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RPA is the Winning Play

2

Activities with Highest Automation Potential

81% 69% 64%

Predictable 
Physical 
Activites

Processing
Data

Collecting
Data



Executive Leadership
W H O  T O  P I T C H 
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Executives are vital for getting buy-in for budget 

and top-down support for your RPA project. 

You may need to book meetings with the Chief 

Technology Officer to discuss the software’s 

capabilities and the Chief Financial Officer to 

discuss costs and ROI.



Information Technology
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W H O  T O  P I T C H 

RPA is a relatively simple technology that sits 

on top of current software. It doesn’t take

months or years to deploy, and savvy 

businesspeople can build their own robots.

That said, IT will still play a role in running

the server and overall infrastructure of 

the technology, as well as have a voice in 

a Center of Excellence.
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Business & Process Owners
W H O  T O  P I T C H 

Consider approaching these broad departments

where RPA can transform the way they work:

 Finance and Accounting

 Operations, Legal and Compliance

 Sales and Marketing

 New Accounts

 Customer Service

 Supply Chain

 Human Resources

•

•

•

•

•

•

•
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Procurement
W H O  T O  P I T C H 

To get buy-in from procurement, change 

the conversation. Emphasize value over 

price, intrinsic benefits over commoditized 

features and long-term relationships over

tactical transactions.
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Start with a Story
M A K I N G  A  C O M P E L L I N G  C A S E

“Appeal to the heart and not the mind,” advises 

the Harvard Business Review. A good story focuses 

on the human, not the robotic, element of automation.

Share a “before” and “after” process from the point

of view of your customers, employees, vendors or

partners. The story isn’t about headcount or capacity

or margins, but about the improved experience,

relationships and morale. 

https://hbr.org/2014/07/the-right-way-to-present-your-business-case
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Appeal to Emotional Drivers
M A K E  A  C O M P E L L I N G  C A S E

It’s human instinct to fear change, especially when

that change might take jobs away. An experienced

vendor can help you craft a vision of employee

buy-in, on-time and on-target implementation,

and improved productivity. 

30%

While few occupations are fully automatable,  

60% of all occupations have at least

technically automatable activities.

— A Future That Works: Automation, Employment, and Productivity.   

    McKinsey Global Institute, Jan. 2017



The Incredible Benefits of RPA
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Increase capacity by 35%—50%

Eliminate costly errors

Deliver 25%—50% in savings

Slash processing times by 30%—50%

Deliver 100% data accuracy



Why Companies Use RPA

In a recent global survey by the Process 
Excellence Network...

37% 27%

reported that 
increasing efficiency 

is their main driver 
for using RPA

reported cost 
savings as their 

main driver
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Which Business Units Are Most 
Often Automation Candidates? 
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In a recent global survey by the Process Excellence Network,

process automation is happening most often in these

functional areas:

 Finance (60%)

 Customer Service (46%)

 Shared Services (45%)

 Data Management (41%)

 Human Resources (29%)

 Information Technology (26%)

 Sales and Marketing (12%) 

•

•

•

•

•

•

•



Leading Adopters of RPA 
by Industry
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38% 13% 10%

Banking, Financial 
Services and 

Insurance (BFSI)

High-Tech and 
Telecom

Healthcare
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Have an Elevator 
Speech Prepared

M A K E  A  C O M P E L L I N G  C A S E

Tailor your elevator speech to your audience. 

A line-of-business leader will want to know how RPA 

solves process problems, while a procurement manager 

will be more interested in the cost savings and ROI.
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The Cost of Doing Nothing
M A K I N G  A  C O M P E L L I N G  C A S E

84% of B2B customers report their purchase process

took longer than expected. Speed yours along by

calling out the urgency to act.

Customer due diligence checks

  Without RPA: 15 minutes each

  With RPA: 30 seconds each

Shipment scheduling

  Without RPA: 16,000 hours of human work

  With RPA: 50% automated, saving 8,000 hours 

 of human work

•

•

•

•
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Anticipated Objections
M A K E  A  C O M P E L L I N G  C A S E

Ask trusted colleagues from other departments

to brainstorm objections with you

Get materials or coaching from your preferred

vendor account executive

Obtain customer references from your preferred

vendor, and ask them where they hit internal

roadblocks and how they solved them

#1

#2

#3



16

Don’t Forget the Social Proof
M A K I N G  A  C O M P E L L I N G  C A S E

Case studies, both in your industry and 

in horizontal functions such as finance

 and accounting

Customer testimonials from your

preferred vendor

Third-party analyst reports from sources

such as Forrester, Gartner and Aragon

#1

#2

#3
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Go to Bat for Your 
Preferred Vendor

M A K E  A  C O M P E L L I N G  C A S E

As the RPA champion, you need to be able to make the 

case for your preferred solution as everyone else is looping 

through these stages and taking in new-to-them information—

including information from vendors you’ve already ruled out.

Information Validation

Consensus Creation

Problem 
Identification

Requirements
Building

Solution 
Exploration

Supplier 
Selection
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Be Your Company’s Most 
Valuable Player

Someone is going to champion robotic process automation 

and be your company’s star.

Be that someone. 



Case Closed

Take a deep dive into how to make the case for RPA in your 

company. Download the “Making the Case for RPA” eBook.

https://www.kofax.com/Learn/eBooks/making-the-case-for-rpa-Your-guide-to-getting-internal-buy-in-for-robotic-process-automation
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