








The Order-to-Cash process begins with 

order placement and may involve order 

dispatching, answering the customer’s 

questions, arranging for pick-up/deli-

very, invoicing and payment. But it may 

also involve organization of proactive ope-

rative marketing operations for acquisi-

tion of new customers and/or sale of speci-

fic products and services.

The process ends when the order has 

been paid and any claims or returns have 

been taken care of. 

Information collected in this cycle may be 

used to support strategic marketing 

choices, improve the quality of products/-

services and reinforce the customer’s rela-

tionship with the company.












