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Who do we have in the room? 

Show of Hands



How long does it usually take 
you to get paid after 
invoicing?

Show of Hands



Todayʼs Reality

The average DSO for 
subcontractors is 96 days. 
Only 5% of subcontractors report always getting paid on 
time.
Source: The State of Subcontractor Billing in 2025

https://www.siteline.com/digital-download/subcontractor-billing


Cash flow is the 
lifeblood of your 
business.



The Not-So-Hidden Toll
‣ Subs front project costs, acting as the de facto bank while waiting for payment.

‣ This creates perpetually negative working cash cycles, straining finances.

‣ Unsurprisingly, subcontracting is the second-riskiest industry (after restaurants) 
for business failure.

16 Days

Average Working Capital

90 Days

Average Time to Get Paid



Construction is the slowest-paying 
industry globally.

The Cost of Aging Receivables

‣ Past-due receivables lose value rapidly.

‣ Invoices 90 days past due are 
worth only 70% of their original 
value.

‣ 20% of construction businesses are 
cash flow negative after 40 days.

Source: Commercial Collection Agency Association

Source: Levelset

https://www.tavellico.com/the-true-cost-of-your-aging-receivables/
https://www.levelset.com/tools/2021-national-construction-payments-report/


Root Causes

“Pay-When-Paid” 
Cash Cycles

Differing GC 
Requirements

Spreadsheet-Based 
Workflows

Communication 
Breakdowns

Unclear Escalation 
Procedures



Whatʼs Typical
‣ Every project has different requirements from the 

GCs.

‣ No accounting system/ERP can handle these 
variations, nor do they integrate with payment portals.

‣ Accountants create manual workflows that consist of 
spreadsheets, emails, Word and PDF documents, 
phone calls, etc. 

‣ These workflows only exist in those peoplesʼ heads 
and fail if theyʼre out.

‣ There s̓ no central place for executives to get visibility 
into the most vital aspect of their business: cash.



What are your biggest 
challenges with the monthly 
billing process?

Group Discussion 

siteline.com/demo



Learning 
Objectives

1. Understand your contractual obligations to get paid

2. Identify the main causes of payment delays and 
know how to address them.

3. Proactively manage waivers, including collecting 
them from downstream contractors and suppliers

4. Improve collaboration between project managers and 
the back office.

5. Create an A/R escalation plan.

AKA The Secrets!



Read the contract! 

Secret No. 1



Contract Documents





Identify and address 
payment delays

Secret No. 2



What are the most common 
causes of payment delays in 
your organization?

Group Discussion



Top Three Things 
That Delay Payment

1. Missing or incomplete lien 
waivers

2. Errors on pay application
3. Expired compliance 

documents



Missing Vendor Lien Waivers
‣ Playing whack-a-mole

Errors on Pay Apps
‣ Spreadsheet-reliant processes
‣ Differing requirements from project to project

Expired Compliance Documents
‣ E.g., certificates of insurance 

Forgetting to Bill
‣ Differing GC submission portals and due dates without an easy way to track them
‣ Overstretched PMs leaning on the accounting team to keep track of bills

Payment Delays



Proactively manage 
waivers

Secret No.  3





Construction is the slowest-paying 
industry globally.

Primary vs. Lower-Tier Waivers

Primary Waivers

● Exchanged directly between 
two parties in a contract 
(owner ⟷ GC, GC ⟷ sub)

● Required for payment release

Lower-Tier Waivers

● Collected from anyone further 
down the chain (suppliers, 
vendors, sub-subs)

● Needed before upstream 
payments are released



Tips for Managing Primary Lien Waivers

siteline.com/demo

‣ Integrate: Make lien waivers a part of your billing process.

‣ Centralize: Track waivers in the same place you track 
payments.

‣ Standardize: Set up easy-to-use lien waiver forms.



Tips for Managing Lower-Tier Lien Waivers

siteline.com/demo

‣ Be Aware: Know GC requirements for lower-tier waivers at 
the start.

‣ Mandate: Require waivers from lower-tiers with each 
invoice/pay app.

‣ Consolidate: Bundle lower-tier waivers for streamlined 
submission. 



Improving Collaboration 
Between Field and 
Back Office

Secret No. 4



‣ Billing projections and 
schedule

‣ Change order management
‣ Cost management 
‣ Front-loading your SOV
‣ Communicating red flags

Training PMs to 
Manage Cash Flow





This includes 
collaboratively monitoring 
A/R aging, too.



Create an A/R 
Escalation Plan

Secret No. 5



‣ 26% of invoices over three months 
old are uncollectible

‣ Increases to 70% at 6 months 
and 90% at 12 months

‣ 20% of construction businesses are 
cash flow negative after 40 days

‣ $30M contractor can increase cash 
on hand by $300,000 with a 3-day 
cut in A/R aging

Cost of Passive 
Collections



‣ How often do you check A/R aging?

‣ Where does that information live? 

‣ Is everyone able to access it? 

‣ Do you discuss A/R aging with your clients? 

‣ Are some quicker to pay than others? 

‣ Does that impact if you will work with 
them? 

Questions to 
Ask



‣ Take a step back, at least quarterly, to 
look at the macro data to uncover 
opportunities to improve

‣ Identify which GCs pay the fastest, and 
which pay the slowest. 

‣ Be more aggressive in collecting 
payment from GCs that are lax 
about deadlines.

‣ Store your A/R aging in a centralized 
place. The easier it is for people to 
access info, the easier it is to establish 
and maintain an escalation process.

Best Practices 
for Managing 
A/R



Your protocol should define:

‣ Immediate action once invoice is past due
‣ Follow-up cadence and communication 

mode (email → phone → next steps)
‣ When to loop in ops or leadership
‣ When legal becomes the last resort

Establish Your 
Outreach Milestones



Example:
Metal & Glass 
Contractor



To do this, your team needs:

‣ Agreement on roles, timing, and expectations
‣ A documented SOP everyone can reference
‣ Shared visibility into aging 
‣ A single place to track follow ups

Make Your 
Plan Sticky



5 Secrets 
to Healthier 
Cash Flow

1. Identify and address the main causes of payment 
delays.

2. Effectively manage lien waivers.

3. Improve collaboration between project managers and 
the back office.

4. Implement an A/R escalation plan.

5. Leverage billing projections to understand future 
backlog.



Q & A



Fancy a chat? 

Contact Claire Contact Siteline
sales@siteline.com

415-831-7972
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