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What is Digital Media?



Education is Key

• TV AE’s Selling Digital Video

• Radio AE’s Selling Digital

• Print AE’s Selling tablet

AdReady
• AdReady deal stewardship



Multiple Screens = Multiple Bill Types = 
Multiple headaches 

Actuals vs. Contracted

1st Party vs. 3rd Party vs. 4th Party

1P served vs. 3P served

Installments

Flat fees

The possibilities are endless…



Digital Billing & Collections 
Teamwork in the Truest Sense

• Different Groups with Different Goals
– Sales & Marketing
– Ad Operations
– Accounting

The Account Service Representative
- Involved from proposal to payment
- Serves as the campaign manager
- Understands the goals of each of the 

various groups
- Works internally with Sales, Planning, 

AAM’s, and Accounting
- Works externally with clients and

agencies            



Getting it Right From The Start

I. RFP III. Live Campaign
Proposal templates Tracking performance
Spec Sheets Look into variances
Rich Media Fees Approved 3P vendors
Site served vs. 3P served Late creative

Inventory forecasting analysis

II. Booking IV. Billing & Collections
Request billing info from agency & any                Facilitate discrepancy resolution
special billing instructions Monthly collection goal
Check billing history DSO focus goal
3P Logins Monthly billing approvals
PO #’s Unbilled line items report 
Matching proposals Prebill
T’s&C’s



The Challenges

• One order, multiple bill types

• Multiple 3P vendors with different reporting capabilities

• 3rd party reporting discrepancies 

• Updating agency IO 

• T’s&C’s

• “Out of the box” executions



Overcoming the Challenges

• One order, multiple bill types
Ability to assign bill type at line item AND proposal level

• Multiple 3P vendors with different reporting capabilities
Only allow approved 3P vendors to run on site and must issue a 
login to ESPN to track delivery. 3P vendors cannot be swapped 
mid-campaign. Login must be provided at launch or make goods 
may be jeopardized. 

• 3rd party reporting discrepancies 
ASRs are trained to troubleshoot reporting discrepancies with 
the agency. Common issues are tied to time zone, cached 
impressions, outdated IOs, and cumulative delivery.



Overcoming the Challenges

• Updating agency IO 
Agency required to send revised IO for each re-expression or 
optimization that is approved along with any updated billing 
instructions

• T’s&C’s
Designated person to review all T’s&C’s and work on MSA’s with 
all agencies

• “Out of the box” executions
Specific products must be created for each line item on a plan 
(and assigned specs), nothing can be TBD when plan goes to 
order



Checks and Balances

• Daily pacing reports

• Monthly liability updates

• Missing logins

• Line items started yesterday with no delivery

• Unbilled details report

• Prebill

• Weekly pacing calls 

• Monthly billing approvals



Weekly Pacing Calls

Weekly ASR led call   
with AE, AAM, and Planner

Topics Include:
Delivery issues/

re-expression offers
Variances

Late creative
Technical/ setup issues

RECAP E-MAIL

DAILY PACING



Monthly Billing Approvals

Monthly billable totals are displayed in billing dashboard for ASR approval 
(holds & escalates) prior to close. 

Helps to ensure campaign is billed correctly and minimizes the number 
of adjustments that need to be processed down the road.



Show me the Money

• Monthly collection goal for cleared invoices

• Billing adjustments 
– Credits/ debits
– Invoice versioning

• Focus goal for invoices with DSO 60+

• Goals & incentives 



Questions?

THANK YOU!


