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CASE STUDY SUPPLIER PAYMENT CARDS

Traditional payment processes can create major 
inefficiencies and costs. Banks charge enormous 
fees and provide little support, and employees 
have to spend valuable time logging into bank 
portals, rifling through receipts and writing 
paper checks.

Supplier payments are almost never as simple as they seem. You 
have multiple payment providers, banks, credit card companies 
and tech vendors – not to mention a mountain of invoices, 
payment files and receipts. The process is tough enough for 
small, simple startups, and for established companies with 
multiple lines of business, it can be a nightmare just to keep the 
process running smoothly. Traditional payment processes can 
create major inefficiencies and costs. Banks charge enormous 
fees and provide little support, and employees have to spend 
valuable time logging into bank portals, rifling through receipts 
and writing paper checks. As EML customer Warehouse-Pro 
found out, however, there is a better way. Instead of using credit 
cards and paper checks to pay their suppliers, they leveraged 
EML’s ePayments service to pay them with virtual cards. Now, 
a process that once cost time and money has become an extra, 
hassle-free source of revenue.
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Transforming their A/P department 
into a profit center

Warehouse Pro



“We wanted a way to turn 
our payments into cash that 

could be put back into the 
company,”

Billy Self, Owner
Warehouse-Pro

Replacing Credit Cards with Virtual Cards

To supply all of these lines of business, Warehouse-Pro 
must pay a large and growing list of vendors. Until recently, 
they were using traditional credit cards to pay most of their 
suppliers, earning few rewards in the process. “We were 
getting airline miles at best, and I don’t travel much,” said 
Billy Self, Warehouse-Pro Owner. Other vendors were paid 
with paper checks, which proved to be slow and inefficient. 
To speed up the payments process and earn more rewards 
from their purchases, Warehouse-Pro adopted EML’s 
ePayments service. Now, instead of credit card payments 
or paper checks, they send a single accounts payable file to 
EML every billing cycle. In turn, EML emails secure virtual 
card payments for the owed amounts to Warehouse-
Pro’s vendors, who process them to receive their funds. 
Where most virtual card programs fail (typically during 
the enrollment process), the EML program thrives. Unlike 
programs offered by treasury banks, EML handles the entire 
enrollment process, including enrolling new vendors and 
supporting them long-term.

Raising Revenues with Rebates

For Warehouse-Pro and other ePayments clients, rebates 
are the biggest benefit of virtual card payments. “We wanted 
a way to turn our payments into cash that could be put back 
into the company,” said Self. Instead of frequent flyer miles 
or merchandise discounts, they now receive a portion of 
the payment processing fees EML makes from suppliers’ 
use of their virtual cards. Essentially a revenue share, this 
process offers Warehouse-Pro the benefits of becoming 
their own payment processor – but without the hassles of 
managing thousands of transactions per billing cycle. This 
system also benefits Warehouse-Pro’s vendors, most of 
whom quickly agreed to adopt the new form of payment. 
“Pitching the program was a non-event in most cases,” said 
Self. Not only can they receive their payments in a more timely 
and organized fashion, they now have access to electronic, 
itemized remittance data. Overall, Warehouse-Pro has been 
exceptionally pleased with EML’s performance and plans to 
continue its partnership. “Their service and response times are  
ncredibly quick, and they went above and beyond in working 
with our vendors,” said Self 

Want to Learn More?
Visit us at www.EMLpayments.com 

Drop us a message at SupplierPayments@EMLpayments.com

Follow us online at linkedin.com/EMLpayments


