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About our respondents

In the years of development of finance shared 
services, there are some well established best 
practices. They include the three pillars we 
discuss in this report:

• Alignment between finance and 
procurement

• Using e�ective automation technology 

• Having dedicated, end-to-end process 
owners

Most organizations will recognize these as best 
practices or perhaps aspirations, but can you 
measure their impact? 

sharedserviceslink and Kofax conducted a 
survey of over 100 finance shared services 
professionals to measures the impact of these 
factors and the correlation of these best 
practices on performance. Respondents were 
from large companies. 86% have more than $1bn 
annual revenue. 

Read on for our findings.

Alignment is an issue for most respondents. 

• Only 35% are aligned or very aligned.
• 50% say they are only somewhat aligned.
• 15% are not very well aligned.

Alignment between 
finance and procurement

How aligned would you say finance 
and procurement are?
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25%

50%

2%

10%
13%

Aligned - 
we share 
most goals 
and most 
KPIs

Not aligned - there is no 
collaboration between 
finance and procurement

Somewhat aligned - 
we collaborate on 
certain projects

Rarely aligned - 
we work separately, 
but collaborate 
when needed

Very aligned -
we share same 
organization, goals, 
KPIs and leadership

50% say their levels of automation are poor 
or just fair! 

Only 30% would rate automation as good or 
excellent.

Using e�ective 
automation technology 

How would you rate your levels of 
automation in Procure-to-Pay?

20%

42%

3%

27%

8%

Good, we 
are highly 
automated, 
but still 
looking to 
improve

Mixed, parts of 
the business 
are highly 
automated, 
others are still 
very manual

Poor, we are still 
highly manual and 
paper-based

Fair, we are 
fairly automated, 
but some 
processes are 
manual and 
there are lots of 
ways to improve

Excellent, I think we are 
as automated as possible

75% have process owners now, and 11% will 
have them soon. Only about a third, 34% 
have end-to-end process owners.

There is a strong correlation between those that 
say finance and procurement are aligned and 
those that have end-to-end process owners.
*89% of companies who say finance and 
procurement are aligned have process owners.

For all respondents, manual invoice processing, 
high rates of invoice exceptions and PO 
problems are the top pain points. 

Now focusing on pain points and how aligned 
organizations are:

What pain points do all respondents currently 
face in P2P?

Organizations with poor alignment su�er more 
pain points in every category than those with 
good alignment.

The areas where alignment makes the biggest 
di�erence are:  

• Visibility into spend
• Visibility into working capital
• Length of financial close process

With the combination of good alignment and 
process owners, the situation improves 
dramatically.

Here is a snapshot of where alignment 
coupled with process ownership makes the 
biggest di�erence.

There is a also correlation between levels of 
automation and alignment. Companies that have 
aligned P2P have much better rates of 
automation.

No company in which finance and procurement 
were said to be truly aligned still had a 
paper-based manual process.

High rates of automation make a huge 
di�erence to invoice processing, ability to 
capture early payment discounts and visibility 
into working capital. 

The free-text responses to this question fell into 
these main categories:

Having the right technology was the number 1 
wish for improving P2P. Improved automation 
was rated third.

For those companies that have 
implemented technology, savings have 
been in the double digits.

Having dedicated, 
end-to-end process 
owners

Do you have process owners?

Alignment and process ownership 

41%

11% 34%

14%

Yes, we have 
end-to-end 
process owners

We are 
looking to 
implement 
process 
owners soon

Yes, we have process 
owners for the distinct 
processes (for procurement 
or AP, but not P2P)

We do 
not have 
process 
owners

High levels of manual 
invoice processing

Purchase order problems 
(No PO, Wrong PO)

High rates of 
invoice exceptions

Poor visibility 
into spend

Vendor master 
data is out of date

Maverick spending, 
o� contract spend

Inability to capture early 
payment discounts

Poor visibility into 
working capital

Late 
payments

Inability to make 
three way matches

Long financial 
close process

Duplicate 
payments

Poor visibility 
into spend

Purchase order problems 
(No PO, Wrong PO)

High levels of manual 
invoice processing

High rates of 
invoice exceptions

Poor visibility into 
working capital

Maverick spending, o� 
contract spend

Vendor master data is 
out of date

Inability to capture early 
payment discounts

Long financial 
close process

Late 
payments

Inability to make 
three way matches

Duplicate 
payments

Poor visibility 
into spend

Poor visibility into 
working capital

Long financial 
close process

We are 
looking to 
implement 
process 
owners 
soon

Yes, we have 
process owners 
for the distinct 
processes (for 
procurement or 
AP, but not P2P)

Yes, we have 
end-to-end 
process 
owners

Not aligned

Somewhat aligned

Aligned

We do not have 
process owners

Both alignment and automation are a significant 
issue for many respondents. Looking into the 
data of the high performers there are some 
correlations between alignment, ownership, 
automation and performance.  But what drives 
the high performers? 

Here are our findings:

What is the relationship 
between alignment and 
common P2P pain points?

What pain points do you 
currently face?

What is the relationship 
between P2P automation 
and alignment of finance 
and procurement?

Pain points and alignment

Pain points, alignment and 
process ownership

40% 20% 33% 7%

14% 12% 50% 24%

2% 9% 29% 60%

How would you rate your levels of 
automation in Procure-to-Pay?

Poor, we 
are still 
highly 
manual 
and 
paper- 
based

Fair, we 
are fairly 
automated, 
but some 
processes 
are manual 
and there 
are lots of 
ways to 
improve

Mixed, 
parts of the 
business 
are highly 
automated, 
others are 
still very 
manual

Good, we 
are highly 
automated, 
but still 
looking to 
improve

Not aligned

Somewhat aligned

Aligned

33% 27% 20% 20%

44% 24% 24%

46%

6% 2%

14% 34% 6%

Excellent, 
I think we 
are as 
automated 
as possible

51%

51%

49%

40%

35%

33%

30%

23%

23%

20%

17%

9%

Having the right 
technology

Process 
improvement

Improved 
automation

Improved alignment 
between finance 
and procurement

More resource, 
more FTEs

Improved data and 
governance 

Training 

Process 
standardisation and 

enforcement 
(ownership)

73%

17%

67%

46%

53%

40%

53%

43%

47%

11%

40%

34%

40%

26%

40%

31%

33%

11%

27%

14%

27%

14%

13%

9%

Not aligned Aligned

Levels of automation and pain points

If you could do one thing to improve 
your Procure-to-Pay processes, what 
would it be?

If you have implemented a process 
improvement technology or enabling 
technology, what savings have you 
achieved, as a % of the original cost 
of running these functions?

Low levels of automation High levels of automation

Not aligned Aligned Aligned with process owners

73%

14%

47%

11%

5%

33%

11%

0%

17%

High levels of manual 
invoice processing

Purchase order 
problems (No 

Po, Wrong PO)

High rates of 
invoice exceptions

Poor visibility 
into spend

Inability to capture early 
payment discounts

Vendor master data 
is out of date

Maverick spending, 
o� contract spend

Poor visibility into 
working capital

Inability to make 
three way matches

Late 
payments

Long financial 
close process

Duplicate 
payments

74%

12%

68%

41%

63%

23%

55%

24%

47%

8%

43%

18%

42%

23%

37%

8%

31%

14%

31%

13%

27%

4%

16%

8%

27%

20%

17%

15%

6%

6%

5%

5%

Accounts 
Payable

Procurement Procure- 
to-Pay

Record 
to Report

Accounts 
Receivable

32% 32% 28% 27% 21%

Summary

Own your processes

Process Owners drive alignment. 89% of 
companies who say finance and procurement 
are aligned have process owners.

Organizations with poor alignment su�er 
more pain points, particularly in visibility into 
spend, visibility into working capital and the 
length of financial close process.

Alignment is also correlated to automation. 
No company in which finance and 
procurement were said to be truly aligned still 
had a paper-based manual process. High 
rates of automation make a huge di�erence 
to invoice processing, ability to capture early 
payment discounts and visibility into working 
capital. 

Automating technology is driving savings in 
the double digits. Having the right 
technology was the No 1 way to drive 
improvements for 27% of respondents.

Based upon our findings, here are three ways to 
deliver measurable improvements in your P2P 
department today.

Implement end-to-end process owners – if not in 
name, then in practice – to drive improvements 
throughout the finance processes. Process 
ownership has a significant impact on your 
ability to e�ectively align finance and 
procurement as well as reduce the commonly 
felt pain points in finance.

Look at the P2P 
process as a whole
Examine if you are using your technology most 
e�ectively across finance and procurement. Are 
you using di�erent tools? Are they best-of-breed 
for both finance and procurement? Automation 
can still drive savings in the double digits, when 
implemented e�ectively. 

Build a business case that 
looks at the whole picture
It’s not just savings from e�ciency that can build 
the business case for investing in finance 
automation technology. This data shows that not 
only does better automation and alignment 
improve e�ciency, it helps improve visibility into 
spend and working capital, and can help improve 
the financial close process. Ensure your business 
case goes beyond FTE reduction savings.

What is the relationship 
between process 
ownership and alignment?
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