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1. Introduction — Market Conditions Q3 2021 – Q2 2022

“INVESTMENT INTO THE PROCUREMENT TECH SECTOR  
HAS NOW PASSED $2BN PER YEAR”

In the previous edition of this report published in October of 
2021 we reported that: 

“We have never seen a recruitment market quite like what 
we’ve seen so far in 2021. 

“This is in no way an exaggeration. We’ve been recruiting 
since the mid-‘90s and none of us has experienced these 
trends to this extent, all at the same time, during our careers.

“Demand for experienced staff across the European digital 
procurement ecosystem is remarkably high and growing 
rapidly, most notably from the software vendors.”

Now in the spring of 2022, the reality is that, despite the 
lingering presence of the coronavirus across the globe, the 
conflict in Ukraine, and the resulting inflationary pressures 
affecting both our business and personal lives, the high 
demand for experienced staff that we reported in 2021 shows 
very few signs of slowing down. In fact, in certain sectors 
of the digital procurement ecosystem they continue to 
accelerate. This is most acute in North America and the largest 
economies in Europe and is driven by a number of factors 
which we explore in this report.

The theory that the digitalisation of procurement and the 
supply chain has been accelerated by unprecedented stress 
on global supply chains remains a popular theme to explain 
why the overall market is so buoyant. It also fuels the 
expectation that this market will continue to grow, resulting 
in a remarkable amount of investment coming into the sector.

Despite the recent decrease in Coupa’s share price, the company’s 
success story remains a signal to investors of the potential that 
exists in this space, and as such they are still seduced by the 
expectation of what can be achieved in the future.

The sector has attracted millions of dollars of private equity and 
venture capital investment in the past 12 to 18 months, and this 
has been a key driver in the expansion in headcount across the 
ecosystem, particularly from best-of-breed (BOB) solutions. In fact, 
Matthias Gutzmann founder of DPW  told us that “investment into 
the procurement tech sector has now passed $2BN per year.”

Jason Kurtz, Managing Director at private equity firm  
Accel-KKR, which is currently part of the consortium buying 
Basware, was recently quoted by ProcureTech as saying:  
“If you went back three to four years and spoke to big 
enterprise companies, they would have said people were 
moving less towards best-of-breed and more towards having 
one or two vendors to provide as much technology as possible. 
Now companies are moving towards best-of-breed.”

Having said that, the expansion in the sector is not solely 
driven by the best-of-breeds. In fact, many of the established 
major players have been particularly active in the hiring 
markets across Europe in the past six months, with the likes 
of Coupa, GEP and Jaggaer actively recruiting across the 
continent, particularly in Germany, the UK, Benelux and the 
Nordic countries.

With so many of these roles being additions to the team as 
new headcount, the overall size of the sector in people terms 
is growing rapidly, particularly when you consider just how many 
new entrants to the sector there have been in recent years. (The 
industry-leading event DPW already has over 60 applications to 
its start-up competition for 2022, many of which are hiring on the 
back of the aforementioned investment.)

Many of their appointments in revenue-generating roles like 
sales, presales and customer success have come from hiring 
people with experience in the sector, which often leaves a 
vacancy in a competitor or smaller, best-of-breed vendor.

So, when you take all the additional headcount that comes from 
the growth of so many vendors and look at what recruiters 
refer to as “replacement headcount,” you begin to understand 
why it looks and feels like there are so many moves in the 
sector. This is particularly apparent on LinkedIn where you’ll 
notice that so many people in your network have moved. Yet 
there are still so many possible opportunities that exist for 
real talent coming into the job market with a proven history in 
the procurement or supply chain tech sectors. 

CONT...

“THE HIGH DEMAND FOR EXPERIENCED 
STAFF THAT WE REPORTED IN 2021 SHOWS 
VERY FEW SIGNS OF SLOWING DOWN”

https://conference.dpw.ai
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1. Introduction — Market Conditions Q3 2021 – Q2 2022 CONT...

“WHAT ARE THE CURRENT MARKET-RATE SALARIES ACROSS  
THE DIGITAL PROCUREMENT AND SUPPLY CHAIN ECOSYSTEM?”

It’s not just us at Edbury Daley who are reporting this 
ongoing movement (or migration) in procurement talent. Other 
respected voices from the sector are seeing the trends from 
a variety of different perspectives. This is highlighted in a 
comment from Lance Younger in the ProcureTech100 yearbook. 
He believes that “we’re at a tipping point for procurement in 
terms of transformation which began at the start of this 
decade. Most procurement functions, if you were to assess 
them from a digitalisation or data perspective, will score 
three to four, maybe five out of ten. You have one or two that 
are leading lights, but I think that procurement overall is 
struggling to keep up with the changes in data access and 
data proliferation and not because of the technology, but 
because of the people. We don’t have enough people with the 
right skills to be able to help procurement transform at the 
pace at which we need it to change.”

“PROCUREMENT OVERALL 
IS STRUGGLING TO KEEP 
UP WITH THE CHANGES 
IN DATA ACCESS AND DATA 
PROLIFERATION”

If you look at the supply-and-demand equation across the 
entire ecosystem, we are witnessing companies generally 
falling into one of three categories when it comes to 
recruitment and retention:
a) Those with the resources and positive momentum to pay 

the salaries that retain their best people and attract great 
talent from direct competitors. Some would say they are 
the ones distorting the market.

b) Those that have seen the trends, have realised that the 
cost of losing their best people outweighs the cost of 
paying them more, and have acted swiftly to improve both 
salaries and bonuses before they lose many more people. 
This is most common in small but established firms that 
are perceived as being more agile in this regard. Such 
companies are reasonably well positioned to hire more 
skilled people.

c) Those that haven’t adapted are consistently losing good people 
and will continue to do so because the market knows they are 
vulnerable. Hiring for these organisations is challenging and 
unlikely to get easier without major change.

So, what are the current market-rate salaries across the 
Digital Procurement and Supply Chain ecosystem? You can 
view the analysis and download the data later in this report.
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2. HOW DO THESE RECRUITMENT TRENDS COMPARE  
WITH THE WIDER JOB MARKET AND OTHER TECH SECTORS?

“WE HAVE THE CLASSIC CONDITIONS FOR A CANDIDATE-DRIVEN MARKET  
WITH LOW SUPPLY AND, THEREFORE, RAPIDLY INCREASING SALARIES” 

Although the trends we have covered so far are in the Digital 
Procurement Sector we are seeing a very similar scenario 
across the wider job market in all sectors. In fact, many 
organisations are struggling to hire.

A number of key reports prove that skills shortages and salary 
inflation are not limited to just what we are seeing; in fact, 
this is a widespread reality right now.

The latest KPMG and REC report on the wider UK job market, 
released in April of this year, produced the following three  
key findings: 

• Permanent staff appointments rise at the slowest rate for a year

• Labour supply falls rapidly, driving a record rise in starting salaries

• Overall vacancy growth hits six-month high

The UK’s Office for National Statistics, in its report of March 
2022, also reported vacancies at a record high (see Figure 1), 
confirming that while organisations need people, they are 
struggling to hire right now.

In other words: we have the classic conditions for a candidate-
driven market with low supply and, therefore, rapidly increasing 
salaries with many vacancies remaining unfilled across all 
job markets. This effect is amplified in niche markets such as 
Procurement Technology where the available ‘candidate pool’ 
is already small; in fact, most technology markets are being 
adversely affected in terms of candidate availability. 

The KPMG and REC report came to the following conclusions 
on the market in general:

• The overall availability of workers in the UK continued to fall 
rapidly at the end of Q1 and the rate of contraction was the 
steepest seen for four months, especially for permanent 
workers. The report attributes this to a number of factors: 
a generally low unemployment rate, uncertainty related to 
the pandemic and the war in Ukraine, fewer EU workers 
and robust demand for staff combining to reduce worker 
availability.

• Starting salary inflation hit a new record with reports of 
intense competition for staff. 

• Demand for staff increased at the fastest rate for six months 
as vacancies rose for the fourteenth month in a row up to 
March, and at the quickest rate since last September. 

To summarise: the job market overall is unlike any that most 
of us have ever seen in our working careers. Companies are 
struggling to recruit across the board.

Our view is that many recruitment processes are designed for a 
job market that just simply does not exist anymore.

If you recruit ‘as you always have done’ in this market, then 
you are likely to fail or struggle to recruit the people you need. 
People aren’t going to come to you unless you are lucky.

For thoughts on potential solutions to these challenging 
market conditions, see the final section of this report.

“THE OFFICE FOR NATIONAL  
STATISTICS REPORTED  
VACANCIES AT A  
RECORD HIGH”

Source: Office for National Statistics - Vacancy Survey

Figure 1: Vacancies rose to a record 1,288,000  
in January to March 2022

Number of vacancies in the UK, seasonally adjusted, January to 
March 2003 to January to March 2022

https://www.ons.gov.uk/employmentandlabourmarket/peopleinwork/employmentandemployeetypes/bulletins/jobsandvacanciesintheuk/latest
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3. DIGITAL PROCUREMENT & SUPPLY CHAIN SOLUTIONS — MOVES, TRENDS  
AND PREDICTIONS

“IT REALLY HAS BEEN A BUSY PERIOD  
OF PROGRESS AT JAGGAER”

We have seen a large number of career moves within the 
sector in the past six months. Following is a summary of some 
of the most notable along with a number that illustrate the 
overall trends in the market.

Whilst Coupa may recently have lost long-standing and well 
respected senior sales leader Mark McCarthy to Accel-KKR, it 
has been very active in the hiring market for salespeople, in 
particular in the UK, Germany and other key European markets.

In addition to its well respected enterprise sales team led by 
the likes of Will Goodall and Andy Lightfoot, its UK mid-market 
sales team has ten people — quite large by sector standards. 
It includes recent hires like Joe Catling, formerly of Proactis, 
and Sarah Kingdom-Evans, who joined from BravoSolution, 
now Jaggaer. The addition of Carl Thompson (ex-Medius) and 
Tomas Berry, formerly of Basware, into their pre-sales teams 
demonstrates just how active Coupa has been in recent 
months in hiring from other established vendors in the sector.

The situation is similar in other European countries, most 
notably Germany.

Not to be outdone, Jaggaer has also been very active in 
strengthening its sales teams across the continent. Justin 
Sadler-Smith has been rewarded for his performance in leading 
Northern Europe with a promotion to Senior Vice President of 
Sales for Europe.

Having recruited Simon Thompson (UK) last year, he has further 
strengthened his leadership team with another hire from SAP 
Ariba in Fabrizio Fassone, who joined as Regional VP for Italy 
in February. Paul Rutten joined late in 2021 from Ivalua to lead 
the Benelux region and Jaggaer also made some new additions 
to the DACH team along with the vast experience of Alun Moore 
(ex-Basware) in the UK who joined in January.

Claire Coupar has also joined Jaggaer from Proactis in a Value 
Engineering role, and with Martin Hayles promoted into the 
Global Alliances leadership role it really has been a busy period 
of progress at Jaggaer.

Basware in the UK has also seen significant change with Paul 
Taylor leaving the sector entirely, Lisa Pace joining Coupa and 
pre-sales specialist Kelly Lambert joining Medius. However, 
Basware has added the experience of Mark Fleming (ex GEP, 
Emptoris & SAP Ariba) and is actively hiring into what will be 
exciting roles with the new ownership likely to be in place soon.

On that subject, the acquisition by the Accel-KKR-led 
consortium is viewed by many as a good move for Basware 
given the history of the investors in the sector. If you also 
factor in the recent recruitment of sector expert Mark McCarthy 
by Accel-KKR — with his impressive track record, including 
over six years with both SAP Ariba and more recently Coupa 
where he played a key role in their success story — you can 
understand the optimism. With significant investment, its 
strong offering in networked P2P provision should be 
increasingly competitive and we expect to see the firm actively 
hiring in the coming months.

GEP has made a series of hires across Europe, the highest 
profile of which is Arthur Dobma as Head of EMEA. He joins 
after thirteen successful years at SAP including leading sales 
across Northern Europe for the SAP Ariba line of business. His 
team includes Karen Merrill, formerly of IBM Emptoris and 
Chain IQ.

Proactis has a new Sales Director in John Joyce, who takes 
over from Alex Ashley-Roberts who has moved into a Group 
Marketing leadership role.

Exciting news in the best-of-breed world includes the return 
of Richard Hogg to the sector in a new role at Scoutbee where 
he will be General Manager for EMEA leading the company’s 
sales growth across the region. Richard has previously held 
various leadership roles during a lengthy stint at BravoSolution 
before leading sales across Northern Europe for Jaggaer. 

Mark Masterson has left his position as RVP of EMEA Sales at 
TealBook, which has since promoted Mo Ahmad into an interim 
General Manager role for EMEA. He will continue to lead 
alliances in the region. 

CONT...

“WE HAVE SEEN A LARGE  
NUMBER OF CAREER MOVES  
WITHIN THE SECTOR IN  
THE PAST SIX MONTHS”



Edbury Daley 13Market Update Spring 202212

“THE THOUGHT OF HIRING PEOPLE WHO NEED TO BE DEVELOPED OVER TIME 
IS NOT ONE THAT APPEALS TO HIRING MANAGERS UNDER PRESSURE”

In specialist contract management solutions, both Icertis and 
SirionLabs have been very active in the market across Europe. 
Piers Bishop made the move from Icertis to SirionLabs late last 
year where he is now AVP Sales UK, Ireland & Nordics, and 
Icertis has built on the growing Germany operation and now 
has approximately 35 people in the UK.

SirionLabs also added Andy Mellors from Jaggaer but has lost 
Carina Hoogeveen (formerly of Coupa and Icertis) who is now 
working as consultant-cum-CMO for several organisations 
including Rosslyn Data Technologies.

Rosslyn has itself been through a period of change with Paul 
Cook and Nadia Law the latest to leave. Paul has followed 
some former colleagues to Simfoni.

In the world of Supply Chain Finance (SCF) we’ve seen some 
interesting developments. One big move has been that of 
Mirco Roeben who joins C2FO as their Managing Director for 
the German market. Mirco is ex-Taulia and has a strong track 
record in the SCF sector.

On the subject of Taulia, following the acquisition by SAP it will 
be interesting to observe how it incorporates its offering into 
the wider SAP portfolio, and specifically how closely aligned it 
will be with the SAP Ariba line of business.

Comment

Cleary, companies like Jaggaer, GEP and Coupa have big ambitions 
for further growth. The trends they illustrate of hiring proven 
performers in the procurement and supply chain solutions 
market, who are already comfortable in front of a relevant senior 
audience, is widespread across the sector. They have been 
successful for a number of reasons: their ambition, products, 
leadership, great investment and the career opportunities they 
are able to offer — but not everyone can compete with that.

In client-facing roles of all types, whether they be sales, presales, 
account management, customer success or professional services, 
almost every hiring manager we speak to wants to hire someone 
with the aforementioned sector expertise. Companies need 
people who can have an impact almost immediately, so the 
thought of hiring people who need to be developed over time is 
not one that appeals to hiring managers under pressure to deliver 
results for expectant owners and investors.

With the increasing headcount that we are seeing across the 
overall market, these trends are causing the skills shortage that 
exists in the sector. Similar trends are visible in other high-growth 
SaaS markets like Security, Data, Infrastructure and CRM.

In the longer term, the sector will need to address this 
problem, because demand continues to grow at a faster rate 
than anyone can increase the supply through the long-term 
nurturing of talent. Outlined below is evidence that the 
consultancies invested in this market understand this, but the 
‘Big 4’ in particular have always been great advocates of hiring 
and developing graduate talent. Start-up and scale-up SaaS 
businesses don’t necessarily have the infrastructure or 
resources to follow their lead.

3. DIGITAL PROCUREMENT & SUPPLY CHAIN SOLUTIONS — MOVES, TRENDS  
AND PREDICTIONS CONT...

“COMPANIES NEED  
PEOPLE WHO CAN  
HAVE AN IMPACT  
ALMOST IMMEDIATELY”
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“THERE ALSO ARE LOTS OF COMPETING PRIORITIES ON THE CFO’S TABLE  
RIGHT NOW, ALL PUTTING PRESSURE ON THE BOTTOM LINE”

4. SUPPLY CHAIN SUSTAINABILITY AND ESG SOLUTIONS  

The market for supply chain sustainability and ESG solutions 
has been a fascinating one to observe in recent months. In the 
final quarter of 2021, the demand from the growing number of 
exciting software companies with an ESG/sustainability-
focused solution for the supply chain remained strong with 
growth in headcount across the sector, particularly in the UK, 
Germany and Nordics. These regions appear to be the main 
locations for start-ups and scale-ups in the ESG world.

Circulor continued to strengthen its sales capability by hiring 
Rhys Mason from Givewith and Christian Jones from Authenticate 
IS into its team based in the UK. It also added Jon Hughes to lead 
its expansion in America and Werner Busenius as VP of Sales in 
Germany, but has since lost both Paul Clayton (formerly COO) 
and Veera Johnson (Co-founder) from the leadership team.  

Vizibl has been gradually adding critical mass to its team as it 
builds its sales and delivery capabilities, something we’ve seen 
from a select group of leaders in this market.

However, overall the flurry of hiring activity in this market has 
slowed noticeably from last year in the early months of 2022. A 
popular theory is that, with the exception of a handful of leading 
organisations such as Unilever and Bayer, putting ESG and 
sustainability at the heart of supply chain strategy is still 
viewed as desirable rather than essential.  

So, whilst the procurement profession and particularly members 
of the Sustainable Procurement Pledge are doing an admirable 
job of raising awareness, profile and the importance of their 
mission, the heat does appear to have gone out of that market 
a little, or to put it another way, this market is still more about 
talk than action.

We asked Simon Geale, who plays a lead role in Proxima’s work 
on ESG, what he is hearing from the market. He told us:

“You can look at sustainability through a glass-half-full or 
glass-half-empty view right now. On one hand there’s never 
been so much positive intent as there is now; it genuinely feels 
like many are past the tipping point. On the other hand, 
progress is at a fraction of where it needs to be, and most 
organisations are being side-tracked by battling supply 
availability and inflation. Day-to-day reality is trumping 
progress on long-term strategy in lots of cases.

“In many ways the narrative on sustainable procurement 
seems to be some way ahead of the reality, but we need to use 
this as a means of inspiration rather than frustration. The 
pieces of the jigsaw are falling into place around us (such as 
the recent SEC Climate Disclosure announcement) but with no 
real common standards, progress is different across different 
organisations in different sectors, feeling different pressures. 

“There also are lots of competing priorities on the CFO’s table 
right now, all putting pressure on the bottom line. A lot of the 
big-ticket sustainability programmes need short-term 
investment to harvest long-term benefit, and this short-term 
ROI challenge, or an inability to sell the case, may be hindering 
immediate progress, but probably not long-term ambition.

“Perceived inaction is exacerbated by the fact that it is a difficult 
market to make sense of, if [you are] not in it day to day. Green 
bottlenecks are appearing in supply markets, marketing 
messages are flooding the communications channels, tech 
start-ups are appearing every day making all sorts of claims, 
and a lack of precedent means there is a gap in skills and 
literacy to address. At the same time procurement teams are 
generally facing up to a number of other fires to fight.

“But there is progress. If you want inspiration look no further 
than World Sustainable Procurement Day earlier this year. 
Thousands of procurement and sustainability professionals 
coming together to collaborate and share ideas. There wasn’t a 
big-event machine behind WSPD, it was passion, collaboration 
and word of mouth. And it was huge! It also pointed towards 
another trend likely to come from more purposeful business 
strategies — collaboration. I’ve never seen collaboration on this 
scale, and that’s really exciting.”

How long will it take for the growth in this market to mirror that 
of the wider procurement and supply chain tech markets is an 
interesting question, one that we will continue to observe 
through our ongoing work in the sector.

“THE FLURRY OF HIRING 
ACTIVITY IN THIS MARKET  
HAS SLOWED NOTICEABLY  
FROM LAST YEAR IN THE  
EARLY MONTHS OF 2022”
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“BIG ENTERPRISE IS COMPLEX, BOTH REQUIRING AND DESIRING  
POINT SOLUTIONS THAT GO DEEP INTO DIGITISATION OF A PROCESS  

BECAUSE THEY REQUIRE (AND CAN AFFORD) THE DEPTH”

 
5. THE CORPORATE MARKET

In the previous edition of this report from Autumn 2021 we reported 
that the corporate market was the one market in the digital 
procurement ecosystem that bucks the wider hiring trends given 
the relatively small amount of hiring activity on the open market.

We noted that a survey of CPOs from The Hackett Group reports 
that over 40% of those surveyed had identified the need for 
specialist digital transformation expertise but had yet to create a 
role within their organisational structure.

There has been progress, mainly from the procurement profession’s 
leading CPOs and their teams, but specialist roles dedicated to 
identifying, implementing and adopting the next generation of 
procurement tools remain rare, particularly on the open job market.

One notable exception is at Maersk where Paul Bray has used his 
considerable experience in transformation consulting (Ex Deloitte, IBM 
Atos) to recruit a team that will work closely with the procurement 
function to develop the range of solutions at their disposal.

Paul has hired Adam Brown, the former Head of Digital Procurement 
Garage at BT Sourced and Laurence Reddy, previously at BP where 
he worked on its SAP Ariba capability to play a key role in this 
process. Both are widely respected by their peers and offer a depth 
of expertise that is still rare in the current market. Many 
organisations are still relying on consultancies for the sort of 
specialist expertise they bring to Maersk, but even those 
consultants tell us their work would be more successful if more of 
their customers made this sort of appointment.

Adam’s experience of building BT’s Digital Procurement Garage with 
CPO Cyril Pourrat has given him a unique view of the entire 
procurement tech ecosystem, and few can match his knowledge of 
the range of best-of-breed solutions available to the CPO. We asked 
him for his insight into how he sees the procurement tech market 
evolving in the next few years:

“By definition, paradigm-changing innovation tends to come from 
start-ups rather than incumbents. So, if we want to look to the future 
digitisation of procurement, we need to look at the start-up industry.

“Of course, start-ups will typically have investors who demand a 
return, which means pressure for an exit, either acquisition or IPO. 
The acquisition will often be from a large company, such as 
Microsoft and Suplari, Fieldglass/Ariba and SAP, etc. Once acquired 
the innovation often slows, as can the responsiveness. If this 
happens it will frustrate the original customers who bought into 
innovation and agility.

“Big enterprises like and need a steady state with their systems 
stack and this almost goes against innovation. This will also 
mean that the large enterprises will find it hard to innovate. If 
they implement some cutting-edge tech now and define a TOM to 
get the best use of it, this will then mean the enterprise as a 
whole will benefit from an acquisition and the de-risk it naturally 
brings. However, this will frustrate the individuals who collaborate 
on a daily basis with the start-up when the innovation and agility 
naturally slow.

“Big enterprise is complex, both requiring and desiring point 
solutions that go deep into digitisation of a process because they 
require (and can afford) the depth. Breadth across the process will 
be given by multiple solutions all going deep into their areas and 
aligned with subject matter expertise areas in the organisation 
(such as risk and security).

“The SME marketplace tends to require a point solution for a 
specific problem (such as risk, spend analytics, demand workflow) 
and then a lighter touch on adjacent process elements (e.g., I 
need deep spend analytics, but also some simple initiative 
management off the back of the spend). All of this considered, 
there is a very high potential for divergence in the digital 
procurement solution marketplace being driven by investors, 
customers, ability for the founders and owners to resist a push in 
a direction they do not want.”

It will be fascinating to observe the evolution of the market over 
the next few years to understand whether Adam’s concerns about 
innovation are realised.

On the subject of hiring activity at CPO level, whilst the general 
trend has been for increased vacancies, the market at a senior 
level appears to be quieter and actual appointments at CPO (board) 
level are much lower than we have seen for some time, with fewer 
than 20 moves in the past six months. 

We have seen more activity at Procurement Director/VP level, but 
still much quieter than the general market and, in fact, in Corporate 
Procurement, for salaries above £120K, there is nowhere near as 
much movement as at lower levels. 

“IF WE WANT TO LOOK TO  
THE FUTURE DIGITISATION  
OF PROCUREMENT, WE  
NEED TO LOOK AT THE  
START-UP INDUSTRY”
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“MUCH OF THE RECENT HIRING, PARTICULARLY IN THE UK MARKET,  
HAS BEEN AT RELATIVELY JUNIOR LEVELS AS THE MAJOR  

CONSULTANCIES INVEST IN DEVELOPING TALENT FOR THE FUTURE”

 
6. DIGITAL TRANSFORMATION CONSULTING

Much of the recent hiring, particularly in the UK market, has been 
at relatively junior levels as the major consultancies invest in 
developing talent for the future — which undoubtedly should be 
celebrated. So, well done to the likes of KPMG and Deloitte for that.
More senior moves have, not surprisingly, been less frequent in 
recent months after a busy period last year. But a sign of the 
success that the major organisations are having are two notable 
promotions reflecting the importance of digital transformation to 
the Big 4’s long-term presence in the procurement market.

Eniko Fulop, highly regarded in the sector since her time at 
Xoomworks, has joined Paul Desrosiers in making Partner at KPMG, 
reflecting the success their “Powered Procurement” practice has 
enjoyed, largely in alliance with Coupa.

Meanwhile, at Deloitte, Kathryn Thompson has also been promoted to 
Partner demonstrating her success in leading its procurement practice.

These promotions are really significant for several reasons. Firstly, 
they demonstrate the growth in this market given that procurement-
focused partners in the Big 4 have previously been in relatively 
small numbers compared to other lines of business. Secondly, it’s 
refreshing to see outstanding female talent gaining the recognition 
they deserve in such important organisations. These moves will 
undoubtedly give them an advantage over the competition in hiring 
the best female talent in the profession.

One notable senior move is that of Al Adedayo who joins KPMG from EY as 
a Partner in the operations team. He brings a depth of expertise in 
procurement and supply chain along with experience in ESG and 
sustainability that will further strengthen KPMG’s position in the sector.

The other big news in the sector focuses on important strategic 
acquisitions. Buying Xoomworks will give Accenture a huge opportunity 
to capitalise on its strong reputation, particularly in the mid-market 
with Coupa, in the UK, France, Germany and the Nordic countries. 
These are territories that are clearly seen as having real growth 
potential by Coupa given the aforementioned hiring of salespeople in 
those countries. So expect to see the combined forces of Xoomworks 
and Accenture win some major projects there. 

Commenting on the acquisition in October, Jan Van Den Bremen, 
senior managing director and Accenture’s Intelligent Platform 
Services Europe Lead, said: “Intelligent platforms and ecosystem 
partners play a pivotal role in bringing together the major 
capabilities needed to run a modern enterprise and take 
advantage of new business models. With the addition of 

Xoomworks, we are expanding our deep technology expertise to 
further help accelerate the path to value for our clients at speed.”

PwC’s acquisition of supply chain and IBP specialist Olivehorse will 
give it a unique offering to the market given its track record with 
SAP and Anaplan. 

Alistair Kett, Consulting Supply Chain and Operations Leader at 
PwC, was quoted on the PwC website at the time of the 
announcement as follows:

“I’m delighted that Olivehorse are joining PwC. By combining our 
capabilities, people, networks and credentials, we are reflecting, 
in very real terms, our ambition to invest and grow quickly in this 
market. The challenges facing the UK and global economies in the 
field of supply, scarcity and disruption will all need innovative and 
technology-enabled solutions and our new joint team is very well 
positioned to deliver these.”

With the increased competition in this market for the major 
transformation projects along with the need to adapt to the 
evolution of the market through the ever-increasing array of best-
of-breed tools, what is the future for the other SME niche specialists, 
like ExceleratedS2P, in the sector?

Not forgetting Deloitte’s acquisition of Keytree late in 2020, the 
trend does suggest that these smaller organisations will be 
acquired by the big players intent on adding customers, talent and 
capability through acquisition to boost their presence in the sector.

However, the emergence of Lance Younger’s ProcureTech and other 
smaller niche providers cropping up across Europe suggests the 
market will continue to evolve, maintaining the choice available to CPOs.  

It’s worth noting that in the UK, where a change in tax regime has had 
a significant effect on the interim market, there is a small but growing 
trend towards experienced contractors with similar skillsets 
collaborating on implementation projects, which in some cases is 
creating micro-consultancies with deep, specialist implementation 
expertise, particularly in P2P and S2C. We expect they will continue to 
thrive as a less costly alternative to the big-name consultancies, but 
like most areas of this overall market, there are only so many good 
people to meet the growing demand, so competition for their services 
will remain strong.

“TWO NOTABLE PROMOTIONS 
REFLECT THE IMPORTANCE  
OF DIGITAL TRANSFORMATION  
TO THE BIG 4’S LONG-TERM  
PRESENCE IN THE  
PROCUREMENT MARKET”
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SUCCESSFUL SUPPLIER MANAGEMENT RELIES ON HAVING  
THE RIGHT PEOPLE IN THE RIGHT ROLES WITH THE RIGHT  

TRAINING TO HANDLE THE JOB.

 
7. SRM AND CATEGORY MANAGEMENT CONSULTING

We’ve highlighted that the digital market is remarkably 
buoyant, but what of the more traditional procurement 
consulting sector which has historically focused on areas like 
category management and supplier relationship management? 

They are aware that digital is top of the agenda for many but 
global issues like the conflict in Ukraine following hot on the 
heels of a global pandemic, it’s clear that areas like SRM are 
not to be forgotten.

Recognition of supplier management’s increasing value and 
importance is on the rise as global trends mean this is an 
increasingly vital part of an organisation’s strategy to ensure 
supply in increasingly testing times.

Russia invading Ukraine and Covid-19, as well as commodity 
scarcity, conflict and transport congestion, have accentuated 
the vulnerability of supply chains. All these disruptions have 
shone an uncomfortable light on those that lack solid supplier 
management strategies.

Whilst supplier management is much talked about, these 
trends mean it is simply essential to drive collaboration and 
shared improvements with your supply chain.

The many tools and systems can give you a core process to 
follow and data or insights to use … but how?

SRM needs to be done well and to be carried out by people 
who can genuinely use technology and processes as an 
enabler to do things better and to spot opportunities to 
improve or reduce risk. Can your team use commercial data 
and insights from your suppliers in a strategic and meaningful 
way that really benefits your business?

The 2021 Global SRM Research Report from State of Flux told us:

“Investment in people and skills remains underrepresented 
for all but the Leaders.

Successful supplier management relies on having the right 
people in the right roles with the right training to handle the job.

“However, even the Leaders are somewhat lacking when it 
comes to specialist technology. Yet there is a higher level of 
satisfaction among those who have made significant 
investment in dedicated solutions. Businesses, such as AIB 
(Allied Irish Bank), which uses State of Flux’s platform 
SupplierBase, have seen the gains first-hand. Frank Kellett, 
Head of Strategic Sourcing & Procurement, says SupplierBase 
is at the centre of how his company drives supplier 
performance and measurement for monthly reviews, as well 
as its broader SRM activities. It brings automation, ease and 
speed to overseeing suppliers from initial talks to tracking 
developments in innovation.” 

We know from the research that if you want to be a leader 
in supplier management you need to:
• Measure whether you are a customer of choice
• Have executive sponsorship from the CEO, or as close as possible
• Implement a holistic approach to segmentation and 

develop treatment strategies for each of the segments
• Embed supplier management into operational 

stakeholders’ roles
• Train your organisation’s people
• Implement specialist technology
• Have joint account plans for your leading suppliers

CONT...

“THE INTERESTING POINTS  
HERE FROM OUR PERSPECTIVE 
ARE THE TRENDS TOWARDS 
BEST-OF-BREED TOOLS  
WORKING ALONGSIDE THE  
END-TO-END PLATFORM”

https://www.stateofflux.co.uk/reports-and-publications
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“TRAINING AND DEVELOPMENT OF STAFF IS UNDOUBTEDLY A CHALLENGE 
FOR MANY ORGANISATIONS WITH LIMITED BUDGET AND RESOURCES”

 
7. SRM AND CATEGORY MANAGEMENT CONSULTING CONT...

The survey also found that:

For Leaders in supplier management, the benefits, and 
their commitment to it, are clear: 
• 98% have seen improved supplier collaboration
• 74%-75% get customer-of-choice benefits including 

improved account management, executive focus and 
additional commitment 

• 76% can quantify the financial benefits achieved
• 99% have senior-level support
• 81% have prioritised developing a skills and competency 

framework for staff
• 75% have effective contract and performance management 

in place for 75%-100% of suppliers

In another piece of interesting research, category management 
specialist Future Purchasing has produced its most 
comprehensive annual report yet on the trends in that 
particular area.

One piece that caught our attention is its case study with 
Britvic which has implemented a best-of-breed technology 
tool that enables guided strategy creation in category 
management and strategic sourcing driven by AI. This is on 
top of an existing end-to-end spend management platform — a 
route seen very much as a growing trend in the market.

The Future Purchasing report told us “To accompany that (the 
end-to-end spend management solution) they (Britvic) use a 
strategy-creation tool that sits atop the system to give them 
full-rounded support, including functionality that allows 
functions outside of procurement to be involved in developing 
category strategies. So there’s early involvement in strategies 
that are not just procurement-led.” 

“On top of this, a guided strategy approach helped us energise 
the team,” said Simon Mays (Transformation Director). 
“Implementing a category management approach required 
standardising processes as much as possible, but with 
different skill sets throughout the team we realised we had 
to retrain, refresh and get 30-plus people to the same skill 
level. Bringing technology on board made it more interesting 
and helped us focus on the key parts of category management 
that were really going to drive the most benefit. 

“A guided-strategy approach helped us understand the 
business requirements before going into a project, which was 
missing before, bringing structure and guiding us to the 
priorities rather than the whole range of catman tools. We 
now have a fully auditable and complete workflow cycle 
that’s brought real visibility: we’ve ditched PowerPoint and 
Excel and have no varying formats sitting on different laptops, 
which gives us a higher degree of governance.”

The interesting points here from our perspective are the 
trends towards best-of-breed tools working alongside the 
end-to-end platform and what that means for developing skills 
across the procurement function. This training and 
development of staff is undoubtedly a challenge for many 
organisations with limited budget and resources but clearly 
Britvic is seeing the return on its investment and the digital 
procurement world needs more great examples of success 
like this.

You can read more of this case study, and others like it, by 
accessing the full report from Future Purchasing here:  
The 2021-22 Global Category Management Leadership Report.

“BRITVIC HAS IMPLEMENTED A 
BEST-OF-BREED TECHNOLOGY 
TOOL THAT ENABLES GUIDED 
STRATEGY CREATION IN 
CATEGORY MANAGEMENT  
AND STRATEGIC SOURCING 
DRIVEN BY AI”

http://2434470.hs-sites.com/en-gb/2022-case-studies
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“AT THE HEART OF THIS CHANGE IS THE  
EVER-INCREASING DEMAND FOR SKILLS”

 
8. CONCLUSIONS — WHAT DOES THIS MEAN FOR THOSE WHO ARE HIRING?

As specialist recruiters in the sector, we have observed a 
significant change in what’s required to be successful when 
hiring experienced talent with deep domain expertise in digital 
procurement and supply chain. The trends have been there for 
several years, but the post-Covid-19 era has seen a remarkable 
escalation in the market dynamics affecting all those who 
work in this sector.

At the heart of this change is the ever-increasing demand for 
skills which means that proven professionals coming to the 
job market have a wide range of choice in the roles and companies 
they want to consider, whilst “passive job seekers” are inundated 
with approaches from head-hunters and internal recruitment 
teams via LinkedIn, email, phone and video.

The biggest challenge for these recruiters and hiring managers is 
that of gaining people’s attention to engage in a discussion about 
a potential move. Their LinkedIn inboxes and voicemails are full of 
unsolicited approaches about roles and, in many cases, people 
are simply too busy or doing too well in their current roles to 
consider a move or even respond to the approaches.

What is the answer? There is no single solution, certainly not 
in the short term. The longer term requires investment in 
talent, training and development at all levels, particularly in 
emerging and diverse talent.

At Edbury Daley we are fortunate to have a long-standing, 
visible commitment in this market and our Talent Intelligence 
offering has been developed over recent years specifically to 
address the skills shortage that exists in this market on behalf 
of our customers. With those market conditions having 
become so acute, our range of sourcing tools has never been 
more valuable. 

What is Talent Intelligence? Ultimately, it’s about a depth of expertise 
in a unique market enabling us to effectively use a range of sourcing 
tools to identify the best talent in the sector.  This is absolutely vital 
to bringing quality people into a hiring process.  

We did some analysis of the twelve-month period preceding 
the publication of this report into the appointments we have 
made for our clients. In particular, we looked at how we 
initially engaged the people who moved into jobs within our 
client base. This is what we learnt:

• 40% of the people who moved came from long-standing 
relationships with our team.  These were largely from the 
focused networking we engage in at industry events and 
on LinkedIn — also through recommendations and referrals 
from trusted contacts in the sector.

• 35% came from the detailed research we undertake as part 
of a formal Executive Search or Talent Mapping processes 
we undertake for the most challenging projects.

• 25% came from response to adverts on our website and 
LinkedIn which, given the wider trends in the advertised 
hiring market, is actually surprisingly high as explained in 
this short video.

The common theme running through all of these categories is the 
visibility and commitment we have to this niche market that 
comes from our regular attendance at industry events (now 
thankfully back in person in 2022), sector-focused marketing and 
a vast amount of active professional networking. All are critical to 
our ability to engage great talent from the sector. So, if you are 
struggling to hire the talent you need, it’s likely that you are 
missing at least one of these routes to market.  

If you need a better strategy to achieve your hiring goals, 
maybe it’s time to talk to the specialists. Find our contact 
details are at the end of this report.

“40% OF THE PEOPLE WHO MOVED  
CAME FROM LONG-STANDING 
RELATIONSHIPS WITH OUR TEAM”

https://www.loom.com/share/4bd39e88af224c3d94e5eb0b646f8ea8
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“IN SOME AREAS, WE’VE SEEN AVERAGE BASE SALARIES  
INCREASE BY AS MUCH AS 20% IN THE PAST YEAR”

 
9. THE EDBURY DALEY PROCUREMENT TECH SALARY REPORT 2022

What has been the impact of this sustained growth in demand?

One direct result of these market-growth conditions is that 
salaries are growing at an amazing rate in the sector. It’s a 
simple supply-and-demand equation, and with so much 
competition for the same skillsets in the market, the upward 
pressure on salaries is remarkable. In some areas, we’ve seen 
average base salaries increase by as much as 20% in the past 
year and many people who haven’t moved jobs in the past 18 
months are likely to have fallen behind what the open market 
is now capable of paying to attract the best.

With the unique conditions in the market, the typical annual 
salary surveys across the tech sector often used by HR 
Reward specialists are no longer able to offer accurate 
estimates of what’s actually happening in such a fast-paced 
market. This is because the data ages so quickly. Those who 
need accurate information need to understand what’s going 
on in the market now, not last year.

It’s likely that one or both of these two questions applies to you:

How do you know what your unique skills and experience 
are worth in the current job market?

How does your organisation know what it needs to pay if 
it is serious about retaining and hiring the best talent?

At Edbury Daley we have used our unique position in the market, 
which gives us a vast amount of knowledge about salary trends 
in the sector, to produce a vital report that gives invaluable 
insight into this area. It’s particularly important for business 
leaders and hiring managers who need to understand just how 
much market salaries have changed when considering how to 
retain their best people and be competitive in the external hiring 
market. It’s also of great value to individuals who wish to compare 
their own compensation package with current market rates.

In the report we detail the salary ranges currently required to 
successfully recruit experienced people from the sector in high-
demand areas like senior management, sales, customer success 
and presales. It also covers senior consulting and in-house digital 
procurement transformation roles so the key areas of the 
ecosystem are covered.

It is available to download for free as follows:
• Individuals can understand their own current market value 

by accessing the report for free. We ask that you provide 
your own salary data (anonymously if preferred) in the 
process as part of our ongoing research into salary trends 
in the sector using this link.

• Company representatives (Leadership, HR, Talent 
Acquisition, Hiring Managers) can access the report on 
behalf of their organisation by registering using this link. 

The data we collect as part of this process will be used for 
future reports on the subject. All information will be treated 
in the strictest confidence.

“SALARIES ARE GROWING  
AT AN AMAZING RATE IN  
THE SECTOR”

https://edburydaley.com/the-digital-procurement-and-supply-chain-salary-trends-report/personal/
https://edburydaley.com/the-digital-procurement-and-supply-chain-salary-trends-report/business/
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Edbury Daley are Expert Recruiters in Digital Procurement 
& Supply Chain

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 
passionate about sharing that knowledge.

Andrew is the leader of the 
Digital Procurement & Supply 
Chain practice. He is vastly 
experienced in a range 
recruitment projects across the 
digital procurement ecosystem 
with a particular specialism in 
senior leadership appointments 
and client facing, revenue 
generating roles like sales, 
presales, account management, 
customer success and 
transformation consulting.

His clients include the leading 
solution providers and emerging 
best of breed tools, their corporate 
customers and the consultancies 
who specialise in the associated 
digital procurement 
transformation projects.

Andrew’s career in Executive 
Recruitment started when he joined 
The PSD Group in 1995. In 1998 he 
created and led their new 
Purchasing & Supply Chain division 

and has specialised in procurement 
ever since. He was one of the 
founders of Edbury Daley in 2005.

Andrew was educated at William 
Hulme’s Grammar School in 
Manchester before graduating 
from the University of Sheffield 
with an honours degree in 
Economics in 1993.

Outside of work he is dedicated 
to his family, reducing his golf 
handicap and going to the gym. 

A graduate of London University, 
Simon has been in the recruitment 
industry since 1996 when he 
joined PSD. After six years, he 
joined Ajilon Executive to help 
start a new executive 
recruitment team. 

Following a successful career 
with corporate recruiters, 2005 
saw Simon and Andrew establish 
Edbury Daley which provides a 
highly specialist senior level 
recruitment service to the 
procurement and supply chain 
technology ecosystem. Simon has 
a passion for the ESG solutions 
now becoming an integral part 
of procurement decision making. 

Simon is renowned for his 
professional, reliable, direct 
approach to both clients and 
candidates. His no nonsense 
approach combined with deep 
industry knowledge has earned 
him an outstanding reputation.

Outside of work he enjoys family 
life, playing golf and following 
the NFL.

Peter specialises in procurement 
following five years leading 
recruitment at Proxima. His 
in-house recruitment background 
gives him a unique approach to 
talent attraction, blending 
expertise in best practice 
recruitment techniques and 
methodologies with a full 
understanding of the latest 
practices in talent identification 
and sourcing.

He has more than 18 years’ 
experience spanning a number 
of sectors including aerospace 

engineering, manufacturing, 
professional services and 
corporate functions such as 
HR, finance and procurement. 
He began his recruitment career 
in MRI / Humana, a niche executive 
search specialist, in 1996. In 
2000 he moved in-house to  
head-hunt a new management 
team for Manpower, and then 
led a complete transformation 
of the recruitment process at 
Rolls-Royce plc. He then joined 
BDO Stoy Hayward to head up 
its Resourcing team, before 
moving to Proxima in 2009.

Peter is a Fellow of the 
Chartered Institute of Personnel 
and Development and has a 
Master’s degree in Human 
Resource Management, as well 
as a degree in Geography. 
Outside of work he has two 
teenage sons, is a long-suffering 
Newcastle United supporter and 
is a keen walker.

Nancy is an editor, writer and 
researcher with vast experience 
in procurement and supply 
chain; she is currently Editor of 
Spend Matters LLC. After receiving 
her BA (Hons) degree in Languages 
and Linguistics, Nancy spent two 
years as editor of the magazine 
of the Institute of Quality Assurance, 
which promotes quality standards 
throughout British industry and 
advises those aiming to achieve 
ISO 9000/BS 5750. 

Nancy was also the editor of  
the monthly magazine of their 
affiliate body, The British Quality 
Association. She was also 
Managing Editor at Dataquest 
Europe Ltd, then part of the Dun 
& Bradstreet Group, and later 
became Gartner’s Head of 
Publishing EMEA. 

Nancy’s love for writing started 
back when she was a teenager, 
having written a music review 
for Billy Bragg when he was in a 
band called 1926. Billy sent her a 
personal thank you card which 
she still has to this day.  

Our reputation is founded on providing consistency, 
professionalism 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.

More info at www.edburydaley.com
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