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Collaboration Across P2P

Do the different areas of P2P work closely together?

All of the time Most of the time Some of the time Hardly ever
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Top Challenges Identified

Survey Launched today – see Lexmark Stand

Top 3 Challenges:

• Maintaining Standards

• Implementing new Technology

• Keeping up with regs/compliance



Agenda

Opening remarks Ellen Leith, Editor Purchase to Pay Network (PPN)

Keynote Speaker Joe Simpson, introduced by Jamie Whiteway, Director, Taulia

Networking Break 11:00 – 11:30  (masterclass Westminster Room – red spot)

Tracks 1 & 2  Breakout rooms Adelphi 3 and Aldwych Suite (first floor)

Tracks 1 & 2 Breakout rooms Adelphi 3 and Aldwych Suite

Lunch served 13:00 – 14:00

Tracks 1 & 2 Breakout rooms Adelphi 3 and Aldwych Suite

Plenary session Benchmarking, The Hackett Group - Adelphi 3

Networking Break 15:25 – 15:45

Awards and Prizes AP Awards, Prize Giving, Champagne reception

Event ends 17:00



Say hello to our sponsors



KEYNOTE SPEAKER

JOE SIMPSON
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Tea & Coffee Break – 11:00 – 11:30



BREAKOUT SESSION 

TRACK 1 

11:35 – 12:15



PURCHASING
INSIGHT
Define your P2P Roadmap for Success
Navigating a clear path through the ever-changing P2P landscape is both an adventure and a challenge. 
Frequently organisations plunge headlong into a P2P transformation project, without a clear enough vision 
or definition of success. 

This session will offer case study examples of how different organisations embarked on a journey away from 
some of the more manual and opaque transactions of the past, with a view to realising cost savings, 
visibility and a cohesive P2P department. Pete will take you through their successes and will flag up some 
important lessons learnt along the way.
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Some organisations have 
no choice. NHS has been 
instructed to implement 

catalogues, barcoding and 
PEPPOL compliant e-

invoicing. Many countries 
are imposing e-invoicing 

on all businesses

IT IS 

MANDATORY

Headcount reduction in 
AP; better compliance to 
contracts and preferred 
suppliers; elimination of 

fraud risk. All contribute to 
a cost saving business 

case.

SAVE MONEY

It can seem like technology 
for technology’s sake but 

in a world where we 
increasingly use 

technology in our personal 
lives, archaic paper 

processes seem 
increasingly incongruous

BE PART OF 

THE DIGITAL 

ECONOMY

1

CONTROL 

SPEND

E-procurement and 
catalogues are amongst 

the most effective ways of 
controlling what people in 
the organisation spend and 
with whom and reporting 
tools allow Procurement 
Directors to make better 

decisions. 

MITIGATE 

RISK

P2P facilitates controls and 
visibility that can reduce 

the risk of a wide range of 
fraudulent behavior 

mitigating both internal 
and external risks

WHY IMPLEMENT P2P?



Articulate how the 
organisation will look like 

in the future. How will it be 
defined or described. For 

example, “World class 
inbound supply chain”, 

“frictionless P2P 
transactions”, “High levels 

of compliance” 

DEFINE THE 

VISION

1

P2P 

ROADMAP



• Take a strategic view of 
operations

• Finance meet 
Procurement, 
Procurement meet 
Finance

• Nurture people and 
have fun

APPROACH

• AP automation (partial 
success)

• Proactively manage 
problem suppliers

SUCCESSES LESSONS

• Finance and 
Procurement see P2P 
entirely differently

• Scan and capture is not 
the best way to 
approach AP 
automation

• Let the fires burn

GLOBAL 

TELCO
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Articulate how the 
organisation will look like 

in the future. How will it be 
defined or described. For 

example, “World class 
inbound supply chain”, 

“frictionless P2P 
transactions”, “High levels 

of compliance” 

DEFINE THE 

VISION

Translate the vision into 
specific, practical 

deliverables. For example 
“An AP automation 

programme using XML e-
invoicing”, “e-procurement 

and catalogues” 
Quanitify aspirations. For 
example “75% of invoices 

will be electronic”, “85% of 
invoices will have a P.O.”

THE VISION 

IN PRACTICE

1

P2P ROADMAP



• Implement a 
Purchasing Card 
program and basic P2P

APPROACH

• Successful Purchasing 
Card program and basic 
P2P was implemented 
for a wide range of 
spend

SUCCESSES LESSONS

• Purchasing cards are 
only good in some 
specific areas of spend

AEROSPACE & 

DEFENCE BUSINESS
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Articulate how the 
organisation will look like 

in the future. How will it be 
defined or described. For 

example, “World class 
inbound supply chain”, 

“frictionless P2P 
transactions”, “High levels 

of compliance” 

DEFINE THE 

VISION

Translate the vision into 
specific, practical 

deliverables. For example 
“AN AP automation 

programme using XML e-
invoicing”, “e-procurement 

and catalogues” 
Quanitify aspirations. For 
example “75% of invoices 

will be electronic”, “85% of 
invoices will have a P.O.”

THE VISION 

IN PRACTICE

KPIs are important to 
understand whether 

measures put in place are 
successful.

Establish them at the 
outset, before 

improvements are made

ESTABLISH 

KPIs

1

P2P ROADMAP



• Define best practice 
and communicate it in a 
simple way

• Don’t be too ambitious 
– just implement the 
basics

APPROACH

• No one is above the 
process

• Even a paper PO 
process can be good 
P2P

SUCCESSES LESSONS

• Implement sustainable 
solutions – they will 
revert as soon as your 
back is turned

• Resolution team

AEROSPACE & 

DEFENCE BUSINESS
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Articulate how the 
organisation will look like 

in the future. How will it be 
defined or described. For 

example, “World class 
inbound supply chain”, 

“frictionless P2P 
transactions”, “High levels 

of compliance” 

DEFINE THE 

VISION

Translate the vision into 
specific, practical 

deliverables. For example 
“AN AP automation 

programme using XML e-
invoicing”, “e-procurement 

and catalogues” 
Quanitify aspirations. For 
example “75% of invoices 

will be electronic”, “85% of 
invoices will have a P.O.”

THE VISION 

IN PRACTICE

KPIs are important to 
understand whether 

measures put in place are 
successful.

Establish them at the 
outset, before 

improvements are made

ESTABLISH 

KPIs

1

PUT THE 

TECHNOLOGY 

IN PLACE

Get the technology in 
place and ensure it is 

robust before a roll out. 
It’s not a great idea to 

allow users to see WIP. 
Delays in development and 
integration can gives users 

project fatigue

P2P ROADMAP



• Deploy e-procurement 
solution across a 
University

• Aim for 100% 
compliance – no 
exceptions

• Phased rollout

• Consultative approach 
to unusual categories

APPROACH

• Achieved 100% 
compliance – no 
exceptions

• Won over the most 
resistant stakeholders

SUCCESSES LESSONS

• To effect change –
organisations have to 
actually change 

DISTANCE LEARNING 

UNIVERSITY
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Articulate how the 
organisation will look like 

in the future. How will it be 
defined or described. For 

example, “World class 
inbound supply chain”, 

“frictionless P2P 
transactions”, “High levels 

of compliance” 

DEFINE THE 

VISION

Translate the vision into 
specific, practical 

deliverables. For example 
“AN AP automation 

programme using XML e-
invoicing”, “e-procurement 

and catalogues” 
Quanitify aspirations. For 
example “75% of invoices 

will be electronic”, “85% of 
invoices will have a P.O.”

THE VISION 

IN PRACTICE

KPIs are important to 
understand whether 

measures put in place are 
successful.

Establish them at the 
outset, before 

improvements are made

ESTABLISH 

KPIs

1

PUT THE 

TECHNOLOGY 

IN PLACE

Get the technology in 
place and ensure it is 

robust before a roll out. 
It’s not a great idea to 

allow users to see WIP. 
Delays in development and 
integration can gives users 

project fatigue

ROLLOUT

Communicate
Listen
Adapt

Go Live

P2P ROADMAP



• The NHS deals with 
over 1 million patients 
every 3 hours

• 1.5 million employees –
within largest 5 
organisations 
worldwide by employee 
numbers

• 150,000 doctors; 
40,000 GPs; 300,000 
nurses; 19,000 
ambulance staff

ABOUT THE 

NHS

• P2P is mandated and as 
a result have amongst 
the most mature P2P in 
the UK

• Execution is very 
variable from the 
almost non-existent to 
world class best 
practice

• The best of the best in 
NHS is amongst the 
best in the world

P2P IN THE 

NHS

WORLD 

CLASS BEST 

PRACTICE

• Operational 
Procurement involved in 
contract negotiations

• AP is part of 
Procurement

• Strategic sourcing, 
catalogue management, 
stock replenishment and 
AP all co-located

• Data at managers finger 
tips

• 99% PO spend

• Effective No PO No Pay

NHS



BIG BANG 

DEPLOYMENT
NO PO NO 

PAY

SEEING P2P AS 

TECHNOLOGY

DESIGNING 

P2P FROM 

FINANCE

DESIGNING P2P 

FROM 

PROCUREMENT

CLASSIC P2P 

ERRORS



BREAKOUT SESSION 

TRACK 1 

12:20 – 13:00



Is a GPO an unnecessary Management 

Layer or an effective Bottom Line 

Contributor…?



3. Story Board – GPO Value ‘extraction’

e

2.E

3.Empower

4.Equip

5.Explain1.Elect

8.Entertain 6.Extract

7.Evaluate



Lunch Break – meet the sponsors



BREAKOUT SESSION 

TRACK 1 



Proservartner
Evolution Of Shared Services and 

Outsourcing P2P Operating Models 

Research

http://www.3dz.com/en/kunden/verlage.html
http://www.3dz.com/en/kunden/verlage.html
http://www.3dz.com/en/kunden/verlage.html
http://www.3dz.com/en/kunden/verlage.html


Types of P2P Operating Models

72

External Control

Internal  Control Captive 
Fragmented

Captive 
Centralised

Captive 
Shared 

Services
Hybrid

Integrated 
External

One location model 
with country and 

division based 
structures, rather than 

process based

Integrated ways of 
working across  

locations and functions

Blend in house 
knowledge and external 

capability.
Tactical outsourcing of 

selected processes

Leveraging a largely 
outsourced model for 
each functional area

• Change
• Loss of knowledge
• Suboptimal 

culture & benefit
• Like a back office
• Cost

• Change
• Loss of knowledge
• Service stability
• No use of very low 

cost models

• Significant change
• Loss of knowledge
• Service stability
• Management 

burden

• Immense change
• Loss of knowledge
• Service stability
• Management 

burden
• 3rd party reliance

Description

Risks

Current state -
corporate functions are 

largely fragmented 
across sales entity and 

performed in house

• Sustainability
• Agility
• Process skills
• Like a back office
• High cost



73

P2P Centralisation Is Not P2P Shared Services
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P2P Centralisation Is Not P2P Shared Services
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Captive 
Shared 

Services

Integrated ways of 
working across  
locations and 
functions

Option 1

Hub and Spoke

One location acts as a hub 
with high number of 
processes and activities
Others act as spokes for 
language and legal reasons

Benefits
• Economies of scale
• Focus service on talent 

accessibility
• One location owns services 

to the client
• Consistency

Drawbacks
• Customer service may face 

timezone difficulties
• Complex management of 

scope locations

Description

Benefits
and Drawbacks

Option 2

Geographic Proximity

Each region has a specific 
nearshore location which 
services its needs with 
proximity from a location 
perspective

Benefits
• Proximity
• Cultural fit
• Legal compliance

Drawbacks
• Complex process 

standardisation across 
locations

• Does not leverage full 
synergies of shared 
services model

Option 3

Functional Structures

Each function has a different 
location based upon the 
“best” location for accessing 
talent, delivering cost 
reduction and providing high 
levels of service

Benefits
• Each function has the best 

location for their 
associated service

• Process Standardisation

Drawbacks
• Does not leverage full 

synergies of shared 
services model

• Move away from cross 
functional ways of working, 
and value creation

P2P Captive Models Options

Benefits
• Economies of scale
• Focus service on 

talent accessibility
• One location owns 

services to the client
• Consistency

Drawbacks
• Customer service 

may face time zone 
difficulties



P2P Hybrid Models Options
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Description

Benefits
and Drawbacks

Option 2

Geographic Hybrid

Develop a captive shared 
service centre for one 
location, and an 
outsourced model for 
another location

Benefits
• Proximity
• Enables comparison of 

different operating 
models

Drawbacks
• May limit flexibility 

through outsourcing
• Complex process 

standardisation
• Inconsistent customer 

governance

Option 3

Functional Hybrid

Develop a captive for certain 
functional processes and 
outsource other functional 
processes

Benefits
• Certain functions may be 

more mature and ready for 
outsourcing

• Fit for purpose solution for 
each function

Drawbacks
• Does not leverage full 

synergies and moves away 
from cross functional ways

• Complex outsourcing 
governance

Centralised
Hybrid

Blend in house 
knowledge and external 
capability.
Tactical outsourcing of 
selected processes

Option 4

Business Division Hybrid

Develop a captive for certain 
business divisions and 
outsource model for other 
business divisions

Benefits
• Enables comparison of 

different operating models
• Fit for purpose solution for 

each business division
• Consistent individual 

customer governance

Drawbacks
• Does not leverage full 

synergies
• Complex governance and 

process standardisation

Option 1

Production Line 
Hybrid

Business divisions 
transfers activities to the 
captive shared service 
centre which in turn 
transfers activities to the 
BPO provider

Benefits
• Gain synergies from 

outsourcing activities 
when mature

• Customer governance 
model through captive 
shared services

Drawbacks
• Does not leverage full 

capability of 
outsourcing provider



Integrated
External

P2P Outsourcing Model Options

77

Option 2

Joint Venture

New entity is formulated 
which is part owned by 
outsourcing provider and 
part owned by buyer

Benefits
• Build revenue generating 

capability that can be 
offered within the 
company and to other 
companies

• Leverage sales capability 
of outsourcer

Drawbacks
• Contractual obligations
• Commitment to partner

Description

Benefits
and Drawbacks

Option 3

Build Operated and 
Transfer

Outsourcer builds and 
operates the capability 
before handing it back to 
the buyer for operational 
running for the long term

Benefits
• Reduced risk and 

improved agility 
compared to full 
outsourcing

• Leverage external 
capability for finite 
period

Drawbacks
• Initial contract length 

could limit flexibility
• Transfer may be difficult 

to implement and high 
cost

Option 4

BPO Staffing

Outsourcer owns the 
recruitment and on-
boarding of people as part 
of a staffing model, with 
the buyer owning the 
facility, processes and risks

Benefits
• Reduces the risk around 

finding the right people 
with the right skillet

• Initiates partnership with 
outsourcer

Drawbacks
• Can be expensive 

recruitment solution
• Lack of control of people 

may impact flexibility

Option 5

BPO Facility

Outsourcer owns the 
facility where the services 
will be provided, with the 
buyer providing the 
people, owning processes 
and the risks

Benefits
• Leverage a proven 

location where the 
outsourcer already exists

• Lower cost facility

Drawbacks
• Solicitation of best 

people
• Difficulties in 

establishing a clear and 
visible brand in the 
location

Leveraging a largely 
outsourced model for 
each functional area

Option 1

Pure Play Outsourcing

Outsourcing large portions 
of processes to third 
parties

Benefits
• Leverage external skilled 

capability
• Generate short term cost 

reduction
• Can set up capability 

quickly

Drawbacks
• Contractual obligations
• Commitment to partner
• Can negatively impact

agility



Types of Operating Models
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For companies that have transformed their support service operations, we found

that 46% remained with captive operations, 38% had outsourced and 16% had a 

hybrid model.

Captive
46%

Hybrid
16%

Outsourcing
38%

OPERATING MODEL SPLIT Proservartner commentary
• 10 years ago the market

estimated that by today most
organisations would outsource 
their operations

• However, captive models are
more prevalent as organisations
consider the cultural change
aspects and agility or primary
importance

*From a survey of 93 organisations performed by Proservartner



Top Summary Benefits

79

• Customer focus (74%)

• Knowledge of the business (68%)

• Talent development (62%)
Captive

• Flexibility (92%)

• Third party expertise where needed (74%)

• Process standardisation (52%)
Hybrid

• Cost reduction (89%)

• Third party expertise (68%)

• Improved governance (54%)
Outsourcing



Focus Areas

80

Whilst the market talk is on robotics, the reality is that most organisations are still 

focusing on processes and getting the basics working effectively





BREAKOUT SESSION 

TRACK 1 

14:45 – 15:25



Nic Walden

Director, The Hackett Group

BENCHMARKING AND TRENDS IN 
PURCHASE TO PAY



 Agility: Enabling The Digital Supply Chain

 Process Automation and Digitalisation

 User Experience And Stakeholder Centricity

 Balancing Risk and Control with Efficiency

 Future Trends

Agenda
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Agility: What does it mean to enable the digital value chain? 

…requires change on 

the inside

Responsive

Customer-

centric

Value 

Chain

Proactive

Decision-

making

Change on the 

outside…

Extreme 
Volatility

Disruptive 
Innovation

Hyper-
Competiton
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Opportunity: Agile P2P to enable an agile organisation…

ADAPTIVE 

ORGANIZATION

Be flexible and 

adaptable to the 

rapidly changing 

environment around 

us

INFORMATION 

NAVIGATORS

Make information, 

knowledge and 

intelligence centric to all 

that we do…and 

become information 

navigators Proactive

Decision-

making

AGILE SERVICE 

EXECUTION

Execute in a more responsive, 

customer centric and agile 

way

Responsive

Customer-

centric

Value 

Chain

Proactive

Decision-

making
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Hackett’s top performer efficiency and effectiveness analysis

HACKETT PURCHASE TO PAY VALUE GRID™

EXAMPLE EFFECTIVENESS DRIVERS

 First Pass Match Rate

 On Time Payment Rate

 Level of Spend Visibility

 Streamlined Transaction Strategy

 Level of Centralization

 Training Investment

 Compliance to Preferred Suppliers

 Guided Buying Effectiveness

 Supply Base Consolidation

EXAMPLE EFFICIENCY DRIVERS

 Cost per Transaction

 Transactions  per FTE

 Span of Control

 Order Cycle Time

 Invoice Processing Cycle 

Time

 Percent of Electronic 

Transactions

 Level of Automation
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While purchasing costs continue to go down, AP costs for top performers 
have flattened as the focus has moved to effectiveness and value delivery

Source:  2015 Hackett P2P Performance Study & 

Procurement Benchmark 

$0.00

$1.00

$2.00

$3.00

$4.00

$5.00

$6.00

$7.00

2011 2013 2015

Process Cost per Order

Process Cost per Invoice

Process Costs for Top Performers
(Labour + Outsourcing)USD$
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An exciting time to be working with purchase-to-pay

User Experience And Stakeholder 

Centricity

Process Automation and 

Digitalisation

Balancing Risk and Control with 

Efficiency

http://www.google.com/url?sa=i&rct=j&q=automation+icon&source=images&cd=&cad=rja&docid=aSA-WlfEDj8PgM&tbnid=oSjiOErAcZV5RM:&ved=0CAUQjRw&url=http://www.strategic-si.com/services-2/subpage-item-2/&ei=-UYmUYuMA4mJlQXz0YHQBg&bvm=bv.42661473,d.bmk&psig=AFQjCNGUA3L1x7yZN_DCOW5xZg2jam_pvg&ust=1361549422145209
http://www.google.com/url?sa=i&rct=j&q=automation+icon&source=images&cd=&cad=rja&docid=aSA-WlfEDj8PgM&tbnid=oSjiOErAcZV5RM:&ved=0CAUQjRw&url=http://www.strategic-si.com/services-2/subpage-item-2/&ei=-UYmUYuMA4mJlQXz0YHQBg&bvm=bv.42661473,d.bmk&psig=AFQjCNGUA3L1x7yZN_DCOW5xZg2jam_pvg&ust=1361549422145209
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Process Automation and Digitalisation

P2P Best Practice Tactics

Enterprise Business Agility Enablers

 Invoice automation

 Self-service

 Imaging and workflow

 Electronic payment

Defining payment strategy

Optimising investments and processes

 E-procurement / tail spend management
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Top performers leverage electronic transactions far more than other 
organisations

Peer Top Performer

Source:  2015 Hackett P2P Performance Study

19%

70%

42%

68%

Invoice Receipt
Self Service 

Inquiries

Automated 

Purchase Orders

27%

56%
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Invoice automation success factors  

21 3
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Supplier Portals

Supplier Networks Supplier networks and imaging

High-volume direct 

suppliers

High to medium-volume 

suppliers

Low-volume and 

occasional suppliers

Multiple connectivity 

options make solutions 

more accessible to

small and medium-sized 

businesses

Adequate capacity to 

deliver the change

Develop a culture of 

governance and 

compliance
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Three areas offers the great potential improvement for payment on time

Source:  2015 Hackett Payment Practices Poll
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Internal Stakeholder Centricity

P2P Best Practice TacticsCustomer Experience Management

Guiding and supporting requisitioners

 Streamlining policies

Click through rates

 Enabling self service

Demand management

Net promoter scores

Identify

Customers

Improving the 

Customer 

Experience

Measure

Success

Analyze 

Results

Take 

Action
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Top performers guide requisitioners to preferred sources of supply and 
monitor channel compliance

Indirect Line Items Ordered 

through an E-catalog

20
%

43%

Peer Top Performer

Indirect 

Requisitions 

Supported by 

Catalog Content vs 

Free Text

Source:  2015 Hackett P2P Performance Study

54% 38%

Purchasing teams 

that are effective at 

driving 

requisitioners to 

preferred buy/pay 

channels with the 

right supplier/right 

price/right buy 

method

Top 

Performer

61%

Organisations managing 

P2P compliance by 

monitoring the use of 

proper buying channelsPeer

Top 

Performer 83% 

44%

Peer

85% 
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Balancing Risk and Control with Efficiency

P2P Best Practice TacticsTop-10 Supply Risks Cited by 

Procurement

 Establishing S2P channel strategies 

 Monitoring supplier contract compliance

 Customizing supplier onboarding

 Streamlining information gathering

 Identifying fraud

# Risk Event (ranked by highest exposure)

1 Fiscal crises in key economies

2 Unexpected regulatory changes

3 Large-scale cyber-attacks

4 Environmental disasters

5 Supplier competitive events

6 Purchase price escalation effects

7 Price and supply volatility

8 Unfavorable currency movements 

9 Loss/theft of sensitive/private data 

10 Data loss/theft

Source: 2014 Hackett Supply Risk Management Study
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Top performers use A blended channel strategy based on commodity risk, 
balancing spend control with efficiency

Top Performers process 35% of transactions through Optimal Channels

Source:  2015 Hackett P2P Performance Study

Optimal Efficiency

Optimal Efficiency

Optimal Efficiency

Optimal Control

Optimal Control

Optimal Efficiency

Optimal Control

Optimal Control

Minimize

Travel, Pcard, Debit/Pay Cards

Evaluated Receipt Settlement 

(ERS) 2-Way Match

Recurring Payment 

2-Way Match

Invoice Only

Assumed Receipt 

2-Way Match

3-Way Match

Contract/

PO

Contract/

PO

Contract/

PO

Contract/

PO
Invoice

Invoice

Invoice

Receipt

Receipt

Invoice

Credit

Card

Top Performers control 74% of spend on a Purchase Order / Contract
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The supplier onboarding process should leverage a custom checklist of 
controls and validation points

Source:  2015 Hackett P2P Performance Study

Traditional 

Vendor Master File

Focused primarily on ERP 

fields needed to place POs, 

pay invoices, and analyze 

spend

Supplier Lifecycle Management

Customized data gathering based on 

category and supplier profiling

Organizing and managing all key supplier 

information more efficiently and 

effectively 

Tying information into knowledge, 

intelligence, and analytics

Supplier Lifecycle Management (SIM) solutions are helping to integrate onboarding 

validation with broader risk and supplier management goals
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Trend: Digitalisation of Information

P2P Best Practice TacticsBig Data for Enterprise 

Performance Management

 Driving visibility with analytics

 Predicting spending patterns

 Anticipating requisitioner needs

 Having dynamic scorecards

 Rationalizing supplier data

 Identifying internal policy non-compliance

Value Drivers

• Uncover 

customer 

behavior patterns

• Understand and 

model risk

• Understand and 

model business 

scenarios

• Precise & real-

time operational 

knowledge
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Trend: Robotic Process Automation

From manual process… …to robotic process automation

The emerging trend of robotic automation, or robotic process automation is 

the surrounded by much hype and should be looked at with caution. 

 ERP 

transactions

 Transfer/ update/ 

merge re-key 

data into/ from 

secondary 

application

 E-mail

 Exception 

handling

 ERP transactions

 Transfer/ update/ 

merge re-key 

data into/ from 

secondary 

application

 E-mail

 Exception 

handling
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Agile P2P organizations are piloting robotic process automation (RPA) 
especially in shared service centers

When does RPA make sense? 

– Stable, relatively static applications

– Need to access multiple systems

– Limited need for human intervention, exceptions 

handling

– Clear understanding of the current cost of manually 

completing the work

– High transaction volumes 
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Trend: Procurement Led Purchase-to-Pay

P2P Practices and TrendsP2P Value Objectives

 End to end process standardization

 Alignment to business goals – Working 

Capital? early payment discounts?

 Effectiveness drives more value for the 

business
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Afternoon tea – back here for awards!



AWARDS AND PRIZE GIVING



Innovation in Supporting the Business
Runner-up



Innovation in Supporting the Business
Winners!



Best Financial Fraud Initiative
Runners-up



Best Financial Fraud Initiative
Winners!



Outstanding Contribution to AP of the Year
Runners-up – Russell Ward



Outstanding Contribution to AP of the Year
The winner! Liz Love



Young AP Ambassador of the Year
Runner-up – James Wright



Young AP Ambassador of the Year
Winner! Karina Ivanika



AP Manager of The Year
Runner-up – Gail Davies



AP Manager of The Year
Winner – Andrew Newman



AP Team of the Year
Runner-up



AP Team of the Year
Winners!



Prize Draw 



THANK YOU, SEE YOU NEXT YEAR

TUES, 6TH JUNE 2017






