
Getting IT in your corner
Ensure your purchase-to-pay automation project scores a total knockout.

Forming alliances with IT and other 
business stakeholders gives you a 
fighting chance to tame chaos and 
break silos that keep you from 
outperforming across the 
purchase-to-pay cycle.

Get these key players in your corner.
THE IT

CHAMPION
THE IT

COMMITTEE
THE BACKCHANNEL

RESOURCE

Build Your 
Outperformance 
Entourage

Ringside Judges:

Score a 
Total 
Knockout:

What keeps 
the entourage 
off the ropes:

The Rocky Balboa of 
the IT department. Any 
IT staff member or 
manager. 
This IT heavyweight can 
help you:
• Build a rock-solid 

business case
• Time-box the project
• Phrase the project in 

IT terms 

• Proof points for software solution 
• Blueprint of automated vs. manual 

process flows
• Proactive professional services 

budgeting that avoids scope creep
• Thorough software implementation 

plan, accounting for technical 
training and change management 

 

Evaluates the cost and 
scope of the project.  
Members include: 
• Business unit leaders 

for programs like SAP, 
SalesForce, etc.

• Enterprise Architects – 
Run servers; foundation-
al to the enterprise

• Project Managers – 
Ensures things get done 
and projects stay on 
schedule

• Business Analysts / 
Department Managers – 
Intermediaries between 
technical staff and 
senior leadership

 

A colleague with his or 
her ear to the ground at 
an executive level. Can 
tell you what actual 
budget availability or 
constraints might be in 
relation to business 
priorities. 

2.9%:
The amount tech 
spending is 
expected to 
increase in 2017, 
according to 
Forrester.
That means you need to make 
a very strong case for your 
automation project.
Like Muhammad Ali-strong.

Executives evaluate the recommendations 
of the IT committee and determine whether 
your project wins the bout.

May report to the CFO or CEO Sets budget for IT

Transformational:  
Loves challenges. 
Strategic leader with a 
“global/broad perspective.”

Innovative:
Influential and adaptable visionary.

Takes risks.
Looks for opportunities to push 
boundaries through technology.

Commercial: 
Puts business first. 
Collaborative leader. 
May not have background in IT.

Will be in favor of solutions that:
• Work with the company’s ERP
• Are simple to administer and upgrade

• Build confidence in your 
IT Champion by gathering 
proof points to support a 
painless implementation.

• Evaluate and align your 
automation project with 
any business mandates your 
executive leadership has set 
forth for the year. 

• Use your backchannel 
resource to forecast 
potential budgetary 
constraints. 

• Create a checklist of executive 
priorities and make your case 
by addressing each one with 
actual case studies and 
statistics.

Tech:  
Dedicated, technical and detail-driven. 

Results-oriented. 
“Thrives in complex IT environments.” 

Carer  
Cautious.
Highly focused on data accuracy.

Conductor
Values corporate culture.

Tends to use instincts
in decision making.

Visionary  
Highly creative leader.
Focused on producing 
meaningful insights.

Traditionalist
Works well within legacy systems.

Does not actively seek change.

Politician 
Cautious and collaborative.
Methodical consensus-builder.

Revolutionary
Charismatic risk-taker.

Innovative thinker.
 

84% of “transformational” CIOs 
hold a post-graduate degree

36%  
Make sure you highlight your solution’s ability to help maintain 
or increase margins.

Sources:
CIO.com: “Speed to Drive CIO Agenda in 2017”
WSJ.com: “CIO Stats: CIOs Fall Into One of Four Categories, Korn/Ferry Says”
Information-age.com: “The six types of CFO and why the old ‘number cruncher’ stereotype deserves a refresh”
Report: “ePayables 2016: Eyes on the Prize.” Ardent Partners, 2016.

of CFOs evaluate AP on 
financial metrics like early 
pay discounts
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Ready to get IT in your corner? Kofax can help you win over business stakeholders with 
a deep understanding of purchase-to-pay automation best practices and solutions that 
exceed their expectations. Thousands of customers worldwide rely on our solutions to 
automate across the procure-to-pay, order-to-cash and record-to-report processes. 
For more information, visit www.kofax.com.

Will be in favor of solutions that:
• Help maintain margins 
• Assist in forecasting
• Improve employee morale and productivity
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THE CIO (CHIEF INFORMATION OFFICER) THE CFO (CHIEF FINANCIAL OFFICER)  

If transformation is the name of the game with your CIO, you’ll need 
to be well-studied on how your solution contributes to global 
improvements for your company.

http://www.kofax.com/invoice-ap-automation

