
Joining  
forces
Research to show why 
Procurement and Finance must 
work together to thrive in the 
digital economy 



Calling all senior
decision-makers in  
Finance and Procurement
How can your organisation save money, create efficiency 
gains, increase compliance and reduce risk? The evidence 
shows that these goals can only begin to be achieved 
when Finance and Procurement work together.

Closer working doesn’t mean simply  
sharing next-door offices, swapping  
emails or teaming up at company away-days. A 
genuine partnership is required that means working 
together at a strategic level on how organisations 
buy and pay for the products and services they need 
to operate.

Gaining control and visibility of your Purchase-
to-Pay process is a big step towards realising the 
benefits of spend management, including better 

control of budgets and consistent compliance with 
purchase authorisation policies. But it doesn’t stop 
there. Strategic procurement lets you control the 
detail too.

You can reduce the cost of the goods and services 
your organisation buys by channeling a higher 
percentage of purchases to preferred suppliers, 
contracts and sources that offer the lowest prices 
and best overall value. And that delivers greater 
bottom-line performance.

So how many organisations are making it happen?  
We decided to find out... 



About the survey

Increasingly, organisations must find ways of doing more with less — 
to compete effectively in the new economy and to maximise  
bottom-line value. 

But is procurement strategy as connected as it should be?  
And if not, where must change take effect urgently? 

We put a series of questions to senior decision-makers who are part 
of the wider business community. 

Responses came from professionals at global enterprises, national 
companies, public sector agencies and not-for-profit organisations. 
Their answers provide rare and helpful insights.

How connected are your procurement efforts?



Q1: Does your CFO work 
hand-in-hand with your 
senior Procurement people?

Q2: Does your CFO use their 
sphere of influence to gain 
organisational support for 
strategic procurement? 

Q3: Does your CFO help 
with the refinement of 
procurement policies to 
drive savings?

Q4: Does your CFO help 
guide the application of 
enabling technology?

Q5: Is understanding,  
qualifying, monitoring 
and engaging with your 
suppliers happening across 
your business as well as it 
should today? 
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Q6: Is your Procurement 
team involved and effective in 
selecting suppliers that  
provide the best price and 
overall value?

Q7: Are the contracts and best 
value agreements secured by 
Procurement fully leveraged?

Q8: Are there opportunities for 
improvement in your strategic 
procurement?

Q9: Select your best 
opportunity for realising rapid 
and direct cost savings

Conclusions



Q1:
We asked:

Does your Chief 
Finance Officer (CFO) 
work hand-in-hand 
with your Senior 
Procurement people?

Our 
audience 
said:

Yes Partially No Not sure

54% 13% 16% 0%
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We’ve come a long way since 
departments stayed within silos. It’s 
great news that more than half of the 
professionals we asked are witnessing 
close cooperation between Finance and 
Procurement at the highest level. 

But 46% of organisations have yet to see 
full engagement between department 
leaders. And that could hinder progress 
of the fundamental improvements that 
are needed today.

Key takeaway
Over 80% of organisations have 
broken down the walls between 
Finance and Procurement. That’s 
a great start on the road towards 
meaningful strategic initiatives.

Why does 
this matter?

Joining forces with your Senior Procurement 
Manager to better understand and leverage 
strategic procurement in conjunction with your spend 
management initiatives may be one of the biggest 
things that CFOs can do to positively impact your 
organisation’s bottom-line.

Close cooperation is only the start.

CFOs can also work with their procurement 
counterparts to help change organisational attitudes, 
refine procurement policies to drive savings and guide 
the application of enabling technology.

But is this happening across organisations?

Supplier relationship management, 
sourcing and contract management 
activities are often referred to 
collectively as strategic procurement.
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Q2:
We asked:

Our 
audience 
said:

Yes Partially No Not sure

Does your CFO use their 
sphere of influence to 
gain organisational 
support for strategic 
procurement?

32% 40% 23% 5%
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Challenging company cultures and behaviours that 
have become ingrained over years can be an uphill 
task. The way suppliers are sourced and managed 
needs to change quickly if established organisations 
are going to survive and thrive.

The new economy has seen the emergence of new 
businesses with highly-responsive, web-enabled 
tools and processes where waste of any variety isn’t 
tolerated.

Smart CFOs will be forming alliances with their 
procurement colleagues to champion strategic 
procurement in the boardroom and beyond, so their 
organisations can meet the demands of the new 
economy.

Strategic procurement isn’t a mere 
conversation between Finance and 
Procurement. It needs to be at the 
top of the agenda if companies are 
going to compete effectively against 
new market forces. However, it 
seems that less than one third  
of CFOs have really grasped the  
nettle at an organisation level.

Key takeaway
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Why does this matter?

But there needs to be a company-wide awareness 
that procurement should be handled correctly. 
Every transaction matters.

The strategic procurement cycle starts at the time 
someone in an organisation recognises the need 
to buy something that does not already have a 
preferred supplier, or the time an organisation 
decides to re-evaluate current and potential 
suppliers.

It includes the processes of finding, evaluating and 
selecting suppliers; establishing and monitoring 

contracts and managing ongoing communications 
with suppliers. This includes purchase activity, 
account status and changing supplier company and 
catalogue information.

The primary objectives are to recruit the suppliers 
who offer the best value in terms of price, service, 
quality and who represent the least risk in terms 
of failure to perform or transferred liability. Ideally, 
these functions are performed by Procurement 
professionals working closely with the operational 
people who need the goods or services.

Procurement touches virtually every aspect of an 
organisation. Teams everywhere need products 
and services to help them to do their jobs properly.
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Q3:
We asked:

Our 
audience 
said:

Yes Partially No Not sure

Does your CFO help 
with the refinement of 
procurement policies
to drive savings?

34% 33% 32% 1%
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There’s a direct link between 
procurement policies and savings — so 
long as you have the right systems in 
place to connect the two. The more you 
fine tune the policies, the greater the 
payback.

However, only one third of the 
professionals we asked could say their 
CFO was fully involved in how these 
policies were refined. Two thirds of 
organisations could be missing out on 
significant savings opportunities because 
their CFOs haven’t recognised the link 
and got involved personally.

CFOs at 65% of organisations 
are not fully involved in refining 
procurement policies to drive 
savings. But this is a vital area 
where the worlds of Finance and 
Procurement should be perfectly 
aligned to achieve a significant 
payback.

Key takeaway

Why does  
this matter?
You can dramatically reduce the cost 
of the goods and services to your 
organisation by channelling a higher 
percentage of your purchases to your 
preferred suppliers and contracts that 
offer the best overall price and value.

With the right systems, important policies around 
value, compliance and risk can be hard-wired into 
every transaction without becoming burdensome to 
your buyers or suppliers — or even visible to them. 

Purchases made from properly evaluated and selected 
suppliers against professionally-negotiated contracts 
are called ‘spend under management’. Typically, 
organisations can save between 5% and 20% for every 
dollar of spend they bring ‘under management’. 

Depending on your industry, a $1 million cost saving 
is the equivalent of anywhere from $10–47 million in 
revenue increase based on typical profit margins.

Our survey suggests that many CFOs haven’t spotted 
the connection with procurement policies — or given it 
sufficient, executive-level attention.
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Q4:
We asked:

Our 
audience 
said:

Yes Partially Not sure

Does your CFO help 
guide the application
of enabling technology?

51% 31% 18%
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Organisations sometimes invest heavily in systems 
that end up being totally unfit for purpose. 
Unfortunately, this happens regularly in the private 
and public sectors, often because key people were 
not involved in the selection and customisation 
process.

When it comes to procurement systems, CFOs must be 
involved in their evaluation, fine-tuning, management 
and development because it will affect the bottom-line 
profoundly. 

The right procurement system provides the ability 
to centralise management of supplier and contract 
information, while making it easily accessible by 
everyone who needs it. This alone can save significant 
time in Procurement, Accounts Payable and throughout 
your organisation. Organisations can also streamline 
two-way communication with suppliers, creating 
significant time savings.

The survey results draw a stark line 
between CFOs that understand the 
importance of choosing the right 
technology and those that seem 
completely oblivious to how it will 
impact their financial performance.

Key takeaway
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The value of a leading-edge 
procurement system should never be 
under-estimated by a CFO because 
it will impact efficiency and financial 
performance dramatically.

Why does 
this matter?
#1: Provide a framework to implement policies and 
streamline processes

The sourcing component of a good procurement 
system will provide process templates and a business 
rules engine that capture established policies and 
procedures in a form that can be used to guide 
consistent execution of sourcing events. 

#2: Make it easy for the right people to collaborate

The right system will make it easy for the right people 
to collaborate on development of requirement 
documents and evaluation of supplier responses – 
regardless of their location.

#3: Enable eRFx/eTendering 

A modern procurement system will enable an all-
electronic approach to communication with suppliers 
throughout a sourcing event – from standard 
tendering, specific supplier invitations to Q&A 
interactions and status enquiry. That means time 
savings for buyers and sellers.

#4: Provide a self-documenting process

The right system will capture a complete history for 
each sourcing event, providing an easily accessible 

audit trail which can be referred to at any time to 
answer questions or learn from past experience to 
improve future events.

#5: Make it easier to build and leverage a central 
supplier directory

The supplier management component of a good 
procurement system will make a central supplier 
directory both practical and powerful. 

#6: Streamline qualification and review processes

The right system will make it much easier to 
comply with supplier approval and performance 
management policies by providing capabilities such 
as electronic questionnaires with automatic scoring. 
It can also maintain regular supplier reviews and 
trigger automatic alerts.

#7: Automate collection of purchase activity for 
performance and spend analysis

A leading system should also have  the ability 
to integrate with your transactional systems to 
automatically collect purchasing and Accounts 
Payable histories — to provide performance KPIs 
about suppliers  and support spend analysis and 
improve agreements over time.
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Q5:
We asked:

Our 
audience 
said:

Yes Partially Not sure

Is this activity 
happening across your 
business as well as 
your Procurement team 
would like today?

39% 45% 16%

On the subject of understanding, qualifying, monitoring 
and engaging with your suppliers:
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Is understanding, qualifying, 
monitoring and engaging with your 
suppliers happening across your 
business as well as it should today?

How can you recruit and manage hundreds or 
thousands of suppliers effectively — when each of 
them varies in size, complexity, location and technical 
capability?

The fact that so many organisations are struggling in 
this area is no surprise. But it’s still a matter of serious 
concern.

Your organisation has a base of suppliers it deals with 
today. Your Procurement team works hard to maintain 
all the right information about each of them; monitor 
their performance and maintain strong relationships. 
But without the right tools and processes, the task can 
be overwhelming.

It’s alarming that 45% of 
organisations are having problems 
understanding, qualifying, 
monitoring and engaging with 
their suppliers. Other aspects of 
procurement can be undermined  
if this basic foundation is shaky. 

Key takeaway
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Reliable, high-quality suppliers are a key asset for sustainable 
competitive advantage. Like any organisation, you need to be 
able to readily obtain a wide range of products and services in 
order to effectively do what you do for your customers. 

Three ways to improve supplier engagement:

Why does this matter?

Organisations compete today, not just on their own 
internal capabilities and efficiencies, but on the 
strength and cost of their entire direct and indirect 
supply chain. You must have the best suppliers 
delivering the best value for your team in order to win.

Of course, you also need to protect yourself 
against risky suppliers and you need to make your 
organisation ‘easy to do business with’ if you want  
to strengthen relationships. 

#1: Establish or 
enhance procurement 
policies
Make sure everyone knows 
the way in which functional 
departments, your Accounts 
Payable department and your 
Procurement team should work 
together to qualify suppliers, 
manage supplier data and 
maintain communications.

#2: Implement a 
central supplier 
directory
This is key to everything you 
want to accomplish. Start by 
identifying all the places supplier 
data is currently maintained. 
Define a standard set of 
information for all suppliers and 
centralise responsibility for 
keeping it up to date. Put in place 
a categorisation scheme that 
enables you to effectively analyse 
your supplier base and spend. 

#3: Standardise 
qualification and 
performance monitoring
Develop standard supplier 
questionnaires and evaluation 
criteria for each category and use 
before approving a new supplier. 
Also, establish performance 
measurements and KPIs for factors 
such as delivery, quality and invoice 
accuracy. Implement a process by 
which all suppliers are reviewed on 
a regular basis to verify they still 
comply with your criteria.
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Q6:
We asked:

Our 
audience 
said:

High 
Influence
70-100%  of  
total spend

Medium 
Influence
40-70%  of 
total spend

Low 
Influence
0-40%  of 
total spend

Is your Procurement 
team involved when 
it should be and able 
to perform this critical 
function effectively?

52% 37% 11%

On the subject of selecting suppliers that provide the best 
price and overall value:
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Is your Procurement team involved 
and effective in selecting suppliers 
that provide the best price and 
overall value?

Identifying the right suppliers is  a core activity of 
Procurement departments, so it’s no surprise  that 
many departments are highly influential in this task.

However, these figures suggest that some 
organisations are struggling to influence supplier 
selection affecting vast swathes of their spend. They 
can go so far...but no further.

Every sourcing event is an opportunity to save money, 
mitigate risk and obtain the best possible overall value. 
Procurement understands this better than anyone else.

But without the right tools, selecting suppliers can 
become difficult or incredibly labour-intensive. So, 
while many Procurement teams are succeeding in this 
area, their best people may be too heavily involved in 
the detail — and therefore taken away from other tasks 
that also need focus.

Procurement departments are 
having significant impact on supplier 
selection, though a significant slice 
 of corporate spend appears to be 
untouchable for some organisations. 

Key takeaway
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Procurement departments need to achieve best value by 
selecting suppliers using systems that enable competition, 
consistency and transparency, while managing risk. 

Why does this matter?

Organisations should 
focus on three key 
areas:

Once these areas are addressed, then the right procurement system  can 
support best practice easily and simply across your organisation.

#1: Establish or 
enhance sourcing 
policies
It’s vital to clearly identify criteria 
for when purchases should be put 
through a competitive process; 
communicate procurement 
policies throughout the 
organisation and put in place 
controls  to ensure policies are 
complied with.

#2: Document 
standard sourcing 
processes
Teams need to research internal 
and external best practices 
to define the process your 
organisation should follow 
for various types of sourcing 
situations. They can outline the 
basic method, along with the key 
steps, people and documents 
required. Then it’s important to 
give your Procurement team 
the responsibility and authority 
to ensure  the proper process is 
always followed.

#3: Consider 
cross-functional and 
cross-organisational
Many organisations are 
establishing virtual ‘centre of 
expertise’ or commodity teams 
that cross over functional and/or 
organisational boundaries to act 
as the subject matter experts for 
various categories of purchases. 
Such teams bring together the 
best knowledge and experience 
from throughout the organisation 
and combine them with 
professional procurement skills for 
all important sourcing activities.
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Q7:
We asked:

Our 
audience 
said:

Yes No Not sure

Are the contracts and 
best value agreements 
secured by Procurement 
fully leveraged?

57% 31% 12%

On the subject of getting the full benefit from the supplier 
agreements:
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All the efforts and negotiation 
skills of your Procurement team are 
undermined if buyers either cannot 
access agreed contracts easily, or 
choose not to use them. This can hit 
morale among Procurement and 
lead to wasteful purchasing on a 
massive scale. 

Your Procurement team works hard to identify the 
best suppliers and negotiate best value agreements. 
Contracts ‘lock in’ those prices and terms for use 
by the organisation. But are those contracts fully 
leveraged once they are secured?

The survey showed that more than half of 
organisations are seeing potential savings being 
realised. But around one third are failing in this area 
— which is likely to be leading to goods and services 
being purchased from more expensive, poorer quality 
and riskier suppliers.

Failures in this area can also sour relationships with 
important suppliers who had previously committed to 
a deal, only to see little business coming their way.

Key takeaway
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The ‘potential’ savings associated with good supplier agreements are 
only  realised when purchases are actually made against those contracts.

Why does this matter?

But this isn’t a ‘set and forget’ activity. Contracts 
should be monitored to  ensure the supplier is 
complying with price, delivery and quality terms. 
Also,  when contracts expire or automatically renew 

without anyone noticing, there  may be unexpected 
lapses in coverage and/or lost savings. Again, this is 
unnecessary cost and risk.

Three ways to improve 
the leveraging of 
contracts: 

The right procurement 
system can help with 
each of these tasks by 
providing an electronic 
contract repository, 
reviewing contracts 
automatically and 
being able to analyse 
and report on the 
performance of each 
contract. 

#1: Centralise contract 
management
Establish a single repository 
of supplier contracts, common 
information per type, and a 
consistent filing process  so 
everyone knows where to look for 
contracts and how to interpret 
them. Include all applicable 
documents and the supplier bid 
history. Establish a procedure 
for combining multiple contracts 
with the same supplier  when 
found; negotiate higher volume 
discounts if possible.

#2: Establish and 
follow contract review 
schedules
As part of the contract filing 
process, develop and attach a 
schedule of reviews that cover 
all milestones throughout the 
life of each contract. Include 
periodic compliance reviews 
 and performance appraisals 
as well  as renewals. Establish 
Procurement department 
procedures to ensure reviews at 
each milestone.

#3: Ensure contract use
If you have an eProcurement 
system, be sure all contracts  
are put into the system and 
associated to the proper categories 
and suppliers. This is much easier if 
contracts are held electronically.
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Q8:
We asked:

Our 
audience 
said:

Significant Many Few None

Strategic procurement 
is a complex process. 
Are there opportunities 
for improvement?

16% 61% 21% 2%

On the subject of maximising efficiency:
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When it comes to getting strategic procurement 
correct, there’s a long way to go...that’s the clear 
verdict of the vast majority of respondents.

Fewer than 25% of companies feel they are close to 
conquering this challenge, while three quarters can see 
sizable opportunities to improve ahead of them.

But it’s tantalising to know the savings and other 
rewards are out there, you just can’t reach them.

Sometimes strategic procurement 
is just too complex to be solved 
by paper-based systems, 
traditional approaches and 
manual efforts. Strategic 
procurement initiatives start 
out with the best intentions but 
fail to deliver their full potential. 
Something extra is clearly 
required.Are there opportunities for improvement 

 in your strategic procurement?

Key takeaway
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good suppliers, negotiating favourable agreements, 
monitoring supplier performance, and maintaining 
strong supplier relationships.

But if the right information is not readily available 
to them, the reality may be that they spend far 
more of their time ‘preparing’ to do these things 
than actually doing them. 

A lot of time may also be spent just answering 
employee and supplier questions because the 
contract and other information they do have is not 
easily accessible by others. And skilled Procurement 
professionals are often required to spend much of 
their time as ‘buyers’ executing routine purchase 
transactions just because they are the only ones with 
supplier and contract information. All these activities 
just take time away from your Procurement team’s 
main job.

The cost of the procurement process goes directly to the bottom-line.

Why does this matter?

Besides missing out on substantial savings from 
better supplier agreements, a sub-optimum 
strategic procurement process wastes human 
resources throughout the organisation, from 
the Procurement team to Accounts Payable and 
Operating departments. 

Time spent maintaining redundant data, running 
sourcing events the hard way, answering supplier 
enquiries and chasing all types of information 
can result in wasted resource that directly reduces 
profitability.

The more time your Procurement team can spend 
on the right activities, the more you can save.

The primary job of your Procurement team is to 
help your Operating departments get what they 
need at the lowest cost. They do this by identifying 
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Q9:
We asked:

Our audience 
responded:

Reducing 
purchasing 
costs from 
improved supplier 
agreements  and 
greater use of 
 those agreements

Re-allocating full-
time employees in 
Accounts Payable, 
due to reduced 
workload 

Other savings 
derived from 
improved 
analytical 
capabilities

Select your best 
opportunity for realising 
rapid and direct cost 
savings, from the 
following three:

62% 9% 29%

On the subject of ‘quick wins’:
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Through strategic procurement,  there are 
opportunities within every organisation for  
‘quick wins’ that immediately reduce cost and  
risk — quickly impacting the bottom-line.

From the survey, it’s clear that most of the low-hanging 
fruit relates to reduced purchasing costs through better 
supplier agreements. 

However, because strategic procurement enhances all 
aspects of the Purchase-to-Pay process, then benefits 
can also be felt elsewhere — as inefficiencies are 
tackled and the true picture on spend becomes clear to 
policy-makers.

The ability to achieve ‘quick wins’ 
is one of the most attractive 
aspects  of strategic procurement. 
In our survey, every organisation 
could readily point to clear 
examples where a rapid return  
on investment is possible.

Why are direct cost savings and other 
quick wins so relevant? 

Key takeaway
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You want your efforts to be as self-funding as possible. 

Why does this matter?

Some of the savings to be gained from 
transforming your strategic procurement processes 
will take time and investment, so it’s important 
to find early savings to offset the investments as 
they are made. Early successes will also encourage 
everyone to press ahead. 

The ‘quick win’ opportunities within one organisation 
will be different from those in another. Depending on 
your level of procurement maturity and progress to 
date, your best opportunities may lie in areas such 
as contract management  or sourcing. 

But our experience has shown that many 
organisations have great opportunities for realising 
rapid and direct cost savings by simply putting 
in place the basic tools to improve what we call 
‘supplier engagement’. 

Many organisations can gain significant cost savings 
within a matter of months by taking the steps to 
better capture and organise supplier information, 
cleanse and extend that information and use it to 
support key initiatives such as supplier rationalisation.

 
These savings usually come from:

Reduced purchase costs from improved supplier 
agreements and greater use of those agreements.

Re-allocated full-time employees in Accounts 
Payable due to reduced workload for responding 
to supplier enquiries and maintaining supplier 
data.

Other savings derived from improved analytical 
capabilities such as spend analysis due to 
improved supplier information in financial systems.
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Key decision-makers at major organisations are aware 
of strategic procurement. But many are failing to reap 
the full potential — and precious time, money and talent 
is being wasted within their processes. It’s time to break 
the deadlock and find answers. 

Conclusions

Once organisations understand 
the impact strategic procurement 
can have on profitability and 
competitive advantage, they often 
want to move forward as quickly as 
possible. This may seem complex and 
overwhelming, but with the right 
tools and expertise, the rewards will 
be within reach.

Like any important change, improving 
your organisation’s strategic 
procurement processes will involve 
several levels and stages of effort. 

Close working between Finance and 
Procurement is vital if you want to 
establish direction and influence to 
affect this change.

Once a true partnership is established, 
the answers lie in advanced 
technology and service solutions that 
help both parties streamline internal 
processes and improve the way they 
engage and interact with each other. 
Ultimately, everyone can take the 
credit for creating greater bottom-line 
value.
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Following these five 
steps will help you  
towards your goals:
Step #1: Create focus 
Identify the opportunity and link it to 
the profit and growth objectives of 
your organisation and then drive the 
agenda. 

Step #2: Engage with 
stakeholders
Gain support from other executives, 
functional managers and even key 
suppliers.

 
Step #3: Establish policies 
and targets
Document specific procurement 
objectives. Define and document how 
you want to engage, evaluate, select, 
monitor and communicate with 
suppliers.

Step #4: Initiate phased 
initiatives 
Identify phased efforts that will drive 
immediate benefits while aligning 
your supplier base and internal 
activities with your long-term 
procurement objectives.

 
Step #5: Leverage 
enabling technology
Apply available technology solutions 
 to automate routine activities, 
eliminate redundant effort, empower 
people with information and ensure 
compliance with policies.
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Transform your processes to save  
money and create efficiency gains while 
increasing compliance and reducing risk.

See how Proactis can help you control 100% 
of your spend - book a FREE tailored Demo:
proactis.com/uk/demo
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