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What is your top priority for your credit process in 2025?

Undertaking more Adding new types of Changing your credit Improve fraud
rigorous credit reviews insights for underwriting report provider detection Other
Implementing digital Transitioning more Accelerate credit  Incorporating Al into
customer onboarding customers to net terms approval speed the credit process

46%
The quality of insights

How did you select your current
credit bureau provider(s)?

30% 29%

It was packaged The price level
with other
solutions | use

17%

We've always used this provider

18% It was compatible with my other tools

44%

The customer service



How do you request bank references?

& )

Email Phone calls

Outsourced to a We never requested
provider bank references

Instant bank references We stopped collecting
bank references recently
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What percentage of your bank reference
requests are successful?

0%

5%

15%

25%
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How many trade credit references
do you require for approval?

One Two or more 3 or more We don’t collect
credit references

K-

6%

What percentage of your
trade reference requests
are completed?
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What is the most important

data source when assessing credit?

How often do you reassess credit limits?

23%
Annually

Only when you
receive a risk signal 6%

Firmographics
(company age, employees, etc.)

Upon customer
request

y’



What causes the greatest delay
in approving net terms?

Reworking credit
applications with
customers

Bank reference
response time

Searching &
analyzing credit
bureau reports

Trade credit
reference
response time

How long does it take to approve

More than Within
1 month hours

a new credit application?

More than
1 week

34%

34%

Less than
1 day

@
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Internal approval
process

Waiting for
trade insurance
coverage

Volume of new
customers

Less than
3 days

46%
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What are the major blockers to your business selling more online?

@ e nCpu®

Approximately how many new
vendors does your business
onboard each year?

Which of the following activities are
also part of your credit application process?

18%
Assessing Confirming an Filing pre-liens Collecting job Obtaining and
bankruptcy data organization’s and UCCs sheets validating contractor

ownership structures licenses
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Which fraud prevention mechanisms do you use today?

59% 29%
o,
Personal identity 44% Phone or email
verification from Visiting to publicly listed
government website based contact information
databases or 5% on email
i KY i
websites (KYC) Business identity domain 36%
verification from Sales
government confirmation 21%
databases or !
websites (KYB) Physical

address check

How often do you detect fraud attempts?

~ X ®

A A A A

Never Every week Every month Every quarter Every year
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Are you planning to digitize your credit evaluation process?

Yes, it's partially Not yet—but No, we're not
digitized and we are we're planning to planning to

looking to fully automate it
m

If you were to adopt new credit software, what would matter most to you?

Fraud detection Cost Al-powered solutions Self-serve portal Bank reference

(ie. tax certification automation

validation, etc.)
Reference ERP/CRM Credit risk insights/ Managing high Collaboration tools
automation integration report available volume new customer between Sales
applications and Finance
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Has Al been adopted in
any part of your credit Ve <
decisioning process? fully integrated

o =

Yes - limited use

Are tariffs or trade restrictions affecting your credit practices?

Not yet, but interested in
exploring Al solutions in 2025

No plans @

&

=

17% 16%

Significantly - Moderately - Slightly - mostly No impact
we've drastically we've moderately in how we
tightened our tightened our communicate with

credit controls credit controls our customers
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Do you currently work with any
third-party collections providers?

4%
No - we don’t

actively collect

29%
Yes - Other

Which methods do you use to manage past due collections?
21%

A A A A A

Internal Third-party Escalation Discounts for Late payment fees Automated
collections team provider based on DSO early payment dunning letters
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