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Presenter Introduction: John Wolf RSM

Background

With11+ years of accounting and consulting experience, John is a proven leader in process
improvement and automation initiatives.

As an accounting professional, John was last an Accounting Manager at a Shared Services Center for
Ascension Health. While there, he owned global responsibility for the Blackline Application and
managed the administration and reconciliation governance for 730+ users. John also designed and
implemented multiple Robotic Process Automation processes, using various applications, during his
tenure.

John is skilled at helping organizations analyze current processes and finding and implementing
process improvements and automations.

Relevant Experience & Education

O 11+ years of accounting and consulting experience, John is a proven leader in process
improvement and automation initiatives.

O John has served clients across a number of industries including healthcare, insurance, banking,
energy, and aerospace

O Certified BlackLine Implementation Specialist

O Bachelor of Arts, Accounting, University of St. Francis
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Current State of Accounts Receivable RSM

Rapidly Transforming:

Consumer preferences and demographics continue to be reshaped by dramatic market shifts and rapid advancement of digital
technologies. Agile and fit-for-purpose order-to-cash (O2C) solutions streamline the cash conversion cycle and improve overall
customer experience to optimize cash flow and working capital through faster revenue realization.
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FE61
Common AR Pain Points RSM

Inadequate & Inaccurate Time Required to Make
Reports “\a“agement Customer Contact
Limited Visibility into Past

Customer Experience Risk Comms
Disengaged Employee
Experience & Capacity Mgmt. ° PY
Low Value-Added Work

Improper Use of Unapplied
Cash Balance

High Days Sales Outstanding

Significant Credit on Hold

High Past Due Account
Statuses

® Accounts
Receivable

Revenue Leakage

Lack of Visibility into Working
Capital

Misapplied/Unapplied Cash

Increased Banking Fees

Reconciliation Variances

Increased Cost of Capital
°
Inaccurate Cash Forecasts

M " Lockbox Complexities
anageme“ Large Number of Physical
Checks
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How are Finance Leaders measuring Success? RSM

At the end of the day, the goal is to collect as much money as possible and avoid revenue leakage while being as
efficient as possible

Figure 2 -Top 7 AR Success Metrics Leveraged

41% 40%

35% 32% 31% o
0 25% 23%,
DSO Past Due Bad Debt Write- Cash Projection  Cost of AR Late Payments Average Days to
Amount offs Accuracy Operation Monthly Trend Resolve a
Delinquent
Payment

wHITEPAPER | Treasury Webinars + Blackline //www.blackline.com

(1): AR in 2023: Expectations, Technology, Opportunity



Benefits & Outcomes RSM

Revenue Leakage Reduction
Optimized processes ensure accurate 40%
application and recording of cash and
mitigate revenue leakage to ensure
revenue accuracy.

Reduction in expected
Revenue Leakage("

Operational Improvements 20% $96.0K

Cohesive strategy and processes increase Team capacity Overall cost to perform

operational efficiency with straight-line, reallocated from Accounts Receivable®

. g - remittance process (assuming

measurable impact to financial results collection® $100M in revenue)
Working Capital Optimization 25%, $1 5
Streamlining billing and A/R to optimize an Y. i
organization’s cash flow and working capital trapped as Trillion
imp_acts upstream operations and overall LTS Cash trapped on
business strategy receivable® Balance Sheet(®

Technology Enablement

Both agile and fit-for-purpose Lead-to-Cash 84%
solutions enable accurate cash application

Automated Cash Application(”)
and streamline collections management

(1): The AR Sweet Spot to Cap Revenue Leakage at the CFOs Office

(2): BlackLine: BTB AR Automation in Action: Everything a Controller Needs to Know

(3): Accounts Receivable defined as including: AR Collections, Adjustments & Deductions
(4): APQC: Accounts Receivable and Collections Key Benchmarks

(5): BlackLine: Cash Application

(6): BlackLine: Cash Application; Managing one of the Largest Assets on the Balance Sheet sales enablement

(7): BlackLine: BTB AR Automation in Action: Everything a Controller Needs to Know RS bA



Who is BlackLine?
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$50M in R&D YoY
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Gartner Leader
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Customers’ Choice 2020
Gartner Peer Insights

2.67x Average ROI
Nucleus Research

FORTUNE

60%
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RSM

o

75+

Strategic Partners
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BlackLine Financial Operations Management RSM

Financial Close Management | ARAutomation | Intercompany Accounting

@ General Ledgers F : 1 Payroll Systems @
— 7 BLACKLINE DI
S sooamvsueseens Financial Operations Management B sy S
Platform
Human Resource E_| |1 reasu stem

Information System Unified | Automated | Continuous Tressuy Sy 5

@ Procurement P 1 Invoicing SB;!LZ?nS( @
Financial Close Accounts Intercompany
Management Receivables Accounting




BlackLine Journey

RSM

Expanding your use and maximizing the value of BlackLine is a journey accelerated by an initial leading practice
implementation and exceptional user adoption on which you can build for years to come.
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________________ -
. ! Journal Ent
AR Automation | ry
{ Management
I
Intelligent automation | Complete journal entry
accelerating cash | management system
application, optimizes | that enables you to
cash collections and : create, review &
drives better credit I approval journals,
decisions | then electronically
| certify & store them
| with all supporting
! documentation
I
; >
T
$$ Cash | @ Automated
Collection | Journal Entry
]
Cash ! Journal
=(8) Application ! Masters
1
Cash 1
<S> 1
L= Availability |
1
Cash Flow 1
Visibility i
i
]
1
1
]
]
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Variance
Analysis

Automates the
monitoring & analysis
of account balance
fluctuations using
customer defined
rules

CONTROL
= Account
Balance

Activity
Fluctuations

Automates the
system-to-system
reconciliation process
for companies with
multiple applications
rolled up through a
consolidation system

10 System-to-
?¢ system

reconciliations

Local GAAP to
US GAAP

Centralized
environments to
provide visibility &
consistency to any
controls or project
framework

@E PBC Requests

TH? SOX

T ——e—>
g, | comtnes [P

Empowers
organizational entities
to approve, review &
reconcile intercompany
transactions &
balances across
currencies &
geographies in real-
time

s  Transfer pricing
=| Agreements

Intercompany
Transactions

Dispute
resolution

§-2| Taxreporting

Elimination
Entries

Netting &
2 Settlement

] ©2023 RS US LLP Al Rigts Reserved



RSM

Expanding your use and maximizing the value of BlackLine’s AR Automation is a journey accelerated by an initial
leading practice implementation of Cash Application and exceptional user adoption on which you can build for
years to come.

Electronic Invoice Presentment & i .
_ Payment (EIPP) (S HEw [T ! Credit Management _

AR Automation Journey

Optimized cash collection and Enable frictionless billing and Achieve Faster Receivables Recovery  Mitigate risk with real-time credit risk Reduce Days Deduction Outstanding
conversion cycles to ensure improved  payments globally through auto- to reduce DSO with automated visibility. Get comprehensive (DDO) and improve your net recovery
working capital and resource invoice delivery and self-serve worklist prioritization & automated workflows to manage your customer rate

deployment payment portals dunning capabilities portfolios

Straight-Through Cash @ E-Invoicing E Cash Collection *#wx  Credit Limit Reviews Dispute Resolution
Application
’ @ International Invoice Delivery @ Working Capital Management Risk Strategy A8 Quicker Debt Collection
. Remittance Aggregation "
Payment Portal 9 Aged Debt % Risk Profiling Consolidation Customer Reports
{J)  Exception Resolution
s> Recovery Sequences ® Blocked Order Management ﬁ Revenue Leak Mitigation
A Customer Segmenting &4 Bad Debt € Recovery Rate
|¥  Trend Analysis
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FE8 Definition of AR automation & Key components of AR automation technology
Different types of AR automation solutions
High Level Architecture of automation solution

BlackLine Introduction
Finrow, Ellie, 5/1/2023



BlackLine Cash Application

Payments

Bank Files
(BAI, MT940, CMT53, etc.)

(check, ach, wire, etc.)

(%

@£

T
205,

Customers

Electronic
Remittances

—

000

——

Any Bank(s) I

|
& — ¢

Customer | AR Data

Clearing File

Any ERP(s)

Remittance
Attachments

BlackLine Cash
Application

Exception Handling

Machine Learned Intelligent
Suggestions

Automation
with No Action
Required

Action & Machine
Learning

RSM
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Cash Application powered by Machine Learning RSM

A/R Aging Detail
Slippery Noodle Inn )
Customer: ABC123 XYz H0_|dlng Co
111 Main Street.

as of 2/5/2012 S S S
Invoice# Amount 0-15days 15+ days h

123 $ 300.00 $ 100.00
321 $  120.00 $ 120.00

456 $ 650.00 $ 650.00
654 $ 225.00 $ 225.00
789 $ 100.00 $ 100.00

987 S 475.00 $ 475.00

Number of Times Payments Received Stage of Automation

1 Manual/Semi-Automated
Semi-Automated
Semi-Automated
Fully Automated
Fully Automated

o 00 A W N

Fully Automated



Clues you might need a Cash Application tool... RSM

Large balances sitting
== in Unapplied Cash GL

Accounts

/

Headcount of AR/O2C ] Complex, manual solutions to
staff large, relative to other deal with discounts, writeoffs,
finance departments 1000 O O under/over payments, bank

charges, etc...

\

Lack of real-time insight © o= High volume of customers
[ e—
<

on status of unapplied & = and/or high volume of open
payments, overdue invoices - invoices
and collection issues

14




BlackLine AR Management Solution RSM

High-Level Process / Data Flow

Any ERP Optional Integrations
=% | &\ CreditRisk Agency

912
Sl
1
: Il (CRrRA’s), Credit Insurers,
1

@ Open ltems |== === === . 7
i M BL ACKLINE -l = In-house data, etc.

AR Management
g Customer Master |= = = = = m = e —

dur<wd Customer Relationship
’:II" Management (CRM)

Unified AR Management Platform

Collections Team & Task Credit & Risk Disputes &
Management Management Management Deductions



AR Management Overview

Collections
Management

Understand what collection strategies
work across the customer base. With
Collections Management, automated
escalating recovery sequences reach
customers over their preferred contact
methods. This allows your people to
focus on customer relationship
building and actions that impact
business outcomes.

Team & Task
Management

Monitor critical actions against the
volume of work and allocate resources
to prioritize managing risk and
collecting cash. Automation creates
more time for people to do what
machines can’t do: build customer
relationships

Credit & Risk
Management

Create and operate risk polices with
dynamic reporting and alerts that
highlight debtors at risk and ensure
real-time risk profiling. Provide real-
time analysis with greater insight to
stay up on trends in customer
behaviors.

RSM

Disputes &
Deductions

Automated workflows and
operational reporting help
accelerate dispute resolution and
maintain healthy customer
relationships. Your team has full
control and visibility into disputes
and how they impact KPIs, such
as DSO and aged debt provisions.

» Define customer segmentation based
on any data element including risk
data, if available

» Measure collection strategy success
and see what is working best for
different groups of customers

* Increase capacity by 35% as
automation releases time for actions
that drive results

* Optimize performance by prioritizing
tasks and bringing focus and clarity to
what matters most

* Monitor and analyze user
performance, ensuring key actions are
performed in a timely manner

» Reassign tasks based on workload or
absence easily and quickly without
changing account ownership

Use data from numerous sources such
as CRA, credit insurers, and payment
performance data in real time

Utilize risk policies and strategies that
monitor change in attributes and
automate credit limit reviews

Enable rapid time to value with
predefined risk policies along with the
flexibility to create new policies when
required

Log, monitor, and analyze invoice
disputes with automated workflows
to prompt speedy resolution

Feed dispute information into the
CRM platform to maintain existing
dispute management workflow and
therefore minimize disruption

Process deductions at the point of
applying payments with automated
journals posted back to the GL



AR Intelligence: Turn Data into Wisdom RSM

= A I =24
=t oll =
Payment to Terms Payment Forecasting Bank Utilization DSO Reporting

&) ‘e o

Sales Ledger Analysis Business Partner Customer Behavior




Change Management

RSM

RSM utilizes the following Change Management approach designed specifically for BlackLine projects. By following the four guiding principles
below, users will have the confidence and support they need to fully embrace the process and leverage BlackLine’s technology.

WHO + WHAT — HOW
 Customers <« Investors * Personalization =  Agility * Ideas * Processes
+ Employees -+ Brand « Engagement < Confidence *  People
» Operations reputation * Prediction * Technology

1) LEAD

= Establish the correct “tone at the top” & lean on leadership to
support the project

= |dentify Champions with defined roles & responsibilities

= Align change with the organization's culture

4

2) COLLABORATE

= Work with Preparers & system support to drive a holistic
understanding of each process & supporting technologies

L] Establish a feedback loop to answer questions, reduce risks &
increase buy-in to change

>

I

3) ENABLE

Customize training plan based on capabilities & needs @
Utilize real world examples to drive understanding of & W
excitement around system functionality & benefits of \ W

adoption

4) EMPOWER

Develop a support structure to ensure users have an outlet for
questions & concerns

Enable Subject Matter Experts at client to facilitate ongoing \
support & lack of reliance on external vendors

© 2023 RSM US LLP. All Rights Reserved.



AR Automation Success Story RSM

Background
Client is a nationwide fuel delivery provider. RSM was engaged to assess accounts receivable and cash application processes and implement a

technology solution to bring better efficiency and accuracy to their AR process. RSM implemented BlackLine Cash Application tool and
developed processes to bring efficiency in their Order-to-Cash (“02C”) function.

0O~0
O Resources

o Goals @ Results Achieved

()
oM Resources: Client Resources: " Tedectteam efors to more vale-eded acmities such : onin T
¢ 1lmplementation ¢ 10+ stakeholders including as dispute resolution and clearing backlog of unapplied 20%* Reduction m- Tlr-ne
Consultant cash appliers, collections, paymznts & g PP Spent on Cash Application

Accounting, and executives
« Create processes that were as automated and user

friendly as possible to minimize change resistance and

complexity of solution Successful roll-out provided

n almost immediate trust and
— reduced resistance to changes.

B Scope & Timeline

¢ Timeline: 4 months
¢ Conduct process discovery sessions with key stakeholders

Lessons Learned Re-deployed freed-up resources
to other areas in business that

< Analyze current state cash application processes, identify areas for < Automation was achieved through a fully integrated needed attention.
improvement and align with BlackLine solution and overall 02C technology stack leveraging best in class and fit for
best practices purpose solutions to enhance outdated ERP functionality

¢ Implement BlackLine Cash Application tool, configuring to most 0
optimally work with the client’s business requirements and align < Merger and acquisition activity is easily incorporated into 90+% T.OUC.h-free
with best practices tool to allow for quick, scalable growth in usage of the application

< Create processes that are as automated and user friendly as tool.

possible to minimize change resistance and complexity of solution



Why RSM?

BlackLine Excellence

Our team has more than 100 years of
experience and has delivered 500+
successful BlackLine projects collectively.

S0,
([
Dedicated Team Nimbleness
30+ certified and dedicated Constant flexibility to adapt
BlackLine implementation quickly to ever changing
experts environments and business
needs

Deliberate Approach

Our methodology and toolkit
are thoughtfully developed
to create project efficiency
and long-term customer
success for point solution
implementations

AR AUTOMATION
PARTNER OF THE YEAR

RSM

AMERICAS

BLACKLINE

MID-MARKET
PARTNER OF THE YEAR

RSM

AMERICAS

Client Experience

Unwavering commitment to

customer service

and

readiness to provide a high-
touch service to solve
challenges and meet

business needs

Transformation Partner

Broad firm, industry, and
team capabilities provides
leading practices and
solutions across the office of
the CFO

© 2023 RSM US LLP. All Rights Reserved.
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WJ2 [@Finrow, Ellie] [@Langley, Madison] Can we throw in the AR automation badge on this one to replace the
Alliance Partner
Wolf, John, 5/18/2023

FE77 done
Finrow, Ellie, 5/18/2023



QUESTIONS
AND ANSWERS

RSM



RSM

This document contains general information, may be based on authorities that are subject to change, and is not a substitute for professional advice or services.
This document does not constitute audit, tax, consulting, business, financial, investment, legal or other professional advice, and you should consult a qualified
professional advisor before taking any action based on the information herein. RSM US LLP, its affiliates and related entities are not responsible for any loss
resulting from or relating to reliance on this document by any person. Internal Revenue Service rules require us to inform you that this communication may be

deemed a solicitation to provide tax services. This communication is being sent to individuals who have subscribed to receive it or who we believe would have
an interest in the topics discussed.

RSM US LLP is a limited liability partnership and the U.S. member firm of RSM International, a global network of independent audit, tax and consulting firms.
The member firms of RSM International collaborate to provide services to global clients, but are separate and distinct legal entities that cannot obligate each

other. Each member firm is responsible only for its own acts and omissions, and not those of any other party. Visit rsmus.com/aboutus for more information
regarding RSM US LLP and RSM International.

RSM, the RSM logo and the power of being understood are registered trademarks of RSM International Association.
© 2023 RSM US LLP. All Rights Reserved.



