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"WE WILL DIG DEEPER AND CONSIDER THE ADDITIONAL ECONOMIC AND 
POLITICAL UNCERTAINTY"
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Our previous reports in this series considered the initial impact 
on the procurement and spend technology job markets of the UK’s 
decision to leave the EU.

In this report we will dig deeper and consider the additional 
economic and political uncertainty that has developed since the 
recent American Presidential election, along with some analysis of 
the impact of Brexit seven months after the vote.

In particular, we will examine both the short term impact on 
salaries (section 6) and bonuses and the longer term impact on the 
demand for specific procurement and spend management skills. 

INTRODUCTION

READ MORE ABOUT 
THE INITIAL IMPACT 
ON THE PROCURE-
MENT AND SPEND 
TECHNOLOGY JOB 
MARKETS OF THE 
UK’S DECISION TO 
LEAVE THE EU...



The last two years have seen us consistently report positive 
growth in this sector, which has fuelled the demand for the core 
skills required by most companies in this area. Specifically they 
have been transformational consulting and implementation, 
customer success, account management and new business 
development.

Indeed since our last report Coupa has enjoyed a successful IPO 
which was followed up by their acquisition of Spend 360 and 
they continue to be a growing force in the market.

Ariba’s growth under the ownership of SAP continues apace and 
2017 will see  the introduction of impressive new functionality 
including moving deeper into the supply chain from their 
traditional base in indirect spend.  They have made several 
senior promotions in Europe and a number of additional senior 
appointments geared towards driving further growth across 
the region.

Other major players have advised us of pleasing results and 
several experienced business development people have been 
reluctant to consider moving roles due to the strength of their 
sales pipeline and the resulting bonus payments.

However, it’s not an entirely positive picture.  There were 
redundancies at a couple of mid- tier players late in 2016 where 
sales were disappointing, and others where hiring is effectively 
on hold pending an increase in projects.  We also know of two 
US owned spend management businesses that are thoroughly 
reviewing their European growth strategy before investing 
further in local talent.

We have also been advised that several businesses in the sector 
are up for sale, in some cases they have been for some time.

Despite the mixed picture in the market, it is still a competitive 
sector for best talent with high performers in core areas still 
generating significant interest from direct competitors when 
they consider a career move. 

So in summary the picture is more mixed than it has been for 
some time, but the key players continue to thrive and grow.  
Opinions vary as to why, but having discussed this with many 
people in the sector, we believe it comes down to the quality of 
the technology and the health of their target markets.

What is very interesting is the recent research we have 
conducted into salaries in the sector and specifically the impact 
of the recent economic uncertainty.  We’ve asked numerous 
business leaders to tell us about how this has affected pay 
reviews, bonus potential and whether they have changed the 
differential between fixed and variable pay.

SPEND MANAGEMENT

"THE PICTURE IS MORE MIXED THAN IT HAS BEEN FOR SOME TIME, BUT 
THE KEY PLAYERS CONTINUE TO THRIVE AND GROW."
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“WHAT IS VERY INTERESTING IS 
THE RECENT RESEARCH WE HAVE 

CONDUCTED INTO SALARIES IN THE 
SECTOR AND SPECIFICALLY THE 

IMPACT OF THE RECENT ECONOMIC 
UNCERTAINTY.”
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TALENT
WANTED

PROCUREMENT CONSULTING 
The consultancy market continues to be a mixed picture var-
ying according to market focus. Currently firms with a mixed 
technology and consulting offer seem to be the most con-
fident in their outlook. Some of the smaller players and 
new entrants are growing robustly and are looking to in-
crease headcount. Overall though their impact on the broad-
er market in terms of numbers is to some extent limited 

Roles in the smaller consultancies or niche specialists tend to 
require a very entrepreneurial mindset and to be very hands 
on. Although many candidates claim to have this approach we 
find in reality that many prefer to 'play it safe' and won’t take 
the risk of moving to a lesser known business. To move away 
from the career structures and the security of a well estab-
lished business is a risk even for those tired of the politics or 
structures they perceive at their current business.

More established players, particularly the multi-disciplinary 
ones, appear to have had a mixed few quarters. Many seem to 
be waiting to see how things evolve and are focused on main-
taining existing clients and upselling where possible. Much new 
business is on specific projects with defined short term objec-
tives. Procurement outsourcing is not seen unless as part of a 
bigger BPO or consulting brief such as back office outsourcing 
/ near sourcing.

Recruitment seemed to be unaffected by the Brexit vote after 
some initial uncertainty and the new year saw a number of new 
roles and projects. However the recent vote by MP's ‘confirming’ 
Brexit has triggered uncertainty and many CPO’s are looking 
more closely at supplier and headcount risk and questioning 
any high cost projects or investment at this time. Consultancy 
firms, therefore, face a challenge both in terms of the products 
they sell and how they resource projects going forward. 

Sales and business development skills remain at a premium in 
this market. Few in consultancies are natural sales leaders as 
many are much more comfortable focusing on delivery or devel-
oping new solutions for existing clients. 

We find our clients have tried a number of solutions but rarely 
do we come across an available senior individual who can both 
sell and understand procurement and supply chain delivery 
completely. Add to this the need to understand outsourcing or 
solutions development then it is a tall order that only a few can 
meet unless a client has a realistic expectation of the salary 
bonus and incentive schemes required for such individuals.

We see much evidence that procurement outsourcing seems to 
have declined. CPO's speak of disappointing results, high levels 
of risk and a desire to retain IP as some of the key reasons for 
their decline in appetite for this solution. Equally, many pro-
curement functions are now more mature so they feel there is 
less need to look outside or can be found quickly in the expand-
ed interim market. ‘Why pay for a £1500-£2000 per day consult-
ant when a very good interim can be sourced at £600-£800 per 
day who can bring a high level of specialisation but with much 
lower risk and cost?’ appears to summarise this sentiment.

Some of the bigger firms still undertake broader back office 
outsourcing solutions where driving transactional cost savings 
and enabling improved business data are key levers. This is re-
flected in the growth we see in the spend management sector 
where upgrading of P2P systems and better integration is the 
order of the day. Increasingly buyers of more automated servic-
es are demanding a B2B system that has the functionality and 
ease of use of typical B2C system. Change management is so 
much simpler if the tool is easier and intuitive.

In summary consultancies are re-focusing on providing short 
term expertise or knowledge and technology led solutions. Cost 
is a key driver of service.

"FIRMS WITH A MIXED TECHNOLOGY AND CONSULTING OFFER 
SEEM TO BE THE MOST CONFIDENT IN THEIR OUTLOOK"
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SALES AND BUSINESS DEVELOPMENT 
SKILLS REMAIN AT A PREMIUM IN 

THIS MARKET



CORPORATE PROCUREMENT - INTERIM AND PERMANENT MARKETS
After some uncertainty as to whether Brexit would have any 
effect on the procurement market we have begun to detect a 
change in emphasis from director level contacts who are hiring.

As previously reported after Brexit many organisations began to 
put contingency plans in place or audited their potential risks 
but then nothing much changed. Recruitment bounced back as 
organisations decided that providing their own business re-
mains strong they could not afford to put business plans or 
projects on hold. 

Until it was clear what kind of deal would be struck and how 
quickly any changes would affect the economy most companies 
decided it was business as usual. Some did propose increasing 
interim usage in the future but we saw little to no evidence that 
hiring plans were changed amongst our clients in 2016 or at the 
beginning of 2017.

However more recently with an increasing likelihood of the 
Government adopting a ‘hard Brexit’ strategy we are finding 
evidence of some nervousness. This may also be due to some 
less positive macro-economic indicators which taken together 
are beginning to unsettle the business world. https://www.ons.
gov.uk/economy/inflationandpriceindices/bulletins/consumer-
priceinflation/jan2017

Recently clients have indicated some increased difficulties in 
recruiting good people and yet conversely candidates see a 
shortage of roles in some areas. Some report they have been 
looking for a role for some time or have taken lower than their 
ideal salary. Some interims have taken longer to secure a new 
position or have found assignments cancelled at the last min-
ute or being terminated early. However this is not across the 
board and many people are moving roles quickly and at in-
creased rates. This indicates that the economic changes are 
affecting each sector differently.

In general our network and clients appear to be gradually mov-
ing to a more risk averse approach seeing it as now prudent 
and needed. They are starting new projects and putting new 
commercial relationships in place but many are now consider-
ing bringing in professional interims either to run projects or 
provide expertise for projects coming through. This is in case 
they require a rapid change of strategy or need to focus on 
achieving short term savings and therefore interims are seen 
as providing a lower risk option over the next two years. 

The prospect for the interim market is mixed due to the ongoing 
confusion around the changes to IR35 proposed for interims in 
the Public Sector. The HMRC is changing how it assesses ‘em-
ployment’ status from April using new criteria.

Currently the changes should only affect the public sector but 
if implemented in full there could be an exodus of interims to 
the private sector due to the potential tax implications for them 
if they fail the proposed new ‘employment test’ the HMRC is 
introducing. 

This could mean many more candidates on the market for inter-
im roles. This could be a good thing for clients but maybe not 
so good for existing interims or those considering becoming 
interim.

The private sector is generally unaware of the effect of the IR35 
proposals may have and whilst there isn’t any directly, we be-
lieve the interim market could be significantly impacted. In the 
medium term there could be huge disruption if the proposals 
were extended out of the public sector as many existing interim 
arrangements and contracts could be affected. A summary of 
the changes is here http://www.contractoruk.com/ir35/inside_
ir35_contractors_guide_april_2017_and_beyond.html

So just when Brexit may be beginning to mean an increased 
demand for interims the government changes if implemented 
and extended more widely could make it much harder for these 
arrangements to exist in the future.
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RECENTLY CLIENTS HAVE INDICATED 
SOME INCREASED DIFFICULTIES IN 

RECRUITING GOOD PEOPLE AND YET 
CONVERSELY CANDIDATES SEE A 

SHORTAGE OF ROLES IN SOME AREAS



SUPPLY CHAIN FINANCE
In our last report we commented on factors potentially form-
ing the basis for increased demand for senior staff in FinTech 
companies operating in the Supply Chain Finance space. The 
evidence from the end of 2016 and the early part of this year 
is that demand is yet to materialise. There have been relatively 
few moves at senior level amongst major players. As always 
there is a demand for the developers and technical staff but as 
yet we see little at director level.

Undertaking a SCF programme is a big commitment for any cor-
porate customer and may be recent political events have given 
potential customers reason to pause before making that leap. 
Surprise outcomes in both the UK EU referendum and the Ameri-
can presidential election last year have created uncertainty and 
there is some evidence of large corporates delaying significant 
buying decisions. Correspondingly, demand for senior staff in 
suppliers softens.

The Tungsten Network / Orbian pact may prove to be an inter-
esting insight into the future as SCF firms seek to leverage a 
spend management firm’s client relationships rather than of-
fer their services independently. The logical progression of this 
would be some acquisition in the sector with largest players 
in eCommerce looking to buy an SCF business to create a com-
plete solution to customers. Should this happen it is likely to re-
strain staffing growth in the sector considerably as economies 
of scale will diminish the need for additional headcount.

UNDERTAKING A 
SCF PROGRAMME 

IS A BIG COMMITMENT 
FOR ANY CORPORATE

"OUR NETWORK AND CLIENTS APPEAR TO BE GRADUALLY MOVING TO 
A MORE RISK AVERSE APPROACH"
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SPEND MANAGEMENT TECHNOLOGY
Several cases here which demonstrate the range of perfor-
mance across the sector:

CASE 1 - SPEND ANALYTICS COMPANY
“We are doing really well so growth is very much on the agenda 
and there has been no real Brexit impact on our sales.  However 
our overseas salary costs for the team have gone up because of 
the weakness in the pound so we are looking at reshoring some of 
that team.

What has changed is that we are giving relatively small pay ris-
es (in line with inflation and no more generally) but offering the 
opportunity to earn more through better bonus schemes. We are 
moving away from purely annual to monthly, quarterly and year-
ly bonuses, the first two of which are based on personal and the 
yearly is based on company performance.  This has two benefits - it 
mitigates against the rising salary costs and it encourages certain 
key behaviours that we want to develop.

So in summary the Brexit impact has increased our salary costs 
due to weakness of pound and led to realignment of fixed versus 
variable remuneration.”

CASE 2 MID TIER SPEND MANAGEMENT COMPANY - UK FOCUSED
“We haven’t experienced any real change as yet, we think it’s more 
likely next year.  We’ve had a great year so most people have got 
100% of bonus capability. There are pay reviews to come,  so any ear-
ly signs in 2017 maybe factored in but no specific concerns as yet.”

CASE 3 MID TIER SPEND MANAGEMENT COMPANY - INTERNATIONAL
“We missed several key targets last year, largely because we had 
to address some issues with our product, so pay rises weren’t really 
on the agenda anyway, but there has still been a tangible shift 
towards greater bonuses to keep sales people motivated without 
exposing the business to higher basic salaries.

Client retention is at the top of our agenda, so we are heavily bo-
nused for that.”

SALARY AND BONUS TRENDS IN PROCUREMENT SOLUTIONS, SPEND 
MANAGEMENT AND PROCUREMENT CONSULTING

"THE MARKET LEADERS 
CONTINUE TO HIRE AGGRESSIVELY 

ACROSS EUROPE"

CASE 4 EUROPEAN ARM OF A US OWNED SPEND MANAGEMENT COMPANY
“Nothing has been announced in terms of any official policy, how-
ever its noticeable that the payment of ad hoc bonuses has in-
creased for high performers whilst base salaries have stayed the 
same.”

CASE 5 MID TIER SPEND MANAGEMENT COMPANY - UK FOCUSED
We’ve made a small number of redundancies because it’s clear 
that P2P deals aren’t progressing through the pipeline the way 
they were a year or so back. Analytics and invoicing are our strong-
est areas currently. Also professional services is doing quite well 
which suggests customers are sweating what they’ve got rather 
than going to market for new technology. We also saw signs of de-
clining overall investment in 2016.”  However this company hasn’t 
materially altered it’s approach to salaries.

FURTHER ANECDOTAL EVIDENCE
We know from our conversations with business leaders and 
established sales people that the bigger players are enjoying 
really healthy growth, and several of the sales people are earn-
ing impressive bonuses based on exceeding ambitious sales 
targets.

The market leaders continue to hire aggressively across Eu-
rope, both from direct competitors and other neighbouring 
sectors suggesting they remain bullish about their growth 
prospects.

On balance we believe the sector remains in rude health as 
companies with a strong product offering and clear go to 
market strategy continue to thrive.  That said, there is clear 
evidence of keeping costs under control and a greater desire 
to retain staff through better performance related pay rather 
than big increases in fixed pay.
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TRUMP/BREXIT IMPACT ON PROCUREMENT AND GLOBAL SUPPLY 
CHAIN AND THE IMPLICATIONS FOR THE PROFESSION "THE SKILLS OF THE PAST WILL NOT 

DELIVER THE FUTURE"
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The year of 2016 has been one of geopolitical uncertainties 
across two of the most developed economies and countries of 
the world. Our last two reports discussed the potential effect 
of the EU referendum on the professional job market. We sum-
marised in our last piece that the expected Brexit panic didn’t 
really take place or have much immediate impact on the profes-
sional job market. 

Early November saw the US presidential election being won by 
business tycoon Donald Trump. Ever since the elections, most 
transnational companies have been under constant pressure to 
scrutinise, on a daily basis, how they manage their global sup-
ply chain to provide services to their customers at the lowest 
possible cost, while Trump intervenes to save American jobs. 
This could be due to President Trump’s inward looking ideas on 
foreign policy and less than supportive attitude towards free 
trade.

Trump’s “Americanism, not Globalism” seems to have helped 
him win the most influential political position, POTUS, since he 
seemed to have used compelling protectionism to reach out to 
the shared emotions of perceived injustice across American 
communities. These communities feel they have been wrongful-
ly deprived of jobs by big American companies who have their 
production facilities in developing countries on labour cost con-
siderations rather than in the USA, thus depriving many US citi-
zens their opportunity for gainful employment.

The POTUS has used his social media platform to reach out to the 
citizens on various matters, one such being him warning that 
he would levy a 35% tariff on goods manufactured overseas and 
imported to US for sale. While most people perceived this to be 
targeted at US based companies manufacturing abroad, recent-
ly Trump’s aide has said that he believes that indeed this stiff 
tariff will apply to all imports. His immediate target appears to 
be the automobile giants of Detroit.

Trade experts so far seem to have dismissed Trump’s threats on 
tariffs as campaign bluster; but his recent news on renegotia-
tions of NAFTA could prove otherwise. This might also indicate 
that chances of Trump signing TTIP, unless its content hugely 
favours the USA, is very low. 

While Trump not signing TTIP could be a blow to the EU trade 
policy, it might not mean the same for the UK-US trade since 
Brexit saw UK losing access to EU’s free trade agreements. Also, 
Trump backing Brexit might have signalled that he may offer 
speedy preferential treatment to UK, leading to an increased 
trade volume between the two countries.

These new anticipated policies coming into action in the near 
future could mean that today’s global supply chains are set for 
major disruption. It will heavily impact every supply chain that 
involves a final sale to or from the US. Especially after UK sup-
ply chains being critically stricken by a depressed pound after 
Brexit, Trump’s new policies could either prove life saving or 
destructive. 

If Trump decides to grant preferential treatment to the UK, it 
will help boost trades and benefit British companies. Otherwise, 
UK will seriously feel the loss since the US is its top export 
partner and its third biggest source of imports, behind Germany 
and China (http://www.execreview.com/2016/11/how-uk-politics-
trade-and-security-could-be-affected-by-trump/)

Either way, it may be time for British companies with global 
supply chain networks to start reconfiguring their supply chain 
and rethink their resource planning and manufacturing strate-
gies in order to prepare for what the future might hold. 

These companies could do so by looking North or South of the 
United States, to countries that are facing similar instability 
with regards to Trump’s new admin and to countries looking to 
create firm and stable ties. It might also be wise for companies 
to start going local - a trend already evident in some industries 
after Brexit - in order to reduce currency risks in a global mar-
ket. 

So what does this mean for the procurement and spend 
management professionals?  

We are in unchartered waters.  Most of us have never experi-
enced a period of uncertainty like this in our business lives yet 
many people from the procurement and supply chain profes-
sionals believe it will fall on them to manage the inherent risk 
and navigate their organisations through this .

As we’ve asked in previous editions of this report, do the skills 
exist in the profession to get this right?

It’s a question we’ve asked in the past about the implemen-
tation and use of spend management tools and now we ask 
it again about supply chain risk, currency hedging and all the 
associated considerations.

One potential source of comfort is the increasing power of 
technology to help organisations manage the aforementioned 
risk in their supply chains.  For example, the latest generation 
of the Ariba solution will enable organisations to dig deeper 
into their supply chains providing all sorts of benefits. 

Again the challenge is to find people with the knowledge and/
or experience to really harness the power of these solutions.

Some of these issues were highlighted in the Recent Deloitte 
CPO Study In our opinion, this is one the foremost research 
studies for the procurement sector and several of their find-
ings tie in with our comments above.  Most notably Deloitte 
flag the following:

• The growing importance of risk management as a 
procurement priority

• 60% of procurement leaders do not believe they 
have the internal capabilities to deliver on their 
vision

• Talent: Whilst there is an increased requirement 
for leadership and digital skills there is limited 
change in the investment or approach to close the 
talent gap. With improvements in technology ena-
bling automation, the skills of the past will not 
deliver the needs of the future - organisations 
should look to attract and develop the next gener-
ation of procurement leaders who will act as inno-
vators, challengers, and digitally minded-thinkers.

“The skills of the past will not deliver the future” as Deloitte put 
it is a message we have been conscious of for some time.  The 
profession needs to grasp this message, invest in training and 
development if its to continue to thrive in an ever changing 
world.
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Edbury Daley places outstanding professionals in to a wide 
range of businesses in the key areas of procurement, supply 
chain, consultancy and spend management technology. 

Our people, our knowledge and our networks are outstanding 
and we are constantly challenging our clients and ourselves to 
recruit more effectively. We know our market and we are pas-
sionate about sharing that knowledge.

Our reputation is founded on providing consistency, profession-
alism and honesty in every single assignment, regardless of 
size. Our procurement recruitment knowledge is unrivalled and 
we will continue to set industry standards. Edbury Daley is the 
recruitment company that others aspire to.

Specifically, our client engagement incorporates the following:

• Evaluate client procurement vacancy requirements in 
relation to the prevailing market conditions.

• Offer market leading advice on how to improve recruitment 
success rate and reduce associated hiring timescale.

• Work with clients to create a compelling proposition to 
candidates for their procurement and supply chain vacan-
cies.

• Empower our clients with highly accurate market intel-
ligence including the latest salary data in procurement, 
consulting and spend management.

• Utilise an international network of procurement profes-
sionals to creatively source the best candidates.

More info at www.edburydaley.com
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