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Digital Transformation

Demand for technology solutions is booming as the world goes 
through digital transformation.

Manufacturers – large and small – are boosting the 
need for additional technology power as production 
lines, maintenance workforces and supply chains 
become more digitalised. Retailers and hospitality 
firms are connecting their people with machine 
intelligence and online data to offer better 
customer service. Contact centres in the private 
and public sectors are radically reforming to offer 
the best combination of automation and expert 
people. And the public services are grasping digital 
technologies to deliver more for less in smart cities 
and communities.

All this is driving demand for technology 
infrastructure and application software, services 
(increasingly cloud-based), and the devices that 
connect systems with people.

For technology vendors, integrated finance is a key 
factor to enable sales. Customers want to conserve 
their capital, pay as they go, be tax efficient, budget 
reliably and upgrade easily when new technologies 
appear – all of which is enabled by smart financing. 
Digitalisation is also enhancing the value that 
financing partners bring to the party for vendors. A 
smart finance platform helps close more business, 
accelerates growth and provides added-value 
information and insight.

An ideal financing partner will draw on a wealth 
of funding knowledge to offer a range of flexible 
solutions, each designed to support sales and 
enable customers to acquire the best technology 
solutions for their needs. Continued innovation in 
automation and online digital tools ensures that 
high-speed decisions and processes are delivered, 
so that more deals can be closed, faster.

This short report identifies the qualities to look for 
in a smart financing partner. The recommendations 
are drawn from our most recent research among 
Siemens Financial Services’ 300+ vendor partners 
in the UK. The research analysis highlights five 
qualities which an ideal financing partner should be 
offering to support digital technology sales. It then 
goes on to offer information-based insights that a 
smart financier should be offer, that help vendors 
to build business through increased turnover, 
enhanced profitability, improved cash flow and 
optimal management of the customer base.

 

“they’re a knowledgeable 
team [who]… understands the 
industry in which we operate”



Qualities of an Ideal 
Financing Partner

Quality #1 – Digital decisions

The financing partner’s digital platform needs to 
be easy to work with and deliver rapid financing 
decisions. As our vendor partners have said, “When 
using the online portal, credit decisions are made 
quickly… and it’s also easy to navigate.” Others note, 
“The process is straightforward and simple”, “The 
acceptance rate is high”, and “it’s easy to do business 
with.”

Quality #2 – Seamless payouts

Not only should the proposal system be quick and 
easy to use; the payout process has to be just as 
smooth. One of our vendor partners talks about 
“Quick, faultless payouts.” Another emphasizes 
digital capabilities, saying that “We appreciate 
that [the system] accepts payouts on scanned 
documents.”

Quality #3 – Expertise

Whether dealing with queries, or offering added-
value information and insights, expert financing 
people make the difference to business growth 
– people who understand the technology and 
the industry. Interviewees talk about “intelligent 
and commercially aware responses” and a 
“knowledgeable team [who] … understands the 
industry in which we operate.” Consistency of 
expertise is also important, with one vendor partner 
highlighting the value of “longevity in terms of staff 
members.” Another respondent summarises, “Good 
finance helps sales…the account manager even talks 
to customers on our behalf.”

So, even the most automated systems still need to 
be able to refer to human experts when things get 
complex or unusual. As a respondent said, “Many 
[financing] companies like to automate everything… 
but a lot of deals need to be talked about or need 
more information.” So access to helpful financing 
people is critical – “An answer to a problem is only 
a phone call away.” Attitude is also critical: “Our 
contacts will go the extra mile to help us.”



Quality #4 – Market 
commitment

Finally, will a financing partner commit to 
supporting markets through both and more 
challenging economic times? No-one wants to 
set up a contract with a financing partner only 
to find they withdraw from the market (several 
major financiers have withdrawn from the office 
technology market in the last few years). As one 
of our interviewees says, “Over the last twenty five 
years, we have had a consistently positive service.”

“Many [financing] 
companies like to 
automate everything… 
but a lot of deals need to 
be talked about or need 
more information.”

MySFS

The MySFS App from Siemens Financial Services is a 
smart, innovative point-of-sale tool for vendors. The 
app helps salespeople to close deals faster – often 
through their mobile phone – and receive seamless, 
on-the-go credit decisions without fuss. With four 
easy steps, it takes just a few minutes to generate a 
credit proposal through to sending key documents 
to the customer for an E-signature.

SieSmart

With digital platforms such as SieSmart and 
e-signature from Siemens Financial Services, 
vendors manage proposals for more complex deals 
swiftly online. The platform allows you to:- 

• Efficiently manage agreements

• Quickly retrieve invoices and tax certificates

• Access asset details and supplier information

• Manage balance and payments

• Access live portfolio information

• Track portfolio to trigger upgrade or renewal 
sales calls

Integrated Financing

Some SFS vendor partners are processing very 
high volumes of proposals. In these cases, the SFS 
proposal process can be seamlessly integrated into 
overall company systems through powerful APIs
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Added-value Financing to  
Help Build Your Business

Once these qualities have been assessed, it’s worth investigating what 
added-value insights and information the financing partner can offer 
(usually at regular review meetings), to provide business intelligence that 
really helps the vendor build their business.

Insight #1 – How is your 
financing contract performing?

You’ve worked hard with the financing partner to 
hammer out the T&Cs and to establish a service 
level agreement (SLA). But is the business flowing 
through as expected? Using their smart finance 
platform, the financing partner should be able 
to give a quick answer to any queries that your 
procurement, finance or general management pose.

Insight #2 – What’s your 
direction of travel?

This is where the financing partner can tell you 
what’s hot and what’s not in your product portfolio 
– essential business intelligence. They will be able 
to give you a breakdown by product, by sector, by 
sales team, and so on. They’ll help you prioritise 
sales effort, and tell you which segments are in 
growth and which is decline – especially in terms of 
profitability.
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Insight #3 – Are there any 
exceptions?

This is where the financing partner spots 
exceptional patterns – whether adverse events or 
short terms opportunities – so you can act quickly. 
Financing data provides triggers to investigate why 
exceptions are occurring, such as: a competitor’s 
introductory discount campaign that’s eating into 
your sales; or an economic event that’s slowing 
investment; or where demand for a product is going 
into decline because of a technology phase shift.

Insight #4 – What should you 
worry about?

Here the financing partner is raising more long-
term issues that may affect your business – possible 
future shocks. That is really topical as vendors 
negotiate the current turbulent markets. Business 
volumes might look healthy – even growing – 
for parts of your business, but they may not be 
generating real value. Your financing partner can 
help you implement the age-old saying – “turnover 
vanity, profit sanity.”  They should be able to help 
you understand where your margins are holding 
up and where they are eroding, helping to avoid 
strategic pitfalls.

Insight #5 – What’s coming 
over the horizon?

Your financing partner should be providing you 
with specialist knowledge and advice about any 
financing and regulatory changes that may affect 
your business and/or your customers. A good 
example is updates on legislative changes.
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To talk to Siemens Financial Services about 
your ideal financing partner, contact 

salesvf.sfs@siemens.com

If you would like to understand how SFS will use your data if we receive 
an enquiry or credit application, please visit our Fair Processing Notice at 
siemens.co.uk/fair-processing-notice.
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