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Agenda
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• Introduction to GreatAmerica 

• Single Invoice Billing Options

• Flat Rate - Things to Consider 
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HELPING YOU GET 
THERE SINCE 1992

• Largest independent family 
owned small-ticket 
equipment finance company 
in the United States

• Tenured Leadership Team
• 600 Employees
• Industry Immersed; 

Customer Centric
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Adding value
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Innovation Is Not Enough
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• Calculate payments/rate factors
• Submit/update/status of credit applications

• Generate and electronically sign lease documents

• Submit invoices/CPI worksheets for funding

Sales

• Submit/extract meter readings/invoice numbers
• Insert additional dealer charges to bill

• Post remittance money
Dealer Money

• Create buyout/upgrade quotes
• Return invoice and agreement images
• Retrieve portfolio information

Other

Interact with GreatAmerica while remaining in your 
primary business application

(Enhances ease of scaling and accuracy)
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Helping Our Partners
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Accuracy Is The Ultimate Goal

“Our partnership with GreatAmerica not only 

helps us grow, they’ve also been an 

instrumental part of our operational 
efficiency. Our technology integrations have 

freed up the equivalent of nearly one 

headcount, allowing us to scale faster and 

more profitably.”

Scott Dewar

Executive Vice President

All Copy Products
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New Compass Integration
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Digital Signature Feature

• Stay in your own system.

• Eliminate unnecessary steps.

• It’s free!
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Uninterrupted 

origination, earning 
asset and revenue 

growth since inception

223,460 Contracts Serviced

101,888 of them being 
bundled agreements
($392 million passed through in 2019) 

Over $2 Billion 

In earning 
assets

Bundled Billing – Experience & Stability You Can 
Count On
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Single Invoice 
Billing Options
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Are you providing a personalized 
experience?

14



3/6/20

8

15

Single invoice solutions
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To lead the industry in creating programs providing single invoice solutions 
to meet end users’ needs and match your go-to-market

3 primary approaches

• Variable Billing

• Situational Needs

• Flat Rate Billing
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So many options to 

create a single 

invoice!
Unlimited

3 Tier

Allowance

Cost/SF

Minimum

Seat 
Based

Matrix

Bundled

HaaR
Device 
Based

Flat Rate 
w/Bench

Fleet 
Billing

Software

Step / 

Skip
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Let’s Talk Flat Rate
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Flat Rate

• Utility Companies

• Mobile Phone Companies

• Law Firms

• Automotive Repair/Service Companies

• Car Wash Companies

Consumers understand the concepts and appreciate the ease
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Why Flat Rate Billing?

• Predictable monthly spend for end users 

• Protect revenue in declining print environments

• Easy to layer other products and services

• Reduced administration for end user and you

– Pros Elite:  $1mm revenue/admin
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Many Flat Rate 

Options

Unlimited

3 Tier

Allowance

Cost/SF

Minimum

Seat 
Based

Matrix

Bundled

HaaR
Device 
Based

Flat Rate 

w/Bench

marks

Fleet 
Billing

Software

Step / 

Skip
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Flat Rate 

• An agreed upon payment 
based on expected 
number of clicks 
(benchmark)

• Provides protection if 
exceed benchmarks

• Similar to the Konica 
Minolta One Rate 
program
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Standard Invoice

If end user exceeds, benchmarks
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Unlimited Clicks

• Truly “unlimited” 

• No protection in the finance 
agreement 

• Requires understanding of service 
and supply agreements

24

24



3/6/20

13

25

Allowance Doc
Unlimited Approach

Unlimited Unlimited
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Device Based Billing

• An agreed upon payment based 
on devices placed

• Fair play act should be included 
in service agreement that 
reserves the right to increase 
payment

• Promoted by Nexera (aka BEI 
Services)
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Seat Based Billing

(SBB) An agreed upon 
payment based on a 
specified number of users 
per month that covers 
hardware, service and 
supplies for all covered 
devices in the end users 
environment.
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SBB Agreement
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Standard Invoice
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What Should You Consider As You 
Create Your Flat Rate Program?
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Dealer Benefits

• Differentiation

• Bundled payment protection (rent + svc) 

• Reduced time of internal resources 

• Protection from decreases in print volume
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Benefits To The End User

• Simplicity!

• Predictable cost/easy to budget

• Fewer invoices to process (savings!)

• Ease of doing business

• Comprehensive solution for all your products and 
services

Thus ascribing more value to your brand
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Risks

• Incorrect print estimates (underpriced)

• Allocation of mono-to-color shifts

• Lack of flexibility to make corrections

• Significant print decreases (overpriced)

• Multi-device environments w/out rules
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Frequent Discussion Points

• Benchmarks and/or Thresholds

• Escalations or Corrections

• Flat rate for printers only

• Clients to target and avoid

• Sales Rep Compensation
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Who Is Doing It?

Konica Minolta’s One Rate

• Branch only at this time

• Working with Nexera on a DaaS offering

Sharp’s Project S Rate

• Silent since Sharp show in October
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Where Can I Get More Help?

37

• Device-based
• User-based
• Seat-based

• GreatAmerica Rep
• Nexera
• Manufacturer Reps
• Clover
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From Business Modeling to Sales Mentorship

• Experienced:

– SBB Road Shows with GAL

– SBB Dealer Training & Mentorship

– Helped Pioneer Flat-rate & SBB

• Focused:

– Flat-rate programs is all 
www.westmcdonald.co does!

– Driven to help Office Equipment Dealers 
to win with flat rate

38thoug

38



3/6/20

20

39

Contact West to Learn More
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www.westmcdonald.co

flatrate@westmcdonald.co

(647)992-6775
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Join Us May 19-20

Learn More: www.greatamerica.com/smarketing
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Connect with us!

https://www.linkedin.com/company
/greatamerica-financial-services/

@greatamericaOEG

https://www.facebook.com/
greatamericafinancial

http://www.greatamerica.com/officetechblog

https://www.linkedin.com/in/kimlouden/

Kim Louden
Vice President of Sales, 

Office Equipment Group

Questions?
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