offered by the bank, with the aim of further reducing the costs of 
the process. At the moment, the ‘internal’ copy of the invoices is still archived in the traditional 
way, in the near future, however, the company intends to adopt substitute archiving according 
to the current norms. Implementation of the above solution essentially seeks to improve the ef-
ficiency of the invoicing process. The ex ante assessment used a qualitative approach, essentially 
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focussing on the time saving for administrative personnel. Furthermore, with traditional paper 
invoicing, costs were also sustained for printing, franking and posting.

Gruppo SCM

The Gruppo SCM was founded in 1952 and is the world leader in the woodworking machine 
sector (machines for craft companies, plant for the industrial production of furniture, doors 
and windows, etc.). The company has 27 production plant in Italy and 26 abroad, employs 3,800 
people and has a turnover of approximately €680 million. Gruppo SCM manages around 40,000 
invoices receivable per year, each on average 5 pages long. The company has been considering the 
question of dematerialisation for some. Already for the last 15 years, a postal service has been 
used to send out the deferred invoices (some invoices accompany the goods and are therefore 
printed and sent together with the order). Taking advantage of the changes in the respective fiscal 
norms, the company has recently identified a provider (Credemtel) with whom a document man-
agement project has been initiated to reorganise and optimise the accounts receivable, accounts 
payable and delivery document processes. The first aspect addressed was accounts receivable 
starting from the opportunities offered by the electronic invoicing norms. Since the beginning of 
2007, the company has been issuing electronic invoices which are sent to the provider for delivery 
(on paper via post) and for substitute archiving according to the current norms. The provider 
itself is the responsible body for archiving for Gruppo SCM. The company has also begun to send 
invoices via a telematic channel to those customers who so wish. Depending on the customer’s 
needs, an analogical copy is sent (email with non-encrypted pdf) for printing. If the customer 
agrees, Gruppo SCM can also send a full fledged electronic invoice (P7M with time reference). 
Since the beginning of 2008, substitute archiving is also used for delivery documents which 
are linked to the respective invoices. The provider receives the paper documents to scan and a 
check file generated by the company management system containing the indexing information 
for each document. Furthermore, from 2009, the company manage the substitute archiving of 
60,000 accounts payable, currently held on paper, in the same way. Substitute archiving has al-
lowed Gruppo SCM to render document retrieval much faster, providing access at any time to 
all the archived documents (the paper documents issued by the various sites were managed and 
held locally, effectively making simultaneous access to all the documentation, e.g. in the case of 
a check by the finance authorities, impossible and requiring the archived invoices to be moved 
to a single collection centre).

HP Italia

HP is a leader in the sales of information technology products and services with an annual turn-
over of around $108 billion and approximately 120,000 employees in 170 countries across the 
world. In Italy, the Group is represented by HP Italia with about 2,800 employees and a turnover 
of around €2.5 billion. The main part of HP Italia’s hardware products business goes through 
the so-called distributor and re-seller channel. This channel has a two-level structure: HP Italia 
sells to and invoices its distributors directly, while the re-sellers interface with the distributors 
to order the products requested by final customers To manage relations with its customers, HP 
fundamentally uses two technologies: EDI to interface with the limited number of distributors, 
and a Web portal, via which various activities linked to interaction with the distributors, but also 
with re-sellers and some final customers with whom the company undertakes direct commercial 
activities, can be managed. Almost all of the orders from distributors are transmitted via EDI, 
increasingly in A2A (‘untouched’) mode. Only exceptionally can orders be received by email. 
When an order is received, the information system automatically checks the reliability level, 
the customer discount, and any possible extra discounts. In Europe, the invoices are managed 
centrally (by a provider located in Germany). The actual invoices are sent in paper form to dis-
tributors, following prior transmission of the content via EDI. If a distributor has credit with HP, 
credit notes are also sent by EDI. The portal allows the company to manage communication with 
distributors regarding order status. Moreover, all activities connected with particular discounts 
for final customers can also be managed. To authorise an extra discount, the HP account issues 
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an Order Process Guideline (OPG) which is published on the portal. With an OPG the final 
customer can demonstrate to the re-seller supplying the goods that the right to the particular 
conditions indicated has been granted. The reseller, in turn, makes reference to the OPG when 
placing the order with the distributor. If the distributor does not have the goods in stock, they 
can be obtained from HP at the conditions specified on the OPG, while if order can be met from 
stock, then the OPG can be ‘traded in’ against a credit note from HP for the sum of the extra 
discount indicated on the OPG.

Indesit Company 

Indesit Company is a leader in the production of home appliances with 17 factories and 24 com-
mercial offices in the world and approximately 17,000 employees. The Group’s global turnover 
is around €3.5 billion. Indesit’s supply chain is currently being re-engineered. The forecasting 
and production planning processes have already been re-designed, while the next phases of the 
project concern the re-definition of the transaction system and the invoicing process. The com-
pany is paying close attention to the question of collaboration with customers and suppliers. 
Driven by the Supply Chain department, the ‘Supplier Portal Collaboration’ system was realised 
in the autumn of 2007 and developed jointly by the Supply Chain, IT and Production depart-
ments. The portal was based on an existing application available on the market and subsequently 
‘customised’ with the support of the solution provider (Tesi). The supplier portal supports the 
exchange of price lists, orders, production plans, dispatch confirmations, goods arrival confir-
mations, and invoices, as well as managing credit and debit notes, and account statements. Mod-
ules to manage stock consignment and the working and sales accounts have also been developed 
for a small group of strategic suppliers. EDI was introduced in the mid 1990s and is used with 
120 suppliers who receive 30% of the annual order lines. In a complementary way, the portal has 
made it possible to activate additional functions with respect to EDI, without any obligation for 
the connected suppliers. The portal therefore increases the critical mass of ‘connected’ suppliers. 
The benefits expected are a substantial fall in stock and a significant reduction in the more opera-
tional activities for the Logistics and Finance departments. The portal has made some internal 
processes more efficient, simplifying, for example, bookkeeping work to match invoices. Since 
the end of last year, the company has also been considering the questions of substitute archiving 
and electronic invoicing.

KOH-I-NOOR

KOH-I-NOOR Italia S.p.A. was founded in 2001 with the acquisition of the brands previously 
managed by Sanford Rotring, the last denomination of the commercial channel of a company 
that has been operated in the office supplies sector for around 50 years in Italy and over two 
centuries in Europe. The Italian company has 24 employees and had a turnover of over €11 mil-
lion last year. The company’s core business is sales, which are divided into three uniform chan-
nels: key accounts (mainly large distributors managing traditional and/or electronic catalogues 
(Mondoffice, Viking, Misco, Errebian, etc.), large-scale distribution and traditional trade (re-
gional wholesalers and retail outlets). The first step in the introduction of IT in supply chain rela-
tions occurred at the insistence of some important customers who asked to facilitate integration 
with their order issuing systems using EDI. At present, EDI is used with these customers both to 
receive orders and to send out invoices. Recently, the company decided to use the remote bank-
ing, accounts receivable and substitute archiving of invoices services offered by its bank. Today, 
KOH-I-NOOR transmits a data flow which allows the bank (Intesa Sanpaolo) to generate the 
invoices and send them out to the company’s customers via various channels (mainly, traditional 
post and email). The invoice delivery system has been in production since the end of 2007, while 
since the beginning of 2008, the company has also been using substitute archiving of invoices, 
provided in full outsourcing by the bank. The possibility to adopt substitute archiving was an 
opportunity that emerged when considering the question of the invoice delivery to customers, 
and has allowed the company to reap the benefits of a wider-scale project, with positive repercus-
sions also on the financial and administrative departments. Substitute archiving is now used for 
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focussing on the time saving for administrative personnel. Furthermore, with traditional paper 
invoicing, costs were also sustained for printing, franking and posting.

Gruppo SCM

The Gruppo SCM was founded in 1952 and is the world leader in the woodworking machine 
sector (machines for craft companies, plant for the industrial production of furniture, doors 
and windows, etc.). The company has 27 production plant in Italy and 26 abroad, employs 3,800 
people and has a turnover of approximately €680 million. Gruppo SCM manages around 40,000 
invoices receivable per year, each on average 5 pages long. The company has been considering the 
question of dematerialisation for some. Already for the last 15 years, a postal service has been 
used to send out the deferred invoices (some invoices accompany the goods and are therefore 
printed and sent together with the order). Taking advantage of the changes in the respective fiscal 
norms, the company has recently identified a provider (Credemtel) with whom a document man-
agement project has been initiated to reorganise and optimise the accounts receivable, accounts 
payable and delivery document processes. The first aspect addressed was accounts receivable 
starting from the opportunities offered by the electronic invoicing norms. Since the beginning of 
2007, the company has been issuing electronic invoices which are sent to the provider for delivery 
(on paper via post) and for substitute archiving according to the current norms. The provider 
itself is the responsible body for archiving for Gruppo SCM. The company has also begun to send 
invoices via a telematic channel to those customers who so wish. Depending on the customer’s 
needs, an analogical copy is sent (email with non-encrypted pdf) for printing. If the customer 
agrees, Gruppo SCM can also send a full fledged electronic invoice (P7M with time reference). 
Since the beginning of 2008, substitute archiving is also used for delivery documents which 
are linked to the respective invoices. The provider receives the paper documents to scan and a 
check file generated by the company management system containing the indexing information 
for each document. Furthermore, from 2009, the company manage the substitute archiving of 
60,000 accounts payable, currently held on paper, in the same way. Substitute archiving has al-
lowed Gruppo SCM to render document retrieval much faster, providing access at any time to 
all the archived documents (the paper documents issued by the various sites were managed and 
held locally, effectively making simultaneous access to all the documentation, e.g. in the case of 
a check by the finance authorities, impossible and requiring the archived invoices to be moved 
to a single collection centre).

HP Italia

HP is a leader in the sales of information technology products and services with an annual turn-
over of around $108 billion and approximately 120,000 employees in 170 countries across the 
world. In Italy, the Group is represented by HP Italia with about 2,800 employees and a turnover 
of around €2.5 billion. The main part of HP Italia’s hardware products business goes through 
the so-called distributor and re-seller channel. This channel has a two-level structure: HP Italia 
sells to and invoices its distributors directly, while the re-sellers interface with the distributors 
to order the products requested by final customers To manage relations with its customers, HP 
fundamentally uses two technologies: EDI to interface with the limited number of distributors, 
and a Web portal, via which various activities linked to interaction with the distributors, but also 
with re-sellers and some final customers with whom the company undertakes direct commercial 
activities, can be managed. Almost all of the orders from distributors are transmitted via EDI, 
increasingly in A2A (‘untouched’) mode. Only exceptionally can orders be received by email. 
When an order is received, the information system automatically checks the reliability level, 
the customer discount, and any possible extra discounts. In Europe, the invoices are managed 
centrally (by a provider located in Germany). The actual invoices are sent in paper form to dis-
tributors, following prior transmission of the content via EDI. If a distributor has credit with HP, 
credit notes are also sent by EDI. The portal allows the company to manage communication with 
distributors regarding order status. Moreover, all activities connected with particular discounts 
for final customers can also be managed. To authorise an extra discount, the HP account issues 
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an Order Process Guideline (OPG) which is published on the portal. With an OPG the final 
customer can demonstrate to the re-seller supplying the goods that the right to the particular 
conditions indicated has been granted. The reseller, in turn, makes reference to the OPG when 
placing the order with the distributor. If the distributor does not have the goods in stock, they 
can be obtained from HP at the conditions specified on the OPG, while if order can be met from 
stock, then the OPG can be ‘traded in’ against a credit note from HP for the sum of the extra 
discount indicated on the OPG.

Indesit Company 

Indesit Company is a leader in the production of home appliances with 17 factories and 24 com-
mercial offices in the world and approximately 17,000 employees. The Group’s global turnover 
is around €3.5 billion. Indesit’s supply chain is currently being re-engineered. The forecasting 
and production planning processes have already been re-designed, while the next phases of the 
project concern the re-definition of the transaction system and the invoicing process. The com-
pany is paying close attention to the question of collaboration with customers and suppliers. 
Driven by the Supply Chain department, the ‘Supplier Portal Collaboration’ system was realised 
in the autumn of 2007 and developed jointly by the Supply Chain, IT and Production depart-
ments. The portal was based on an existing application available on the market and subsequently 
‘customised’ with the support of the solution provider (Tesi). The supplier portal supports the 
exchange of price lists, orders, production plans, dispatch confirmations, goods arrival confir-
mations, and invoices, as well as managing credit and debit notes, and account statements. Mod-
ules to manage stock consignment and the working and sales accounts have also been developed 
for a small group of strategic suppliers. EDI was introduced in the mid 1990s and is used with 
120 suppliers who receive 30% of the annual order lines. In a complementary way, the portal has 
made it possible to activate additional functions with respect to EDI, without any obligation for 
the connected suppliers. The portal therefore increases the critical mass of ‘connected’ suppliers. 
The benefits expected are a substantial fall in stock and a significant reduction in the more opera-
tional activities for the Logistics and Finance departments. The portal has made some internal 
processes more efficient, simplifying, for example, bookkeeping work to match invoices. Since 
the end of last year, the company has also been considering the questions of substitute archiving 
and electronic invoicing.

KOH-I-NOOR

KOH-I-NOOR Italia S.p.A. was founded in 2001 with the acquisition of the brands previously 
managed by Sanford Rotring, the last denomination of the commercial channel of a company 
that has been operated in the office supplies sector for around 50 years in Italy and over two 
centuries in Europe. The Italian company has 24 employees and had a turnover of over €11 mil-
lion last year. The company’s core business is sales, which are divided into three uniform chan-
nels: key accounts (mainly large distributors managing traditional and/or electronic catalogues 
(Mondoffice, Viking, Misco, Errebian, etc.), large-scale distribution and traditional trade (re-
gional wholesalers and retail outlets). The first step in the introduction of IT in supply chain rela-
tions occurred at the insistence of some important customers who asked to facilitate integration 
with their order issuing systems using EDI. At present, EDI is used with these customers both to 
receive orders and to send out invoices. Recently, the company decided to use the remote bank-
ing, accounts receivable and substitute archiving of invoices services offered by its bank. Today, 
KOH-I-NOOR transmits a data flow which allows the bank (Intesa Sanpaolo) to generate the 
invoices and send them out to the company’s customers via various channels (mainly, traditional 
post and email). The invoice delivery system has been in production since the end of 2007, while 
since the beginning of 2008, the company has also been using substitute archiving of invoices, 
provided in full outsourcing by the bank. The possibility to adopt substitute archiving was an 
opportunity that emerged when considering the question of the invoice delivery to customers, 
and has allowed the company to reap the benefits of a wider-scale project, with positive repercus-
sions also on the financial and administrative departments. Substitute archiving is now used for 
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100% of accounts receivable (including those sent to the large-scale distribution customers via 
EDI that are only archived and not ‘posted’), while for the future, the company is considering 
the possibility of also adopting substitute archiving for other documents, such as shipping docu-
ments and notes.

Marzotto

The Marzotto Group is an international company with a turnover of €300 million divided into 
business units and legal entities positioned in specific sectors of wool and non-wool textiles (lux-
ury, fashion and quick service), cotton and linen. The company manages the whole, complicated 
production process from the yarn to the finished fabric. Relations with the suppliers of raw ma-
terials are mainly of a traditional type, as so far few suppliers have developed towards the use of 
web-based solutions and EDI. Marzotto has, however, activated a Web-based project to integrate 
its sub-contractors, to whom the company turns if demand is high or for special workings. The 
project which is being implemented together with the new application layer of the ERP to sup-
port the entire supply chain seeks to include all external workings in the production planning 
process (the critical factor for success in the textile sector). Briefly, the company ERP will gener-
ate a request for working which subsequently becomes a ‘notification’ that the sub-contractor can 
visualise and manage on the portal, taking on the job and indicting to the company the expected 
completion date. At the end of the working, the sub-contractor ‘off-loads’ the job on the portal 
which automatically generates a ‘waiting for goods’ state. Throughout the time of working, the 
sub-contractor’s progress is monitored and managed by a scheduler that with continual up-dates 
re-forecasts the production plan and the customer deadlines. Marzotto has also launched an 
EDI-based project for its most important customers, but the response has been rather limited. 
Only one important company in Germany, one of the Group’s strategic customers, uses EDI for 
orders, confirmations and invoices. The EDI that has been used by Marzotto for some years is, 
nevertheless, being continually developed in order to increase the information exchanged and 
expand the connections activated. However, customers appear rather to resist the use of these 
technological solutions.

Mes

Mes has been working in the sales and distribution of electrical equipments, automation devices 
and lighting products for more than 10 years. The turnover generated by the 8 points of sale in 
Liguria, Tuscany and Piemonte, which employ around 100 people, was €23 million in the last 
year. The merchandise sectors are those typical of electrical equipments (civil, industrial, naval, 
lighting, automation). The METEL Web EDI system is used to manage relations with strategic 
customers, exchanging almost all types of document: the price-list is sent to 90% of the suppli-
ers, 20% also receive the orders, 30% send Mes order and dispatch confirmations, and 50% send 
their invoices through the METEL system. With 18 suppliers, integration is complete, while with 
a further 12 only the invoice is transmitted. The use of electronic data exchange has led to a con-
siderable reduction in the time spent on and the number of errors in the order cycle. Integration 
with the METEL system was not onerous, as Mes’ management system, which was developed 
specifically for the companies in the sector, uses the supply chain standard natively and therefore 
does not require any particular customisation. On the customer side, an eCommerce portal was 
recently realised via which orders can be input and information on order status obtained. Again 
with the support of METEL, the company is initiating a substitute archiving project for the ap-
proximately 3,000 invoices receivable each month that are currently sent to customers on paper 
using a postal service.

Oviesse

Oviesse is part of the Gruppo Coin and leader in Italy in the retail sales of fashions. Turnover in 
the last year was €850 million. The company has a group of over 1,000 suppliers, 50% of which lo-
cated in Europe. Since 1998, the company has been using both traditional EDI (as a supply chain 
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integration tool) and Web-based EDI. Up to 2006, the solution allowed order exchange and con-
firmation and notification of dispatch with a relatively limited number of Italian suppliers. Since 
2007, the system has been integrated with other Web-based modules that have involved most of 
the non-European suppliers (the Web EDI solution developed by the Gruppo Coin requires little 
or no effort on the part of the suppliers to integrate with their own systems). However, the not 
very large number of invoices, are not exchange in structured format (EDI or Web EDI). The sys-
tem controlling the data exchange (both by traditional EDI and via Web) is based on ASP using 
an integration service provider’s platform linked to the company ERP. The same provider is also 
connects new suppliers to Oviesse’s order management system. Since the end of 2004, the com-
pany has used and outsourced service to manage accounts payable (all paper-based). Invoices 
sent by suppliers using the traditional postal system are ‘processed’ by the service provider who 
applies a barcode to the individual paper documents, scans them and undertakes initial index-
ing. A data flow generated by the provider (comprising the images of the invoices, the code on 
the barcode and the supplier index) is then sent daily to Oviesse who processes the information 
received on its accounting and administration systems. The accounting activities generate other 
data (search keys) which when sent to the service provider allow the latter to undertake the 
substitute archiving of the invoices in full outsourcing for Oviesse. Digitalisation of invoices 
payable has to date not caused any critical impacts and has effectively increased the efficiency of 
administrative processes by avoiding document losses and allowing quicker and more effective 
searches.

Poste Italiane

In addition to guaranteeing the general postal service, the Gruppo Poste Italiane, offers inte-
grated communication, logistics and financial services throughout the country. Group turnover 
is over €17 billion, while the workforce numbers more than 150,000. On the initiative of the head 
of the Group, Poste Italiane, an internal project to realise a system to manage invoices receivable 
automatically was started in the first half of 2006. The system, which has been operational since 
the first months of 2007, was developed with the involvement of various company departments, 
as well as other companies in the Group: Administration as the project owner, Group IT which 
was responsible for technical aspects, Posetecom for the technological platform, and Postel for 
the invoice delivery service. Starting with accountancy data from the company ERP, the system 
generates invoices as pdf files, to which the digital signature and time reference is applied. Sub-
sequently, the invoice is delivered on paper or electronically (via email of certified email). At 
the same time, invoices are collected for substitute archiving in lots which are digitally signed 
by the person responsible (an internal employee) and time-stamped. Finally, the invoices are 
made available to internal users in a remote archive. The project was strongly canvassed by Poste 
Italiane management and included a onerous initial phase of analysis and re-design of organisa-
tional processes.

Scame Parre

Scame Parre S.p.A. operates in the production and sales of electrical equipments for civil and 
industrial use. Group turnover is approximately €120 million and there is a workforce of 800 em-
ployees in the Italian mother company and the 17 partly owned and linked companies across the 
world. The company’s suppliers are mainly large producers of raw materials (plastic and brass). 
With the raw materials suppliers, the order management process is completely traditional, as 
there is no reference standard. Customers are mainly electrical equipments wholesalers, large 
consortia operating in the specific sector and OEM (mainly other companies in the sector). As 
early as the 1990s, the company was using the EDI standard developed by METEL to exchange 
all documents of the order cycle (orders, invoices, order confirmations, delivery advice, price-
lists) with the downstream supply chain. EDI is used for 30% of the order lines, 15% of the order 
confirmations (which are only sent to customers ordering by EDI and able to receive the confir-
mations) and approximately 25% of the DesAdv (despatch advice). EDI data exchange in the or-
der acquisition phase allows a significant time saving and a substantial reduction in the number 
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100% of accounts receivable (including those sent to the large-scale distribution customers via 
EDI that are only archived and not ‘posted’), while for the future, the company is considering 
the possibility of also adopting substitute archiving for other documents, such as shipping docu-
ments and notes.

Marzotto

The Marzotto Group is an international company with a turnover of €300 million divided into 
business units and legal entities positioned in specific sectors of wool and non-wool textiles (lux-
ury, fashion and quick service), cotton and linen. The company manages the whole, complicated 
production process from the yarn to the finished fabric. Relations with the suppliers of raw ma-
terials are mainly of a traditional type, as so far few suppliers have developed towards the use of 
web-based solutions and EDI. Marzotto has, however, activated a Web-based project to integrate 
its sub-contractors, to whom the company turns if demand is high or for special workings. The 
project which is being implemented together with the new application layer of the ERP to sup-
port the entire supply chain seeks to include all external workings in the production planning 
process (the critical factor for success in the textile sector). Briefly, the company ERP will gener-
ate a request for working which subsequently becomes a ‘notification’ that the sub-contractor can 
visualise and manage on the portal, taking on the job and indicting to the company the expected 
completion date. At the end of the working, the sub-contractor ‘off-loads’ the job on the portal 
which automatically generates a ‘waiting for goods’ state. Throughout the time of working, the 
sub-contractor’s progress is monitored and managed by a scheduler that with continual up-dates 
re-forecasts the production plan and the customer deadlines. Marzotto has also launched an 
EDI-based project for its most important customers, but the response has been rather limited. 
Only one important company in Germany, one of the Group’s strategic customers, uses EDI for 
orders, confirmations and invoices. The EDI that has been used by Marzotto for some years is, 
nevertheless, being continually developed in order to increase the information exchanged and 
expand the connections activated. However, customers appear rather to resist the use of these 
technological solutions.

Mes

Mes has been working in the sales and distribution of electrical equipments, automation devices 
and lighting products for more than 10 years. The turnover generated by the 8 points of sale in 
Liguria, Tuscany and Piemonte, which employ around 100 people, was €23 million in the last 
year. The merchandise sectors are those typical of electrical equipments (civil, industrial, naval, 
lighting, automation). The METEL Web EDI system is used to manage relations with strategic 
customers, exchanging almost all types of document: the price-list is sent to 90% of the suppli-
ers, 20% also receive the orders, 30% send Mes order and dispatch confirmations, and 50% send 
their invoices through the METEL system. With 18 suppliers, integration is complete, while with 
a further 12 only the invoice is transmitted. The use of electronic data exchange has led to a con-
siderable reduction in the time spent on and the number of errors in the order cycle. Integration 
with the METEL system was not onerous, as Mes’ management system, which was developed 
specifically for the companies in the sector, uses the supply chain standard natively and therefore 
does not require any particular customisation. On the customer side, an eCommerce portal was 
recently realised via which orders can be input and information on order status obtained. Again 
with the support of METEL, the company is initiating a substitute archiving project for the ap-
proximately 3,000 invoices receivable each month that are currently sent to customers on paper 
using a postal service.

Oviesse

Oviesse is part of the Gruppo Coin and leader in Italy in the retail sales of fashions. Turnover in 
the last year was €850 million. The company has a group of over 1,000 suppliers, 50% of which lo-
cated in Europe. Since 1998, the company has been using both traditional EDI (as a supply chain 
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integration tool) and Web-based EDI. Up to 2006, the solution allowed order exchange and con-
firmation and notification of dispatch with a relatively limited number of Italian suppliers. Since 
2007, the system has been integrated with other Web-based modules that have involved most of 
the non-European suppliers (the Web EDI solution developed by the Gruppo Coin requires little 
or no effort on the part of the suppliers to integrate with their own systems). However, the not 
very large number of invoices, are not exchange in structured format (EDI or Web EDI). The sys-
tem controlling the data exchange (both by traditional EDI and via Web) is based on ASP using 
an integration service provider’s platform linked to the company ERP. The same provider is also 
connects new suppliers to Oviesse’s order management system. Since the end of 2004, the com-
pany has used and outsourced service to manage accounts payable (all paper-based). Invoices 
sent by suppliers using the traditional postal system are ‘processed’ by the service provider who 
applies a barcode to the individual paper documents, scans them and undertakes initial index-
ing. A data flow generated by the provider (comprising the images of the invoices, the code on 
the barcode and the supplier index) is then sent daily to Oviesse who processes the information 
received on its accounting and administration systems. The accounting activities generate other 
data (search keys) which when sent to the service provider allow the latter to undertake the 
substitute archiving of the invoices in full outsourcing for Oviesse. Digitalisation of invoices 
payable has to date not caused any critical impacts and has effectively increased the efficiency of 
administrative processes by avoiding document losses and allowing quicker and more effective 
searches.

Poste Italiane

In addition to guaranteeing the general postal service, the Gruppo Poste Italiane, offers inte-
grated communication, logistics and financial services throughout the country. Group turnover 
is over €17 billion, while the workforce numbers more than 150,000. On the initiative of the head 
of the Group, Poste Italiane, an internal project to realise a system to manage invoices receivable 
automatically was started in the first half of 2006. The system, which has been operational since 
the first months of 2007, was developed with the involvement of various company departments, 
as well as other companies in the Group: Administration as the project owner, Group IT which 
was responsible for technical aspects, Posetecom for the technological platform, and Postel for 
the invoice delivery service. Starting with accountancy data from the company ERP, the system 
generates invoices as pdf files, to which the digital signature and time reference is applied. Sub-
sequently, the invoice is delivered on paper or electronically (via email of certified email). At 
the same time, invoices are collected for substitute archiving in lots which are digitally signed 
by the person responsible (an internal employee) and time-stamped. Finally, the invoices are 
made available to internal users in a remote archive. The project was strongly canvassed by Poste 
Italiane management and included a onerous initial phase of analysis and re-design of organisa-
tional processes.

Scame Parre

Scame Parre S.p.A. operates in the production and sales of electrical equipments for civil and 
industrial use. Group turnover is approximately €120 million and there is a workforce of 800 em-
ployees in the Italian mother company and the 17 partly owned and linked companies across the 
world. The company’s suppliers are mainly large producers of raw materials (plastic and brass). 
With the raw materials suppliers, the order management process is completely traditional, as 
there is no reference standard. Customers are mainly electrical equipments wholesalers, large 
consortia operating in the specific sector and OEM (mainly other companies in the sector). As 
early as the 1990s, the company was using the EDI standard developed by METEL to exchange 
all documents of the order cycle (orders, invoices, order confirmations, delivery advice, price-
lists) with the downstream supply chain. EDI is used for 30% of the order lines, 15% of the order 
confirmations (which are only sent to customers ordering by EDI and able to receive the confir-
mations) and approximately 25% of the DesAdv (despatch advice). EDI data exchange in the or-
der acquisition phase allows a significant time saving and a substantial reduction in the number 
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of errors. In order to increase the number of orders received by EDI, the company offers faster 
delivery times to customers using the system. Invoice management is also automated. The man-
agement system generates text files that are processed by a server and translated into the METEL 
standard, and the data is then sent via Web. Approximately 60% by value of the invoices (i.e. all 
those for the procurement consortia and large wholesalers) is transmitted by EDI. The company 
still archives documents in the traditional way irrespective of how they are sent to customers. 
Furthermore, the company uses a document management system that has resulted in significant 
benefits in terms of operability of the finance department, which could in future lead to the in-
troduction of substitute archiving.

So.Ge.Gross.

The So.Ge.Gross. Group operates throughout northern Italy in large-scale distribution using 
numerous channels management by its own brands. The Group employs a workforce of around 
2,300 and generates a turnover of €600 million. Management of accounts payable is heavily sup-
ported by digital solutions. For two years, the company has been receiving from its 30 largest 
suppliers (of a total of 200 for the grocery division) an EDI flow which is recorded automatically 
and also contains the images of the invoices. For all meat suppliers, on the other hand, there is a 
Web EDI system based on the Euritmo standard which allows order issuing and the reception of 
numerous documents, e.g. despatch advice (DesAdv), tracing of origin and invoices. Exchange 
of invoices via EDI is possible with a service offered by a integration service provider (Tesi), who 
also undertakes for the company via ASP the translation of the EDI messages into the format 
required. 15% of the 180,000 accounts payable per year are received in electronic format. The 
invoice is inserted directly as a first note and the image sent by the supplier is acquired. The docu-
ment is compared automatically with the DesAdv data (which is also received electronically). If 
any incongruences are found, an error management workflow is generated involving the finance 
and procurement departments. When the problems have been resolved, the data is used to gener-
ate automatically the flows that the company sends to the banking system to issue the payment 
orders in favour of the suppliers. When documents and invoices are not exchanged via EDI, data 
is extracted automatically (where possible) using Optical Character Recognition (OCR) software 
after the documents have been scanned. Since 2007, So.Ge:Gross has also been using substitute 
archiving of accounts payable and the day ledger, and at the beginning of 2008, the company de-
cided to externalise the substitute archiving service to a provider that scans the documents and 
extracts the data a second time to allow cross-checks.

Sony Italia

Sony Italia S.p.A. is one of the principal players in the consumer and professional electronics 
sectors in Italy, with a turnover of more that €600 million. The company has always been known 
for a high level of innovation in its production processes and in the technologies applied to its 
products, and attitude that is reflected in all the company’s choices. For a long time, Sony Italia 
has had a strong interest in the question of dematerialisation, and even before starting a sub-
stitute archiving project, the company has a very advanced electronic archive, into which the 
accounts payable generated by the management system flowed. At the end of 2005 when the 
document management system was dismantled, Sony Italia began a substitute archiving project 
for accounts payable and other financial documents (registers, ledgers). The flow that was previ-
ously directed to the document management system is now sent to a service provider that in full 
outsourcing undertakes the substitute archiving of the documents and forwards the same flow 
to a postal service provider who sends the invoices to the customers. The new system also offers 
remote access to the invoices for administrative purposes. The change to substitute archiving has 
led to tangible and evident benefits, e.g. the enormous reduction in the amount of paper man-
aged by the company. 80% of the paper used previously has been eliminated thanks to substitute 
archiving and changes in process with a view to full dematerialisation, so significantly reducing 
the costs of paper document management as well as the environmental impact.
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Telecom Italia

Telecom Italia is the Italian leader in the telecommunications sector, operating throughout the 
advanced communications supply chain: land and mobile lines, Internet, television and media. 
Group turnover is approximately €31 billion with a workforce of 83,000. The enormous complex-
ity of the up-stream and down-stream markets with more than 12,000 suppliers and millions 
of customers, has encouraged Telecom Italia over the years to develop integrated solutions with 
both suppliers and customers. The supplier portal, which has been active since 2003, includes 
over 700 suppliers who can exchange accounts payable documents with Telecom Italia. Three-
quarters of the Gruppo Telecom’s orders are sent exclusively by electronic means, and almost 70% 
of the invoices are received by the portal. Reception of the accounts payable is integrated with 
the internal ‘paperless’ process which automatically checks the data against the procurement 
order, the despatch advice and the financial registration. In the last years, new functionalities 
specifically for the Web platform have been developed that now allow Telecom Italia to integrate 
telematically with vertical supplier segments, e.g. the agents and dealers that sell the company’s 
products and services. These players can be considered both suppliers and customers as they of-
fer Telecom Italia’s goods and services on the market and in function of the sales realised gain the 
right to a commission. In order to reduce the administrative work for these partners and allow 
them to focus on business, an ‘invoice on behalf of ’ service has been devised for the commis-
sions matured with sales that is actuated in different ways. In all cases, the invoice is prepared 
by Telecom Italia who has all the information necessary to prepare the document ‘on behalf of ’ 
the agent/dealer. Integration may go as far as managing a single statement for the agent/dealer 
including all the credits and debits derived from commercial activities with Telecom Italia. With 
some large suppliers, there is an ‘application-to-application’ integration based on the use of Web 
EDI solutions and the automated exchange of proprietary formats. In some particular cases, e.g. 
interfaces with large utility companies (of which Telecom is both a customer and a supplier), the 
EDI systems are used both for reception of accounts payable and for the issue of accounts receiv-
able. The substitute archiving project for the accounts payable, which has already gone through a 
preliminary analysis phase in the past, is currently on-hold, as the level of circulation of paper in 
the company has already fallen considerably with the use of tools to manage and share existing 
documents. The benefits obtainable from the project do not appear at present sufficient to justify 
the significant organisational effort required, given the size of the company. However, interest in 
substitute archiving remains high regarding electronic invoicing of public sector authorities, an 
element that could have a major impact on company decisions in this respect.

Teva Italia

Teva Italia is a pharmaceutical company in the multi-national Teva Group, which has is head-
quarters in Israel. The company’s main activities are the sale in Italy of equivalent (or gener-
ic) drugs for public and hospital use. The Teva Group also has some facilities in Italy in which 
produce the active constituents of for its drugs and an ‘innovative R&D’ unit that carries out 
pre-registration, clinical studies in major university and hospital centres. Teva Italia has around 
200 employees and consolidated turnover in 2007 was €100 million. To exchange order cycle 
documents with drug distributors, the company uses EasyDAFNE, the Internet Web EDI service 
realised by the Consorzio DAFNE. At present the only document involved is the order, which is 
transmitted in Web EDI format and is then managed automatically by Teva Italia’s information 
system using a tool that periodically collects the order data from the EDI box and loads it onto 
the company ERP. The service is also being extended to some hospitals, again for order submis-
sion. The EasyDAFNE service was introduced in 2003, when the company adopted an ERP and 
the IT and Logistics departments chose to use Web EDI for order reception. Implementation 
was rapid, most distributors were already the channel in February 2003. The principal benefit 
realised with the introduction of the Web EDI was the reduction in the time necessary for data 
input into the information system. The project has meant that the same number of resources 
work in Customer Service, in spite of the fact that there has been a considerable expansion in the 
market served. In 2006, Teva Italia also introduced substitute archiving of its accounts payable 
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of errors. In order to increase the number of orders received by EDI, the company offers faster 
delivery times to customers using the system. Invoice management is also automated. The man-
agement system generates text files that are processed by a server and translated into the METEL 
standard, and the data is then sent via Web. Approximately 60% by value of the invoices (i.e. all 
those for the procurement consortia and large wholesalers) is transmitted by EDI. The company 
still archives documents in the traditional way irrespective of how they are sent to customers. 
Furthermore, the company uses a document management system that has resulted in significant 
benefits in terms of operability of the finance department, which could in future lead to the in-
troduction of substitute archiving.

So.Ge.Gross.

The So.Ge.Gross. Group operates throughout northern Italy in large-scale distribution using 
numerous channels management by its own brands. The Group employs a workforce of around 
2,300 and generates a turnover of €600 million. Management of accounts payable is heavily sup-
ported by digital solutions. For two years, the company has been receiving from its 30 largest 
suppliers (of a total of 200 for the grocery division) an EDI flow which is recorded automatically 
and also contains the images of the invoices. For all meat suppliers, on the other hand, there is a 
Web EDI system based on the Euritmo standard which allows order issuing and the reception of 
numerous documents, e.g. despatch advice (DesAdv), tracing of origin and invoices. Exchange 
of invoices via EDI is possible with a service offered by a integration service provider (Tesi), who 
also undertakes for the company via ASP the translation of the EDI messages into the format 
required. 15% of the 180,000 accounts payable per year are received in electronic format. The 
invoice is inserted directly as a first note and the image sent by the supplier is acquired. The docu-
ment is compared automatically with the DesAdv data (which is also received electronically). If 
any incongruences are found, an error management workflow is generated involving the finance 
and procurement departments. When the problems have been resolved, the data is used to gener-
ate automatically the flows that the company sends to the banking system to issue the payment 
orders in favour of the suppliers. When documents and invoices are not exchanged via EDI, data 
is extracted automatically (where possible) using Optical Character Recognition (OCR) software 
after the documents have been scanned. Since 2007, So.Ge:Gross has also been using substitute 
archiving of accounts payable and the day ledger, and at the beginning of 2008, the company de-
cided to externalise the substitute archiving service to a provider that scans the documents and 
extracts the data a second time to allow cross-checks.

Sony Italia

Sony Italia S.p.A. is one of the principal players in the consumer and professional electronics 
sectors in Italy, with a turnover of more that €600 million. The company has always been known 
for a high level of innovation in its production processes and in the technologies applied to its 
products, and attitude that is reflected in all the company’s choices. For a long time, Sony Italia 
has had a strong interest in the question of dematerialisation, and even before starting a sub-
stitute archiving project, the company has a very advanced electronic archive, into which the 
accounts payable generated by the management system flowed. At the end of 2005 when the 
document management system was dismantled, Sony Italia began a substitute archiving project 
for accounts payable and other financial documents (registers, ledgers). The flow that was previ-
ously directed to the document management system is now sent to a service provider that in full 
outsourcing undertakes the substitute archiving of the documents and forwards the same flow 
to a postal service provider who sends the invoices to the customers. The new system also offers 
remote access to the invoices for administrative purposes. The change to substitute archiving has 
led to tangible and evident benefits, e.g. the enormous reduction in the amount of paper man-
aged by the company. 80% of the paper used previously has been eliminated thanks to substitute 
archiving and changes in process with a view to full dematerialisation, so significantly reducing 
the costs of paper document management as well as the environmental impact.
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Telecom Italia

Telecom Italia is the Italian leader in the telecommunications sector, operating throughout the 
advanced communications supply chain: land and mobile lines, Internet, television and media. 
Group turnover is approximately €31 billion with a workforce of 83,000. The enormous complex-
ity of the up-stream and down-stream markets with more than 12,000 suppliers and millions 
of customers, has encouraged Telecom Italia over the years to develop integrated solutions with 
both suppliers and customers. The supplier portal, which has been active since 2003, includes 
over 700 suppliers who can exchange accounts payable documents with Telecom Italia. Three-
quarters of the Gruppo Telecom’s orders are sent exclusively by electronic means, and almost 70% 
of the invoices are received by the portal. Reception of the accounts payable is integrated with 
the internal ‘paperless’ process which automatically checks the data against the procurement 
order, the despatch advice and the financial registration. In the last years, new functionalities 
specifically for the Web platform have been developed that now allow Telecom Italia to integrate 
telematically with vertical supplier segments, e.g. the agents and dealers that sell the company’s 
products and services. These players can be considered both suppliers and customers as they of-
fer Telecom Italia’s goods and services on the market and in function of the sales realised gain the 
right to a commission. In order to reduce the administrative work for these partners and allow 
them to focus on business, an ‘invoice on behalf of ’ service has been devised for the commis-
sions matured with sales that is actuated in different ways. In all cases, the invoice is prepared 
by Telecom Italia who has all the information necessary to prepare the document ‘on behalf of ’ 
the agent/dealer. Integration may go as far as managing a single statement for the agent/dealer 
including all the credits and debits derived from commercial activities with Telecom Italia. With 
some large suppliers, there is an ‘application-to-application’ integration based on the use of Web 
EDI solutions and the automated exchange of proprietary formats. In some particular cases, e.g. 
interfaces with large utility companies (of which Telecom is both a customer and a supplier), the 
EDI systems are used both for reception of accounts payable and for the issue of accounts receiv-
able. The substitute archiving project for the accounts payable, which has already gone through a 
preliminary analysis phase in the past, is currently on-hold, as the level of circulation of paper in 
the company has already fallen considerably with the use of tools to manage and share existing 
documents. The benefits obtainable from the project do not appear at present sufficient to justify 
the significant organisational effort required, given the size of the company. However, interest in 
substitute archiving remains high regarding electronic invoicing of public sector authorities, an 
element that could have a major impact on company decisions in this respect.

Teva Italia

Teva Italia is a pharmaceutical company in the multi-national Teva Group, which has is head-
quarters in Israel. The company’s main activities are the sale in Italy of equivalent (or gener-
ic) drugs for public and hospital use. The Teva Group also has some facilities in Italy in which 
produce the active constituents of for its drugs and an ‘innovative R&D’ unit that carries out 
pre-registration, clinical studies in major university and hospital centres. Teva Italia has around 
200 employees and consolidated turnover in 2007 was €100 million. To exchange order cycle 
documents with drug distributors, the company uses EasyDAFNE, the Internet Web EDI service 
realised by the Consorzio DAFNE. At present the only document involved is the order, which is 
transmitted in Web EDI format and is then managed automatically by Teva Italia’s information 
system using a tool that periodically collects the order data from the EDI box and loads it onto 
the company ERP. The service is also being extended to some hospitals, again for order submis-
sion. The EasyDAFNE service was introduced in 2003, when the company adopted an ERP and 
the IT and Logistics departments chose to use Web EDI for order reception. Implementation 
was rapid, most distributors were already the channel in February 2003. The principal benefit 
realised with the introduction of the Web EDI was the reduction in the time necessary for data 
input into the information system. The project has meant that the same number of resources 
work in Customer Service, in spite of the fact that there has been a considerable expansion in the 
market served. In 2006, Teva Italia also introduced substitute archiving of its accounts payable 
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and accounts receivable, collaborating with a service provider in full outsourcing. The provider 
also despatches the invoices receivable via the various channels available (mainly email and tra-
ditional post). The invoices originate from the company ERP which generates a digitally signed 
invoice flow (in pdf) to the provider who then delivers the documents. In parallel, the signed pdf 
are saved using substitute archiving and made available on a portal for consultation via the Web. 
At present, the invoices payable are input manually into the ERP, and the paper documents are 
then sent to the provider who scans and saves them by substitute archiving. Substitute archiving, 
which was introduced in 2006 and has been in production since last year, allows Teva Italia to 
dematerialise approximately 35,000 documents/year.

TNT Global Express

TNT Global Express is a member of the Dutch TNT N.V. group, the leading player in the express 
distribution sector. In Italy, the company has a workforce of 3,000 and effects 35 million deliv-
eries/year (over 150,000 per day) for approximately 100,000 different customers. More than 1,6 
million invoices receivable are issued every year. In 2005, TNT Global Express began to consider 
the question of dematerialisation of documents, procuring solutions for internal document man-
agement. Since 2007, documents can be sent automatically to customers via email, both in pdf 
and other editable formats (Excel, txt). Once generated by the information system, the invoices 
are inserted in the document management system, where they can be accessed by 200 adminis-
trative users. The system also generates pdf documents that are sent with a time reference and 
digital signature for substitute archiving, which has been in production since 2007. In the course 
of the same year, the company initiated a project to dematerialise the accompanying documents 
issued by the sender and delivered in copy to the recipient that TNT is obliged to keep for six 
months. With an Optical Character Recognition based solution (purchased from Kofax). The ac-
companying documents are now scanned and managed digitally, so avoiding archiving on paper. 
The project became operational in about 3 months.

Valsoia

Valsoia, an Italian company that produces and sells food products, employs a staff of 80 and has a 
turnover of approximately €50 million. The company’s main customers are in the large-scale dis-
tribution (GDO) sector and mainly Italian. The GDO customers send orders through traditional 
channels, mainly fax, but to an increasing extent, they request invoices via EDI. Valsoia therefore 
uses the translation and transmission service offered by an integration service provider. The 
company ERP processes the invoices and sends the data flow to the provider who performs the 
translation required by the customer and sends the data. Recently, Valsoia has also shown inter-
est in substitute archiving, initiating a project to dematerialise the account receivable. When the 
documents are issued, a digitally signed pdf file is also generated that is sent to another service 
provider (Credemtel) via ftp. The provider applies the time-stamp on the sets of invoices received 
and carries out the substitute archiving (the provider also bears the legal responsibility for the 
substitute archiving). With the substitute archiving system used, the company can view the ar-
chived documents and send invoices to customers via email. Substitute archiving was adopted 
with the aim of reducing the costs of paper management, and the company has estimated a pay-
back time of less than one year.

VS Dental

VS Dental supplies products and services to the dental sector and is particularly active in the 
Venice region. The range of products is very broad: from materials for fillings to equipments for 
dental surgeries. Services include full installation and after-sales support to surgeries. The dental 
sector is just beginning to use ICT, and a very small amount of information is being received and 
sent in digital format. Orders are collected and transmitted to VS Dental by a network of agents 
using email or a Web-based application. As far as accounts receivable are concerned, there are 
approximately 15,000 invoices receivable (mainly for small sums) each year. Given these vol-
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umes, traditional document management had become difficult and decidedly onerous in the 
recent years, especially for the finance department. In 2007, the company chose to use a new 
outsourced postal service for the accounts receivable. In future, it is believed that the project 
can develop towards a greater integration with the more traditional banking services, further 
automating payment management by linking these activities to the issue of the invoice. Project 
start-up required only a very short change-over period, during which the company’s head of IT 
adapted the print spool produced by the management system to the standard required by the 
bank. Overall, alignment and interfacing with the provider’s platform did not take more than 3 
man-days. With this solution, the company now only has to send to the bank a spool containing 
the data for the invoices to send out; the bank then prints, envelopes and sends the invoices. VS 
Dental pays on a pay-per-use basis, i.e. a cost per document that varies in function of the number 
of pages in each invoice. The project, which senior management supported strongly, has opti-
mised the time required to manage accounts receivable invoices, as was its main objective. The 
company has automated invoice delivery to its customers, which previously required 2 man-days 
per month.

Warner Music Italia

Warner Music Italia is one of the main record labels in the country, producing and distributing 
the products of numerous Italian and international artists mainly playing light music. Warner 
Music Italia interfaces primarily with just one supplier (who realises the CDs) and the level of 
integration is very high (a proprietary system for order exchange, confirmations and invoices). 
Warner Music Italia’s customers are mainly in the specialised and large-scale distribution sec-
tors. With some of the large-scale distribution customers, who for some time had been asking to 
receive invoices in structured format, the company uses EDI to transmit invoice flows using the 
ASP platform of an integration service provider. Since the beginning of 2008, again in response 
to requests from some distributors, Warner Music Italia has been working on a project to extend 
EDI to include order reception. To date, the introduction of EDI has provided economic benefits 
thanks to faster invoice management, both on the part of the company and its customers. Exten-
sion of the communication system to order management has allowed the company to speed up 
logistics activities, improving internal efficiency. For some time, Warner Music Italia has been 
working on the dematerialisation of the accounts receivable cycle. Under strong pressure from 
the IT department substitute archiving of invoices for recorded products was introduced in 2005. 
The application generates digital images of documents that, on the one hand, continue to be sent 
to the postal service provider and, on the other, are saved within the company using substitute 
archiving according to current norms. Since the beginning of 2008, substitute archiving has also 
been extended to the invoices for all special services, i.e. not for the sale of recordings.

Whirlpool

Founded in the United States in 1911, Whirlpool is the world leader in the production of home 
appliances. In Europe alone, turnover is approximately €3 billion, the number of orders for fin-
ished products well over one million, and the workforce around 13,000. Whirlpool has been 
present in Europe with various production sites since 1989, the year in which Whirlpool Cor-
poration purchased Philips’ home appliances sector which included IGNIS in Varese (Italy). The 
company makes substantial use of technology to support supply chain integration, both with 
regards relations with suppliers and with customers. As early as the 1990s, the company was 
the first producer of home appliances to use EDI in Europe, and has an internally managed 
EDI infrastructure that allows structured communication with almost all the suppliers of direct 
materials. With these players, the company exchanges all the principal order cycle documents 
from initial order to invoice via EDI messages. EDI is also used by many customers in Europe. 
For downstream relations, Whirlpool concentrates, above all, on the eMarketplace (Tradeplace), 
the consortium platform developed in 2001 with four competitors who with Whirlpool represent 
the leading producers of home appliances in Europe. Tradeplace has two main objectives: (i) to 
realise a single interface for customers in the sector allowing the buyers to converse structurally 
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and accounts receivable, collaborating with a service provider in full outsourcing. The provider 
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of the same year, the company initiated a project to dematerialise the accompanying documents 
issued by the sender and delivered in copy to the recipient that TNT is obliged to keep for six 
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companying documents are now scanned and managed digitally, so avoiding archiving on paper. 
The project became operational in about 3 months.

Valsoia

Valsoia, an Italian company that produces and sells food products, employs a staff of 80 and has a 
turnover of approximately €50 million. The company’s main customers are in the large-scale dis-
tribution (GDO) sector and mainly Italian. The GDO customers send orders through traditional 
channels, mainly fax, but to an increasing extent, they request invoices via EDI. Valsoia therefore 
uses the translation and transmission service offered by an integration service provider. The 
company ERP processes the invoices and sends the data flow to the provider who performs the 
translation required by the customer and sends the data. Recently, Valsoia has also shown inter-
est in substitute archiving, initiating a project to dematerialise the account receivable. When the 
documents are issued, a digitally signed pdf file is also generated that is sent to another service 
provider (Credemtel) via ftp. The provider applies the time-stamp on the sets of invoices received 
and carries out the substitute archiving (the provider also bears the legal responsibility for the 
substitute archiving). With the substitute archiving system used, the company can view the ar-
chived documents and send invoices to customers via email. Substitute archiving was adopted 
with the aim of reducing the costs of paper management, and the company has estimated a pay-
back time of less than one year.

VS Dental

VS Dental supplies products and services to the dental sector and is particularly active in the 
Venice region. The range of products is very broad: from materials for fillings to equipments for 
dental surgeries. Services include full installation and after-sales support to surgeries. The dental 
sector is just beginning to use ICT, and a very small amount of information is being received and 
sent in digital format. Orders are collected and transmitted to VS Dental by a network of agents 
using email or a Web-based application. As far as accounts receivable are concerned, there are 
approximately 15,000 invoices receivable (mainly for small sums) each year. Given these vol-
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umes, traditional document management had become difficult and decidedly onerous in the 
recent years, especially for the finance department. In 2007, the company chose to use a new 
outsourced postal service for the accounts receivable. In future, it is believed that the project 
can develop towards a greater integration with the more traditional banking services, further 
automating payment management by linking these activities to the issue of the invoice. Project 
start-up required only a very short change-over period, during which the company’s head of IT 
adapted the print spool produced by the management system to the standard required by the 
bank. Overall, alignment and interfacing with the provider’s platform did not take more than 3 
man-days. With this solution, the company now only has to send to the bank a spool containing 
the data for the invoices to send out; the bank then prints, envelopes and sends the invoices. VS 
Dental pays on a pay-per-use basis, i.e. a cost per document that varies in function of the number 
of pages in each invoice. The project, which senior management supported strongly, has opti-
mised the time required to manage accounts receivable invoices, as was its main objective. The 
company has automated invoice delivery to its customers, which previously required 2 man-days 
per month.

Warner Music Italia

Warner Music Italia is one of the main record labels in the country, producing and distributing 
the products of numerous Italian and international artists mainly playing light music. Warner 
Music Italia interfaces primarily with just one supplier (who realises the CDs) and the level of 
integration is very high (a proprietary system for order exchange, confirmations and invoices). 
Warner Music Italia’s customers are mainly in the specialised and large-scale distribution sec-
tors. With some of the large-scale distribution customers, who for some time had been asking to 
receive invoices in structured format, the company uses EDI to transmit invoice flows using the 
ASP platform of an integration service provider. Since the beginning of 2008, again in response 
to requests from some distributors, Warner Music Italia has been working on a project to extend 
EDI to include order reception. To date, the introduction of EDI has provided economic benefits 
thanks to faster invoice management, both on the part of the company and its customers. Exten-
sion of the communication system to order management has allowed the company to speed up 
logistics activities, improving internal efficiency. For some time, Warner Music Italia has been 
working on the dematerialisation of the accounts receivable cycle. Under strong pressure from 
the IT department substitute archiving of invoices for recorded products was introduced in 2005. 
The application generates digital images of documents that, on the one hand, continue to be sent 
to the postal service provider and, on the other, are saved within the company using substitute 
archiving according to current norms. Since the beginning of 2008, substitute archiving has also 
been extended to the invoices for all special services, i.e. not for the sale of recordings.

Whirlpool

Founded in the United States in 1911, Whirlpool is the world leader in the production of home 
appliances. In Europe alone, turnover is approximately €3 billion, the number of orders for fin-
ished products well over one million, and the workforce around 13,000. Whirlpool has been 
present in Europe with various production sites since 1989, the year in which Whirlpool Cor-
poration purchased Philips’ home appliances sector which included IGNIS in Varese (Italy). The 
company makes substantial use of technology to support supply chain integration, both with 
regards relations with suppliers and with customers. As early as the 1990s, the company was 
the first producer of home appliances to use EDI in Europe, and has an internally managed 
EDI infrastructure that allows structured communication with almost all the suppliers of direct 
materials. With these players, the company exchanges all the principal order cycle documents 
from initial order to invoice via EDI messages. EDI is also used by many customers in Europe. 
For downstream relations, Whirlpool concentrates, above all, on the eMarketplace (Tradeplace), 
the consortium platform developed in 2001 with four competitors who with Whirlpool represent 
the leading producers of home appliances in Europe. Tradeplace has two main objectives: (i) to 
realise a single interface for customers in the sector allowing the buyers to converse structurally 
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with producers, and (ii) to establish the first Marketplace for white goods. Today, Whirlpool 
manages a considerable number of orders electronically (EDI or Tradeplace) and is considering 
extending the functionalities of the platform to support electronic invoicing, which is increas-
ingly requested by northern European customers. For this reason, the company is assessing of-
fers from service providers who can provide substitute archiving of fiscal documents using a 
solution which respects current norms in the various European countries, In parallel, Whirlpool 
is also addressing the question of document management. At the moment, each country uses a 
different solution, but the Group is evaluating how to harmonise the system across Europe and 
so lay the base for the substitute archiving process.
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4. Assessment of profitability

The capability to analyse the profitability of electronic invoicing projects based on the 
paradigms illustrated in Chapter 2 is a fundamental element in guiding the investment 
decisions of user companies. In the absence of structured evaluations, there is a tendency 
to make use of approximations and sensations, which, in this case, generally lead to an 
underestimate of the benefits obtainable, an overestimate of the necessary investments 
in technology, and, consequently, to the failure to invest in these solutions.

Continuing the work started in the first Observatory Research study, we have developed 
models to estimate the benefits, investments and current costs, and, thus, the profit-
ability of electronic invoicing projects for each of the 10 adoption paradigms and for the 
various service fruition modes (see Chapter 2). The basis is an original parametric meta-
model that we have verified and applied with the collaboration of 4 sector associations1, the 
Interbank Corporate Banking association, over 50 user companies and approximately 30 
suppliers of technology, services and solutions.

This chapter will present the structure of the meta-model, an analysis of the benefits 
derived from complete integration and dematerialisation (extending and completing the 
results published in the previous edition of the Research2), and an assessment of the 
profitability of the projects.

The meta-model

In this section, we describe the main elements of the meta-model underlying the devel-
opment of the detailed examples, in particular:

the scope of the analysis; �

the types of benefits; �

the types of investments and current costs; �

the structure of the profitability assessment models. �

The scope of the analysis
In line with the overall structure of the Research (see Chapter 1), the benefits and profit-
ability analysis models refer to the order-delivery-invoice-payment cycle (or, for simplic-
ity, the order-to-payment cycle), defined as (see Figure 4.1):

the entire process from the creation of orders to the archiving of bank statements  �

by customers and suppliers, or portions of that process, as specified in the adoption 
paradigms (see Chapter 2);
activities related to the creation, transmission, processing and archiving of documents  �

in the order-to-payment cycle. Neither activities relating to the recall or re-processing 
of the documents subsequent to the completion of the cycle, nor physical logistics are 
considered, except for correction of non-conformities.

1 ANIE-AIRES 
(Home appliances), 
Consorzio DAFNE 
(Pharmaceuticals), 
Indicod-ECR (Consumer 
goods), METEL 
(Electrical equipments).

2 Cfr. “Fatturazione 
Elettronica: benefici 
non solo sulla carta”, 
March 2007, Politecnico 
di Milano School of 
Management, 
www.osservatori.net.
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The types of benefits
The benefits derived from the integration and dematerialisation of the trade process, or 
parts of this process, can essentially be broken down into four classes:

reduction in the execution costs of interface activities, mainly as a result of an increase  �

in workforce productivity and, secondly, of a reduction in the cost of expendable ma-
terials;
improvement in process accuracy, primarily as a result of the elimination or drastic  �

reduction of tasks with a very high manual component and the consequent reduction 
in the costs of management or resolution of non-conformity;
reduction in the space occupied to archive fiscal documentation; �

cut-back in process execution (or cycle) times with the simplification of activities and  �

the possibility to control processes using a ‘workflow’ logic.

The models presented below are intended to estimate the first three classes of benefits, i.e. 
the reduction in costs as a result of: (i) an increase in productivity, (ii) an improvement 
in process accuracy and (iii) a reduction in the space needed for archiving. The main 
hypothesis underlying the results illustrated is the possibility to achieve real benefits as a 
result of the reduction in manual work and the transfer of staff to other activities.

Investments and current costs
The main categories of investments (one-off) and current costs (annual) in the order-
to-payment cycle, together with the respective drivers, are shown in Figure 4.2. Obvi-
ously, the cost categories for a specific project are a function of the adoption paradigm 
and service fruition mode (see Chapter 2) and, in general, are a sub-set of the categories 
given in the figure. In addition to the costs related to the technology or the service, or-
ganisation expenditure linked to the change management has also been included. Both 
the costs of internal modifications (project management, internal resources involved in 
the project, staff training) and those of external changes (set-up of new relations and 
establishment of agreements on communication and process standards, in cases of inte-
gration with customers or suppliers) are considered. The costs of change depend on the 
number of internal and external players involved, the flexibility in the face of change, 
and the availability of communication and process standards.

Figure 4.1
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The structure of the profitability assessment models
The profitability assessment models (see Figure 4.3) are constructed from three classes of 
parameters describing the company undertaking the electronic invoicing project:

the  � context parameters, e.g. the number of orders, the number of invoices, the fre-
quency of non-conformities;
the �  elementary times to execute activities, e.g. the time to enter an order in the system 
or to archive a paper invoice;
the  � elementary costs, i.e. the costs of labour, expendable materials, premises, fax or 
EDI transmission.

These parameters are used to calculate the annual cost of the basic case process, i.e. the 
traditional technological scenario in which trade process documents are communicated 
by phone, fax or post, and then to derive the annual cost using the different electronic 
invoicing models (a combination of adoption paradigm and service fruition mode).

The process costs are calculated using the Activity Based Costing methodology. For each 
activity, the resources used (labour, materials, premises, etc.) are identified, and for each 
resource, the function connecting the consumption of the resource to the main drivers 
(document structure, elementary times, etc.) is derived. In addition to the cost to man-
age the ideal cycle (without errors), outlays to resolve non-conformities are also consid-
ered and assessed.

Furthermore, the model determines the investments and current costs of various adop-
tion scenarios and calculates the main indices of project profitability. In projects involv-
ing only the customer, e.g. digitalisation and archiving of accounts payable, or only the 
supplier, e.g. archiving of accounts receivable, the profitability analysis refers only to the 
directly involved party. When, as is more frequently the case in the paradigms consid-
ered, various players are involved, first overall project profitability is assessed, then this 
is broken down between the customer and the supplier.

Figure 4.2
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The analysis of benefits

The benefits derived from the electronic invoicing models are specifically analysed in 
four key sectors3, home appliances, pharmaceuticals, consumer goods, and electrical 
equipments, and presented in the following order:

benefits derived from the total integration and dematerialisation of the trade proc- �

ess;
variations in benefits in function of the adoption paradigm and, consequently, the  �

level of integration;
break-down of the benefits between reduction in management cost of the ideal cycle  �

and reduction in the cost of non-conformity;
break-down of the benefits between customer and supplier. �

We would underline that although the empirical results refer to the four sectors men-
tioned, the messages emerging certainly have a general relevance, as seen when the mod-
els are applied in cases from other sectors (see also the following section).

Benefits of total integration and dematerialisation of the trade process
A first important result concerns the benefits obtainable with the total integration and 
dematerialisation of the trade process. If we take the cost to manage the cycle (from 
order-to-payment) as the performance measure, the result of a change from the tradi-
tional technological scenario to the total integration and dematerialisation of the trade 
process is:

a percentage reduction in costs of between 65% and 85% (see Figure 4.4); �

a saving in absolute terms of between €25/cycle in the pharmaceuticals sector up to  �

over €70/cycle in home appliances (see Figure 4.5).

Although the order of magnitude is the same (tens of Euros), there are significant differ-
ences between sectors in absolute terms. A good part of this difference is explained by 
two environmental factors:

the initial accuracy in terms of the occurrence and the cost of resolution of non-con- �

formities;
the efficiency of the ‘document flow’, mainly in terms of the number of delivery notes,  �

invoices, receipts and payments in a single order.

3 With the collaboration 
of ANIE-AIRES 

(Home appliances), 
Consorzio DAFNE 

(Pharmaceuticals), 
Indicod-ECR 

(Consumer goods), 
METEL 

(Electrical equipments),
See the respective 

descriptions at the end 
of the Report.
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The four sectors perform differently with regards these two parameters (see Figure 4.6). 
The fewer benefits obtainable in the pharmaceuticals sector are in part justified by el-
evated document accuracy and efficiency in the basic case. Conversely, the greater po-
tential benefits in the home appliances sector are explained by low document accuracy 
and efficiency in the basic case. Using similar considerations, we can roughly estimate 
the potential benefits in other sectors not directly considered in this analysis.

Figure 4.4
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Figure 4.8
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by the reduction in the costs of non-conformity management (see Figures 4.8 and 4.9). 
In the more complete integration paradigms, approximately 50% of the benefits are the 
result of the improvement in accuracy (see Figure 4.8). This proportion falls considerably 
in paradigms with a local impact (see Figure 4.9). Given the close inter-dependencies 
between the various phases, only the integration of the total cycle, or a good part of the 
it, results in a significant reduction in non-conformities.

Break-down of benefits between customer and supplier
Finally, it is interesting to examine the break-down of the benefits derived from the total 
integration and dematerialisation of the trade process between the customer and the 
supplier (see Figure 4.10). Although varying from sector to sector, the division of the 
benefits is generally balanced, with the less advantaged player obtaining at least a third of 
the benefits even when the balance of power is very uneven. It is important to pay atten-
tion to the correct distribution of benefits; however, it should be realised that the benefits 
can be substantial for both parties.
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The analysis of profitability

The profitability analysis was carried out with the primary aim of estimating the average 
profitability of projects concerning electronic invoicing and the integration and demate-
rialisation of the trade process. Profitability was measured both by the time necessary for 
the return on the investment (Payback time, PBT), a measure of the risk associated to the 
project, and the Net Present Value (NPV), an absolute measure of the ‘monetary value’ 
obtainable from the project (see Box 4.1 for a detailed description of these indicators).

The productivity analysis assumes the following two main axes (see Figure 4.11):
the electronic invoicing models, i.e. all the possible combinations of adoption para- �

digms and service fruition modes;
company size, distinguishing between organisations with low, medium and high lev- �

els of administrative activitiy4 (see Figure 4.12);

For each of the alternatives (the combination of adoption paradigm, service fruition 
mode and company size), investments, current costs and benefits were estimated. A sen-
sitivity analysis was performed by varying the main context and cost/investment data in 
line with the following three scenarios (see Figure 4.13):

a ‘reasonable’ medium scenario; �

a pessimistic scenario, in which the opportunities to reduce cycle costs (e.g. initial low  �

levels of non-conformity) were taken as low, and the costs/investments in technology 
and organisational outlays were taken as high;
an optimistic scenario, defined as the opposite of the previous case. �

The indicators to assess the profitability

The profitability of the electronic invoicing projects was assessed using three summary indica-
tors: PBT, NPV and NPV/cycle.

PBT – Payback Time

where: Investments = outlays necessary to start the project [€]
 Costs = current annual costs [€/year]
 Benefits = annual benefits [€/year]

This indicator gives the time required for the net benefit derived from the realisation of the 
project to repay the investment. It is an indicator of project risk and therefore complements, but 
does not replace, the other profitability indicators below.

NPV – Net Present Value

where: Investments = outlays necessary to start the project [€]
 Costs = current annual costs [€/year]
 Benefits = annual benefits [€/year]
 k = discount rate [%]
 T= investment horizon [years]

4 Measurement of 
administrative activity 
refers to relations with 
suppliers (the ‘payable’ 

side or the ‘customer’ 
viewpoint in our 

analysis) or alternatively 
to the relations 

with customers (the 
‘receivable’ side or the 

‘supplier’ viewpoint. 
A company could have 

different levels of 
activity on the payable 

and receivable sides.

Box 4.1

Investments
(Benefits - Costs)

PBT =

(Benefits)t - (Costs)t

(1 + k)tNPV =  - Investiments +Σ
T

t = 1
( )
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This is an absolute indicator of profitability that expresses the difference between the sum of the dis-
counted cash flows expected from the investment and the initial investment itself. Briefly, the NPV 
indicates how much ‘value’ is generated by a given investment (in the time horizon considered).

NPV/cycle – Net Present Value per cycle

where: NPV = Net Present Value (calculated as above)
 NC = number of order-to-payment cycles considered

The indicator is useful to compare projects of different size.

The analysis of profitability

The profitability analysis was carried out with the primary aim of estimating the average 
profitability of projects concerning electronic invoicing and the integration and demate-
rialisation of the trade process. Profitability was measured both by the time necessary for 
the return on the investment (Payback time, PBT), a measure of the risk associated to the 
project, and the Net Present Value (NPV), an absolute measure of the ‘monetary value’ 
obtainable from the project (see Box 4.1 for a detailed description of these indicators).

The productivity analysis assumes the following two main axes (see Figure 4.11):
the electronic invoicing models, i.e. all the possible combinations of adoption para- �

digms and service fruition modes;
company size, distinguishing between organisations with low, medium and high lev- �

els of administrative activitiy4 (see Figure 4.12);

For each of the alternatives (the combination of adoption paradigm, service fruition 
mode and company size), investments, current costs and benefits were estimated. A sen-
sitivity analysis was performed by varying the main context and cost/investment data in 
line with the following three scenarios (see Figure 4.13):

a ‘reasonable’ medium scenario; �

a pessimistic scenario, in which the opportunities to reduce cycle costs (e.g. initial low  �

levels of non-conformity) were taken as low, and the costs/investments in technology 
and organisational outlays were taken as high;
an optimistic scenario, defined as the opposite of the previous case. �

The indicators to assess the profitability

The profitability of the electronic invoicing projects was assessed using three summary indica-
tors: PBT, NPV and NPV/cycle.

PBT – Payback Time

where: Investments = outlays necessary to start the project [€]
 Costs = current annual costs [€/year]
 Benefits = annual benefits [€/year]

This indicator gives the time required for the net benefit derived from the realisation of the 
project to repay the investment. It is an indicator of project risk and therefore complements, but 
does not replace, the other profitability indicators below.

NPV – Net Present Value

where: Investments = outlays necessary to start the project [€]
 Costs = current annual costs [€/year]
 Benefits = annual benefits [€/year]
 k = discount rate [%]
 T= investment horizon [years]

4 Measurement of 
administrative activity 
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viewpoint in our 
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NPV
NC
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Figure 4.14
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By way of example, Figure 4.14 gives the results for a number of adoption paradigms us-
ing in house solutions in a company with a medium level of administrative activity.

In the following sections, we summarise the results obtained, in order to show how the 
profitability of electronic invoicing projects varies in function of company size, the serv-
ice fruition mode, the level of integration and the company context.

Payback time
Let us begin by examining the payback time for the various adoption paradigms and for 
the three company sizes considered (see Figure 4.15 and Figure 4.16). The payback times 
were calculated using the most advantageous service fruition mode for each paradigm in 
the medium and pessimistic sensitivity scenarios.

Figure 4.15 clearly highlights that in the medium sensitivity scenario, all paradigms offer 
a very short payback time, always less than a year for companies with medium or high 
levels of administrative activity, and, with the exception of one case (unilateral exchange 
of invoices), always less than two years, even in the companies with low administrative 
activity. In the pessimistic scenario (see Figure 4.16), too, i.e. extremely prudent estimates 
of the benefits and high investment and costs, the period for the return on the invest-
ment is still attractive: generally less than two years, and always below four years, apart 
from the digitalisation and archiving of accounts receivable and unilateral exchange of 
invoices paradigms in companies with medium-low administrative activity. Finally, just 
for companies with medium administrative activity, Figure 4.17 reports the analysis of 
the payback time, highlighting the variation interval associated to the uncertainty of the 
context and the cost parameters. It is clear from the graph that, except for rare combina-
tions of paradigm and scenario, the results are extremely favourable.

Figure 4.15
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The customer-supplier viewpoint
The payback time data given in the previous section refer to the entire project, without 
distinguishing the customer and supplier viewpoints in collaborative projects. Figure 
4.18 shows the same analysis as Figure 4.17, i.e. the payback time with different para-
digms in a company with medium administrative activity, but distinguishes the two 
viewpoints (obviously, some paradigms are only present in one of the two viewpoints). 
It is clear that the division into the two viewpoints does not modify the general message 

Figure 4.16
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Figure 4.18
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Profitability as a function of the level of integration
If it is true that the payback time of different paradigms is comparable, the absolute value 
of the return on the investment, measured as NPV or NPV/cycle, is heavily dependent 
on the type of paradigm: the greater the level of integration, the greater, more than in 
proportionate terms, the value of the project.

Figure 4.19 gives an analysis of NPV/cycle that measures the absolute value generated by 
a project over ten years in function of the expected number of order-to-payment cycles 
(in this way, companies with different scales of administrative activity can be compared, 
see Box 4.1). Figure 4.20 shows the analysis of NPV for companies with average ad-
ministrative activity. As is evident from the data, the paradigms with a more pervasive 
impact, i.e. those directed towards the integration of all or significant part of the cycle, 
show profitability indices greater by at least one order of magnitude. Unlike the invest-
ments and current costs, the benefits grow more than proportionately to the level of 
integration (see the section ‘The assessment of benefits’). Moreover, for these paradigms, 
the profitability index per cycle is hardly influenced by the amount of administrative ac-
tivity. Integration and dematerialisation projects in small companies show profitability 
comparable with that found in companies with a volume of document exchange as much 
as fifty times higher.

Figure 4.19
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Progressive adoption
The profitability analyses presented in the previous sections are applicable to projects 
‘from scratch’ (the basic case is the traditional scenario). What would be the impact on 
profitability, if progressive adoption were employed, i.e. from the simpler paradigms, 
with limited organisational impact, towards the more integrated models with a perva-
sive impact on the company? What is the ‘penalty’ for the inevitable partial duplication 
of some organisational and technological investments?

Figure 4.21 gives a couple of examples in which electronic invoicing VAT-compliant and 
integration of the order-to-invoice cycle are adopted by incremental steps, progressing 
in both cases via a simpler intermediate solution. The general result seen in the examples 
(and also verified in many other paradigms and in different contexts) is that the ‘penali-
sation’ of the profitability indices as a result of a graded adoption is relatively limited. In 
terms of the overall path, progressive adoption can be a reasonable compromise between 
project profitability and organisational impact.

Figure 4.20
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Figure 4.21

Some examples of 
progressive adoption
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the payback period is very marked. Above the watershed, the effect of the level of admin-
istrative activity is not particularly significant. However, with outsourced management, 
the effect of scale is generally less evident: investments are lower, and although current 
costs tend to be higher than with in house management, they are strictly related to the 
effective use of the service. A correct choice of service fruition mode thus significantly 
attenuates the effect of company size.

The service fruition modes
What are the most advantageous service fruition modes for each of the combinations of 
paradigm/level of administrative activity? The results of the profitability analysis give 
some general responses to this question, but the specific choice has to be made case-by-
case.

Figure 4.24 shows the NPV/cycle for two representative paradigms (electronic invoic-
ing VAT-compliant and integration of the order-to-invoice cycle) using different service 
fruition modes (the most significant for each of the two paradigms). In addition to the 
average value of the profitability index, the variation bands that take account of the un-
certainty regarding the main cost parameters are also given. As is evident from the data, 
the different service modes present largely similar results for companies with medium-
high administrative activity, while for companies with low administrative activity, the 
outsourcing and ASP modes are more advantageous than in house management.

In a more extensive analysis generalising the position shown in Figure 4.24, we con-
structed an initial representation of the preferred domain for each of the service fruition 
modes in terms of economic advantage (see Figure 4.25). As expected, the outsourcing 
and ASP modes are advantageous in cases of medium-low administrative activity, (more 
markedly so for the simpler paradigms), and relatively advantageous with in house 
modes for companies with high administrative activity and more complex integration 
projects.

In outsourcing
Figure 4.23
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Figure 4.24
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Figure 4.27
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Figure 4.26 shows four contexts which differ in function of three classes of variable: the 
efficiency of the document flow, the initial accuracy, and the cost of change manage-
ment. The four contexts considered describe typical situations in the different sectors. In 
‘context 4’, for example, the operational conditions make the introduction of electronic 
invoicing models particularly attractive (low document efficiency and low initial accu-
racy), while the costs of organisational change are low, given the availability of shared 
standards in the supply chain. In ‘context 1’, the opposite is true: the potential benefits 
are low and the organisational change very expensive. Although positive in all four cases, 
the profitability indicators for a company with 25,000 cycles/year show significant differ-
ences (see Figure 4.27). Therefore, it is important to assess the general results presented 
in the Research in terms of the specific operational context.

Brief conclusions

In conclusion, we will try to summarise the main elements emerging from the analysis 
of the profitability of electronic invoicing projects.

with very few exceptions (e.g. paradigms with local impact in small companies), the  �

payback time is generally less than one year for all the adoption paradigms and all 
levels of administrative activity;
on the other hand, for a given size of company, the project value (in terms of Net  �

Present Value) is at least one order of magnitude greater in projects integrating the 
entire trade process than in smaller measures. The benefits tied to the cost reduction 
to manage non-conformity and of interface activities of little added value can be re-
alised only through integration across the phases (horizontal) and along the supply 
chain (vertical);
the ASP and outsourcing service fruition modes are more advantageous compared to  �

in house solutions if the level of administrative activity is medium-low or the para-
digms are simpler;
the profitability indicators are sensitive to a reduction in the level of administrative  �

activity, and worsen for companies with little activity. However, the effect is not much 
marked especially in the paradigms of fuller integration and dematerialisation of the 
cycle. The use of the ASP or outsourcing service fruition modes helps to reduce this 
phenomenon significantly;
it is not necessary to do ‘everything immediately’; starting with the low integration  �

paradigms and subsequently proceeding to more integrated models only has a slightly 
negative effect on profitability indicators, but results in far less change-driven stress 
in the organisation;
although the main messages have general validity, there are some significant differ- �

ences tied to operational context which means that the results should be carefully 
interpreted in terms of the sector and the specific characteristics of the individual 
company.

All in all, we feel that the outcome is extremely positive. The profitability indicators of 
electronic invoicing projects in their various forms and interpretations are such as to 
make any decision not to consider these possibilities very carefully ‘short-sighted’, at the 
very least.
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The perception on an uncertain and complex legislative framework is often indicated 
as one of the principal barriers to the adoption of electronic invoicing in a strict sense 
and, thus, as a fact that slows down the adoption process across the country. This argu-
ment, which was perhaps justified in the past, is no longer sustainable four years after 
the introduction of the first norms in the area, and is now effectively an ‘excuse’ for not 
acting. With the exception of just a few open questions, on which attention can be fo-
cused in order to ensure ongoing improvement, the legislative framework, substantiated 
with resolutions by the Tax Office, is complete and clear. At the same time, operational 
practice which allows the cited legislative shortcomings to be overcome and long-stand-
ing administrative processes for paper-based documents to be translated into a digital 
format are becoming strongly consolidated. Possibly, the most important activity that 
still needs to be completed with regards legislation is a more effective communication of 
content and a more widespread education of professionals and users.

In this chapter, we will provide an up-to-date overview of the reference legislative Italian 
framework and the invoicing models that ‘respect the norms’, highlighting the few real 
elements of uncertainty that still exist. In the second part of the chapter, we will refer 
briefly to recent laws that make electronic invoicing to public administrations and na-
tional public bodies a legal requirement (introduced in the 2008 Italian Budget Law).

A summary of the legislative framework

As already reported in the previous edition of the Research Report1, opportunities to 
issue and archive invoices exclusively in electronic format were introduced into Italian 
legislation by the Ministry of Economy and Finance Decree, 23 January 2004 and the 
Legislative Decree, 20 February 2004 which recognised the EU Directive 2001/115/CE, 
20 December 2001. In the four years since the introduction of the first laws, a series of 
interpretative resolutions and circulars from the National Tax Office have eliminated the 
main outstanding uncertainties (see Box 5.1 for a summary of the main points of legis-
lation). With the approval of Law No. 224, 22 December 2007 (the 2008 Italian Budget 
Law), invoices payable by public sector authorities must be issued in electronic form 
only. Although two specific measures2 have still not been passed, the Tax Office has in-
tervened on a number of occasions to underline that the current legislative framework 
permits the immediate adoption of electronic invoicing and substitute archiving solu-
tions, without waiting for the approval of the said measures3.

The current legislative framework allows the adoption of various electronic models to 
manage invoicing processes, from simple telematic transmission of invoices that must 
be subsequently printed, to electronic invoicing VAT-compliant4 (see Box 5.2 for a sum-
mary description of the various models). These operating modes are the ‘legislative’ basis 
of the various electronic invoicing paradigms described in Chapter 2.

5. Evolution of the legislative framework
by Umberto Zanini

1 See “Fatturazione 
elettronica: benefici 
non solo sulla carta”, 
March 2007, Politecnico 
di Milano School of 
Management. 
www.osservatori.net

2 The two missing 
provisions are: (1) the 
provision as at art. 5 of 
the Ministry of Economy 
and Finance, 23 January 
2004 that should specify 
the other data and 
identification elements 
to be communicated 
to the competent 
fiscal offices; (2) the 
provision as at art. 6 of 
the Ministry of Economy 
and Finance, 23 January 
2004 that should 
indicate the modes 
to exhibit documents 
archived digitally via 
telematic channels.

3 See Tax Office Circular 
No. 36/E, 6 December 
2006.

4 See “Fatturazione 
elettronica: benefici 
non solo sulla carta”, 
March 2007, Politecnico 
di Milano School of 
Management.
www.osservatori.net
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The legislative framework regarding electronic invoicing and substitute archiving

Norms regarding electronic invoicing

Commission Recommendation 94/820/CE, 19 October 1994 regarding legal aspects of electronic 
data transmission – G.U. (Official Gazette) No. L 338, 28/12/1994.
Council Directive 2001/115/CE, 20 December 2001 modifying Directive 77/388CEE to simplify, 
modernise and standardise the modes of invoicing for Value Added Tax.
Legislative Decree No. 52, 20 February 2004. Actuation of Directive 2001/115/CE to simplify, 
modernise and standardise the modes of invoicing for Value Added Tax – G.U. (Official Gazette) 
No. 49, 28 February 2004.
Tax Office Provision, 9 December 2004. Modes of transmission and content of electronic com-
munication according to art. 21, section 1 of the Presidential Decree No. 633, 26 October 1972 
regarding the issue of invoices by a customer or third part resident in a country with which there 
is no reciprocal agreement regarding Value Added Tax – G.U. (Official Gazette) No. 298, 21 De-
cember 2004.
Tax Office Circular No. 45/E, 19 October 2005. Legislative Decree No. 52, 20 February 2004 – 
actuation of Directive 2001/115/CE to simplify, modernise and standardise the modes of invoic-
ing for Value Added Tax.
Council Directive 2006/112/CE, 28 November 2006 regarding the common system of Value 
Added Tax.
Law No. 244, 24 December 2007. Dispositions for the annual and multi-year national budgets 
(Budget Law 2008) – G.U. (Official Gazette) No. 300, 28 December 2007.
Decree, 7 March 2008. Identification of the administrator of the electronic invoicing exchange sys-
tem and the respective attribution of competences – G.U. (Official Gazette) No.103, 3 May 2008.

Norms regarding substitute archiving

Ministry of Economy and Finance Decree, 23 January 2004. Modes to fulfil fiscal obligations 
regarding electronic documents and their reproduction in different media.
Customs Agency Circular No. 5/D, 25 January 2005. DM 23/1/2004 indicating “Modes to fulfil 
fiscal obligations regarding electronic documents and their reproduction in different media”. 
Field of application.
Legislative Decree, 7 March 2005, No. 82. Digital administration code – G.U. (Official Gazette) 
No. 112, 16 May 2005.
Tax Office Circular No. 36/E, 6 December 2006. Ministerial Decree, 23 January 2004 – Modes 
to fulfil fiscal obligations regarding electronic documents and their reproduction in different 
media.

Technical norms

CNIPA Deliberation No. 11/2004, 19 February 2004. Technical regulations for the reproduction 
and archiving of documents on optical media to ensure conformity with originals – art. 6, sec-
tions 1 and 2 of the single document of legislative and regulatory stipulations regarding admin-
istrative documentation, as specified in the Presidential Decree, 28 December 2000, No. 445.
Prime Minister’s Decree, 13 January 2004. Technical regulations for the creation, transmission, 
archiving, duplication, reproduction and validation (even for a temporary period) of electronic 
documents – G.U. (Official Gazette) No. 98, 27 April 2004.
Presidential Decree No. 68, 11 February 2005. Regulations indicating stipulations for the use of 
certified electronic mail in accordance with art. 27 of Law No. 3, 16 January 2003.
Ministry for Innovation and Technology Decree, 2 November 2005. Technical regulations for the 
creation, transmission and validation (even for a temporary period) of certified electronic mail.
CNIPA Deliberation No 34/2006, 18 May 2006. Technical regulations for the definition in XML 
of the encrypted envelope profile for electronic signatures – G.U. (Official Gazette) No. 230, 3 
October 2006.

Box 5.1 Prime Minister’s Decree, 12 October 2007. Postponement of the deadline authorising self-decla-
ration of the respect of security requirements according to art. 13, section 4 of the Prime Minis-
ter’s Decree, 30 October 2003 – GU n. 13, 16 January 2008.

Decisions by the Tax Office

Tax Office Resolution No. 161/E, 9 July 2007. Ministerial Decree, 23 January 2004, art. 21 Presi-
dential Decree No. 633 26 October 1972– Electronic invoicing and means to fulfil fiscal obliga-
tions regarding electronic documents and their reproduction on various media.
Tax Office Resolution No. 298/E, 18 October 2007. Instance of consultation 2007 – Art. 11, Law 
No. 212, 27 July 2000, Archiving on electronic media of copies of CAF declarations – Related 
measures and deadline for the submission of the electronic archive imprint.
Tax Office Resolution No. 14/E, 21 January 2008. Electronic archiving. Instance of consultation 
2007 – Art. 11, Law No. 212, 27 July 2000.
Tax Office Resolution No. 67/E, 28 February 2008. Arts. 21 and 39 Presidential Decree No. 633 
26 October 1972, Ministerial Decree, 23 January 2004, substitute archiving of documents for tax 
purposes– obligations of the carrier and dispatcher. Issuing of invoices with electronic tools.
Tax Office Resolution No 85/E, 11 March 2008. Ministerial Decree, 23 January 2004, Ministe-
rial Decree No. 370, 24 October 2000. Substitute archiving of data-processed invoice records. 
Instance of consultation – Art. 11, Law No. 212, 27 July 2000 – ALFA Spa.

The electronic invoicing models “according to the norms”

Telematic transmission of invoices
Telematic transmission of invoices (or ‘telematic invoicing’) means the transmission of the data 
and information contained in an invoice using a telematic channel, e.g. fax, email or publica-
tion on a Web portal). In this case, the sender and recipient are still obliged to ‘materialise’ the 
document (print on paper). The data received must be printed to create a (paper) document that 
constitutes ‘legal’ evidence of the document itself, exactly as an invoice received by normal post. 
The customer’s original and the supplier’s copy do not need to have the same graphic layout. The 
important thing is that the data correspond.

Substitute archiving
‘Substitute archiving’ means the process that, irrespective of the technology used, allows docu-
ments of any type to be digitally archived in such a way that their integrity and authenticity is 
maintained over time. This process maintains the legal and fiscal validity of the archived docu-
ments and is therefore a ‘substitute’ means of archiving compared to the use of paper. All admin-
istrative and fiscal documents and all accounting deeds can be archived in digital format alone, 
except for customs, levy and consumer tax documents and deeds. For example, it is permitted 
to archive in digital format alone: sales invoices, purchase invoices, transport documents issued 
and received, day ledgers, inventory ledgers, VAT registers, accounting ledgers, auxiliary ware-
house deeds, amortisable goods registers, data-processed invoice records, electronic ledger of 
fiscal receipts.

Electronic invoicing-VAT compliant
The term ‘electronic invoicing’ refers to an invoice in digital format with a time reference and the 
digital (qualified electronic) signature of the issuer (which guarantees authenticity and integrity) 
sent, following prior agreement, in electronic form to the recipient who uses substitute archiving 
in place of paper to save the invoice in its original format. Essentially, an electronic invoice is a 
document which is created, transmitted and will be archived by both the issuer and the recipient 
exclusively in electronic format. It is compulsory to archive electronic invoices in digital format. 
The archiving process for electronic invoices must be closed at least every 15 days. The person re-
sponsible for substitute archiving must ‘crystallise’ the archive of invoices issued and/or received 
in the period by applying a digital signature and time-stamp to the archive. It should be noted 
that, once a substitute archiving system has been introduced, it is not difficult to implement elec-

Box 5.2
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The legislative framework regarding electronic invoicing and substitute archiving

Norms regarding electronic invoicing

Commission Recommendation 94/820/CE, 19 October 1994 regarding legal aspects of electronic 
data transmission – G.U. (Official Gazette) No. L 338, 28/12/1994.
Council Directive 2001/115/CE, 20 December 2001 modifying Directive 77/388CEE to simplify, 
modernise and standardise the modes of invoicing for Value Added Tax.
Legislative Decree No. 52, 20 February 2004. Actuation of Directive 2001/115/CE to simplify, 
modernise and standardise the modes of invoicing for Value Added Tax – G.U. (Official Gazette) 
No. 49, 28 February 2004.
Tax Office Provision, 9 December 2004. Modes of transmission and content of electronic com-
munication according to art. 21, section 1 of the Presidential Decree No. 633, 26 October 1972 
regarding the issue of invoices by a customer or third part resident in a country with which there 
is no reciprocal agreement regarding Value Added Tax – G.U. (Official Gazette) No. 298, 21 De-
cember 2004.
Tax Office Circular No. 45/E, 19 October 2005. Legislative Decree No. 52, 20 February 2004 – 
actuation of Directive 2001/115/CE to simplify, modernise and standardise the modes of invoic-
ing for Value Added Tax.
Council Directive 2006/112/CE, 28 November 2006 regarding the common system of Value 
Added Tax.
Law No. 244, 24 December 2007. Dispositions for the annual and multi-year national budgets 
(Budget Law 2008) – G.U. (Official Gazette) No. 300, 28 December 2007.
Decree, 7 March 2008. Identification of the administrator of the electronic invoicing exchange sys-
tem and the respective attribution of competences – G.U. (Official Gazette) No.103, 3 May 2008.

Norms regarding substitute archiving

Ministry of Economy and Finance Decree, 23 January 2004. Modes to fulfil fiscal obligations 
regarding electronic documents and their reproduction in different media.
Customs Agency Circular No. 5/D, 25 January 2005. DM 23/1/2004 indicating “Modes to fulfil 
fiscal obligations regarding electronic documents and their reproduction in different media”. 
Field of application.
Legislative Decree, 7 March 2005, No. 82. Digital administration code – G.U. (Official Gazette) 
No. 112, 16 May 2005.
Tax Office Circular No. 36/E, 6 December 2006. Ministerial Decree, 23 January 2004 – Modes 
to fulfil fiscal obligations regarding electronic documents and their reproduction in different 
media.

Technical norms

CNIPA Deliberation No. 11/2004, 19 February 2004. Technical regulations for the reproduction 
and archiving of documents on optical media to ensure conformity with originals – art. 6, sec-
tions 1 and 2 of the single document of legislative and regulatory stipulations regarding admin-
istrative documentation, as specified in the Presidential Decree, 28 December 2000, No. 445.
Prime Minister’s Decree, 13 January 2004. Technical regulations for the creation, transmission, 
archiving, duplication, reproduction and validation (even for a temporary period) of electronic 
documents – G.U. (Official Gazette) No. 98, 27 April 2004.
Presidential Decree No. 68, 11 February 2005. Regulations indicating stipulations for the use of 
certified electronic mail in accordance with art. 27 of Law No. 3, 16 January 2003.
Ministry for Innovation and Technology Decree, 2 November 2005. Technical regulations for the 
creation, transmission and validation (even for a temporary period) of certified electronic mail.
CNIPA Deliberation No 34/2006, 18 May 2006. Technical regulations for the definition in XML 
of the encrypted envelope profile for electronic signatures – G.U. (Official Gazette) No. 230, 3 
October 2006.

Box 5.1 Prime Minister’s Decree, 12 October 2007. Postponement of the deadline authorising self-decla-
ration of the respect of security requirements according to art. 13, section 4 of the Prime Minis-
ter’s Decree, 30 October 2003 – GU n. 13, 16 January 2008.

Decisions by the Tax Office

Tax Office Resolution No. 161/E, 9 July 2007. Ministerial Decree, 23 January 2004, art. 21 Presi-
dential Decree No. 633 26 October 1972– Electronic invoicing and means to fulfil fiscal obliga-
tions regarding electronic documents and their reproduction on various media.
Tax Office Resolution No. 298/E, 18 October 2007. Instance of consultation 2007 – Art. 11, Law 
No. 212, 27 July 2000, Archiving on electronic media of copies of CAF declarations – Related 
measures and deadline for the submission of the electronic archive imprint.
Tax Office Resolution No. 14/E, 21 January 2008. Electronic archiving. Instance of consultation 
2007 – Art. 11, Law No. 212, 27 July 2000.
Tax Office Resolution No. 67/E, 28 February 2008. Arts. 21 and 39 Presidential Decree No. 633 
26 October 1972, Ministerial Decree, 23 January 2004, substitute archiving of documents for tax 
purposes– obligations of the carrier and dispatcher. Issuing of invoices with electronic tools.
Tax Office Resolution No 85/E, 11 March 2008. Ministerial Decree, 23 January 2004, Ministe-
rial Decree No. 370, 24 October 2000. Substitute archiving of data-processed invoice records. 
Instance of consultation – Art. 11, Law No. 212, 27 July 2000 – ALFA Spa.

The electronic invoicing models “according to the norms”

Telematic transmission of invoices
Telematic transmission of invoices (or ‘telematic invoicing’) means the transmission of the data 
and information contained in an invoice using a telematic channel, e.g. fax, email or publica-
tion on a Web portal). In this case, the sender and recipient are still obliged to ‘materialise’ the 
document (print on paper). The data received must be printed to create a (paper) document that 
constitutes ‘legal’ evidence of the document itself, exactly as an invoice received by normal post. 
The customer’s original and the supplier’s copy do not need to have the same graphic layout. The 
important thing is that the data correspond.

Substitute archiving
‘Substitute archiving’ means the process that, irrespective of the technology used, allows docu-
ments of any type to be digitally archived in such a way that their integrity and authenticity is 
maintained over time. This process maintains the legal and fiscal validity of the archived docu-
ments and is therefore a ‘substitute’ means of archiving compared to the use of paper. All admin-
istrative and fiscal documents and all accounting deeds can be archived in digital format alone, 
except for customs, levy and consumer tax documents and deeds. For example, it is permitted 
to archive in digital format alone: sales invoices, purchase invoices, transport documents issued 
and received, day ledgers, inventory ledgers, VAT registers, accounting ledgers, auxiliary ware-
house deeds, amortisable goods registers, data-processed invoice records, electronic ledger of 
fiscal receipts.

Electronic invoicing-VAT compliant
The term ‘electronic invoicing’ refers to an invoice in digital format with a time reference and the 
digital (qualified electronic) signature of the issuer (which guarantees authenticity and integrity) 
sent, following prior agreement, in electronic form to the recipient who uses substitute archiving 
in place of paper to save the invoice in its original format. Essentially, an electronic invoice is a 
document which is created, transmitted and will be archived by both the issuer and the recipient 
exclusively in electronic format. It is compulsory to archive electronic invoices in digital format. 
The archiving process for electronic invoices must be closed at least every 15 days. The person re-
sponsible for substitute archiving must ‘crystallise’ the archive of invoices issued and/or received 
in the period by applying a digital signature and time-stamp to the archive. It should be noted 
that, once a substitute archiving system has been introduced, it is not difficult to implement elec-

Box 5.2
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tronic invoicing if telematic connections to transfer and receive invoices are already available. 
It is only necessary to stipulate an agreement between recipients and issuers and to use a digital 
signature and a time reference.

Data exchange by EDI
The regulatory framework regarding electronic invoicing also envisages that EDI systems for the 
exchange of invoices can be considered electronic invoicing to all intents and purposes. The in-
voices or, better, the data regarding the invoices transmitted via EDI can be considered electronic 
invoicing even if there are no digital signature and time reference, providing the systems used 
to transmit the data respect the recommendation 94/820/CE, i.e. the data transmission systems 
themselves guarantee the authenticity of the origin and the integrity of the content (e.g. by the 
use of symmetrical cipher systems, advanced electronic signature, hash imprints, etc.). Fulfil-
ment of the requirements of the above recommendation can be guaranteed by the supplier of 
the EDI services alone. Customer companies are required to verify that their provider’s systems 
respect the recommendation and, if necessary, to re-define the terms of the service contract and 
stipulate an agreement with customers/suppliers. If the EDI system used does not respect the 
recommendation, it would nevertheless be considered ‘telematic invoicing’.

The open issues

Albeit with the encouraging framework presented in the preceding section, there are, 
nevertheless, some specific aspects of tax norms regarding electronic invoicing and sub-
stitute archiving that may constitute ‘obstacles’ in implementation by companies.

Time reference, issue date and frequency of archiving
A first set of factors is a direct consequence of the ‘particular’ way in which the Directive 
2001/115/CE is interpreted in Italy. Specifically, there are two obligations not envisaged 
in the European Directive which have been introduced in Italian legislation:

the first is the obligation introduced in the Legislative Decree No. 52, 2004 to apply  �

a time reference together with the digital signature on each individual invoice when 
it is issued. There are legitimate doubts regarding the usefulness of applying the time 
reference to individual invoices;
second, issued and received invoices must be saved by substitute archiving at least  �

every 15 days from the day of issue/receipt. It should be noted that it is extremely dif-
ficult for many companies to complete the electronic invoicing process in such a short 
time (e.g. the time necessary to receive approval to pay an invoice).

A second factor is a question of interpretation and concerns the issue date of electronic 
invoices which, as stated in art. 21, section 1 of the Presidential Decree 633/72, is defined 
as the ‘act of transmission through an electronic channel’. It is easy to imagine how, de-
pending on the various, perfectly legitimate transmission modes, different electronic 
invoicing systems could produce different ‘issue dates’ that could lead to protests and 
appeals.

Collecting the points that have emerged in the course of the research and with the active 
contribution of all those involved (see the section ‘Supporters of the Research’), we have 
written to the Tax Office with some proposals to improve the norms precisely in order to 
resolve some of the critical issues that have emerged. An extract of the salient points of 
the letter is shown in Box 5.3.

Letter to the Tax Office (extract)

Re: proposal to improve the norms regarding electronic invoicing and substitute archiving.

Within the framework of its institutional activities, the Politecnico di Milano School of 
Management […].

set up in 2006 the Observatory of Electronic Invoicing and Dematerialisation to analyse and 
clarify the advantages and benefits of electronic invoicing and dematerialisation of tax docu-
ments. From the outset, the Observatory attracted considerable involvement both from service 
and solution providers and from the banking world and industry associations […].

In the course of a series of meetings between all interested parties during 2007 and 2008, vari-
ous specific points contained in the tax provisions regarding electronic invoicing and substitute 
archiving emerged, which it is felt could hamper the process of implementation by companies.

Precisely with the wish to provide our contribution in this direction, we have drawn up the 
present document indicating various proposals to improve the provisions and resolve the critical 
points that have emerged.

Specifically, we

PROPOSE

1 – eliminating the need to specify a time reference in electronic invoicing and substitute 
archiving processes. 
[…]

2 – acknowledging the date given on the invoice as required by art 21, section 2 of the Presi-
dential Decree 633/72 as the issue date for issuers of electronic invoices and as the date of 
receipt for the recipient, irrespective of the transmission mode used (EDI, email, certified 
electronic mail, CBI 2, etc.).
[…]

3 – abolishing the 15 day archiving period for invoices for all companies that intend to con-
tinue to complete and keep VAT ledgers (art.23 of Presidential Decree No. 633, 26 October 
1972 for invoices referring to accounts receivable and art.25 for invoices for accounts pay-
able).
[…]

We underline that proposals 2 and 3 must be taken together in order to achieve the objective of 
simplifying the process of dematerialisation and the adoption of electronic invoicing. Indeed, if 
only proposal 2 were adopted without proposal 3, the net effect would be a further complication 
of the dematerialisation process for the user companies, effectively reducing the time available to 
close the substitute archiving process.
[…]

Milan, 28 April 2008

Box 5.3



www.osservatori.net
ELECTRONIC INVOICING AS A ‘KEYSTONE’ IN THE COLLABORATION BETWEEN COMPANIES, BANKS AND PA 87

The evolution of the legislative framework Chapter 5

Letter to the Tax Office (extract)

Re: proposal to improve the norms regarding electronic invoicing and substitute archiving.
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Management […].

set up in 2006 the Observatory of Electronic Invoicing and Dematerialisation to analyse and 
clarify the advantages and benefits of electronic invoicing and dematerialisation of tax docu-
ments. From the outset, the Observatory attracted considerable involvement both from service 
and solution providers and from the banking world and industry associations […].

In the course of a series of meetings between all interested parties during 2007 and 2008, vari-
ous specific points contained in the tax provisions regarding electronic invoicing and substitute 
archiving emerged, which it is felt could hamper the process of implementation by companies.

Precisely with the wish to provide our contribution in this direction, we have drawn up the 
present document indicating various proposals to improve the provisions and resolve the critical 
points that have emerged.

Specifically, we

PROPOSE

1 – eliminating the need to specify a time reference in electronic invoicing and substitute 
archiving processes. 
[…]

2 – acknowledging the date given on the invoice as required by art 21, section 2 of the Presi-
dential Decree 633/72 as the issue date for issuers of electronic invoices and as the date of 
receipt for the recipient, irrespective of the transmission mode used (EDI, email, certified 
electronic mail, CBI 2, etc.).
[…]

3 – abolishing the 15 day archiving period for invoices for all companies that intend to con-
tinue to complete and keep VAT ledgers (art.23 of Presidential Decree No. 633, 26 October 
1972 for invoices referring to accounts receivable and art.25 for invoices for accounts pay-
able).
[…]

We underline that proposals 2 and 3 must be taken together in order to achieve the objective of 
simplifying the process of dematerialisation and the adoption of electronic invoicing. Indeed, if 
only proposal 2 were adopted without proposal 3, the net effect would be a further complication 
of the dematerialisation process for the user companies, effectively reducing the time available to 
close the substitute archiving process.
[…]

Milan, 28 April 2008

Box 5.3
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“Cross-border” electronic invoicing
In addition to the aspects above, there are also a number of critical elements in issuing 
and receiving electronic invoices internationally. The problem can be divided into two 
sub-problems:

invoices to and from EU countries; �

invoices to and from countries outside the EU. �

Cross-border invoicing within the EU presents the following problems:
fiscal legislation regarding electronic invoicing differs in each Member State. The situ- �

ation in Italy is emblematic, as Directive 2001/115/CE was introduced together with 
three additional conditions that were not envisaged in the directive itself (i.e. the ob-
ligations to use a time reference and to close the substitute archiving process every 15 
days, and the possibility to retrieve invoices by addressee, name, surname, date, fiscal 
code, VAT code, as well as their logical associations);
given the differences between the digital signatures accepted in the various States, there  �

is little technical interoperability. For example, in some countries (Austria, Belgium, 
Denmark, Finland, France, Ireland, the Holland, Sweden and the Great Britain), the 
advanced electronic signature must be used, while in others (Germany, Greece, Italy, 
Portugal, Spain), the qualified electronic signature is required (see Figure 5.1);
there is no international authority to recognise the European Certification Authori- �

ties and their certificates, making it extremely difficult to verify an electronic signa-
ture generated outside the country of residence.

Fortunately, many of these difficulties are being resolved.
The European Union has created an ‘eInvoicing Expert Group’ precisely to harmonise  �

electronic invoicing norms across Europe and even suggest legislative measures.
Solutions to limit the consequences of differences between digital signatures have  �

been introduced, (e.g. one signature compliant with the issuing country and one with 
the receiving country).
The ETSI � 5 has defined the structure of a Trust-service Status List, with which the 
authenticity and validity of certificates issued by the Certification Authority or Time 
Stamping Authority can be verified. The CNIPA6 is sponsoring its adoption by the 
Forum of European Supervisory Authorities for Electronic Signatures (FESA), set up 
to facilitate co-ordination and co-operation between all the certification authorities.

The situation is more complicated for electronic invoicing with countries outside the EU, 
as there is no common structure in the basic decisions adopted by the various countries. 
For example, figure 5.2 gives an overview of the system choices regarding electronic in-
voicing in some of the most important countries in international commerce. It is impor-
tant to note that in many countries norms have not yet been established for electronic in-
voicing, while in those in which electronic invoicing is permitted, the framework is very 
varied. Box 5.3 summarises some of the common sense rules applicable in this case.

5 European 
Telecommunications 
Standards Institute.

6 National Centre for 
Information Technology 

in Public Sector 
Authorities.
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Figure 5.1

The legislative 
framework regarding 
electronic invoicing 
in the EU

Figure 5.2

The legislative 
framework regarding 
electronic invoicing 
outside the EU
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Management of electronic invoicing with countries outside the EU

Cross-border electronic invoicing with countries outside the EU offers two scenarios depending 
on whether the invoices are receivable (issued) or payable (received).

Receivable electronic invoices sent to companies outside the EU
If electronic invoices are permitted in the recipient country, invoices can be transmitted and ar-
chived electronically, subject to prior agreement with the customer (even if the recipient country 
does not have an agreement), in accordance with Italian regulations.
If, on the other hand, electronic invoices are not permitted in the recipient country, the invoice 
can still be transmitted by a telematic channel (the recipient will print the invoice received, pro-
viding, of course this means of transmission is permitted) and the Italian issuer can use ‘substi-
tute archiving of accounts receivable’, i.e. substitute archiving of the electronic document with 
closure of the process every 15 days (see Chapter 2).

Payable electronic invoices received from companies outside the EU
If the supplier is from a country outside the EU in which electronic invoicing is permitted, the 
invoices received can be saved in the same format, subject to prior agreement, using ‘substitute 
archiving’, providing the system conforms to the stipulations of the Directive 2001/115/CE, i.e. 
with an advanced digital signature or corresponding to Recommendation 1994/820/CE. Oth-
erwise, e.g. for electronic invoices with a simple electronic signature (i.e. neither advanced nor 
qualified), or when the supplier resides in a country in which electronic invoicing is currently 
not permitted (and the invoice is therefore simply transmitted via a telematic channel), the in-
voices can be saved by substitute archiving, following the stipulations in force, providing they are 
printed and subsequently scanned.

The electronic invoicing to public sector authorities

Art. 1, sections 209 to 214 of Law No. 244, 24 December 2007 (Budget Law 2008) requires 
suppliers of public sector authorities (including autonomous authorities) and national 
public bodies to issue, transmit and archive invoices exclusively in electronic format.
The main objectives of this requirement are as follows:

to automate the acquisition of purchase invoices flows on the part of the public sector  �

authorities;
to monitor the authorities’ expense flows; �

to reduce costs related to invoices archiving both for the supplier and the authorities; �

to speed up the spread of electronic invoicing both in business-to-business and busi- �

ness-to-bank relations, with evident advantages for the country as a whole.

Actuation of the above provision envisages the publication of two decrees, one of which 
has already been issued:

the Ministry of Economy and Finance Decree, 7 March 2008 specifies that the Tax  �

Office will use a company of the Ministry of Economy and Finance (SOGEI – Società 
Generale d’Informatica) to administer the interchange system, overseeing the instru-
mental services and the technical organisation of the system;
a second decree of the Ministry of Economy and Finance, in agreement with the Min- �

istry for Reforms and Innovation in public sector Authorities, will define the technical, 
administrative and procedural regulations necessary to render the system operational.

The illustration of the recently introduced decree clearly shows that an electronic invoic-
ing system must be realised ‘in incremental steps’ which should seek to make the system 
available ‘to sub-groups of individuals and companies divided by volume of business’. 
Indeed, the same document envisages the start-up of the system (in an experimental 
phase) in the first half of 2009 only for large companies and some authorities (probably 

Box 5.4 the financial authorities themselves). The extension of the obligation for large companies 
to invoice all authorities involved, and the progressive inclusion of smaller companies 
would be at a later date. This approach would allow ‘a progressive technological upgrad-
ing among economic operators, but also, and above all, the upgrading of intermediaries 
and the authorities themselves that are currently completely unprepared even for merely 
substitute archiving’.

The law envisages that electronic invoices must be transmitted to public sector authori-
ties using a ‘unified interchange system’ as a single interface for suppliers. This interface 
must be able to co-ordinate and direct the flow of electronic invoices to all authorities. The 
decision on how the electronic invoices must be transmitted to the unified interchange 
system, i.e. whether to use an internal solution, an ASP platform or an outsourced serv-
ice, is left to the individual supplier. Given the number of small companies in Italy, the 
use of specialised economic operators, such as, among others, authorised intermediaries 
and accredited certifiers is already envisaged in the law. Furthermore, Law No. 244 refers 
explicitly to ‘data in aggregated form’, which suggests that a structured format (based, for 
example, on XML) for the invoices may be adopted.

Similar regulatory provisions obliging suppliers of public sector authorities to issue in-
voices in electronic format alone have already been introduced in Denmark, Sweden, 
Norway and Finland (Boxes 5.5 and 5.6 describe the systems in Denmark and Sweden).

The Danish model

With approximately 18 million invoices sent each year to public sector authorities, electronic 
invoicing became mandatory in Denmark on 1 February 2005. By October of the same year 
(i.e. after just nine months), 95% of the invoices were in electronic format, with an estimated 
average saving for the Danish authorities of around €120-150 million/year. The obligation to 
invoice public sector authorities electronically was introduced by the Danish Parliament with 
the “Act pertaining to public payments” of December 2003, while an intense advertising campaign 
was undertaken in 2004 prior to the introduction of the law on 1 February 2005. The electronic 
invoices are in an XML structured format and can be received automatically by information 
systems based on the OIOXML (Open public Information Online XML) standard. Each invoice 
receives an EAN code which allows totally automatic sorting via VAN (Value Added Network, a 
kind of electronic postal service). Suppliers of the public sector authorities can choose from three 
different transmission modes for their invoices:

via the  � Read-in Bureau (there are two of these), i.e. operators who accept paper invoices and 
then convert and transmit these in OIOXML format within five days of receipt. The service is 
free for small companies, while large organisations and public sector authorities pay a fee;
via the  � Invoicing Portal offering user name and password access and allowing suppliers to 
complete and transmit the invoices directly on-line;
via the  � Electronic Invoicing Systems (there are five), i.e. specialised operators which allow large 
and medium companies in particular to transmit OIOXML format electronic invoices directly.

The Swedish model

With a norm of 14 December 2006 (a first measure was introduced as early as 2000), the Swedish 
government has also introduced the obligation that invoices received or issued by public sector 
authorities must be in electronic format. Swedish authorities receive approximately 11 million 
invoices/year and, according to a study in 2005, electronic invoicing should allow annual savings 
of over €100 million. The electronic invoices are in an XML structured format following the Sve-
faktura standard (format based on XML following the UBL standard). As in Denmark, there are 
also three ways of transmitting invoices in Sweden using VANS (Value Added Network Services) 
operators (there are two such operators):

Box 5.5

Box 5.6
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Management of electronic invoicing with countries outside the EU

Cross-border electronic invoicing with countries outside the EU offers two scenarios depending 
on whether the invoices are receivable (issued) or payable (received).

Receivable electronic invoices sent to companies outside the EU
If electronic invoices are permitted in the recipient country, invoices can be transmitted and ar-
chived electronically, subject to prior agreement with the customer (even if the recipient country 
does not have an agreement), in accordance with Italian regulations.
If, on the other hand, electronic invoices are not permitted in the recipient country, the invoice 
can still be transmitted by a telematic channel (the recipient will print the invoice received, pro-
viding, of course this means of transmission is permitted) and the Italian issuer can use ‘substi-
tute archiving of accounts receivable’, i.e. substitute archiving of the electronic document with 
closure of the process every 15 days (see Chapter 2).

Payable electronic invoices received from companies outside the EU
If the supplier is from a country outside the EU in which electronic invoicing is permitted, the 
invoices received can be saved in the same format, subject to prior agreement, using ‘substitute 
archiving’, providing the system conforms to the stipulations of the Directive 2001/115/CE, i.e. 
with an advanced digital signature or corresponding to Recommendation 1994/820/CE. Oth-
erwise, e.g. for electronic invoices with a simple electronic signature (i.e. neither advanced nor 
qualified), or when the supplier resides in a country in which electronic invoicing is currently 
not permitted (and the invoice is therefore simply transmitted via a telematic channel), the in-
voices can be saved by substitute archiving, following the stipulations in force, providing they are 
printed and subsequently scanned.

The electronic invoicing to public sector authorities

Art. 1, sections 209 to 214 of Law No. 244, 24 December 2007 (Budget Law 2008) requires 
suppliers of public sector authorities (including autonomous authorities) and national 
public bodies to issue, transmit and archive invoices exclusively in electronic format.
The main objectives of this requirement are as follows:

to automate the acquisition of purchase invoices flows on the part of the public sector  �

authorities;
to monitor the authorities’ expense flows; �

to reduce costs related to invoices archiving both for the supplier and the authorities; �

to speed up the spread of electronic invoicing both in business-to-business and busi- �

ness-to-bank relations, with evident advantages for the country as a whole.

Actuation of the above provision envisages the publication of two decrees, one of which 
has already been issued:

the Ministry of Economy and Finance Decree, 7 March 2008 specifies that the Tax  �

Office will use a company of the Ministry of Economy and Finance (SOGEI – Società 
Generale d’Informatica) to administer the interchange system, overseeing the instru-
mental services and the technical organisation of the system;
a second decree of the Ministry of Economy and Finance, in agreement with the Min- �

istry for Reforms and Innovation in public sector Authorities, will define the technical, 
administrative and procedural regulations necessary to render the system operational.

The illustration of the recently introduced decree clearly shows that an electronic invoic-
ing system must be realised ‘in incremental steps’ which should seek to make the system 
available ‘to sub-groups of individuals and companies divided by volume of business’. 
Indeed, the same document envisages the start-up of the system (in an experimental 
phase) in the first half of 2009 only for large companies and some authorities (probably 

Box 5.4 the financial authorities themselves). The extension of the obligation for large companies 
to invoice all authorities involved, and the progressive inclusion of smaller companies 
would be at a later date. This approach would allow ‘a progressive technological upgrad-
ing among economic operators, but also, and above all, the upgrading of intermediaries 
and the authorities themselves that are currently completely unprepared even for merely 
substitute archiving’.

The law envisages that electronic invoices must be transmitted to public sector authori-
ties using a ‘unified interchange system’ as a single interface for suppliers. This interface 
must be able to co-ordinate and direct the flow of electronic invoices to all authorities. The 
decision on how the electronic invoices must be transmitted to the unified interchange 
system, i.e. whether to use an internal solution, an ASP platform or an outsourced serv-
ice, is left to the individual supplier. Given the number of small companies in Italy, the 
use of specialised economic operators, such as, among others, authorised intermediaries 
and accredited certifiers is already envisaged in the law. Furthermore, Law No. 244 refers 
explicitly to ‘data in aggregated form’, which suggests that a structured format (based, for 
example, on XML) for the invoices may be adopted.

Similar regulatory provisions obliging suppliers of public sector authorities to issue in-
voices in electronic format alone have already been introduced in Denmark, Sweden, 
Norway and Finland (Boxes 5.5 and 5.6 describe the systems in Denmark and Sweden).

The Danish model

With approximately 18 million invoices sent each year to public sector authorities, electronic 
invoicing became mandatory in Denmark on 1 February 2005. By October of the same year 
(i.e. after just nine months), 95% of the invoices were in electronic format, with an estimated 
average saving for the Danish authorities of around €120-150 million/year. The obligation to 
invoice public sector authorities electronically was introduced by the Danish Parliament with 
the “Act pertaining to public payments” of December 2003, while an intense advertising campaign 
was undertaken in 2004 prior to the introduction of the law on 1 February 2005. The electronic 
invoices are in an XML structured format and can be received automatically by information 
systems based on the OIOXML (Open public Information Online XML) standard. Each invoice 
receives an EAN code which allows totally automatic sorting via VAN (Value Added Network, a 
kind of electronic postal service). Suppliers of the public sector authorities can choose from three 
different transmission modes for their invoices:

via the  � Read-in Bureau (there are two of these), i.e. operators who accept paper invoices and 
then convert and transmit these in OIOXML format within five days of receipt. The service is 
free for small companies, while large organisations and public sector authorities pay a fee;
via the  � Invoicing Portal offering user name and password access and allowing suppliers to 
complete and transmit the invoices directly on-line;
via the  � Electronic Invoicing Systems (there are five), i.e. specialised operators which allow large 
and medium companies in particular to transmit OIOXML format electronic invoices directly.

The Swedish model

With a norm of 14 December 2006 (a first measure was introduced as early as 2000), the Swedish 
government has also introduced the obligation that invoices received or issued by public sector 
authorities must be in electronic format. Swedish authorities receive approximately 11 million 
invoices/year and, according to a study in 2005, electronic invoicing should allow annual savings 
of over €100 million. The electronic invoices are in an XML structured format following the Sve-
faktura standard (format based on XML following the UBL standard). As in Denmark, there are 
also three ways of transmitting invoices in Sweden using VANS (Value Added Network Services) 
operators (there are two such operators):

Box 5.5

Box 5.6



www.osservatori.net
ELECTRONIC INVOICING AS A ‘KEYSTONE’ IN THE COLLABORATION BETWEEN COMPANIES, BANKS AND PA92

The evolution of the legislative frameworkChapter 5

via a centre the scans and transfers the invoices electronically to the public sector authority; �

via an  � Invoicing Portal offering user name and password access and allowing suppliers to com-
plete and transmit the invoices directly on-line;
via  � Electronic Invoicing Systems with which electronic invoices in the Svefaktura XML stand-
ard can be transmitted directly.
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Note on methodology

The objectives of the 2007-2008 Research by the Observatory on Electronic Invoicing 
and Dematerialisation were as follows:

to offer an in-depth, critical analysis of electronic invoicing and, in general, of the inte- �

gration and dematerialisation of the trade process in terms of impact on processes, fa-
cilitating technologies, adoption processes and diffusion in different economic sectors;
to describe the main electronic invoicing paradigms and analyse their diffusion in Italy; �

to develop models to assess the benefits and the return on investment in order to  �

estimate the real potential of these solutions in terms of the creation of value for user 
companies;
to analyse and understand the main critical areas and adoption barriers, and identify  �

the most appropriate strategies to overcome the problems and facilitate a more mature 
and mindful adoption;
to analyse and describe the supply of technological solutions and the main service modes; �

to monitor the evolution of the legal framework and the main standardisation projects,  �

both in Italy and internationally.

To realise these objectives, the following methodologies were used:
direct interviews with user companies; �

direct interviews with service suppliers and solution providers; �

development of models to assess the returns on investment in technology for integra- �

tion and dematerialisation;
a wide-ranging, cross-industry survey aimed at collecting the requests of SMBs and  �

non-user companies;

The results obtained with the various methodologies were cross-checked and ‘triangu-
lated’ in order to enhance reliability and obtain a better interpretation of the phenomena.

The main methodological choices are described in detail below.

Interviews with user companies

The sample
92 case studies were carried out in companies using solutions for electronic invoicing 
and/or integration and dematerialisation of the order cycle, assessing in each case one or 
more of the adoption paradigms identified. Altogether, 148 projects were examined.
The break-down of the samples is as follows:

broad coverage of sectors: �

15 cases in companies in the consumer goods sector; -
14 cases in companies in the electrical equipments sector; -
8 cases in companies in the distribution sector; -
8 cases in companies in the automotive sector; -
7 cases in companies in the utility sector; -
7 cases in companies in the finance sector; -
7 cases in companies in the textiles and clothing sector; -



www.osservatori.net
ELECTRONIC INVOICING AS A ‘KEYSTONE’ IN THE COLLABORATION BETWEEN COMPANIES, BANKS AND PA94

Note on methodology

94

6 cases in companies in the pharmaceuticals & healthcare sector; -
4 cases in companies in the home appliances sector; -
3 cases in companies in the consumer electronics; -
6 cases in companies in other industrial and commercial sectors; -
7 cases in companies in other service sectors; -

broad representation of companies of varying size: �

25 cases in companies with a turnover below €100 million; -
40 cases in companies with a turnover between €100 million and €1,000 million; -
27 cases in companies with a turnover over €1 billion; -

various levels of maturity in the adoption of electronic invoicing solutions. �

The method and the content of the interview
For each company, interviews were undertaken with the head of IT and with other de-
partments involved in the trade process (e.g. finance, procurement, logistics, etc.).

The interviews were carried out following the logical structure below:
the company (history, profile, reference sector, etc.); �

the main statistics (turnover, number of employees, etc.); �

the organisation (structure of the ICT, logistics and finance departments); �

the accounts payable/receivable order cycle (specifics of the process, functions in- �

volved, main KPI, resources used, etc.)
the main projects concerning the integration and dematerialisation of the trade proc- �

ess (players involved, phases supported, level of adoption, technologies adopted, fu-
ture evolutions, etc.);
the decision-making process (players in the decision, level of knowledge, decision- �

making model used, benefits, critical issues, adoption barriers, etc.).

Interviews with service and solution suppliers

The sample
54 case studies were undertaken with the various players in the sector. In addition to 
45 service and solution suppliers of varying size and background, 9 bodies including 
industry representations, supply chain initiatives and professional associations were also 
interviewed.

The method and the content of the interview
The interviews were carried out following the logical structure below:

the company and the reference business (general presentation of the company, main  �

areas of business, interviewee profile and role within the organisation);
the offer of electronic invoicing, B2b integration and document management (proc- �

esses and activities supported: interfacing with partners, system integration, informa-
tion sharing and management, archiving);
technological solutions and services offered (features of the solutions proposed, type  �

and mode of supply of the services);
partners and competitors (commercial and technological partnerships, main com- �

petitors);
reference market (size of target company, reference contact figures, expected benefits); �

factors impeding the diffusion of the technologies (critical issues, adoption barriers). �
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Models to assess the profitability

Models were developed from the meta-model to analyse benefits developed during the 
first Research programme (see Fatturazione elettronica: benefici non solo sulla carta, 
www.osservatori.net). The meta-model was completed with sections on investments and 
current costs, as well as the structure to calculate profitability indicators, and then ap-
plied to the various adoption paradigms and service fruition modes.

For each paradigm examined, the analysis involved the following steps:
sharing of the ‘general mapping’ of the trade process; �

development of the specific ‘process mapping’ for each service fruition mode for the  �

applicable service;
identification and sharing of the investment classes and the specific operational costs  �

for each fruition mode for the applicable service
collection of data to populate the model, i.e. context and cost/investment data; �

analysis of data and estimate of parameters to insert in the model; �

population of quantitative model and calculation of results; �

development of the sensitivity analysis; �

sharing of results; �

The process mapping and context data collection phases were carried out with the sup-
port of four sectoral organisations, ANIE ICT/CE-AIRES for home appliances, Indicod-
ECR for consumer goods, Consorzio DAFNE for the pharmaceuticals sector, METEL for 
electrical equipments, and the involvement of more than 50 companies from different 
sectors. The analysis and estimate of cost and investment data was completed with the 
collaboration of the Observatory’s partner and sponsor organisations. The assistance of 
the four organisations, the companies involved (who are not named for reasons of confi-
dentiality) and the Partners and Sponsors was invaluable in the validation of the models 
and results. The team is deeply grateful to all.

The survey

A survey was set up with the aim of acquiring elements on the level of adoption of elec-
tronic invoicing solutions within a ‘generic’ sample of companies, i.e. including both 
user companies and a larger group of non-users.

The questionnaire was organised in two sections:
the first on the models regarding the integration and dematerialisation of the trade  �

process;
the second on the substitute archiving and electronic invoicing models. �

The questions focus on the level of adoption of the solutions and the critical issues/bar-
riers faced.

The questionnaire was designed and tested to be accessible via the Web and easy and 
straight-forward to compile. In order to aid compilation and avoid any ambiguities, a 
telephone and email support service was made available.
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1city.biz �

Abbott �

Able Tech �

ACBI �

Adiuto �

Adobe �

AIRES �

Almaviva �

Amadori �

Amga Azienda Multiservizi �

Anacomp Italia �

Angaisa �

ANIE �

Ariba �

Assosoftware �

Astrazeneca �

Azienda Energia e Servizi Torino �

Banca Popolare dell’Emilia Romagna �

Barilla �

Baxter �

Bennet �

BMW Italia �

Bosch �

Brembo �

Bticino �

Candy �

Cedacri �

Cisqcert �

Comdata �

Comet �

Compagnia Generale Trattori �

Conserve Italia �

Consorzio Autotrasportatori Marchigiani �

Consorzio DAFNE �

Consorzio Win Join �

Coop �

Credem �

Credemtel �

Crif �

CST Consulting �

De Vecchi Editore �

Demo �

Diesel �

Diesis �

Disano Illuminazione �

Doimo City Line �

Dott. A. Giuffrè Editore �

eBilling �

Edicom �

Electrolux �

Enel Servizi �

Enerxenia �

ENI �

Erg Petroli �

Esselunga �

Europ Assistance �

Farcopa �

Fashion box �

FDM Document Dynamics �

Findea �

Galimberti �

GDT �

Gel.Di. �

GlaxoSmithKline �

GORI �

Granarolo �

Gruppo Banca CR Firenze �

Gruppo Comifar �

Gruppo Effe2 �

Gruppo Nemea �

Gruppo Tesi �

Gruppo Veronesi �

GXS �

Hp Italiana �

IBM �

IBS Italia �

The survey was sent to a sample of 2,291 companies, 870 of which SMBs. 210 fully com-
pleted questionnaires were collected, giving a redemption rate of 9%. The sample of re-
spondents was composed as follows:

117 companies operating in the service industries; �

91 manufacturing companies; �

2 local public sector authorities. �

The sample of responding companies guaranteed a good coverage in terms of company size:
29 companies with less than 10 employees (micro); �

53 companies with between 10 and 50 employees (small); �

55 companies with between 50 and 250 employees (medium); �

73 companies with more than 250 employees. �

Companies participating in the Research



www.osservatori.net
ELECTRONIC INVOICING AS A ‘KEYSTONE’ IN THE COLLABORATION BETWEEN COMPANIES, BANKS AND PA 97

Note on methodology

97

iDOQ Management �

Inalca �

Indesit Company �

Indicod-ECR �

Indicom �

Infocert �

Infogroup �

Innovery �

Intesa �

Intesa San Paolo �

IT Holding �

Iveco �

JM Consulting �

Joinet �

Kalyos �

Kartha �

Kimberly �

Kofax �

KOH-I-NOOR �

Lavazza �

Marchese de’ Frescobaldi �

Marchiol �

Marzotto �

Masottina �

Mes �

METEL �

Metro �

Novartis �

Obo Bettermann �

Oleificio Zucchi �

Original Marine �

Oviesse �

Paglieri Profumi �

Paper Service �

Pastificio Rana �

Pirelli Pneumatici �

Poligrafica San Faustino �

Postecom �

Postel �

Quercia Software �

RA Computer �

Rhiag �

Rinascente �

RS Components �

Sacchi Giuseppe �

Scame Parre �

SCM Group �

Seat Pagine Gialle �

Seceti �

SIA-SSB Group �

Sigma �

Sinergia �

Sistemi Sospensioni �

Snaidero �

So.Ge.Gross. �

Società Prodotti Antibiotici �

Sony Italia �

Sterling Commerce �

Telecom Italia �

Teva Italia �

Texelle �

TNT Global Express �

Valsoia �

Vega Informatica �

Visiant Komos �

Volvo Servizi Finanziari �

Vortice Elettrosociali �

VS Dental �

Warner Music �

Whirlpool �

Wins �

Wyeth Lederle �

Xplor Italia �

Zucchetti.com �
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School of Management

The School of Management of Politecnico di Milano

The School of Management of Politecnico di Milano aggregates the multiple activities of re-
search, formation and high consultancy, in the field of economy, management and industrial 
engineering.
The School of Management of Politecnico di Milano aggregates the Department of Manage-
ment, Economics and Industrial Engineering and MIP, the Business School of Politecnico di 
Milano that delivers post-graduate and executive programmes.
It avails – for its multiple activities of education research and consultancy – of beyond 240 
teachers and approximately 80 graduate students and research assistants. 
In June 2007  the School of Management of Politecnico di Milano was awarded EQUIS ac-
creditation. EQUIS, the European Quality Improvement System, was formed in 1997 by the 
European Foundation for Management Development as a monitor of excellence among Euro-
pean business schools.

ICT & Management Observatories

The group ICT & Management Observatories (www.osservatori.net), which cooperate with 
ICT Institute of Politecnico di Milano, was founded in 1998. It offers an accurate and continu-
ously up-to-date picture of the impact of ICT on companies, public administrations, industries 
and market.
The ICT & Management Observatories face these subjects with the typical style of the School 
of Management of Politecnico di Milano, that is to conjugate the “experimental” analysis of 
the real cases with the attempt to build credible synthesis, to observe and investigate what hap-
pens in our country comparing it to the most advanced worldwide experiences, and finally to 
rationalize the real experiences in order to outline useful guide-lines for enterprises interested 
in ICT Technologies.

There are now several ICT & Management Observatories facing all the most innovative sub-
jects: RFId, Mobile & Wireless Business, eProcurement and eSupply Chain, eCommerce B2c, 
Enterprise 2.0,  ICT Strategic Sourcing, CIO - ICT Strategy & Governance, ICT in the Small & 
Medium Enterprises, Mobile Content, Mobile Marketing & Service, Electronic invoicing, New 
TV, Intelligent Transportation Systems, ICT & Disabled people, Information Security Manage-
ment, ICT & CIO in the Health Sector, Mobile Finance & Payment, WiFi & WiMax, ICT & CIO 
in Fashion-Retail Sector, Business Intelligence

The ICT & Management Observatories are strongly integrated with the formative activities of 
the School: they represent an important source of material of education and argument for the 
courses, and they often take advantage from the experiences of those who participate or par-
ticipated in the past to the courses (in particular to the post-university ones, offered by MIP). 

In synergy with the Observatories, MIP Politecnico di Milano has implemented the ICT Executive 
MBA, the first and the only specific program MBA for those who deal with ICT, and various 
Executive Courses focused on the ICT or that have the ICT as a fundamental argument.
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Supporters of Research

Partners

ACBI �

ANIE/AIRES �

DAFNE Consortium �

Indicod-ECR �

METEL® �

1city.biz �

Credemtel �

CST Consulting �

Nemea Group �

Intesa �

Intesa San Paolo �

Kartha �

Kofax �

Postecom �

Quercia Software �

SIA SSB Group �

Sterling Commerce �

Tesi �

Sponsors

Adiuto �

AlmavivA �

Cedacri �

Comdata �

ebilling �

Edicom �

FDM Document Dynamics �

iDOQ Management �

InfoCert �

Poligrafica San Faustino �

Seceti �

Wins �

Zucchetti.com �
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Interbank Corporate Banking Association (ACBI) - Developing advanced re-
mote banking services for enterprises and public administrations

The Interbank Corporate Banking (CBI) Service, which has for more than ten 
years been involved in the bank-enterprise relationship, represents the most 
recent payment initiation instrument. It allows an enterprise, which has rela-
tionships with many banks, to interface with only one bank (referred to as the 
Access Bank) when carrying out cash transactions with all the other banks 
(referred to as Executing Bank) where it holds current accounts. The main ad-
vantage for enterprises is that they can optimize their flows and reduce opera-
tional costs; in other words, an enterprise can manage all its current accounts 
and organize account statements from a single desk.

An enterprise which would like to consider itself “modern” cannot however 
overlook an integrated management of its commercial and financial chain: the 
new CBI 2 Services are the most innovative and appropriate instruments to 
optimize all of the enterprise’s resources and internal processes. Developed by 
ACBI (Interbank Corporate Banking Association) and based on a New Tech-
nology Architecture employed by 95% of the total assets of the Italian banking 
system (690 are associated banks) CBI 2 enables more than 750,000 enterprises 
already using the service, to add better document management services (such 
as, transmitting structured and non-structured documents in the invoicing 
process) to traditional collection, payment and information services, in line 
with current European trends.

In order to ensure a European dimension, ACBI regularly participates in in-
ternational working groups with the mission of setting interoperable finan-
cial standards and monitoring their developments (for example, the European 
Commission, the UN/CEFACT and the RMG with regard to ISO 20022, etc.). 
In particular, ACBI participates, through its Secretariat, in the so-called “Ex-
pert group” established by the European Commission with the aim to develop 
a common interoperable scheme to support electronic invoicing at the Euro-
pean level. ACBI’s expertise therefore ensures that CBI standards are fully in-
teroperable at the European level (especially with the launch of SEPA – the 
Single Euro Payments Area) and at the international level.

Through the CBI 2 Service, in addition to the obvious benefits of the Service, 
associated banks can also enjoy new flexible standards (based on the XML lan-
guage), last generation security (ensured by digital signature) and the possibil-
ity to network enterprises through their Access Banks. This means that two 
enterprises using CBI can exchange documents (both structured documents, 
such as electronic invoices, and non-structured documents, such as pdf) by 
using the interface of their Access Banks and at the same time reconcile pay-
ments or request advanced financial services on the exchanged documents (for 
example, “invoice financing request” for which ACBI successfully concluded 
the registration process of the messages enabling the service with the ISO 
20022 Repository).

Following recent legislative developments regarding electronic invoicing as 
well as the provisions introduced by the 2008 Budget Law, CBI 2 remains an 
important channel to transmit electronic invoices. CBI 2 enables public ad-
ministrations to be involved with document management, collection and pay-
ment services as service user as well as third parties offering services to CBI en-
terprises with special reference to public administrations at the national level.

ACBI
www.acbi.it

Partner



105
www.osservatori.net

ELECTRONIC INVOICING AS A ‘KEYSTONE’ IN THE COLLABORATION BETWEEN COMPANIES, BANKS AND PA

The supporters of Research

ANIE/AIRES
www.anie.it

ANIE ICT-CE
The National Association of Telecommunications, Informatics and Consumer 
Electronics belongs to the ANIE Federation and is the sectoral body repre-
senting the companies operating in Italy in industrial activities associated to 
Information and Communications Technologies (ICT), consumer electronics, 
antenna equipment and fiscal measuring devices.
The 100 associates represent a complete offer and operate with success in the 
domestic and international markets.
The Association is part of ANIE, the Federation within the Confederation of 
Italian Industry that represents electro-technical and electronics companies 
operating in Italy. This is a highly technological and extremely globalised sec-
tor that invests heavily in research and development.
The Association also belongs to EICTA (The European Information, Commu-
nications and Consumer Electronics Technology Industry Association), whose 
mission is to represent the ICT and consumer electronics sectors and promote 
their interests in the global market.

AIRES
Aires (Italian Association of Specialised Home Appliances Retailers) was set 
up in October 2005 and brings together the main companies and specialised 
distribution groups in the home appliances and consumer electronics sectors, 
Since 2006, the Association has belonged to Federdistribuzione (the co-ordi-
nating body representing modern commercial distributors) whose interests it 
fully shares.
The associates are the Consorzio Elite, Euronics (Euronics and Euronics Point 
brands), Expert, GRE (Trony and Sinergy brands), Mediamarket (Mediaworld 
and Saturn brands), TLC (Eldo brand), Unieuro (Unieuro and Unieuro City 
brands). At the end of 2007, the associates had almost 2,000 points of sale and 
a turnover of almost €9 billion.
AIRES is a non-profit organisation and does not pursue political aims. The 
complexity of retailing activities, the legislation regarding distribution of 
home appliances, the environmental protection norms and the management of 
consumers’ rights require an institutional body able to represent the distribu-
tion companies with respect to the various organs and institutions that interact 
in the activities, regulation and development of the sector.

The “EDIEL” project
Since 2007, the need to improve the efficiency of processes of communication 
between producers and distributors has led ANIE ICT-CE and AIRES to set up 
a Joint Technical Committee with the aim of defining the specifics of a com-
mon platform for the electronic interchange of data flows regarding adminis-
trative documentation (customer databases, orders and order confirmations, 
DDT and invoices) between the producers and specialised distributors of con-
sumer electronics devices.
The Committee subsequently extended its representation to the Andec and Ceced 
Italia associations, so covering almost the entire home appliances supply chain.
Maintaining the principles of simplicity, flexibility and economic viability as 
the guiding criteria of the project, the co-operation between all the players 
involved and the support of Indicod-ECR and the Politecnico di Milano as 
partners in the initiative have resulted in the development of a communication 
standard based on Euritmo that will soon become operational in the field. The 
technological model and the organisational solutions adopted will safeguard 
know-how and protect the investments already allocated by each supply chain 
and each producer, while at the same time offering the undeniable advantages 
derived from a co-ordinated process to integrate the supply chain.

Partner
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DAFNE was born in early 90’s thanks to some of the main pharmaceutical 
companies in order “... to realize a strong collaboration and integration (part-
nership) between manufacturing and wholesaling, with the contribution of 
pre-wholesalers, through the development of an informative network based on 
international standards (EDI - UN/EDIFACT) ... “.
Today DAFNE members are 74: 45 manufacturers, with a 65% of market share, 
and 29 wholesalers, that cover the 68% of the market. For those who are not 
members, it is possible to use DAFNE services subscribing an user contract. 
Today 22 pre-wholesalers (logistics service providers that offer support to man-
ufacturers, in various cases taking care of receiving the wholesalers orders) 
operate with users contracts, concurring to an other 30% of market coverage, 
and approximately 110 wholesalers, that use simplified systems (Extranet) in 
order to transmit orders and to receive the connected documents, with an ad-
ditional 31% of market share.
Members or customers can exchange electronic documents in two different 
transmission ways: Traditional EDI with UN/EDIFACT standard or WebEDI 
(Easy DAFNE). In both cases the Service Provider is GXS (Global Exchange 
Services). Taking the hint by the Internet technology opportunities, Easy 
DAFNE has been implemented to promote the exchange of electronic 
documents to those subjects that for various reasons were not prone to use the 
EDI: the activation costs are absolutely cheaper.
Today the documents exchange deals with orders, order confirmations and 
invoices. At an advanced stage is the project regarding the complete electronic 
cycle (no paper) of the invoice: sending, conservation, automatic payment 
reconciliation. Various projects are in phase of advanced test, in particular a 
DAFNE working group is carrying out a project called “Collaborative Logistics” 
with the target to improve the service level along the entire Supply Chain, 
transport phase included, through the normalization of the informative flows 
and the standardization of the information reported on the physical elements, 
allowing a complete tracking of the order. Moreover DAFNE is extending 
its services to the hospitals, that today use exclusively traditional ways of 
communication (paper mail, telephone and fax), in order to share also with 
public structures the advantages already consolidated between manufacturers 
and wholesalers.
DAFNE follows with interest the RFId technology developments, because 
when its cost and effectiveness will be sustainable it will concur in carrying out 
a complete track and trace of the pharmaceutical supply chain (ex: tempera-
tures monitoring), improving safety of the drugs from the manufacturer till 
the end user/patient.
Further evidence of supply chain integration, for the cooperation among  Phar-
maceutical Companies, Prewholesalers, Wholesalers and Healt Ministry, is the 
advanced project concerning the electronic transmission of the documents to 
buy and to supply narcotic drugs.

DAFNE Consortium
www.consorziodafne.com

Partner
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Indicod-Ecr (GS1 Italy) is the largest Italian association gathering consumer 
goods’ manufacturers and retailers. Member companies are more than 33000.

To become more efficient and reduce costs, companies involved in the produc-
tion and retail of fast-moving consumer goods need systems that employ com-
mon languages and standards to facilitate dialogue between sectors. They also 
need common standards that bring some order to the vast landscape of goods 
and markets. In addition, such systems must make information exchange easier 
and, consequently, improve the entire manufacturer-retailer-consumer cycle.

Indicod-Ecr (GS1 Italy) is the Italian not-for-profit organisation that deals with 
the dissemination of these globally adopted standards and, especially, with the 
barcode. It intends to promote relationships and information exchange be-
tween producers and retailers, thus making the entire supply-chain more ef-
fective and better able to meet consumer expectations.

The global language of business: a million enterprises across the world speak 
the same language through the barcode. This idea came into existence in 1948. 
In 1978, Indicod-Ecr brought it to Italy. It used to be called the EAN/UCC sys-
tem, but starting in 2005 it has been known as GS1.

Products become like open books, making it possible to have instant informa-
tion about the brand, format and manufacturer. It ensures product traceability, 
which is a fundamental tool to guarantee quality and safety in an ever more 
global market. The system has clear advantages: faster operational processes, 
online information exchange and more efficient logistics.

Starting in 2004, work has been under way to develop the Electronic Product 
Code or EPC standard. Unlike the traditional barcode, with its thin and thick 
lines and dark and light areas that can be read by a scanner, the new system 
uses radiofrequency. In 2007, to further develop and test this technology, the 
EPC performance test laboratory “EPC Lab” was opened. It was created by In-
dicod-Ecr (GS1 Italy) and the School of Management of Politecnico di Milano 
in partnership with Hewlett-Packard Italiana and Telecom Italia.

Indicod-Ecr publishes studies, research and analyses on businesses and the dynam-
ics of consumption. It is also involved in training. It communicates using “Ten-
denzeonline.info” (www.tendenzeonline.info), its house organ, and also has its own 
website (www.indicod-ecr.it), which is truly a space designed to help companies.

Today the Indicod-Ecr (GS1 Italy) systems, standards and languages are used 
millions of times, every day, by companies and consumers. Indicod-Ecr is com-
mitted to constantly making these solutions more and more effective, efficient 
and widespread. All this is always done with an eye on promoting innovation.

It is developing a global synchronization network to share data between compa-
nies (GDSN), reduce transportation costs and cut down on shipment errors.

It is working on a new model of relationships between manufacturers and retailers.

As in e-commerce, mobiles will use Indicod-Ecr (GS1 Italy) standards to shop, 
access services and request information.

The solutions and the standards adopted by Indicod-Ecr (GS1 Italy) in the 
fast-moving consumer goods sector will also bring about efficiency gains and 
added value in other sectors. For instance, there will be improvements in the 
healthcare sector, leading to a simple result: the absence of errors in the ad-
ministration of drugs. It will also impact the electronics, textile and apparel, 
transport, logistics and automotive industries.

With Indicod-Ecr (GS1 Italy), companies all speak the same language. And the 
clearer, the simpler and the more straightforward this language is, the more 
effective, less complex and cheaper trade becomes.

Indicod-ECR
www.indicod-ecr.it

Partner
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Metel®: when innovation and research translate into benefits for the customers
Services and solutions for the management of documents in the ordering proc-
ess; from creation to management, distribution, up to the legal electronic stor-
age of Metel® documents:

Price List �

Order �

Order confirmation �

Transport Document �

Invoice �

Metel® is the acronym for Materiale elettrico telematico (Telematic Electric 
Material). The company was established in 1993 by the Federazione Nazionale 
Grossisti e Distributori di Materiale Elettrico (FNGDME, National Federation 
of Electric Material Wholesalers and Distributors) In march 1999 Metel® en-
larged its company structure by joining forces with the Associazione Nazion-
ale Imprese Elettrotecniche (ANIE, National Association of Electro-technical 
companies) and with the Associazione Nazionale Rappresentanti e Agenti 
Materiale Elettrico (ARAME, National Association of Electric Material Agents 
and Representatives), with the aim of becoming a point of reference and sup-
port for the development of an inter-company communication standard in the 
field of electric material and lighting, a market with a total turnaround of about 
4.5 billion Euros in Italy.
The current company structure is:

FNGDME: 45% �

ANIE: 45% �

ARAME: 10% �

From paper document to electronic document
The creation of digital documents instead of paper documents had as a first 
objective the optimization of document management and the possibility for a 
simple and quick re-use. The continuous evolution of Information Technology 
rapidly introduced new needs for companies with regards to the management 
and sharing of information contained in commercial and logistics documents, 
including their legal electronic storage. In order to win the challenge of innova-
tion, this being the main element of excellence in an increasingly competitive 
market, companies must be able to share all information, workflows must be op-
timized in order to avoid mistakes, wasting time and loss of information. All this 
can take place only if the process is based on a standard of communication.

Standardize to save
Metel® offers the users of its systems a standardization of the procedures relating 
to the creation and management of the following documents: price list, order, or-
der confirmation, transport document, invoice. Thanks to EDI (Electronic Data 
Interchange) technologies, the distribution of documents is simple and accurate, 
ensuring with certainty that the receiver will be able to read and use the documents 
within his business. Furthermore, an aspect not to be forgotten is that the EDI 
system heavily cuts management costs in comparison with traditional systems and 
eliminates human error, thus increasing the general efficiency of the company.

Real values and benefits deriving from using Metel® solutions
A study carried out by the Observatory of Electronic Invoicing and De-materi-
alization of the Politecnico di Milano - Department of Engineering Management 
- introduces the benefits for the electric material sector deriving from the use of 
EDI and the services provided by Metel®. The complete document from which 
this short presentation has been taken is available on the website www.metel.it.
The study highlighted that the correct management of document flows subject 
to Metel® standards produces noteworthy advantages for the whole process.
In order to show these advantages, please find below a chart comparing the cost 
of an order carried out in the traditional way with that of the solutions offered 
by Metel®, which yield extremely high benefits, saving almost 49 Euro/order, i.e. 
82% less than the traditional scenario.

METEL®
www.metel.it
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1city.biz (www.1city.biz), is an initiative of i-Faber SpA, and one of the Euro-
pean leaders in the supply of Web-based services and solutions for the manage-
ment of procurement.

i-Faber SpA is a company in the UniCredit Group, which is the major share-
holder with a 65% of the capital. The other shareholders are ERG (23%), Grup-
po Impregilo (8%) and Oracle (4%).

1city.biz offers services initially concerned with negotiating processes (mainly 
request for tender and electronic negotiating tools) and then branched out into 
solutions aimed at supporting customers along the entire procurement proc-
ess value chain, from the pre-negotiation phase to post-negotiation document 
management.

1city.biz, has been in the market since April 2002 and provides an ‘assisted’ 
sales offer and technological solutions model linked to transactional and mar-
ket competence services for over 500 different categories of merchandise.

As confirmation of the validity of its model, 1city.biz was the first Business-to-
Business e-procurement operator in Europe to realise a profit.

From its foundation to today, the company has grown at an ever-increasing 
rate, such as to become the public digital market with the largest managed 
liquidity in Italy, based on 14.000 negotiations giving a value of almost €5.6 
billion (31 December 2007).

In 2007, the value adjudicated was around €1.5 billion from over 3,250 negotia-
tions.

The customer portfolio shows continual growth. 455 customer companies are 
subscribed to the 1city-biz market, while there are over 11,800 supplier com-
panies subscribed.
Overall figures for 2007 show average savings with respect to target price (de-
fined by individual buyers as the price obtainable with traditional negotiation) 
of 12% (with peaks of 40%), for an estimated equivalent value of approximately 
€180 million.

Procurement customers (again for 2007) benefited from an average enlarge-
ment of the supplier base of 30% and a reduction in negotiating time of 50%, 
with peaks of 80%.

For further information, write to: clienti@1city.biz

1city.biz
www.1city.biz
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Credemtel
www.credemtel.it

CREDEMTEL is a company of Credito Emiliano Bank Group – Credem work-
ing since 1989 in the offer of integrating professional procedures for bank and 
enterprise.
The company’s first intents concerned inflow and payment management and 
electronic document management.
Credemetel to improve his offer has been structured in two branch one focused 
on a bank services and the other focused on the enterprise services, both cer-
tificated from En–Iso 9001 (2000).

About us

Concerning the banks offer, Credemtel is a delegated technical structure that 
aimed at subscribers to the new Interbank Corporate Banking (CBI) architec-
tural to reduce the complexity of integrating operational procedures with the 
system requirements provided for by the CBI Association.
This system allowed the enterprise to exchange informative and dispositive 
flow between their banks using only one connection.

In the enterprises offer, thanks to its experience and to its Know–how, and sped 
up by the market requirements, Credemtel has focused on a big target – ele-
cronic document management – with specific expertise in the implementation 
of solutions to reduce cost, working time and to improve services.

By giving the better solutions to the market requirements about electronic doc-
ument management, Credemtel created Gedanyway, a suite of modular and 
integrated solutions that it allows to offer opportunities, generated from docu-
ment file and multi–channel access (e–mail, web, mail, fax, EDI) for corporate 
or graet companies but also for medium dimension enterprises.
An important role play the electronic invoice and the fiscal and legal document 
substitute archiving (HOSTING SERVICES).
To give the better solution Credemtel pays particular attention to technical 
aspects and to the enforced norm, taking advantage itself of illustrious external 
advisers.

Partners and client

More than 300 enterprises and companies choose Credemtel to manage their 
documents electronically by using Gedanyway and during the year trade grow 
up by 20%.
Between these client, more than 100, are active with substitute archiving 
(HOSTING SERVICES) such us; Sammontana, Emak, Gruppo Megamark, 
Original Marines, SCM Group, Valsoia, Florim Group.
Concerning CBI, Credemtel distribute the delegated technical structure serv-
ice to 11 banks for which manage about 25.000 companies that exchange daily 
information and disposition with more than 600 banks connected to CBI. 

Partner
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CST Consulting
www.cstconsulting.net

Company profile
CST Consulting is a technology and system integration consultancy, offer-
ing highly innovative information and corporate process management solu-
tions in four specific environments: Enterprise Content Management (ECM), 
Enterprise Resource Planning (ERP), Enterprise Application Integration (EAI), 
Digital Certification (DG).

We think that innovative technology provides new tools to simplify company 
management, freeing up resources and offering the flexibility and information 
needed to make the best decisions more promptly.

We apply our expertise in technology to help our clients manage their busi-
nesses with greater ease, enabling organizations to build and maintain sustain-
able competitive edge through excellent performance and an ability to respond 
swiftly to market demand.

Our goal is to become a reliable partner for our customers, establishing an 
open-minded spirit of collaboration and relationships based on trust that stand 
the test of time. Creating value for customers and constant innovation have 
always been distinctive features of the CST Consulting business culture.

CST Consulting is an Italian company with experience on a variety of markets, 
each with its own special requirements. So far we have helped large enterprises 
throughout the EMEA area (Europe, Middle East and Africa).

To increase corporate productivity, deliver good long-term return on invest-
ment (ROI) and minimise the total cost of ownership (TCO) of applications, 
it is essential to choose solutions based on robust architectures that are secure 
and scalable, and that can connect to and are integrated with existing business 
applications.

Which is why we have established technology partnerships with global market 
leaders in ECM & ERP (IBM Italia), Digital Certification (Intesa, Actalis), Pro-
fessional Storage (Plasmon) and Information Capture (Dicom Pds).

By implementing National and International large projects, we have built spe-
cialized full capabilities on IBM FileNet P8, SAP Business Suite, SAP Netweav-
er, Dicom Kofax. 

Services
CST Consulting makes its service and support structure available to customers 
to protect present and future investments.

Service and support is provided to ensure that companies achieve their busi-
ness objectives and to deliver a real and measurable improvement in return on 
investment.

We offer services of Consulting, Application Management, Outsourcing, System 
Integration, Assistance, Maintenance and Training.

Products
Our products derive from the identification and application of the organisa-
tion and operating procedures (best practices) adopted by the leading compa-
nies with which we have worked. We study benchmark models to implement 
standards-compliant products based on best-in-class processes.

Our customers can choose between three products: Accounts Payable Solution 
(management of accounts receivable and payable, SAP integrated), Regulation 
Manager (management of “regulations and circulars”) and Dockeeper (man-
agement of the substitutive archiving process). 
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Nemea holds the shares of all the company of Nemea Group. It also provides 
the definition, the coordination and the control of all the Group activities.

It was born from the meeting of the experience of Information Technology and 
Business managers. Today it represents a group of continuing growth companies.

The mission is to be the primary IT and business consulting company partner 
whit a big attention to the utilities market. In fact in this sector we manage in 
outsourcing the IT infrastructures and services for the most important Italian 
utilities companies. Group companies are: Alquimia, Sybilla, Imprese & Mer-
cati e Marketing Venture.

Alquimia is the IT company of the Group that supports the automation process 
of the enterprises. Our staff skills are continually improved by work experi-
ences and certificated training sessions.

We are flexible and fast to solve the client questions and so we follow the mar-
ket changes real time.

Our Best Practices:
Design and Implementation of CRM (Customer Relationship Management)  �

and KM (Knowledge Management) software solutions;
Design and Implementation of IT infrastructures and Web Solutions. �

Sybilla is the outsourcing Contact Center. It offers a qualified support to man-
age the customer relationships. It’s based on innovative technological solutions, 
in house designed and developed. Our Contact Center Specialists have great 
competence and experience in Utilities world, and we offer 24 hours service to 
manage the client troubleshooting. Our quality standards allows us to grant 
the contact center services complying the most recent directives regarding the 
utilities phone services.

Marketing Venture is the business developing and marketing consulting com-
pany. The mission is to increase the business abilities of our clients in Italian 
and international market competition. We are “Business Accelerators” helping 
the clients to extend their business borders. Our business approach is “Market-
ing Engineering”, using rigorous and scientific methodology in all consulting 
services (Strategy, Marketing, Organization, Finance).

Imprese & Mercati is the consulting company focused on Documents Demate-
rialisation Processes complying law rules. It’s member of the Observatory on 
Electronic Invoicing and Demateralisation of Politecnico di Milano School of 
Management to increase knowledge and competence in this important busi-
ness area. We take part in this research activities participating with our spe-
cialist to the planned works together with the others technological and scien-
tific partners.

Nemea Group
www.nemeaholding.it
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Intesa Services and Solutions
Since 1987 INTESA acts in the Marketplace as leading provider of a qualified 
set of services/solutions enabling Business Data Exchange in an Extended 
Enteprise Environment.
INTESA developed its own methodologies, expertise, services and applications 
to enable and facilitate trading partners’ collaboration on network.

References & Assets
more than 8000 companies today connected �  to the INTESA B2B Services;
milions of business transactions � , yearly managed, related to all major business 
processes (procurement, supply chain mgmt, administration and finance);
industry specialists teams � , able to understand customers’ requirements/needs 
helping them on the way of their business processes integration path;
a full set of services/products �  to provide an E2E e-business solution (engage, 
assessment, development, management).

Mission
Provide Solutions and Services helping collaboration and communication inside 
Business Communities and enabling Enterprise’s Applications and Processes 
integration towards Business Partners (Customers, Suppliers, Banks...).

Role
Solutions are deployed and delivered through a service platform that allows 
Intesa to operate like a “Business On Demand Enabler”:

Making easy the management of communication process, minimizing rela- �

tionships number and normalizing interchange protocols/formats (Network 
Broker).
Assuring an end-to-end management of exchange operations, transactions  �

security/integrity, business collaboration rules, datas trusted storing (Third 
Trusted Party).
Providing “on demand” applicative functionalities in order to help processes  �

integration and users collaboration in an extended enterprise environment 
(Application Provider).

Intesa
www.intesa.it
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Intesa Sanpaolo is a new banking group created in 2007 from the merger of 
two of the leaders in the sector in Italy: Banca Intesa and Sanpaolo IMI.
It is the only major Italian bank that has managed to combine national and 
international development with the safeguarding of tradition and the territo-
rial roots of local banks. A process of continual evolution has generated over 
10 million customers (with more than 6,000 branches) and a more articulated 
and homogeneous coverage of the country, as well as a direct presence in 35 
countries worldwide.

In this scenario, great importance is obviously attached to relations with busi-
ness customers, who need increasingly specialised support and are constantly 
searching for managerial efficiency, but also, and above all, a financial partner 
able to offer reliable support regarding company choices, as well as investment 
and development projects at home and abroad.

The Gruppo Intesa Sanpaolo presents itself as a privileged partner for busi-
nesses in all development paths, offering a broad, diversified and innovative 
range of financial services and an expert consultancy service.

Certain to count on the experience of a major group in the forefront in the most 
strategic corporate sectors, Intesa Sanpaolo is a partner to which all activities 
of electronic invoicing and substitute archiving of invoices in accordance with 
norms can be outsourced with confidence.
Easy Fattura is the solution integrated with company applications and the CBI 
receipt and payment procedures that allow companies to externalise part or all 
of the electronic invoicing process.
From issue to archiving in accordance with norms, the main functions of Easy 
Fattura are:

invoice acquisition: allows the user to manage activities regarding the acqui- �

sition by the service platform of the receivable and payable invoices;
integration with receipts and payments: Easy Fattura is completely inte- �

grated with the receipt and payment tools provided in the group’s corporate 
banking solution;
reconciliation of receipt/payment outcome: the reconciliation mechanisms im- �

plemented on the platform can manage both semi-automatic and manual ac-
tivities to match sales documents with the respective receipt/payment advice;
collaborative management of the dispute process: manages complaints re- �

garding commercial documents sent/received collaboratively, providing 
specific motivations; available only if both the issuing and the receiving 
company use Easy Fattura;
Guest Portal: service provided to issuers of electronic invoices who need to  �

send their commercial documents to non-users of the Gruppo Intesa San-
paolo corporate banking services;
archiving according to norms: Easy Fattura allows archiving and substitute  �

archiving of payable and receivable accounts in non-modifiable format fully 
respecting current regulations.

Intesa Sanpaolo
www.intesasanpaolo.com
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Our Company, Our Values, Our Mission
KARTHA Srl, national company distributing value added software, special-
ized in document technology applications  owing source codes, is part of SMC 
Holding that is one of the most prominent Italian realities of Information 
Technology market developing software and innovatory services for 25 years 
contributing to producing value and competitiveness to Italian business.
KARTHA originates from the union of companies operating for years in dif-
ferent fields of Information Technology market that guarantee  the company 
solidity, continuity and know-how, typical features requested from a partner 
by Italian companies of this sector.
KARTHA is right from today a solid Italian reality with hundreds of instal-
lations in Document Management area; for its dimensions it can keep on fol-
lowing and satisfying the requirements of a constantly developing market. The 
Group’s mission is centred on the target of offering its partners a document 
platform technologically effective with an high return on investment in order 
to let its customers to produce value and competitiveness.

One single strategy: partnership
KHARTHA follows a clear Go to Market strategy based on an articulated 
channel, where value added resellers, software houses and system integrators 
have the opportunity to offer their customers Document Management stand-
alone solutions or add-on solutions for already existing applications marketed 
by them, protecting them from specific competitors of other companies that 
could increase their influence range.
Its strategy, its management structure and the size of investments already made 
or to be made are KARTHA’s assets in order to place itself on wide market sec-
tors, avoiding to offer niche products.

Products
KARTADOC �  is a multimedia Document Management suite for Filing Documents 
- including fiscal records - and for Substitute Archiving according to the law that 
can add on company information flows so as to rationalize  firm operations.
Kharta Digidoc �  is the solution for filing and managing your paper notes 
created through DigiMemo digital tablet. DigiMemo A501 is a stand alone 
device with add-in memory that captures and stores digitally all what is 
written or drawn through an usual pen on ordinary paper without compu-
ter assistance or special paper. It is easy to see, modify, schedule and share 
notes entered by hand in Windows environment and enter these records in 
KarthaDoc through a USB connection.
E-invoicing and filing check �  is the first and sole control pattern in Italy able to 
assess and certify the compliance with technical, fiscal and civil provisions 
in substitute archiving process of fiscal records and E-invoicing. The analysis 
is supported by the Politecnico di Milano – Management Engineering De-
partment. At the end of the test it will be issued a final undersigned certifi-
cate stating check result, critical points and solutions suggested.
LegalDoc �  is a substitute archiving service by Infocamere (Chamber of Commerce 
Information Service) that preserves and guarantees integrity, authenticity and 
availability of information records for a long time according to current regulations.
Kartha LogicalDoc �  is a turnkey product consisting of a small net device pro-
viding a storing system on the hard disk as well as a document management 
software - LogicalDOC - already installed.
Kartha For Invoice  � (KFI) KFI represents an electronic capture system for in-
going invoices. It automatically converts paper invoices into electronic docu-
ments, capturing peculiar data like invoice numer, date, amount, VAT info, 
supplyer account, etc. Documents are therefore sent to the KarthaDoc EDM 
system and to any ERP for further elaboration tasks.
Kartha Thin Client �  (KTC) KTC in a software loaded on local support (i.e. CD ROM) 
used to memorize set of legal conserved documents. KTC searches, displays, locally 
saves and prints documents of the related set : the support will be autoconsistent.

Kartha
www.kartha.it
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KOFAX is one of the world leaders in intelligence capture and exchange solutions.
For more than 20 years, the company has been producing solutions that ef-
fectively satisfy the need to speed up processes heavily dependent on docu-
ment and information exchange. The effectiveness of such solutions is reflected 
in the management costs and business. KOFAX’s Intelligent Capture and Ex-
change Suite is the first complete and integrated environment to manage the 
acquisition, sorting and control of documents, as well as the resulting informa-
tion exchange.
The concrete value added resides in the possibility to digitalise data on paper 
at the beginning of the process, transforming it immediately in the front-office 
into processable information that can automatically feed individual workflows 
and applications.
The KOFAX solutions make the process electronic, eliminating many manual 
stages usually undertaken to separate, classify, and index the information ac-
quired. Documents are thereby transformed into information that is directly 
utilisable in the normal workflows already present in the company.
The objective is, therefore, to render company operations as automatic as pos-
sible, in order to minimise the errors that may occur between the creation and 
acquisition of a document and its use by an application, while adding to this 
the Exchange factor.
The management of a business is a question of the continual exchange of infor-
mation, documents and data, but to be efficient it has to become a fully-fledged 
conversation: a request must provoke a coherent and immediate response.
The Exchange factor focuses attention on this particular aspect, makes the 
process bi-directional and, through multi-channel communication, permits 
automatic management of feedback, customised in function of the user, proc-
ess and type of information.
The particular specialisation of KOFAX partners in complex company proc-
esses (e.g. ERP, CRM, ECM and BPA) and on vertical markets, together with 
a powerful technological infrastructure means that solutions can be delivered 
that fully meet companies’ operational and economic needs.
In the area of Accounts payable or Finance, in particular, KOFAX has devel-
oped solutions that determine the quality and efficiency of the service offered 
to customers and suppliers regarding accounts receivable and accounts payable 
invoicing, the opening of current accounts, the administration of credit proce-
dures and the modification of contracts.
All of these processes are heavily dependent on the presence of paper or electron-
ic documents, such as invoices, that slow down efficiency if managed manually.
KOFAX technology transforms paper-based data into digital information 
without upsetting the operations of the people responsible for the processes.
Any document, irrespective of its format, is validated directly by the operator 
and immediately forwarded in an ordered and logical manner to the work-
flows, where data coherence and integrity are checked.
KOFAX’s advanced systems of capture, classification and extraction (KOFAX 
Capture and KOFAX Transformation/Xtrata Pro) recognise the document, 
classify it and extract the key information for processing.
Any errors or the absence of documents identified by the back-office systems 
are notified directly to the customer by the KOFAX Exchange platform via 
fax or email, while customers, in turn, can send information or integrate the 
documentation via the same channel.
At the end of the process, customers receive notification by the same means of 
via text message that the operation has been completed successfully, i.e. invoice 
registration, payment terms, registration of contract. The time to deliver any 
necessary documentation or the payment terms according to the SLA between 
the customer and the supplier are also notified.

Kofax
www.kofax.it
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Registered Office: Viale Europa n. 175 00144 Rome

Head Office: Viale Europa n. 190 - 00144 Rome
Tel. 06 59585013 - Fax 06 59582032

Geographical area of activity: Italy and Europe

Branches and customer centres in Italy: Via Cordusio 4 - 20123 Milan
Tel. 02 72482268 - Fax 02 72482028

Quality certifications: UNI EN ISO 9001:2000 and ISO IEC 27001:2005

Main Figures 2007
Net sales: Over 60 mln. €
Employees: 250

Activity fields and products
Postecom SpA is a subsidiary of the Italian Post Office operator (Poste Italiane) 
and started its activity in 1999 to satisfy IT requirements based on Internet by 
Poste Italiane. Postecom has been one of the fastest growing Internet compa-
nies in Italy and today is among the main operators in the ICT market to of-
fer eServices and Internet project solutions from system integrator to full out-
sourcing, with strong competences in the field of information security based 
on PKI technology. Main areas of activities:

Secure electronic communication and multipurpose smart cards; �

ePayments services and eCommerce solutions; �

Web sites and portals; �

Document management and electronic invoicing; �

eLearning and eProcurement solutions. �

Postecom is one of the recognised Italian Certification Authorities as well as 
official provider of certified electronic mail and it has achieved a significant 
penetration in the central and local eGovernment services market, including 
the health sector.

Member of Assinform, the Italian association of Information & Communica-
tion Technology companies and an affiliate of the Confindustria (Confedera-
tion of Italian Industry) system.

Postecom
www.postecom.it
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Business profile 
Society of the UniCredit Group, founded in 1987, Quercia Software, situated in 
Verona, offers technologies, services and solutions for the Banks and the Enter-
prises. Thanks to the constant focus on its own markets of reference and to the 
constant search of improvement, Quercia Software is leader in the E-Banking 
sector, in the Best Practices sector, in the E-Payments solutions and in the Con-
tact Center multi-channel services. For the E-Banking, Quercia Software offers 
software solutions to the banks for the disbursement of the service in outsourc-
ing with the products of the suite TLQ: internet applications completely based 
on multi-company and multi-user. In the E-Payments sector, Quercia offers 
the Europos Service, innovative, flexible and complete, that manages the elec-
tronic systems of payment and it proposes to the banks custom solutions to 
satisfy all the shopkeepers demands. In the Contact Center area, Quercia, us-
ing Cisco Systems technologies, offers Customer Care Services to Banks and 
Enterprises and Projects of Contact Center both in Insourcing that in ASP. 
The new lines of E-Business Solutions, synonymous of innovation and evolu-
tion, enrich the offer and increase the competitive advantage of the Customer. 
Innovative solutions such as the ATM Monitoring, documents and invoices 
electronic exchange Solutions, Fiscal Solutions (web 770) and electronic box-
office multichannel Solutions.

Mission and Vision 
Quercia Software principal goal is to offer and guarantee to banks and en-
terprises, E-Business services and solutions of (developed according to the 
BSP model - Business Service Provider) through innovative and specialized 
software technologies, integrated with Contact Center applications in a mul-
tichannel architecture. The relationship with the Customer (Customer Rela-
tionship Management) it is the priority of Quercia solutions and services, the 
personalization and the satisfaction of the real demands of the Customer are 
the strategic lines that the factory has followed for a long time in its activity.

Quercia Software
www.quercia.com
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The SIA-SSB Group is one of the leaders in Italy and among the foremost compa-
nies in Europe offering complete and integrated control of the following areas:

payment systems  � with clearing services, interbank corporate banking, solu-
tions for central and merchant banks, system services;
full processing of credit and debit cards � , system services and accessories;
capital markets �  with management of the market, information and stocks and 
shares back-office, supervision solutions for financial intermediaries, access 
systems to fixed income markets;
network services �  for connectivity and messaging.

Internationalisation is a key factor guiding the development of the Group. This 
ensures a prompt, effective, competent and professional response, as a lead-
ing provider of technology platforms for payment clearing, to the profound 
changes generated by the European Directives SEPA, Single Euro Payments 
Area, and MiFID, Markets in Financial Instruments Directive.

Highest quality infrastructure and technologies, differentiated skills and 
know-how, as well as the development of new expertise are growth levers for 
the SIA-SSB Group, and the ability to extend and innovate the broad range of 
solutions, services and products offered to satisfy customer needs is based in 
these levers.

The group comprises the parent company, SIA-SSB, and the subsidiaries Ke-
drios, Perago, RA Computer, SiNSYS, TSP and GBC.

Through its subsidiary RA Computer, the SIA-SSB Group offers a specific range 
of software solutions, Web applications, consultancy and projects providing an 
integrated response to the needs of banks, public sector authorities and compa-
nies regarding payment processes and the Financial Supply Chain.
Within this framework, respecting the new CBI standard and the e-Govern-
ment plan, and in line with the SEPA specifications, RA Computer’s offer fo-
cuses on the integration of the Supply Chain with the Financial Value Chain 
(acquisitions and sales, invoicing, receipts and payments, reconciliations), em-
phasising solutions, services and consultancy in the area of e-procurement and 
document management: electronic invoicing, expiration logging and recon-
ciliation, substitute archiving according to norms.

SIA-SSB Group
www.siassb.eu
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Sterling Commerce is the world leader in communications and Business-to-
Business integration, and is part of AT&T Inc. Group (NYSE:T).
With 30 years of leadership and innovation, the organisation holds 48% of the Se-
cure File Transfer market, and 35% of that in Electronic Data Interchange (EDI).

In 2002, Sterling Commerce launched on the markets a new B2B integration 
platform, Gentran Integration Suite®, which is now in its fourth version.

Gentran Integration Suite capitalises 30 years of experience in the B2B commu-
nications sector and the professional experience of the company’s IT engineers, 
some of whom play a leading role in the research committees on new stand-
ards, e.g. AS2, Rosettanet, EbXML, etc.

Sterling Commerce is one of the few companies in the world to be considered 
a leader by the principal analysts (Gartner, Forrester, AMR Research) in the 
three main areas of business communications:

B2B Communications; �

Managed File Transfer; �

VAN (Value Added Network) �  based transmission services.

The company’s mission is to provide its customers with Corporate Multi Col-
laboration via the creation of an e-business environment and co-operation 
with the commercial community, offering solutions that guarantee flexibility, 
visibility and control in business processes.

More that 30,000 customers across the world, 2,000 of which acquired in the 
course of 2006, rely on Sterling Commerce’s specialists for their electronic 
commerce needs.

In Europe, the Middle East and Africa (EMEA), Sterling Commerce is present 
in 28 countries with 350 employees, 12 direct operations centres and 26 dis-
tributors.

The operations of Sterling Commerce EMEA are further supported by a multi-
lingual Europeans support centre (located in Amsterdam) and by e-business 
consultancy and implementation services in all countries.

In Italy and Spain, South European Region, Sterling Commerce has 30 employ-
ees and offices in Milan, Rome and Madrid.

Sterling Commerce
www.sterlingcommerce.it
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Tesi S.p.A. has been in the IT market since 1992 as a supplier of information 
services and solutions able to resolve all the problems of the supply chain.
The experience gained in over ten years mainly in the large-scale distribution 
sector allows the company to offer highly competitive solutions, developed 
with professional methodologies and skills based on innovative technologies 
ensuring complete integration with the back-end operations of the customer 
company.
As a result, Tesi has consolidated relations with major players in large-scale 
distribution (Carrefour-GS, Finiper, Unes, PAM, Bennet, some Coops, etc.), 
which, over time, has supported its growth, and has also extended its opera-
tional environment to industrial and manufacturing customers (Indesit Com-
pany, Mapei, Benetton, Geox, Coca-Cola, Ferrero, Miroglio-Vestebene, BTi-
cino, Johnson & Johnson, etc.).
The company has therefore managed to establish its ‘collaborative business’ 
model both in the eSupply Chain and in eProcurement, offering complete, but 
non-invasive, solutions that can be integrated with the customers’ information 
system. By virtue of their modularity, these solutions are also successful in 
other sectors (Finance, Manufacturing, Utilities, etc.).
Tesi’s services are complete and integrated within a Multi-channel Web Suite, 
which today is able to cover all corporate needs in the supplier management 
process: from contracts to price-lists, from orders to goods delivery, from des-
patch to invoicing.
In particular, the experience gained in the management of the complete Supply 
Chain process has made it possible to use Net Integration to manage specifica-
tions and general contract conditions, profile the company’s internal custom-
ers, and formulate requests for tender and purchase.
The product therefore provides multi-channel (Web, structured email, dy-
namic PDF, XML flow) administration of relations with the supply chain to 
exchange and share the main documents in the accounts payable cycle (order, 
despatch, invoice), as well as technical material, etc..
Net Mover, the transportation portal dedicated to the acquisition of transport 
contracts, pre-invoicing, monitoring of the costs and performance of logistics 
operators, delivery planning, and management of all transport documents 
(DDT), is running in 40 installations.
E-Integration is Tesi’s WebEDI solution (with other 750 customer companies) 
supporting both operational processes (the exchange of orders, order confir-
mations, DDT and invoices) and collaborative activities (mainly CRP-Collab-
orative Replenishment Planning).
The digitalisation of the operational-commercial-logistics cycle is complet-
ed with solutions for electronic archiving of documents in accordance with 
norms, supplied both on licence and in outsourcing.
All these installed and tested products are particularly efficient in large, dis-
tributed organisations.
Tesi’s current organisational structure comprises the head office in Bra (CN), 
the historical location since the foundation of the company in 1992, which is 
responsible for solution development and customer operational support, while 
the other operational units (branches and subsidiaries in Turin, Milan, Padua 
and Rome) act as ‘competence centres’ for specific topics.

Tesi
www.gruppotesi.com
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Adiuto the ‘humanistic’ vision of the IT world
Document management is technology, culture, sharing, research. With this 
humanistic approach to the IT world, Adiuto operates in the document man-
agement sector, with a commitment to efficient and qualified provision of solu-
tions and services.
Electronic document management, workflow, digital signature, substitute ar-
chiving, integration of document processes with management systems, Inter-
net portals, CRM, Microsoft and Lotus Notes application.
Adiuto is a project of JM Consulting, a company created out of the entrepre-
neurial spirit of a group of professionals, which has been working in software 
engineering since 1999 and sees real, concrete business opportunities in tech-
nological development. The ability to respond effectively to the needs of a mar-
ket showing strong growth led JM Consulting to set up Adiuto in 2000 as a new 
unit particularly specialised in document management, 

Time is precious – optimisation is a priority!
From the beginning, Adiuto has pursued the aim of simplifying document 
management and rendering the information present in the company accessible 
and effectively usable. In just a few years, a close-knit team managed to estab-
lish a quality and competence standard which immediately marked out the 
company and allowed it to emerge in the panorama of document management 
applications as one of the few leaders in the sector.

AlmavivA The Italian Innovation Company is a leading provider of Informa-
tion Technology and Business Process Outsourcing solutions.
The wholly Italian-owned AlmavivA Group comprises 17 Subsidiaries with 
about 15,000 employees and collaborators in Italy and abroad.
The Group’s turnover in 2006 totaled 707 million euros.
Its principal subsidiaries and part-owned companies are AlmavivA Finance, Al-
mavivA Consulting, AlmavivA Contact, TSF-Tele Sistemi Ferroviari, Actalis, Ali-
cos, Atesia, AlmavivA do Brasil, AlmavivA-CCID Shanghai Technology.
AlmavivA’s innovative business project is the result of the pooling of the Group 
subsidiaries’ solutions and services, ranging from Information Technology to 
Customer Relationship Management and Business Process Outsourcing, and 
which form its overall Information & Communication Services Offering.
The AlmavivA Group is a nationwide organization already operating on for-
eign markets. It currently has business operations in Tunisia, Brazil, China and 
is set to export its know how to other countries as well.
AlmavivA operates in all the most vital sectors of the Italian economy: govern-
ment, telecommunications, transport, manufacturing, banking and insurance.
For all these markets AlmavivA now offers, designs and develops information 
systems and integrated services based on cutting-edge technology, acting as 
partner in complex design, change management, security and business proc-
ess projects, for which it can find solutions and solve problems, also thanks to 
its significant infrastructure (data center) supporting its co-sourcing and full 
outsourcing services.
These features, which are the expression of its wealth of expertise, professional 
skills and know how, enable the AlmavivA Group to assert itself on the markets 
as a player of excellence with a leading role in the cutting-edge services sector.

Adiuto
www.adiuto.it

AlmavivA
www.almavivaitalia.it
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Cedacri is the leader in Italy for IT services for the entire banking sector and 
financial institutions.
The main types of services offered to its over 100 clients are: complete outsourc-
ing and vertical services, software applications and strategic cooperation, facil-
ity management, disaster recovery and business continuity. The companies in 
the network complete the main offering with a full range of services in the field 
of business process outsourcing, data management and printing services.
In the field of document management, Cedacri has developed innovative solu-
tions from the technological and applications viewpoint, capable of facilitating 
the difficult passage from hard copy to electronic format, with efficient man-
agement of filing and research, optimization of internal and external proce-
dures to ensure a rapid return on investment.
In particular, Cedacri disposes of an application that has the ability to conserve 
and substitute for fiscal and non-fiscal documentation, by adding a digital sig-
nature to ensure the authenticity and irremovability of the document, and a 
temporal marking system effective also toward third parties of the print time 
of operations. The special feature of the application relative to dematerializa-
tion is the conservation of substitutes for documents bearing tax stamps: gen-
eral and sectional accounting and inventory ledgers. 
Recently, the company also added a new service of storage of income tax decla-
rations for CAF (Fiscal Assistance Centers), and electronic billing.
The Cedacri solutions for document management are intended for the banking 
sector and all organizations potentially interested in these kinds of services, 
such as local governments and service companies.

The Comdata group proposes itself to the market as a Business Delivery Part-
ner, an industrial partner capable of sharing risks and of creating value by es-
tablishing long term strategic collaborations with its Clients.
Comdata realizes an innovative Service modality, capable – through the in-
tegration of specialist consultancy, excellent operative infrastructures and ad-
vanced technologies, of anticipating the client’s needs and of proposing process 
engineering models that bring change and improvement to business.
Since the founding year (1987), the company has recorded a constant revenue 
growth, reaching 186 millions of Euros in 2007, with a forecast for 2008 of 
about 250 million Euros.
In its branches, localised on the whole national territory, the Comdata group 
currently staffs over 5.300 employees. Comdata Centers, equipped with the 
most advanced infrastructures and technological solutions, are interconnected 
by a dedicated network and a unique control station.
The inclination to anticipate the evolution of commercial sectors and the abil-
ity to transform the uniqueness of a project in an engineered solution, allow 
Comdata to successfully operate in the main markets: telecommunications, 
finance, industry, services and Public Administration.
The offer components are:

Business Transformation Services � : methodologies, process know-how and as-
sets to improve business performances;
Business Process Management � : “end to end” process management;
Applications & Application Management Services � : maintenance, updates 
and development of application software suites geared to the improvement 
of business processes;
Technology Infrastructure � : planning, realization, maintenance and manage-
ment of Information Systems, consultancy and systems support.

Cedacri
www.cedacri.it

Comdata
www.comdata.it
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ebilling is a company focused on digital documents life cycle. ebilling was born 
in 2001 and it has continuosly improved its competences on the whole docu-
mental process, especially for what concerns the documents composition and 
delivery. We help customers in reenginering process generating different kind 
of documents (forms, orders, bills, contracts, bank statements, internal docu-
ments), finding the best solution to reduce the process’ costs and time and to 
improve effectiveness in terms of comunication. We offer “in-house” solutions, 
as well as “outsourcing services” dedicated to the business communication 
(billing, multichannel delivery and substitutive conservation  of documents). 
In ebilling more than 50 persons are focused on 300 customers, managing over 
10 millions documents (per month) through BCPortal®infrastructure.

Ebilling offering is about:
Formatting & Delivery �

Substitutive  � Archiving
Outbound �

Intelligent Document (ID) �

Electronic Data Interchange (EDI) �

Market Sectors and Main Customers:
TELCO: Telecom Italia, Sky, Wind, Fastweb, BT Italia �

FINANCIAL SERVICES: Banca Popolare dell’Emilia Romagna, Linea,  �

Seceti, Ge Capital Servizi Finanziari, 
UTILITIES: Sorgenia, Iride, Italcogim Energie, �

INDUSTRY: Barilla, Saint Gobain, Rs Components, Fagor Brandt, Anteo �

SYSTEM INTEGRATOR: Accenture, HP, EDS, Engineering �

Edicom is a company dedicated to the development and implantation of high per-
formance business-to-business (B2B) transaction systems.
Currently, about 5.000 companies, from the most diverse sectors, have entrusted 
us with their Communications systems, including the foremost businesses in Dis-
tribution, Logistics, Public and Private Health, Ports, Banking and Automotion.
Our platform is one of the few structures able to perform paneuropean projects for 
electronic invoice following european law and national legislation (Italy, France, 
Spain, Portugal…) and also outside EU (Mexico, Argentina…); it is also designed 
to storage electronic document following the Italian law (substitute archiving). Be-
sides, since 2008 we are recognized as Certification Authority in Europe so we give 
services of digital signature and time stamping.
Our applications are designed for every kind of enterprise, from the global and 
multinational one to the SME. They allows integration with most of the ERPs: SAP, 
AS400, JD Edwards, Navision, owner, etc...
Main services and products we offer are: 

Ediwin � : A XML/EDI solution in ASP or Outsourcing that will let you interchange 
a multitude of documents (orders, despatch advices, electronic invoices…)
Ebimap � : software for data structure mapping; it allows the integration of B2B 
systems with the enterprises ERP’s: (XML, EDIFACT, EURITMO, X12 …)
Business Mail � : publisher of Electronic Invoice and any other business document 
(in structure format, graphic or mixed) with traceability (sending and reading 
confirmation). It’s free of costs for receiver.
Digital signature certificate �

Ebi � : integration tool for business applications (EAI)
Crpflow � : tool making shared supply management easier, resolving all the tech-
nological complexities in the scope of efficient provisioning. CRP Flow has been 
developed with the contribution and collaboration of important manufacturers 
and retailers.
SEDEB2B � : our own Value Added Network SEDEB2B with flat rate for secure 
information transfer.
AS2 Server �

ebilling
 www.ebilling.it

Edicom
www.edicomgroup.com
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FDM Document Dynamics is the Italian point of reference in the Document 
Management market. Started from a progressive operation of incorporation, 
FDM Document Dynamics today represents in a single company three differ-
ent market spirits: document processing, archiving and content management, 
integrating all the skills needed to manage documents and content in any for-
mat (paper, optical and electronic).
FDM Document Dynamics offers its customers document integration and 
outsourcing in a dual logic: vertical and horizontal. In the first case, the en-
tire document life-cycle is accompanied (document consultation, management 
and re-engineering of document processes and flows, concrete implementation 
of flows). In the second, the company offers a range of efficient, turn-key solu-
tions that integrate perfectly with customers’ systems and processes.
8 document centre distributed across Italy, with a surface area of over 100,000 
square metres (of which two-thirds wholly owned), a state-of-the-art data-
centre and two scanning centres, in which more than 8 million pages/year are 
processed, are the facilities ensuring maximum access security and guarantee-
ing business continuity for over 500 customers, even in cases of catastrophe.
FDM Document Dynamics is able to respond to document management needs 
in very heterogeneous markets. Every day, more than 200 staff support cus-
tomer companies from industry, services and the banking and insurance sec-
tors, as well as hospital organisations and public sector authorities.

IDOQ Management is the current market leader in Italy. At European level, it 
is a competitor of the most important technology companies developing soft-
ware solutions for invoice processing worldwide.

The solutions proposed by IDOQ Management are the result of 30 years of 
expertise in the development of management systems and consultancy for the 
implementation of their solutions in the most diverse business areas.

Today, the organizational methods conceived by the team of IDOQ consult-
ants and the ECS 2.0 product suite, fully developed by the R&D department of 
IDOQ, have largely shown their effectiveness.

IDOQ Management delivers turnkey projects, directly with its own consul-
tancy structure and through a network of partners in excellence. A research 
and development team, in cooperation with renowned Italian and interna-
tional university centres, is constantly at work, in order to update and make 
progress in ECS 2.0, the Content Enabled Virtual Application (CEVA) aimed 
at minimizing errors, the operational efforts and the time requested by paper-
based processes.

Thanks to the new takeover, the current IDOQ structure, both directly and 
through its networks, is able to satisfy customers offering outsourcing added-
value services (B.P.O.), hardware, system consultancy at enterprise level and 
third-party software.

FDM Document Dynamics
www.fdm-documentdynamics.it

iDOQ Management
www.idoq.it

Sponsor



126
www.osservatori.net
ELECTRONIC INVOICING AS A ‘KEYSTONE’ IN THE COLLABORATION BETWEEN COMPANIES, BANKS AND PA

The supporters of Research

InfoCert: quality services and solutions for digital certification and electronic 
document management.

InfoCert is:
the most important certifying body in Italy with over 2,600,000 digitally  �

signed certificates;
leader in e-mail certification with 70,000 Legalmail mailboxes; �

managing the archiving of over 80,000,000 documents from the Register of  �

companies to legally defined standards.

As a result of its high-level of technology, the quality of its applications, its 
client-centred approach and its expertise in consultancy, planning and devel-
opment, InfoCert represents the ideal choice for clients who require reliable 
and secure modular services.

InfoCert is able to cover the entire life cycle of every document, with solutions 
for digital signing (Business Key), e-mail certification (Legalmail), document 
management (Wide and Proteus PA), electronic billing and document archiv-
ing (LegalDoc).

InfoCert also specialises in information security services, in accounting and per-
sonnel management systems and in analysis and change process management.

InfoCert implements solutions for each individual client on an ad hoc basis, pro-
viding personalised products and services rather than a standard service, with 
in-house expertise in consultancy, development and design in several areas 
(portals, information security, digital certification and ICT regulations). 

Printernet Company. This motto sums up well the DNA of Poligrafica San 
Faustino, a company that has succeeded in effectively combining its traditional 
printing capabilities with information technology skills developed since the com-
pany was first listed on the Stock Exchange in 1999: excellent skills for offering 
a complete Document Management, substitutive Optical Filing and Electronic 
Billing service. Today, the management of documents and their contents and 
thus the information flow, due to the functions offered by digitization, present an 
opportunity to streamline and recover the efficiency of in-house processes that 
no company can afford to overlook any more.

These are the premises on which Poligrafica San Faustino has developed its serv-
ices, counting on its experience as a company with deep industrial roots, well 
aware of the particularly critical problems that may arise in a process with tech-
nological, operational and change management aspects always to be taken into 
consideration, from a company viewpoint and not that of an external consultant. 
The information must be placed in an “ecosystem” so that users can access the 
information they need selectively, quickly and safely. Reliability in handling con-
fidential data, technological competence and the ability to offer a service tailored 
to the needs of each individual company, always in line with the tax regulations 
in force, are the special features that characterize the services offered by PSF. A 
relationship that goes well beyond an ordinary customer / supplier relationship 
and that Poligrafica San Faustino handles with the experience of an organiza-
tion that has designed, tested and applied the reliability of the services offered 
in house and that has also experienced the major advantages of a completely 
dematerialized company process. 

InfoCert
www.infocert.it

Poligrafica San Faustino
www.psf.it
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Seceti is the company in the ICBPI group that supplies innovative and functional 
solutions for management in outsourcing of national and international payment 
systems (SEPA compliant) that can be scaled for banks of all sizes, public sector 
authorities, and companies. In particular in the area of ‘Customer-to-Bank’, 
the ICBPI group can act as partner with a full and integrated range of services 
based on international schema, including for communities and large-scale 
customers to whom the bank delivers its services. Through the iCBP Document 
Management Service, bank customers can reach their opposite numbers both 
in the domestic market (via CBI) and cross-border (e.g. with SWIFT, EQUENS 
and VAN networks), exchanging, in an integrated way, financial documents 
and information in varying format and through different channels. For the 
international supply chain, the iCBP group has realised the iCBP Trade Portal 
solution that offers management of a company’s financial supply chain from a 
single point, as well as the automation of end-to-end transmission of logistics 
and commercial documents (orders, transportation documents and invoices) 
and the reconciliation of the respective payment information.

The Gruppo ICBPI includes highly specialised companies in the design, plan-
ning and management of services for banks and financial and insurance insti-
tutions. The parent company, ICBPI, is a bank specialised in traditional and 
innovative payment solutions, as well as administrative and financial services 
based on the BPO model; Key Client oversees the Monetica services (cards, 
POS and ATM) and customer care through the contact centre (HelpPhone); 
Oasi is a leader in outsourcing services in the areas of: management systems, 
surveillance signalling, anti money-laundering and compliance, complemen-
tary health insurance and security.

In a few years, Wins has acquired a prominent position in the Electronic Data 
Interchange field between Producers and Retailers, thanks to the study and 
proposition of high level software solutions able to interact with every kind of 
ERPs.

This is one of the strong points for AT Connector, the software that can adapt 
itself to each EDI standard and realized with the newest technologies thanks to 
the partnership with some of the most important companies, such as Microsoft 
and HP.

AT Connector has been created to bear the Retail Companies in the daily inter-
change of huge quantity of documents with their Commercial Partners. This 
will has pushed Wins to the creation of an increasing number of high level 
software solutions able to manage all the Company’s area.
Today Wins is pleased to present its own ERP: AT ERP Retail, expressly real-
ized for this market and born thanks to years of experience in Food and Con-
sumer Electronics Field. 

AT ERP Retail makes the workability more versatile and lighter, privileges or-
der scheduling and data management, optimizes the warehouse movements, 
allows the perfect traceability from the Factory to the Point of Sale, lightens 
administrative procedures and management controls, eases the commercial 
agreements monitoring and checks, as well as the agreements supervision, al-
lows the dynamic management of the electronic catalogue, reduces the total 
costs and so, consequently, improves the profitability.

Dynamism, experience and partnership: the keywords for WINS!

Seceti
www.seceti.it

Wins
www.winstech.it
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Zucchetti.com is a company of the Gruppo Zucchetti holding that supplies 
IT solutions and services, both software (base and advanced) and hardware. 
Zucchetti.com enables Clients to cut their own costs through the use of in-
novative Software, suitably sized Hardware, physical and virtual Document 
Management, Internet and CRM services. All the solutions are available also 
in outsourcing from the Zucchetti web-farm.

The continuous innovation enables Zucchetti.com to offer always updated 
solutions with top quality and security standards. Thanks to its own Server 
Farm, the networking area manages hosting, housing and co-location services 
ensuring the maximum reliability against the risk of company’s data failure 
and loss.

Zucchetti.com develops e-business projects for companies operating in B2B 
and B2C market (i.e. company portals creating and managing), together with 
collaboration and CRM solutions that support cooperation among people 
working in the same company.

Zucchetti.com Filing Systems ensure, through logical and physical controls, 
the integrity and the conservation of documents that can be electronically 
stored and searched, making Clients filing activities simple.

Thanks to the high expertise and the long practice of its team Zucchetti.com 
offers a consulting approach to the issues of the entire IT area, also developing 
customized solutions based on the specific needs of each Client.

Zucchetti.com
www.zucchetti.it
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