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The UK government has made promises to build towards a net 
zero UK by 2050, but it is becoming increasingly clear that there 
is a green skills shortage that will undermine both UK and global 
ambitions to reach these targets.

“The demand for analysts, strategists and others knowledgeable 
about environmental, social and governance issues has 
never been higher — far more than the current supply of 
qualified humans. And therein lies a challenge to the growth of 
sustainability and climate solutions.”  
Joel Makowar, Chairman, Greenbiz Group 19th July 2021

With the serious political and economic drive towards  
decarbonisation, biodiversity, anti-pollution and resource 
management, there is now a momentum towards transition 
that will change the business landscape. The rate at which that 
change is now occurring and the demands for skills to facilitate 
it is creating a concerning and growing skills gap.

Those newsfeeds that report new green legislation, more 
aggressive carbon reduction targets and changes to the way 
that business conducts itself also report that a skilled workforce, 
to allow the changes to happen, does not yet exist. So there is 
an opportunity and real potential for a green jobs bonanza that 

presents as a growth area, along with technology, policy and 
financial innovations. 

However, transitioning skills and developing people takes 
planning, time and thought. It is not the same as releasing a 
new report or changing reduction targets. The recent – July 
2021 - National Audit Office (NAO) report (Local government 
and net zero in England, by the Comptroller and Auditor General, 
SESSION 2021-22 16 JULY 2021 HC 304 ) is one of the latest 
authoritative studies referencing the skills shortage.

The NAO report warns that Local Authorities may not have 
enough staff with the necessary understanding and knowledge 
to effectively engage with net zero policies. The authors cite 
a 2020 survey from the Local Government Association, which 
found 79 out of 90 respondents thought “a lack of workforce 
capacity” was a moderate or significant barrier to tackling 
climate change. 

There are many other examples that have been published widely. 
One  is that the Energy Whitepaper requires 40GW of wind 
generated energy and about 10 gigawatts have been installed 
but this has already almost maxed out the existing workforce.

The transition of any workforce takes effort and resources. 
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The Green Skills Gap – 
Bridging it

Understanding the extent of that transition – not just numbers 
but also the many different specialisations – is also going to 
take time. This is fine for a change that has years to take effect 
and capacity building can catch-up. However, we need the skills 
now. 

It is worth stating at this point that the Government Procurement 
has caught up and as of September 2021 any new contract 
awarded to a supplier, that has a value of £5M or more needs 
to have a carbon reduction plan in place (Procurement Policy 
Note – Taking Account of Carbon Reduction Plans in the 
procurement of major government contracts Action Note PPN 
06/21 05/06/2021). If potential suppliers  do not, then they will 
not be able to bid. So the question is who is going to provide the 
expertise to prepare and monitor these carbon reduction plans? 
The transition does not just have a skills shortfall,  there is also a 
lack of understanding of what those skills are.

The need is not just for the technical specialists, the engineers, 
specialist construction, designers and maintenance engineers. It 
includes all the support that enables these to be deployed. That 
means financial, project management, planning, training and 
procurement expertise to be part of an overall structure going 
forward. Given the sheer scale and complexity of retrofitting 
initiatives for real estate and installing low carbon technologies 
the issues become clear.

When we then consider the needs of the SME population of the 
economy we are confronted by the fact that their experience 
of the transition will be very different to that of the much larger 
enterprises. The skills needed might be similar, but there are 
important differences. Therefore, access to an advisor that both 
understands the resource management priorities, commercial 
realities and customer pressures is likely to be rare for some 
time. In addition, the ability of that advisor to formulate real 
solutions that bring the decarbonisation and other sustainability 
changes in a way that addresses costs within this transition is 
likely to be even more scarce. 

“…As well as industry specialists and technical skills that 
will continue to evolve with new technologies, successful 
transition will require more people with broader skills that 
match the demands across the wider economy, such as digital, 
management, and people skills . It will also be important to a 
successful transition that training can be topped-up over time as 
even some technical skills to be learnt now will be outdated as 
technologies progress well before transition is completed.” 
Skills and Training for Green Economy –  
CBI, submission to Green Jobs Taskforce April 2021

There are probably two, key, ways to begin to address the 
shortage of skills. The first is to provide the learning paths to 
provide those skills to meet demand. This is not a short timeline 
exercise. The second is to provide skills as an outsourced 
solution that can cover the initial demands while capacity builds. 
This is likely to be a long-term solution as the rate of change will 
always require some buffer expertise.

There is an opportunity for advisors with the right capability to 
fill one of the keystone skills gaps. That is, the quantification, 
understanding and rapid provision of decarbonisation that is 
not disruptive and a plan that can be achieved financially and 
practically.

The word from the network is that there is a growing demand 
emerging and that the only real block is that organisations are 
aware of what they must do, but unsure of how to do it. They do 
not hold skills in house and may never be able to afford nor find 
those skills to employ. 

Auditel has a cadre of advisors who specialise in Carbon 
Strategy and Sustainability for Business. This is being expanded 
and the fully packaged approach that integrates this with 
resource management and cost management has been adapted. 
For those who need the skills now or in the near future – this is a 
viable option.

The Green Skills Gap – Bridging it
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This D&O update is unique in that it is the first time it has been 
formulated during a renewal season where the insurance buyer 
is negotiating based on terms and conditions that were bound 
during the Covid pandemic, and whilst we cannot completely 
ignore the continued uncertainty in the D&O market and the 
wider world, the insurance market looks and feels ready to 
move on from COVID-19.

As we enter the second half of 2021, we want to focus on 
how the insurance buyer controls and presents their risk to 
the market; because their Insurance Broker will need to have 
some tough conversations with insurers about removing the 
uncertainty reflected in pricing in some Management Liability 
programmes.

Experience this year suggests we are at the top of the pricing 
bell curve, with new excess market capacity applying some 
much-needed relief to overall pricing. Whilst primary policies 
remain difficult to replace or move, some primary insurers still 
need to take corrective measures.

For the past four years, the global hub that is the London 
insurance market has been an extremely challenging place to 
do business – the D&O and Management Liability market, in 
particular.

Insurers need to be ready to compete for the existing business, 
on accounts where the rate has been corrected through an 
unprecedented year; any Chief Underwriting Officer implemented 
edicts around “not renewing flat” or “no decreases”, will almost 
certainly see insurers lose quality business.

Insurers have to be realistic about the clear and present 
challenges. The UK Chancellor remains adamant about 
redressing the balance of the public purse, and a lifting of 
lockdown does not necessarily mean an instant return to 
economic recovery. As furlough schemes lift, the fallout will start 
to be felt, and as we have learned from the last soft market, not 
just in the UK, but in many developed nations, the tail for D&O 
claims is a long one.

A quiet accident year (in terms of notifications) coupled with 
historic rate increases for insurers does not necessarily equate 
to a profitable return, and the long tail nature of D&O claims 
means payments for historic investigations (as far back as 
2013) are still being made. Coupled with impending changes to 
audit reforms and the turbulence caused by UK IPOs and SPACs/
De-SPACs – the outlook remains uncertain for the UK economy 
and its Company Directors.
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Directors’ & Officers’ (D&O): 
Global Market Update for the 
Insurance Buyer – Q3/21

United Kingdom

As we enter the second half of 2021, some of the pandemic-
induced turbulence seen throughout 2020 is starting to subside. 
The UK has now started to transition out of lockdown, and 
the wider optimism in the economy is starting to be felt in the 
D&O marketplace, with a softening of the pricing curve being 
observed.

Disregarding COVID-19 for a moment, there remains much 
uncertainty for UK companies and their Directors. Brexit remains 
a key driver of turmoil, with “Sausage Wars” breaking out and 
further upset to free trade only adding to woes felt at the Irish 
border.

There is also increased financial scrutiny on the horizon, with 
audit reform proving to be a key risk consideration for most UK 
board members.

There has also been an unprecedented level of attention paid to 
the UK listing environment. Whilst there has been a healthy level 
of IPO activity since the turn of the year, some have been more 
successful than others have. Any attempts by the Chancellor 
and Lord Hill to relax the listing rules and make the UK and its 
exchanges the country of choice for technology and unicorn 
flotations have been tempered by the perceived failure of some 
high profile IPO’s. The jury is still out.

Whilst the industries most impacted by COVID-19 remain 
challenging, retail and hospitality is bouncing back and some 
improvements to D&O terms and conditions are being seen. 
Aviation, meanwhile, will only likely see material positive 
movements once free travel and tourism returns to previous 
levels.

Looking ahead, the next quarter will see the anniversary of XL 

exiting the market, bringing some much-needed calm to renewal 
seasons. Replacement primary policies will be in place and the 
aforementioned excess capacity can really add value.

Europe

Europe has seen increased regulatory activity and, therefore, 
D&O claims. Traditionally, we have seen large limits from 
European insurers, but maximum line sizes are being reduced 
and clients are now needing to build their programmes in more 
layers. This, also, has undoubtedly changed the buying process.

Programmes historically built with one insurer taking the claims 
lead, now have group litigation handling becoming much more 
common. This will make settlements and claims handling more 
difficult and onerous.

The European D&O market began to harden after the London 
market. This remains the case but Europe does appear to be 
catching up as the historic claims start to bite across their 
portfolios.

With more European claims and insurers becoming more 
joined-up internally; this has meant that underwriting appetites 
and terms across insurers’ various offices are now much more 
consistent. Having said that, our view is that accessing the 
continental European market is a valuable marketing exercise 
and provides diversification for insurers on programmes.

USA

The US D&O hard market is improving. US D&O prices continue 
to go up, though not as much as seen in 2020. Price increases 
vary based primarily on industry sector, size and growth, 
financial health and outlook, and claims history. As such, 
US underwriters pricing accordingly with four tiers of client 
companies in general. Tier 4 is very disadvantaged and is mainly 

Directors’ & Officers’ (D&O): Global Market Update for the 
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driven by industries most affected by COVID-19. The other three 
Tiers and their typical price increases are as follows, noting 
that all three tiers are seeing on average, about a 25% reduction 
in the size of increases compared to 2020. We expect these 
reductions in the amount of premium increase to accelerate.

Tier 1 – Primarily Financial Institutions with healthy balance 
sheets, good earnings and no significant claims activity; pricing 
typically up 18% in 2020, now up by 13.5% and expected to 
continue lower.

Tier 2 – The best of the commercial accounts – some 
manufacturing, some services, but overall top performers may 
come from almost any class, including retail.

Typical increases have moved from 36% last year to 27% this 
year, with a current range of 15% to 40%.

Tier 3 – Ranges from typical to challenged accounts; you would 
expect to see most large technology accounts, established 
biotech and pharmaceuticals and recently many of the former 
Tier 4 companies that have recovered and rebuilt their balance 
sheet and income stream. Increases have recently been in the 
35% to 50% range, but are improving each month.

Overall, it is not just supply and demand economics with new 
and revived capacity, nor stock market turnaround and success 
compared to a year ago, that are propelling relief from a hard 
market. Other factors allow for some optimism, such as the 
drop in the core claims (federal securities class actions) though 
likely COVID-19 related; the substantial drop in M&A claims; 
higher case dismissals (especially for Merger-Objection cases) 
and overall motions to dismiss won circa 50% of the time, newly 
formed companies increasing the number of publicly-traded 
insureds for the first time in a long time, and claim severities 
down.

Canada

The D&O market in Canada began hardening much later than 
the US market, and as such, we anticipate the market to remain 
hard throughout 2021 before seeing some moderation in 2022. 
Public and private organisations that saw rate increases of 25% 
or higher in 2020 should expect another round of increases 
in 2021. In addition, new wordings are being launched by the 
major carriers, and many of them have stripped out coverages 
that were previously “thrown in”. We continue to see reduced 
capacity, tightened terms, higher retentions, and the removal of 
extensions like defence outside the limit and additional Side A, 
among others.

What we have seen:

•	 Defence cost inflation: Over the past 10 years, average 
hourly rates for law firms specializing in D&O defence work 
have seen average annual inflation of roughly 7%. Defence 
costs on a securities class action may be in the range of 
USD6m – USD10m, not counting the settlement itself.

•	 12 years of soft market: From 2006–2018, coverage in 
Canada expanded drastically, while competition was fierce, 
driving prices to USD1k/1m or even lower.

•	 A shrinking market for premium: Publicly traded companies 
in Canada drive most of the market premium in Canada. As 
the number of public companies in Canada shrank, so did 
the amount of premium available to pay claims.

•	 Loss frequency: Over the past few years, claims in the 
private D&O world have risen significantly.

From private shareholder claims, to insolvency, and employment 
practices issues, private D&O became a money loser for carriers. 
In the publicly traded world, sectors like cannabis, fintech, 
and life sciences drove both frequency and severity issues for 
insurers.

Australia

D&O insurers of Australian domiciled companies continue 
tightening capacity and risk selection. Market conditions saw 
premium increases and restricted underwriting accelerate in 
2020 amid uncertain financial markets and economic conditions 
in anticipation of the impact of COVID-19 in 2020; this prompted 
the need to review buying patterns and prioritise leverage of 
existing relationships to secure renewal terms with limited 
alternative options in a distressed global insurance market.

At mid-2021 there is more cause for optimism with signs that 
insurers are willing to trade on new opportunities and, in many 
cases, on more adventurous program structures. Premium 
strengthening year on year has given insurers more confidence. 
While we have not yet seen the predicted wave of insolvencies 
even after the ‘fiscal cliff’ of government stimulus and 
JobKeeper Payments ended in Q1-21, there is caution about the 
extent of harm for the Australian economy if the largest cities 
continue to experience the uncertainty of extended lockdowns. 
Government action seeking legislative and judicial reform to 
corporate regulation is signalling more balance for a director 
community craving business efficacy to capitalise on trading 
opportunities in changing economic conditions.

Sector sentiment is a key challenge with insurers tending to 
apply a broad-brush industry response, regardless of the risk 
metrics and variable characteristics of each distinct entity. In 
these conditions, directors can be effectively differentiated to 
get better than sector outcomes though this takes real skill and 
finesse.

Matrix Capabilities and Experience

Matrix are a specialist independent insurance and financial 
consultancy. For over 20 years we have been delivering 
successful projects for our Clients across a broad spectrum of 
industry, commercial and financial sectors on both a national 
and global basis.

Matrix focus on insurance 24/7 which has given us an in-depth 
perspective of the capabilities and resources of the broker and 
Insurer community. Our extensive project work also provides 
us with an ongoing insight to current and future market 
developments together with the implications for our Clients.

Other team members are experts in a variety of financial 
disciplines which has enabled Matrix to expand our scope of 
services to include innovative financial and insurance structuring 
solutions for businesses, financial institutions and the global 
M&A community.

In this market environment the challenge facing the insurance 
buyer is how best to meet the requirements for reviewing and 
validating the corporate insurance arrangements in the most 
efficient manner possible in order to satisfy the operational and 
corporate governance needs of the organisation.

Our fully independent insurance programme audit and review 
can provide the most effective solution by establishing the 
optimum insurance programme strategy and giving the 
necessary peace of mind both internally within the business and 
for external stakeholders.

Our specialists work in parallel with the normal annual insurance 
renewal process to minimize the impact of a hardening market 
and maximise our clients’ market opportunities.

Matrix are fully authorised and regulated by the Financial 
Conduct Authority.

Directors’ & Officers’ (D&O): Global Market Update for the 
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Procurement should be a relatively uncomplicated process – a 
function by which an organisation buys the products or services 
it needs from other organisations to produce its own products or 
services to sell.  Straight forward you might think. Well, so did I 
until I started digging deeper.

Procurement has evolved to become a highly sophisticated 
function, and at its core, it utilises different operating platforms 
and technologies to manage the process.

With the advent of artificial intelligence, many manual functions 
have been automated. This is a good thing, as it allows 
procurement professionals to focus on more relevant and 
meaningful tasks.

In evaluating the key functions which now go to make up the 
current mix of activities in tech-based procurement, I came 
across an image which looked like a centipede. On further 
inspection, it was a long, thin, oval shaped diagram, with scores 
of ‘legs’ protruding out around the ‘body.’ At the end of each leg, 
was an element of the procurement process. 

I was struck at the sheer number of functions highlighted, and 
of course, each function has its own technology to drive the 
specified process.

Today, procurement is highly competitive, with great care and 
attention paid to each step. As a process, it is now broken down 
into many smaller components – it’s been sliced and diced. 
Every aspect of the process has a myriad of sub-functions to 
make it better, improve it, speed it up, all designed to save time 
and money, or so it seems.

The most basic activities that procurement entails are 
summarised as follows:

•	 Vendor Vetting & Selection
•	 Contract Negotiation & SLA
•	 Payment Negotiation
•	 Final Purchase

That’s it. Or so you would think. Not so. That’s not good enough 
for some people, and this is where the centipede principle takes 
over. Apparently, each function has to be studied, checked, 
examined, reviewed, analysed, scrutinised, monitored, 
inspected and surveyed.

So, here’s the million-dollar question. How does procurement 
technology work for you? Does it deliver on the many promises 
you expect? Is it driving down costs? Is it making life easier, and 
saving you money?

BY: A L E X S C OT T

Procurement – The Art of the Deal

The fact of the matter is that technology has taken over every 
aspect of the procurement process, and users are all too often 
in thrall to the process, rather than the outcome. A state of 
subjugation, of rapt absorption to the means rather than the end 
seems to prevail.

Remember, procurement‘s endpoint is to acquire goods and 
services by securing the best possible prices and ensure that 
companies get what they need in a timely manner. How difficult 
is that?

Don’t get me wrong – I’m all for the technology, utilising it to 
maximise the end result, but what happens if the contract has 
been badly negotiated in the first instance and not delivering 
what you expect? What happens if circumstances have changed, 
and the contract doesn’t offer value for money? How can you 
hedge against factors beyond your control (Brexit/Covid) that 
may negatively impact on your ability to deliver your products or 
services?

The fastest, most expensive hardware and software won’t 
change the fact that a contract is no longer relevant or fit for 
purpose if circumstances change or it’s been badly negotiated.

It is critical to ensure the right terms and conditions are agreed 
up front, taking into account that flexibility will be required.

Caveat Emptor (Buyer Beware)  

There are many analogies of poor procurement and getting 
things right up front. This is one of my favourites:

A friends clothes dryer broke down, so he went online to look 
for a reasonably priced used clothes dryer. He found an ad that 
listed a ‘New, Still in BOX, unopened, green & environmentally 
friendly Solar Powered Clothes Dryer’ for £50 with free delivery. 
Wow! It seemed it was a real bargain for such a high-tech dryer, 
so he ordered it.

The day he received it, his jaw dropped! He got a box with 
clothes pegs and several yards of rope. This makes the point 
- Buyer Beware. So, what can you do to get it right, even when 
conditions change?

Expertise on demand

The best technology in the world won’t help when it comes to 
negotiating contracts, or amending them when circumstances 
change, that’s why you need a trusted partner in your corner. 
Auditel has expertise in 100 different areas of expenditure, and 
this means that we can advise you on new, innovative products, 
services, policies and processes that can eradicate profit leaks 
and deliver a significant competitive advantage.

Negotiating from a position of knowledge, our specialists 
will help you avoid any contractual pitfalls that would 
disadvantage your organisation. Having supply-side expertise 
on your team ensures that any contracts agreed between you 
and your suppliers will be reviewed in detail, to safeguard 
your organisation from unfair clauses and protect you from 
unjustified price rises. Leasing is a classic example of this.

It’s great to have the technology, but it’s even better to have the 
know how!

Procurement – The Art of the Deal
BY: A L E X S C OT T

A U D IT E L.C O.U K A U D IT E L.C O.U KI S S U E 1 3 I S S U E 1 3

THE BOTTOM LINE THE BOTTOM LINE
PROCUREMENT PROCUREMENT 



There is one important reason the sixth assessment report 
by the IPPC, that was published on Monday, is different from 
the previous reports and that is we are now living through 
the dramatic effects of climate change. The report states the 
changes in our world climate is ‘affecting every inhabited region 
across the globe, with human influence contributing to many 
observed changes in weather and climate extremes.’ This is 
rather than experts trying to model and predict what will happen 
in the future, we have moved beyond this. Fires in California, 
Greece, Algeria and many other areas along with the numerous 
examples of intense rainfall and flooding in Europe in 2021, 
highlight what we all must accept and that is the time for the 
debate and evasion is now in the past. There is no choice, we are 
forced to act now. 

There have been numerous reports and articles written on 
climate change so why is this report so important? It is compiled 
by 234 authors from 66 countries, and it is based on eight 
years of work and research that builds on three decades of 
research before that. The IPCC was founded in 1988 by the 
UN Environment Programme and the World Meteorological 
Organisation and comprises 195 member states, which gives 
information to world leaders on the climate emergency including 
the risks, the problems and to give advice on possible solutions 
based on the science.

There are three working groups:

•	 First group. This group deals with the physical science 
and they` presented the first instalment of the IPPC’s Sixth 
Assessment Report (AR6) report on Monday 9th August, 
which will be completed in 2022.

•	 The second group. This group works on the impact of 
climate issues and considers the problems and suggests 
adaptations.

•	 The third group assesses any mitigations of climate 
change. A separate task force assesses methodologies for 
measuring greenhouse gases and their removals.

The second and third working groups will finalise their reports in 
February and March 2022 and a concluding ‘Synthesis Report’ is 
also due next year.

Each IPCC report runs to thousands of pages, and it is then 
reduced to a summary of key messages, called a summary for 
policymakers (SPM), in a meeting of all the scientists lasting two 
weeks. This report will provide information for the negotiating 
positions governments will take at COP26, the UN climate 
conference in Glasgow in November 2021.

BY: M A R K M I L L E R

IPCC REPORT – 
AR6 Briefing Note

It is important to note that this summary includes far more 
confident and definitive statements about their research and 
findings because of “ ‘multiple lines of evidence’ which go 
beyond the modelling and theory to observation in previous 
reports” The report references the:

•	 More intense rainfall and flooding.
•	 More intense drought.
•	 Coastal areas to see continued rises in sea levels.
•	 Amplification of permafrost thawing.
•	 Ocean acidification and other effects.

The report gives a serious warning that some of the climate 
changes are already happening and are ‘irreversible’. It clearly 
states that there is an immediate need for large scale action 
on reducing greenhouse gas emissions if we are to limit global 
warming to 1.5-2 degrees Celsius. This is the level at which it 
has been considered that the effects of climate warming can be 
controlled. 

However, the climate crisis does not start at 1.5 degrees 
Celsius; it is happening already. The Earth has already warmed 
by over a tenth of a degree since the last report was published 
in 2013/2014 so the entire world must achieve net zero before 
2050. Changing climate and the new normal it has brought with 
it are a simple fact.

The Co -Chair of the IPCC Working Group 1, Panmao Zhai sums 
up this reality check when he states: ’Stabilizing the climate will 
require strong, rapid, and sustained reductions in greenhouse 
gas emissions, and reaching net zero CO2 emissions. Limiting 
other greenhouse gases and air pollutants, especially methane, 
could have benefits both for health and the climate.’

This can appear daunting, especially if you are an SME with 
limited resources, limited skills and still unsure of the specific 
impacts to your business prospects. The first thing to consider 
is that this affects everything and that any business fits into a 
complex engine with many interconnected moving parts. The 
engine can drive into a more positive future or one of difficulty 
and disaster.

It will be an unusual business that experiences no impact – 
probably one in denial or already failing. The time of preventing 
climate change is long gone and it is time to limit and adapt. 
This may all sound bleak – but remember change is normal and 
humans and commerce adapt all the time. For every horse and 
carriage that was there is an electric vehicle in the wings.

IPCC REPORT – AR6 Briefing Note
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Purchase to Pay (also known as Procure to Pay) or P2P has 
been around for many years, yet there is still reluctancy for 
some businesses to invest in them.  The question I would ask is, 
what priority do you put onto control, efficiency, accuracy, and 
business relationships?  If the answer is high, then a P2P system 
may be the answer.

What is Purchase to Pay?

Purchase to pay refers to the process in which a business 
undertakes when they need to purchase a product. In its 
simplest form it is the process of selecting a product or service, 
providing a PO (purchase order), receiving the product, then 
reimburse the supplier. 

A P2P system automates and controls the process through 
integration of systems in which an organisation decides what 
to purchase, from whom to purchase it and how to pay the 
supplier from whom the goods are purchased. In addition 
to e-procurement functionality, P2P systems provide invoice 
matching and processes for returned goods. 

Why would you need a P2P system?

Many companies find it increasingly difficult to manage different 
suppliers and have disconnected purchasing and accounts 
payable systems.  This can lead to lack of control of purchasing, 
increased cost of paying invoices, disparity in purchasing 
invoices to account payable causing lack of real time vision 
of actual spend.  A deficiency in any activity throughout the 
procurement process will involve profit leaks, ineffective invoice 
process and additional work and stress.  Left unmanaged 
will greatly affect how a company does business and the 
relationships it has strived to build with its customers and 
suppliers.

Companies that have not implemented a digitised system to 
automate this business process are still subject to human 
errors that often accompany a dependence on paper and 
manual processing. These companies also experience delayed 
payments due to disputes or oversight, and a complete lack of 
visibility in real-time status of invoices and cash flow.

BY: C A R O L E O ’B R I E N

Purchase to Pay – why it could 
benefit your business

Benefits of P2P systems

Whether a company has started to experience deficiencies or 
not, there are some huge benefits to implementing a proficient 
P2P system. It gives a company insight into employing more 
efficient processing, achieving better compliance, and saving 
money. This in turn allows reduced risk by accurate automated 
reconciliation of purchase orders to billing, reducing the cost per 
transaction, catching deficiencies in any of their procedures and 
therefore reducing overspend and forming stronger business-to-
business relationships. In a nutshell, it integrates procurement 
with accounts payable, streamlining the process to ensure 
accuracy, create efficiencies in cost and time and increase 
business relationships.

In summary the reasons for implementing a Purchase to Pay 
system:

•	 Streamline procurement processes – Reduces time, 
increases control and vision through faster trackable 
requisitions that are approved faster. All steps are electronic 
and easily trackable. Manual processes and silos make 
payable and purchasing systems inefficient, which may 
significantly impact your bottom line.

•	 Reduce invoice processing costs by up to 80%– Going 
paperless reduces time as well as cost, freeing up 
employees for more strategic initiatives. Reduction in 
human error, duplication of work and increased control.

•	 Realise better management of exceptions – With most 
invoices processing straight through, exceptions can get the 
attention they deserve and get resolved faster.

•	 Improve supplier relationships – suppliers can know 
when they will receive payment and any exceptions can be 
resolved faster. Relationships will strengthen with increased 
visibility and efficiency.

•	 Leverage negotiating power – When suppliers have 
confidence in their payment status, they may be willing to 
offer terms that are more advantageous to buyers 

•	 Get 100% visibility – will allow you to track real-time and 
historical data and thus gain greater control over your cash 
flow and working investment.

As with any transformation there will be costs but these can 
be mitigated by the benefits of cost savings, efficiencies, and 
overall visibility to make informed decisions for the future.

Where can Auditel help?

Transformations of processes and systems need careful 
consideration and time.  As independent consultants we can 
assist you throughout the journey, from the conception of 
change to implementation and beyond.

Purchase to Pay – why it could benefit your business
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There was a time when mobile phone contracts were about how 
many minutes, texts and Mb you used as well as which countries 
you might roam in and which types of 08 numbers you might call 
and so on etc etc.  It got very complex.

However, times have changed and now mobile phone companies 
all offer contracts which seem simple and the same – unlimited 
calls (except 08, 09), unlimited UK Texts and then add however 
much data you think you’ll need on top. £100 for 100Gb, £200 
for 200Gb etc.

They might throw in some “free” cashback, subsidy, hardware 
etc, but that’s a whole other topic (which you can find here).

However, these simple unlimited tariffs plus data have so many 
catches and quirks that it’s very easy to get caught out and pay 
over the odds.  So here is our simple guide:

Individual Bundles - A Data allowance per connection with each 
connection having a level appropriate for their usage.

•	 e.g. 1Gb for low users, 2Gb for the majority and 10Gb for 
high users.

•	 The problem here is that as staff leave and numbers are 
reissued, or people’s circumstances change, users can 

find themselves on inappropriate bundles and this leads to 
wastage and overcharges.

•	 This is a really bad way to ‘manage’ your data contracts 
across a fleet.

Aggregated Bundles - A Data allowance per connection but all 
data bundles are aggregated and shared

•	 e.g. 10 devices with 2Gb each gives the fleet a 20Gb 
allowance, so 9 can use 1Gb and one high user gets 11Gb 
for example.

•	 This can work well for expanding companies, because as 
you add connections through the contract you also add in 
this example 2Gb each time.

•	 However, if your usage profile means the user average is say 
under 1Gb then you are wasting almost 50% of the data you 
are paying for.

•	 A tweak to this is to have a range of options written into the 
contract e.g. 0Gb for X, 1Gb for Y and so forth which means 
when expanding in the future you can add data if needed or 
not as the case may be.

Shared Data Bundle - for the whole fleet.

•	 e.g. 200Gb as a standalone charge.
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Mobile Data Contracts

•	 Nice and simple, if the bundle is sized right it can be hands 
off, no management and simple exception reporting alerts 
in place.

Mixed -  Individual and Shared (1 combined with 3)

•	 e.g. each connection might have 1Gb, but if they breach in 
a month then they dip into a shared pool of 10gb, if no one 
breaches the shared pool doesn’t get used.  Can work well, 
but not an option commonly seen.

Pay as you use

•	 e.g. say £2 per Gb used, don’t use it, you don’t pay, no 
minimum or maximum and billed in arrears.

•	 Can work out well for highly variable or seasonal usage but 
feels expensive when you get the high data usage months 
even though it might work out better over a year.

Then layered on top of that are the charges for when you 
expect to breach the usage so want to add some temporary (or 
permanent) extra data:

a.	 Allows you to add a bundle before the month end that 
applies for the full month at a pre-agreed rate e.g. £30 for 
10 Gb say.

b.	 As a) but no contracted rate, it’s whatever the network price 
currently is for bundles e.g Vodafone is currently £3 per Gb.

c.	 As a)/b) but it is pro-rated so if there is only 10 days left in 
the month when you add the 10Gb. You’ll only get 3.3Gb for 

a charge of £3.33 but this won’t be made clear, and you’ll 
likely still breach your bundle because you wanted 10Gb. It’s 
in effect a daily bundle and you choose how many days you 
need, you set the end date when you add the bundle.  So, 
to add the 10Gb you need for 10 days you’ll need to add a 
30Gb bundle and set it to cancel on the 1st of the following 
month.  Sneaky and also how EE currently works.

d.	 Add a bundle pre-month end but it will only apply the 
following month. You’ll get heavily stung in the current 
month and there’s nothing you can do about it without 
blocking all users’ data. Very sneaky.

The reason it’s important to understand a) vs d) is that for an a) 
contract you can run the mobile data very tightly and just add 
30-day bundles if and when you breach.  If it’s likely to recur just 
leave them on the account and if it subsequently drops take 
them off again. However, your base contract can’t be dropped, 
so start with a small base.

Data Rollover: The other common data bundle clause is the 
unused data rollover offered by O2.  e.g. if you use 110Gb of a 
125Gb package in Month 1, then in Month 2 you actually have 
140Gb to play with before needing to add any data bundles, so 
you can run an O2 contract much tighter than a Vodafone or EE 
because the risk is slightly lower.

So, as you can see, a simple “Unlimited calls & Texts plus X 
Gb of data”, isn’t actually that simple. If you would like to know 
more or need help with your mobile data contracts then please 
contact.

Mobile Data Contracts
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As more businesses look for ways to reduce costs and 
inefficiencies, many are turning to fuel cards as more fleet 
managers and finance directors become aware of the many 
benefits that using fuel cards bring. 

With fuel reaching an 8 year high* fuel cards can be a useful 
addition to any business that relies on their vehicles in order to 
operate smoothly and efficiently. 

But that said, what is it that makes fuel cards a better and more 
helpful alternative compared to not using them?

Operating a fleet requires seamless organisation and efficiency 
and using fuel cards facilitates easier management of those 
requirements.

Discounted & fixed price fuel

Fuel cards usually offer discounted prices from the national 
average pump price. The price is also consistent across the 
UK and can mean significant financial savings. Most offer 
fixed weekly prices which allow you to budget your costs more 
effectively. Although price fluctuations are inevitable, fuel cards 
can help you control the costs of your business expenses by 
giving you insight into how much fuel each driver is using.

Less administrative burden

With a fuel card, the financial benefits can be more than simply 
discounted fuel. This is because, when you have a fuel card, you 
don’t pay at the pump. Instead, all fuel costs for a given week 
are collected into one single invoice, which is then taken out as 
a single direct debit payment. This means you’ll be spending 
far less time tracking and collating expense forms to figure out 
exactly who paid for what. Hundreds of individual transactions 
are compiled into one neat invoice instead of manually trying to 
wrangle multiple documents into one tidy and readable report. 
You will be able to see what vehicle has filled up where, what 
type of fuel, the cost and when it was filled up. With fuel cards, 
you can say goodbye to having to chase employees for details 
and hoping that they still have their receipts.

Increased Security for Your Peace of Mind

Keeping your business secure is crucial, whether that’s by 
extending a duty of care to your employees or protecting your 
business from fraud. Assigning fuel cards to your drivers is a 
much safer alternative to carrying cash. All fuel cards operate 
on a PIN style system – a bit like a credit or debit card, to keep 
all payments secure. This will make the driver feel more secure, 
and, as an employer, it gives you a much greater sense of 
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Fuel Cards

security to know that only your driver can access that card and 
make a fuel payment on it. Fuel cards can also help eliminate 
any fraudulent transactions where expenses are being claimed 
that aren’t necessarily used for company purposes by fleet 
drivers.

Tracking mileage and fuel usage for your fleet

Fuel cards are more than just an efficient way to pay for your 
fuel. In combination with your provider’s fleet management 
software, they’re also a great way to monitor your fleet, such as 
the routes they drive, their mileage per gallon, and where and 
how often they’re stopping. This is a great way of finding out 
how and where you can make cutbacks or improve efficiency 
for longer-term business savings. For example, if you can spot 
patterns which correlate to fuel savings or you notice one vehicle 
is making lots of inefficient short journeys, you can bear this in 
mind for future planning.

It is much easier for the employee

There are many benefits for the employee as well. For health and 
safety reasons, a fuel card is obviously safer to carry about than 
large amounts of cash, but also, it removes them from being 
accused of any wrongdoings from the employer. 

Your staff won’t have to worry about keeping receipts or writing 
down exactly how much fuel they’ve purchased – everything is 
tracked through the provider’s portal, and it’s all accounted for 
on the invoice, which will be produced to strict HMRC standards.

There is not just one fuel card out there – there is such a huge 
variety to choose from that have all been designed with different 
fleets in mind. Using fuel cards gives business fleets more 
flexibility for refuelling across a huge network. Sometimes plans 
and routes change and the ability to use a fuel card across 
networks gives your drivers the freedom to adjust their route 
as necessary. It is important to select the right card for your 
business, so you can be sure that you are getting the best price 
on fuel. 

So whether you have HGV fleets, van fleets, car fleets or a 
mixture of all three, we are confident that Auditel will be able to 
help you find the best fuel card for your business.

Fuel Cards
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The world of employee benefits never stands still. The pandemic 
hastened developments, and there has never been more choice. 
The dilemma is which ones should employers offer their staff? 
The most important thing is to make them relevant, targeted and 
personalised to your own particular workforce.

As one leading HR Director says: ‘Personalised offerings provide 
a greater sense of connection between the employee and the 
organisation.’

Workforce demographics

To do this, it’s important to have a handle on the particular 
demographics of your workforce. This is as relevant for small 
employers as it is for large. Consider age, gender, lifestyle, 
whether or not they have dependants: this can all give an 
indication as to which benefits might be most relevant. 

For instance, advice on pension investments is likely to be 
different for a younger workforce than an older one.

But it’s also important not to make assumptions. Life 
assurance may typically appeal to older employees, but younger 
employees with financial commitments are also likely to see the 
advantages. Private Medical Insurance (PMI) may be utilised 

more heavily by older employees, but research shows it’s also 
viewed as one of the most valuable employee benefits across a 
workforce.

Ask, ask and ask again

Running an employee survey can be a great way to find out what 
really excites your employees. 

If you find that support for fitness, health and wellbeing is really 
important to them, then that can be a great starting point to look 
at the options. It doesn’t have to mean gold-plated PMI across 
the board, in practice it might mean offering access to cycle-to-
work schemes, fitness apps or discounted physio: benefits that 
are very affordable but highly valued.

It’s really valuable to run a survey again after benefits have been 
implemented to measure understanding and appreciation.

Engagement is good for business

Engaging employees with benefits helps to engage them with 
the company, and that’s good for business. Research shows that 
engaged employees are more likely to stay with the organisation, 
perform 20 per cent better than their colleagues and act as 
advocates of the business. 
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Make benefits relevant if you 
want to engage staff

A good measurement of engagement with employee benefits 
is to look at the utilisation of them. Is the employee assistance 
programme (EAP) accessed, are helplines used, have employees 
increased their pension contributions?

Utilisation is a really good sign that benefits are relevant.

However, poor utilisation is not necessarily an indication that 
they’re not. It might well be the case that employees just don’t 
know about the benefits on offer or how to access them.

Communicate the relevance

At Matrix, we’re experts at communicating the detail of 
employee benefits, bringing them to life, and explaining the 
relevance to different demographics.

We can explain the impact of increasing pension contributions; 
the importance of reviewing pension investment options; the 
relevance of life assurance/critical illness/income protection at 
different life stages; how to get the most value from health and 
wellbeing benefits; and – vitally – how to access them.

Hearing from experts can make all the difference to staff. 
Whether via webinar, intranet, flyers or other – targeted 
communications can demonstrate the value to each individual.

Personalised

When employees see the personal relevance of the benefits 
that they’re offered, they not only feel more engaged with the 
benefit, they feel more engaged with their employer too. And this 
increases their value to both. 

The right employee benefits support retention and engagement, 
and it can support recruitment too.  Sixty per cent of people 
report that benefits are a major factor in considering whether 
to accept a job offer. So if you’re looking to recruit a particular 
demographic, then a good place to start is to look at the benefits 
that are going to attract them. 

Relevant, targeted and personalised employee benefits are key 
differentiators for employers of choice.

Make benefits relevant if you want to engage staff
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Given the importance of data in the way the world does business 
in the digital age, managing data, and by definition, managing 
documents, is a critical factor for every business. GDPR has also 
been a game changer for many businesses.

It is essential to ensure that your company doesn’t fall foul of 
data breaches or non-compliance. To avoid this, companies 
need robust document management systems. The correct 
in-house systems and procedures ensure that everything is 
covered when it comes to your documentation and that you are 
fully compliant

Here’s how you can keep a records management plan running 
smoothly in nine practical steps.

1. Recognise the need and appoint a team with experience and 
a broad range of skills

To ensure that everything is under control and company files and 
documents are not in danger of being hacked, you need to have 
a strategic plan, which is implemented by a centrally based team 
with a wide skill set. 

This team should know your business in depth, and where 
possible, they should come from as many departments as 
possible. That way, they will all have an accurate picture of how 
data and electronic files are managed company wide and won’t 
forever be amending the plan to meet the needs of different 
departments.

2. Define your system procedures in a way everyone 
understands

Communication is key. There’s no point in having one of the 
most technically advanced document management systems 
that only a handful of people can decipher. You may well have 
produced the smartest, most innovative approach for storing 
documents, but if people don’t know how to use it, then it’s just 
not going to have much of an impact on the way you do things.

Simplicity is often the best solution, so look for ways to reduce 
the steps involved so that duplication of effort is removed 
wherever possible. It might not feel like a notable change now, 
but when you have hundreds of people following the plan for 
years, it can soon add up to a massive difference in productivity 
and performance.
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Practical Steps to Create a 
Document Management Plan

3. Create a clear plan of action and an example schedule

To get the project underway and archive each electronic 
document, you’re going to need to state your plan of action 
clearly. By outlining succinctly what you’re planning to do, you’ll 
be able to identify the pinch points where you need to adjust 
your approach. If there is a lack of clarity and vagueness in the 
process, it will become a problem later on.

The trick is to keep things as simple as possible. Just because 
it’s a powerful system that’s doing something significant doesn’t 
mean that it has to be unnecessarily complicated for the sake 
of it. In fact, as it is going to be a common platform in daily use 
by all departments, it needs to be as efficient as possible as you 
implement the changes.

Once you have the outline of your management plan in place, 
you can commence the project by uploading your existing data 
and documents into it. This is the optimum time to identify 
any inaccuracies that may have gone unnoticed, at this point 
it’s crucial to get things right if you want to create a joined-
up solution. If your old files and new files are managed in 
two incompatible ways, then all that’s going to do is create 
unnecessary extra work which is highly wasteful.

4. Remove any redundant documents to streamline your 
resources

This is the ideal time to remove any unnecessary records, such 
as legacy or duplicate documents. It will save time integrating 
them into the new plan, and it will free up storage space. Just 
what you need when you want your data and information to be 
easily searchable and accessible.

5. Look into safe disposal and storage of all documentation

All sensitive or confidential documents should be disposed of 
appropriately. This could be by hiring a specialist, confidential 
shredding company to remove paper copies or using your in-
house tech team to wipe old backups and hard drives. No matter 
what combination of these you need, you need to ensure that 
you follow all of the rules and regulations to the letter.

6. Perform a realistic test of your new management plan

It’s important to ensure that your plan is robust. Evaluating and 
testing it is something that some managers may be reluctant 
to do, and for a good reason - they don’t want it to fail. While 
you may understandably feel that a failed test is a massive step 
backward, it is prudent to identify the key issues and problems 
as early as possible.

Practical Steps to Create a Document Management Plan
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You should take the view that any form of testing creates the 
opportunity to validate and improve the system, rather than to 
cast doubt on the ability of the people who created it. That way, 
you’ll end up with a fully effective solution that will stand the test 
of time. 

7. Implement a training plan

When the system is satisfactorily operational, the next step it 
to implement the training and upskilling for every user. This can 
be phased to meet the needs of the business. Once everyone is 
up to speed, the business will transition to the next level without 
you even realising it.

8. Schedule regular maintenance and refresher sessions

Regular maintenance and refresher sessions are essential if you 
want to get the most out of the initial investment of time, effort, 
and money. There should also be a periodic upgrading of your 
infrastructure and procedures so that the system can evolve 
in parallel with the business objectives. This will ensure that 
all users know how to use the processes that are in place and 
progress with the business as it moves forward.

9. Learn from your mistakes, so your systems always improve 

It is inevitable that mistakes will happen, no matter how well 
prepared you are. When errors in the system occur, the key thing 
is to own them, identify them, and then fix the errors that caused 
them. If you do these three things, you’ll have a solution that is 
continuously improving, and will deliver many benefits for the 
company.

Key takeaways

This straightforward, step-by-step guide outlines how to get your 
document management programme up and running, but to be 
clear, it’s managements responsibility to implement it – after all, 
it’s a regulatory requirement. 

With an initiative-taking approach, and strategic planning, you’ll 
be heading in the right direction in no time. Exactly what you 
need when you want to build your business on a robust and solid 
foundation. 

Often, it is easier said than done to implement change and this is 
where Auditel can help.

Practical Steps to Create a Document Management Plan
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A quick word about the Energy Markets

Though carbon markets fell in the earlier part of July, they have 
recovered over the past 3 weeks and are reaching historical high 
points also. Carbon is increasingly seen as a price driver for 
electricity in particular.

Oil price movements meanwhile have been variable as concerns 
about the impact of new strains of Coronavirus continue to 
dampen optimism about a global commodity recovery.

However, at the time of writing news that the Nordstream 2 
pipeline from Russia would begin to send gas into Europe 
imminently was received well by the market and gas prices fell 
significantly. Though it is too early to call this a trend it is worth 
keeping an eye on.

Future view

Currently the balance between poor gas supplies, essential for 
the topping up of storage for winter, and improving supplies, 
seems to favour through the new Russian Norsdtream 2 pipeline 
rather than more LNG being released from Asian markets.

Add to this the pent-up demand for energy contracts out of 
October and November which will discourage traders from 
selling, means we may be in for further price increases. Plus, 
the adverse weather forecast for winter will surely push prices 
further. 

However, should the Nordstream 2 pipeline deliver the hoped for 
volumes of gas to Europe this could change.
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Evolution. It’s a word synonymous with science that is 
associated with the concept of changing in order to survive. As 
such, it is a particularly apt description of the ongoing changes 
to HMRC’s interpretation of its R&D tax relief guidelines. 

Introduced in 2000, the R&D tax relief scheme was, and still is, 
designed to encourage innovation in UK businesses by providing 
tax relief for money spent on R&D. The guidelines themselves 
haven’t changed since 2000, but the interpretation of them has 
evolved considerably as the scheme has become more popular 
and both HMRC inspectors and the companies claiming have 
developed a greater understanding of the scheme itself and 
what constitutes eligible R&D. 

To survive in the ever-evolving world of R&D tax relief, you need 
to keep up with HMRC and resist the temptation to rest on 
your laurels. The best way to do this is to develop a continually 
updated understanding of the types of work that qualify under 
the scheme and how they may be seen as an advance in science 
or technology. 

2021 has seen a number of developments in the world of R&D 
Tax Relief. Subtle changes that could make all the difference 
between HMRC raising an enquiry or not. These are summarised 
– briefly – below:

1 - Hadee Engineering vs HMRC - implications for R&D 
claimants

A First-tier Tribunal recently published its decision in the above 
case of Hadee Engineering Co Ltd v Revenue & Customs, 
where it looked at both the legislative context as well as the 
practicalities of making an R&D tax claim. 

Amongst other things, the case raised issues with the suitability 
of the competent professional chosen to assess the eligibility 
of the projects, the lack of evidence provided in support of their 
claim, and what constitutes subcontracted R&D. 

The decision has important implications for all R&D tax relief 
claimants, but particularly companies claiming under the 
SME regime, and highlights how important it is to have a clear 
understanding what HMRC is looking for so that the risk of 
enquiry is significantly reduced.

The key points were:

a) The ‘Competent Professional’ – whose role is critical to 
an R&D tax relief claim - really do need to be an expert, not a 
generalist. Qualifications and experience are critical. 
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an HMRC investigation

BY: C H R I S A S TO N

Just because they fulfil a technical role doesn’t mean they have 
appropriate qualifications to be acknowledged as a ‘Competent 
Professional’. Do they have relevant qualifications, knowledge 
and experience in the appropriate field of science or technology? 

It’s important to note that the Competent Professional does 
not need to be part of the claiming company, they could be 
with a subcontractor or an EPW (Externally Provided Worker). 
However, where they are not an employee of the company, they 
need to be available should an enquiry arise. This could lead 
to additional costs and/or be difficult to arrange (for example, 
if the relationship between the claiming company and the 
subcontractor has broken down). 

b) Supporting evidence - the importance of record keeping and 
strong governance: In terms of the project itself it’s crucial to 
have a clear definition with start and end points, which is well 
documented with a particular focus on qualifying costs. In 
terms of eligibility it’s about evidence and a clear methodology. 
Document everything and be able to demonstrate how the 
project meets HMRC criteria for eligibility.

c) Sub-contracting and the nature of relationships with third 
parties - HMRC are taking the view that any R&D taking place 
to satisfy a contract (fixed price or not) is treated as subsidised 
and therefore wouldn’t fall under the SME scheme, but the less 
generous RDEC scheme. This is a complex area where one of 
the key areas of focus is the wording of the contract, which 
must be produced if requested by HMRC. Companies need to be 
clear on who is funding the R&D, and who is performing the R&D. 
Companies should consider having contracts reviewed not just 
by lawyers, but also R&D claims specialists to highlight impact 
on any potential claims.

2 – Prepare for an R&D tax relief crackdown

The Government plans to crackdown on tax non-compliance 
and, in the recent Budget, announced investment in additional 
resources and new technology for HMRC. This includes the 
recruitment of 1,200 additional compliance staff. Increased 
scrutiny of R&D Tax Relief claims is already happening across 
the industry, with more and more being reviewed. 

Understanding what HMRC is looking for and how it functions 
is therefore vital for anyone hoping to benefit from the scheme.  
You will be well placed to provide them with the clear, concise 
descriptions of scientific advances and the systematic 
breakdown of costs that they require, making for a mutually 
beneficial and successful partnership. 

3 - HMRC R&D Tax Relief Consultation – changes, they are a 
comin’...

At Budget 2021, the government announced a review of R&D 
tax reliefs, with the objective of ensuring the UK remains a 
competitive location for cutting edge research, that the reliefs 
continue to be fit for purpose and that taxpayer money is 
effectively targeted. 

The government sought views from stakeholders using the 
current R&D tax relief schemes and is now analysing the 
feedback they received. 

So, keep an eye out for possible upcoming changes on the 
definitions, eligibility and scope of the reliefs, and how they 
are targeted to ensure that every pound of taxpayer support 
maximises the value of the beneficial R&D activity for the UK 
economy. For example, as part of this review, the government is 
considering bringing data and cloud computing costs into the 
scope of R&D Tax Relief.

R&D tax relief is a complex area of tax, and companies should 
seek professional advice to help avoid any misinterpretation of 
the guidelines to ensure that claims are optimised and reduce 
any ambiguity in the process.

If you would like a free review of your previous claims, an initial 
free consultation for your upcoming submission to HMRC, or 
free advice on whether you are eligible, speak to Auditel.  They 
know what to claim, how to claim and, perhaps most importantly 
of all, the many pitfalls to avoid.

The changing face of R&D tax relief and how to avoid  
an HMRC investigation
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Auditel was established to help organisations 
make effective and informed procurement 
decisions within a rapidly evolving market. 
Today we are a strong network of over 100 
procurement specialists and are continually 
innovating our service as a leading procurement 
and supply chain management consultancy.

Auditel’s procurement specialists work 
alongside your existing Finance, Operational and 
Procurement teams, providing the external help 
your organisation requires, delivering business 
transformation and a competitive advantage. 
This is due to our vast expertise and detailed 
knowledge of suppliers, and which of them can 
deliver innovation and services at the most 
competitive prices.

Procurement expertise when you need it.
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