
P-card use continues to rise
Purchasing cards, or P-cards, help streamline company 
purchases made by employees and enhance supplier 
relations with faster payments. Because of their ease of use 
and ability to make the payment process more efficient, 
P-cards continue to increase in popularity. The 2014 RPMG 
Purchasing Card Benchmark Study reported that 74% of 
organizations expect to increase spending on traditional 
purchase cards over the next five years.

The domestic payments industry has become a $300 billion+ business, as organizations seek ways to mitigate 
risk and control expenses while creating flexibility for employees. Purchase card solutions help accomplish 
these goals while reducing the costs of writing checks and the administrative work of filling out expense 
reports, creating an easy system for timely payment.

Key Takeaways

Achieve cost savings and operating 
efficiencies as check payments  

are replaced with card payments  
and integrated into ERP  

and accounting systems.

With P-cards, dealers can:

Improve working capital position as 
payments may be made from 30 to 45 

days after purchases.

 Enhance supplier relations as  
faster payments, ePayables, and 

improved spend tracking are realized  
by their vendors.
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To better manage
expenses and maximize
savings, companies
are expanding their
purchase card programs,
leading to an increased
use of P-cards in their
payment schemes.

Purchase Cards—
Convenience and Control  
for Dealership Expenses



Purchase Cards—Convenience and Control to Dealership Expenses 2 of 3

Dealership benefits: flexibility, control, access and rewards

Greater Flexibility: P-cards provide dealers with more flexibility and less paperwork than purchase 
orders. P-cards are widely accepted by vendors in the B-to-B space and can be 
used to purchase everything from office supplies to advertising. No third party 
in the organization needs to create the order, and there is no reprocessing or 
additional approval required if the price changes slightly as long as the purchase 
remains within defined parameters.

Multiple Controls: One of the major advantages of a P-card is that it enables dealers to apply multiple 
types of purchasing controls. Each card issued can have separate controls based 
on the responsibilities of the cardholder, such as limited number of transactions 
or dollars spent per day and types of merchants the card can be used at. 
Program administrators can make real-time changes to these controls at individual 
account levels 24/7, including closing the account if the card is lost or stolen or an 
employee is terminated.

Instant Access to 
Transactions:

P-cards also offer dealers the benefits of real-time access, including the ability 
to make individual card-limit adjustments and immediately issue or cancel cards. 
In addition to detailed expenditures and expenditure coding, P-cards allow 
management to make more informed and budget-conscious decisions about 
spending.

Usage Rewards:  A typical P-card program will require a minimum amount of annual expenditures 
— usually $500,000 and up. In addition to generating internal savings and cost 
reductions, a P-card program may provide revenue sharing in the form of an 
annual rebate based upon the spend volume placed on the program.

P-cards continue to grow in popularity 
due to the convenience and benefits 
they offer, such as:

Streamlined accounting 
operations and instant 
access to transactions

Opportunities for rebates  
with higher usage

Multiple controls that 
protect the dealer from 
employee misuse and 
fraud

Taking control of dealership A/P
P-cards give dealerships greater command over the entire procurement 
process, and can be used to meet a wide range of accounts payable 
needs. For example, P-cards have significant potential for online, print and 
TV/radio advertising buys, which are typically large outlays for dealers. In 
addition, dealers have significant software and hardware costs associated 
with manufacturer interface, and those who market inventory online incur 
costs for web design and hosting. P-cards can help dealers streamline the 
purchase process for these big-ticket disbursements.

Not all P-cards are created equal
The Key2Purchase® Card program offers many premium features and 
benefits to support your business, including:

•  Travel and entertainment expense management as well as accounts 
payable within a single platform

•  Unprecedented flexibility with program hierarchy and account combinations

•  Industry-leading AP capability, supporting ghost (virtual) cards and push1 
and pull2 payments as well as integration with all ERP and accounting 
systems

•  Select rebate opportunities and program costs/benefits for current clients

•  No annual fees per card or software license agreements to be paid, 
making the program a cost-neutral solution
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Dealers can use P-cards to optimize rebates 
and discounts and stretch payments out to 

boost working capital. And with sophisticated 
reporting capabilities that enhance spend 

analysis, program administrators are able to 
monitor P-card use and determine if objectives 

are being met.

”
P-cards can also be used for more day-to-day 
expenses, including landscaping dealership property 
and providing shuttle services for clients. Spending 
controls and limits can be set at individual and 
department levels and for specific purposes, offering 
management increased flexibility while limiting 
risk. From purchase orders to approving employee 
expenses, P-cards give dealerships one more way to 
improve efficiency and manage costs.

Conclusion
Streamlined purchasing, reduced paperwork, clear 
expense reporting, and security against fraud and 
misuse are just a few of the reasons that P-cards are 
an important cash management tool.

1Push Payments: The authorization number for a transaction is provided directly to the vendor’s acquiring bank; the vendor doesn’t have to do anything. When 
the vendor settles with their acquiring bank, they will receive these funds.
2Pull Payments: The vendor is sent a secure email with a traditional credit card number to process through their point of sale (POS) terminal to receive an 
authorization number for a transaction. Later, the vendor settles with their acquiring bank to receive the funds due. 

KeyBank is providing this brief overview to raise awareness concerning the changing economic landscape. The information and recommendations contained 
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For more information, speak with your KeyBank Relationship Manager, visit key.com/dealer 
or call 888-288-6539.


