
The secret diary 
of an overworked 
procurement manager

Extracts from a year in the life 
at a high growth business



We asked 200 senior business management and procurement 

professionals at fast growth mid-sized UK businesses about the pain 

points their department has experienced as their organisation has 

expanded.

Based on the research findings we’ve created a series of six fictional 

diary extracts from an overworked and under resourced procurement 

manager, each one reflecting common pain points identified in our 

real world study. With demands from all areas of the business on cost 

reduction, supplier performance, spend visibility, and spend control 

(amongst others!) our procurement manager’s ‘to do’ list keeps 

mounting up!

Accompanying each diary entry are some of the supporting industry 

facts revealed by our research, as well as suggested solution ideas and 

case study examples from our customers who have experienced (and 

conquered!) similar issues.

We hope you enjoy reading the secret diary, and if any of the issues in 

these pages strike a chord with you, then why not get in touch? We’d 

be delighted to talk and see how we can help.

WEDNESDAY

JANUARY
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De�� �i���…

  W��� �����’� �e���� ����� � 

   ���� ���� �� ��� �fi��!

E��e�i���� �i�� i� ���n� ��� �rs� 

���� ba�� a� w��� �n� i� ’� ��� �ys��m� g�!

A� � �ro������n� ��p����n� I ����� �� m�na�e� t� 

s�r��� ��r�u�� las� �e�� �K, �u� I’� � �i� ���i�u�     

�b�u� ��i� �e��. N� ���� i� ���ng� ���� ��� �m�����, 

e��e�i���� �i�� ��� �u���es� �r���n� �n� �����G �� 

��� s�rt� � ������n� ���ec�i�n�!!

  D��’� �e� �� �r�n�, i� ’� ��ea� ���ng� ��� g��n� s� 

���� , �u� I’� w�r��e� �b�u� h�� ���� e�����e� 

�� ��� t� ���p�� ��i� �r�w�� . 

Gr���n� �ls� �e�n� �r���n� ��! N�e��n� ��� ��nd� 

� �������r�, �e��ia��n� ����� c�n�ract�, ���n��n� 

�es� ���� a����is����n� p����nt�, �n���n� �ha� 

��’�� ���n��n� m���� �� … W� �us� d��’� h��� ��� 

�ro�e�e� (�� ��� ��n�-�e� �� s��� ca�e�…) t� 

���� �� ��� pa�� .

I’� h���n� ��i� �i��� ���� �� �� ���r��� ���� 

��� c���n� m�n�h�. Le� ’� ��� �ha� ��� c���n� 

���k� ���n�……

Six growing pains revealed in 
our overworked procurement 
manager’s secret diary

http://www.waxdigital.com/contact-us/


High growth companies are struggling with the dilemma of rising costs against 
income – with difficulties in managing and ensuring profitability.

SOLUTION IDEAS

OUR RESEARCH REVEALED

Growing Pain 1 
Managing Rising Costs

web3 Contract Management

»» Store all your contracts in one secure 

location with the option to set different 

access levels for users

»» Gain complete visibility and control with 

all contract data aggregated into one 

single electronic point of management

»» Maintain a complete and clear audit trail 

of any historic contract changes with full 

version tracking

»» Make international collaboration easy 

with over 15 languages supported

web3 eAuctions

»» Real-time online negotiations make the 

eAuction a mechanism for buyers to secure 

the best possible value from your supply chain

»» Invite suppliers to engage via an intuitive, 

highly accessible supplier portal

»» Drive price reductions of 18% on aggregate 

across all categories against bids submitted 

during a tendering process

»» Run different auction types to suit different 

spend categories and needs, including Reverse, 

Forward, Dutch and Japanese

��UC����S
��SH ��ST

  - Ge� � �ys��� �� �la�� t�
     st�nd�r�i�� �ro�es�

- Mus� �� ea�� t� u�� f�� �������r�

-  I�p�� �������� dat�?

- N�ed� t� ���p�� ������n�
    �uc�i�� ���e�

- S������r� c�ntac� u�
    ��� �n� ����n� ���n�

MONDAY

JANUARY
15I ��N’T ��KE ������S!!

 ���� �� ��� :)

C�NT�ACT ����G�M�NT 

��SH ��ST

 - A�� c�n�ract� �� ��� �la�� – �u�

     ��ed� t� �� �e����

- St��e� ��ec�r��ic����, �u� ��

   c�n�r�� ac�es� ��n�r����

- Tra���n�? V�r�i�� c�n�r�� �� e�it�

- D�����n� l�n�ua�e�?

   C�� ��� �ys��� c���?

T����’� �� t� �� � ����� w��!?

O�� cost� ��� �u� � c�n�r��!!!

Jus� �ha� I ��e� �� � M�nd�� m����n�. T�� �D c��� t� ��� �� t� 

�h��� ��� ‘�����n� �h�u�ht�’ – ��� w�nt� u� t� �� m��� �roac���� �� 

m�na��n� ��� �������r� �� cos� �n� ��rf��m�n��. A�p���n���, ��� cos� t� 

�nc��� ra�i� i� w�� to� �i�� �n� ��� ��ed� t� �n� w�y� t� �e� “m��� f�� 

�es�” (��� w�rd�) �n� �u� d��� �� ��� �r��� ��i��n� �n� c�n�rac� ���m� 

��’�� �i��e� �� t�.

W���� I d��’� �isa���� �ha� i� i� �e�e�s���, i� ’� � �i� ta��! W�’�� ���� 20 

s�ra�e�i� �������r� �n� ������ 1�0 ���� �w� �������r�, �n� ��� 

��la�i�n���p� ��� m�na�e� �� 3 c��n���e� �� �e���� 30 �e����! O�� 

�������� c�n�ract� ��� ��l� �� � v���e�� � loca�i�n� a�ros� ��� �u���es� 

�n� i� ’� g��n� t� t��� �� a�e� t� loca�� ����. I c�� �ma���� s��� � 

���� �us� �i� �� � ���n� c����e� �n� r��� ���� ����� �e�� �i�h�u� 

��y��� lo���n� a� ����!! I h����’� ���� ��v���e� �� ��� ��i�� 

�e��ia�i�n� �� ��rf��m�n�� �v��ua�i�n� �i�� ��� �������r� �ef���, �n� 

I’� �e���� �n���� ����� t� �e��� .  

I� �� c�� i��n�i�� s��� ��i�� ��n� �� c��l� ���� ���� ��i�� �n� ��� 

s��� s��r��n� ���nt�. Bu� ���� ��� w�� �� �e��ia�� ��i��n� �i�� 

�������r� i� ��� ���� ��� �la�� – �����’� n� �ro�es� �� �ys��m� �� �la�� t� 

����� ��� �es� v����. Pr�b���� �ec�u�� ����y��� d�e� ����� ��� ���n�.

78%
STRUGGLING WITH 
HIGH COST TO 
INCOME RATIO

83%40%
HAVE TRADITIONALLY NOT 
HAD A SUPPLIER REVIEW

DON’T CHALLENGE 
SUPPLIERS ON COST 
OR PERFORMANCE

eProcurement software in action:
Contract Management

Read about how Durham University was able to improve 
processes, implement new contracts and work with end 
suppliers through a contract management system.

http://www.waxdigital.com/durham-university-case-study/
http://www.waxdigital.com/durham-university-case-study/


79%79% 62%
SAY SUPPLIERS ARE NOT 
SUITED TO GLOBAL 
GROWTH

DON’T HAVE A DEPARTMENT 
LOOKING AFTER SUPPLIER 
SOURCING

NOT DRIVING INNOVATION 
IN SUPPLIER RELATIONSHIPS

TUESDAY

MARCH
17S�r�� ������ �h��� ...

...i� ’� u�, �� y��!
W�’�� �r���n� �n� ��� �������r� c��’� c���…
I� wa� � c��p��� ��e��n� �����b��� d�� tod�� - ��� �D ��n��n�e� �i� l�n� ���� 2020 �r�w�� �l�n�. S�� s�i� �����’� �x�i��n� ���e� ��ea� �n� w�nt� t� d����� ��� ���� � ��� �u���es� �� ��� ��x� ����� �e�r� – ����� ��� �ro�uc� l��n��e� �� ��� ��n� ��p���n���!!

I’�� ���ea�� ���� �� ��� �e�����n� �n� � � r�n� �r�� �w� � ��� �ro�uc� ����l����n� m�na��r� �h� ha� ���ea�� �e�r� ��m��r� �b�u� ��� ��� l��n��e�. T���’�� p��i���n� �b�u� h�� ��� �����n� ������ p����r� ��� �� �� t� ��� j�� �n� �ha� �� �n� i� h�r� t� �n� ��� �i�h� ��n� � �������� ��n�va�i�� a� i� i�. W�’�� ����� ��m�n��n�! 

W� �e���ra���� ��e� t� ��p�n� �n� s���ng���� ��� ������ �h��� �v��ua�i�� �u� ��� m��u�� ��n����n� �ro�e�e� ��� s� �l�� �n� l�b��i�u� I �us� d��’� ��� h�� ��’�� g��n� t� d� ��i� t� ���p�� ��� �D’� �r�w�� ���i�i�n�.
E����n� �pda��! I’�� �ls� �us� ���� ����e� �nt� �� ���r��n�� c��� �b�u� �� �r��n� ��� �r��ec� ��’�� w����n� �� �� S��l�n�. A�� �������r� ��ST �� ��O27�01 �����e� �n� ���� ��e� t� �� c�����e� �� ��� �n� � ��x� m�n�� . W�’�� �� �us� �w� ���k� t� ��� � m��u�� R�I �ro�es� t� d� ��� ���i��n�� �ha� ���ic���� t��e� u� m�n�h�. S� �u�� p����w��� t� wa�� ��r�u��!‘G�o���� �����n�’!

T����’� �� t� �� � ����� w��!?

�T��DE���G ��SH ��ST

 - F�������i�� - m�na�� c������ & ������

    ��n��� �e�������nt�

- R�� ��n��r� m��� ��i���� – �n� f�� ������n� 

    ���e� R�I�, I�T� et�.

- Res��r�� – t��� �w�� ���� c�n����n�

   m��u�� w���, ��e� t� g� ������

- B���� �v��ua�i�� to�l� f�� �������� �e�p�n�e�

- Au�i��n� c�p����i�� – ��e� � ����

   c����i�n�� �r���

In many cases existing suppliers are not suited to the growth challenge of their fast 
growth customers, or are not innovative enough. And with manual labour intensive 
processes in place it’s difficult for growing businesses to quickly source new suppliers.

SOLUTION IDEAS

OUR RESEARCH REVEALED

web3 eTendering

»» Create, distribute, collect and store basic 

to comprehensive tender information 

electronically

»» Reduce time and management overheads by 

up to 85% by publishing and scoring tenders 

online 

»» Ensure the highest level of document and 

process quality with consistent data formats, 

reducing manual admin checks

»» Quickly construct mini tenders using pre-

populated templates in short time-frames

»» Manage the full end to end tendering 

process electronically from publishing 

tenders to scoring and awarding tenders to 

appointing a supplier

»» A full audit trail is available of all tender 

documents that are created, distributed, 

and stored

Growing Pain 2 
Outgrowing your supplier base 

eProcurement software in action:
Source to Contract

Find out how Thomas Cook, one of the world’s leading leisure 
travel groups, was able to streamline its tender processes and 
benefit from eTendering, part of our Source to Contract suite.

http://www.waxdigital.com/thomas-cook-case-study/
http://www.waxdigital.com/thomas-cook-case-study/


O�� �������� ��la�i�n���p� ��� �� ���n� 

m�na�e� �r������

G�es� �ha�? R�la�i�n� �i�� ��� � ��� ��� �������r� ha� g��� s���. 

T���� �r��r� f�� � ��� c��p���n� �� ��e� ��� �� t� ��� ��e��fica�i�� 

��� �r��ec� �e�� s�i� ����’� a��e� f��, �n� ���� ���� �������e� t� ��� 

�r�n� �i�� . I �p��� t� ��� a�c��n� m�na��� ����� ���n�u����, �n� �� 

�i��’� t��� ��n��� t� ���n� �l��e� f�� ��� �ist��� �n� �l���e� ��� 

�ns��uc�i�n� �����’� c�m���ica�e� ��e���� �n�u�� .

Wh� �n�w�? T� �� h��es� ��i� ��rt����� i��’� ��� �rs� ���� ��’�� ���� 

t�l� �� �������r� �ha� ��� �����ng� ����’� ��e��, �� �ha� ��� �r��ec� 

m�na����n� i� pat���. O� ��� ���� h�n�, I h����’� ���� ��� 

�l���n� �n���n�� ��rf��m�n�� ��p�rt� �� ���� �i����, s� f���� c��l� 

��� �� �i���� �i��. Ei���� w��, n�-��� i� ����n� ��� ��la�i�n���� 

�r������.  

T� m��� m���r� w�r��, ��� � ��� s�ra�e�i� �������r� ha� f���e� ��� 

e��ic� c����i�n�� ��� ��e�� (e��ic� i� ��� “�e�� p��n� � ������n��” 

s� ��� �D ���p� �����n� u�). T���� Hy��r�ba� fa���i�� m�na��� �i��’� 

��n� �� � c��� � ����� la�es� w����n� �rac�i�e� & st�nd�r� 

���l����n� c�n�rac� ba��. I’� ����n��n� ����� m�� �n� �i� do� 

�b�u� �������n� ����� do����n� s� i� wa� ���� � m���� � ���� 

�ef��� s��e���n� �����e� ��r�u�� ��� �e�.  (���    )

O� , �n� ��� � ��� s�ra�e�i� �������r� ha� �us� t�l� u� ��’�� 

f�r��i�e� ��� �r��p� p����n� �isc��n� ��i� m�n�� . T��� �h�n�e� 

����� b��� �et��l� �n� ��n� � st�nd�r� ����� t� ��� �ea� �fi�� �u� 

I s���� h����’� �e����e� i�. O�� �������� ���ead���e� wa� �u� � da�� 

s� Sa�� wa��’� �pda�e� ���� ��� p����n� ��� wa� ma��. 

T����’� �� t� �� � ����� w��?! 

WEDNESDAY

MAY
19I� ’� ���� �����n� ��e��!

�����IER R��A����S��P 

����G�M�NT ��SH ��ST

- To�l� t� ���� u� c��l�b�ra�� �n�

   c�m���ica�� �����

 - I��r��e� m�na����n� � ���

   ���� �������� �i�e�
y���

- T�� ����i�� t� �
�n��m���

   �������� ��rf��m�n��

 - T� m��� d�� t� d�� ��������

    ��l� ����i�� ea����

- A��rt� s� �� d��’� �is�

   �������� ���est��e�

- B��l� �� ��n�r��i�e� ��������

   mas��� dat�

�����IER �N�O��A���N 
����G�M�NT ��SH ��ST

44%49% TOP 2
SAY SUPPLIERS DON’T 
SEE THEM AS STRATEGIC 
CUSTOMERS

LOOKING TO MANAGE 
SUPPLIERS MORE 
EFFECTIVELY

PROCUREMENT ISSUES 
IDENTIFIED RELATE TO POOR 
SUPPLIER MANAGEMENT

44%49% TOP 2
SUPPLIERS DON’T 
SEE THEM AS 
STRATEGIC 
CUSTOMERS

LOOKING             
TO MANAGE 
SUPPLIERS MORE 
EFFECTIVELY

PROCUREMENT 
GROWING PAINS 
INCLUDE SUPPLIER 
MANAGEMENT

Suppliers are not being managed effectively by fast growing companies. Poor 
communication, performance evaluation and handling of supplier information 
is a common roadblock they are facing. 

SOLUTION IDEAS

OUR RESEARCH REVEALED

web3 Supplier Relationship Management 

»» Gives you one platform to view and strategically 

own and manage all supplier related activities 

and communications

»» Build flexible questionnaires and scorecards to 

measure and benchmark supplier performance 

against agreed contracts, KPIs and SLAs

»» Access a single central repository of supplier data 

at the click of a button

web3 Supplier Information Management

»» Invite suppliers to register and submit the 

information you need to successfully on-board 

them online

»» Set-up triggers and alerts to prompt suppliers 

that an action is required from them, e.g. an 

ISO accreditation that is nearing expiry

»» Integrate seamlessly to finance and other 

back-office systems, passing approved supplier 

information automatically into those systems 

Growing Pain 3 
Ineffective supplier management

eProcurement software in action:
Supplier Information Management

Learn how Barratt Developments was able to build 
a better and more secure supply chain using 
web3 Supplier Information Management.

http://www.waxdigital.com/barratt-case-study/
http://www.waxdigital.com/barratt-case-study/


78% 49%39%
NEED TO IMPROVE THEIR 
BUDGETING CONTROLS 
RIGHT NOW 

SAY DEPARTMENTAL 
PURCHASING AUTONOMY 
IS A PROBLEM

SAY HIGH MAVERICK 
SPEND GOES 
UNNOTICED

THURSDAY

JULY
22W��� s��e��� �us� ���� �� 

�ha� ’� g��n� ��?!
Pr�fi� i� ��� �n� ��’�� �� �����n� c�n�r�� ���� 
���n��n�

I ha� � VE�Y �n���es��n� c����rsa�i�� �i�� � c����� � ��p����nt� 

��i� ���� (�i� ���n��r�)! I �h�u�h� �� ���� st���n� t� �e� � ���� �� 

m����i�� ���n� �u� i� ���m� I wa� �r�n�. W� s���� h��� to� m��� 

���l���e� c�ntac��n� �n�p�r��e� �������r�, �e��ia��n� ����� ��� 

��i�e� �n� �la��n� �n�u�h��i�e� �r��r� �us� �ec�u�� ���� ��e� ��� 

�ro�uct� �� ����i�e� ��i����. W� ��e���� ��e� t� ������ ��� 

�ro�e���e� f�� m�na��n� cost� �n� �e� t�u��! O�� ������ �h��� i� 

st���n� t� �e������ �� �l� b��’� �e�w���.

A c����e�� ��l���� �h�n�� i� �e����e� �n� �� ��e� t� m�na�� ��� 

  ���n� ����� �i�� �p�r��e� �e���� ����n� �r�� �p�r��e�

   �������r� a� �p�r��e� ��i��n�.

Wha� ’� m���, I’�� �us� ���� a��e� t� �r��i�� � �et���e� ��e�kd��� 

� ���n� f�� � �r��ec� �ha� wa� c����e�e� las� m�n�� . T���n� t� 

���� to�e���� �ha� ’� ���� ���n� �n� �� �h� i� �r���n� t� �� � 

�i�h�m���. I’�� ���� �r��i�e� ���ead���et� �n� c���e� � ��v�i�e� 

�ha� �us� h����’� ���� f��hc���n�. I �h��l� �� ���� t� �e� �ha� 

�nf��ma�i�� �� ���u�e�, �� m�n�h�! An� ��� ��e� �e�� ��� 

��ea���n� d��� �� �e�� f�� ��� �ec�n� ���� ��i� ����. Wha� 

�h��l� �� � ��la������ s�r�i�h� f��w�r� ta�� i� �����n� �nt� � 

�i�h�m��� �n� �� �ea����� i� lo���n�. N�e� t� �e� s��� 

�i�����i�� �� ��� � ��i�.

T����’� �� t� �� � ����� w��!?

�A�����UE ����G�M�NT 
��SH ��ST

 - G��� st�� �� ‘ea��’ ������ ����n�
    �������n��

- Cu� �u� m����i�� ���n��n� –
   �p�r��e� �������r�, �p�r��e�
   g�od� & ����i�e� ����!

- In��u�� ����i�e� �� ��� cat�lo���
   �� �us� g�od� - ���� n� �x�u�e�
   �� t� u�� ��� �ys���!

 - A����, �e� ��� �������r� t� m�na��
   ����� ��� cat�lo��e� 

�P��D R��OR���G
��SH ��ST

 - B��l� �ust�� ���n� ��p�rt� ��i����!

 - T�� ����i�� t� ��� �n�

    m�na�� �x��p�i�n�

 -  N�e� t� �h�� dat� �� � p��i��e�

    w�� f�� Bo�r�

-  B� ���� t� �e�r�� f�� ��p�rt� �n�

   ��e�� i� ������ ac�i�� i� �e����e�

    �� ���ec�e� ��p�rt�

Procurement professionals at high growth businesses find it hard to understand what 
spend is committed to and what it has been used for. Poor control and visibility of 
spend is resulting in maverick spend behaviour.

SOLUTION IDEAS

OUR RESEARCH REVEALED

web3 Catalogue Management 

»» An intuitive electronic catalogue where ordering 

items from approved suppliers is as easy as 

shopping at home

»» At the click of a button bring spend under 

management

»» 	Have the flexibility to order services such as 

cleaning, plumbing and recruitment from the 

catalogue rather than just goods

»» 	Enable your supplier to adjust items and pricing 

on their catalogue via a Supplier Portal platform, 

only requiring you to approve the update rather 

than manage the catalogue

web3 Spend Reporting 

»» Access standard reports or build bespoke reports 

and gain detailed visibility of spend by cost 

centre, category spend or enterprise-wide spend

»» View invoices, purchase orders, payments 

made, outstanding payments and high level 

spend information for any project, department 

or budget

»» Bring your spend data to life through 

interactive reporting dashboards that are 

endlessly configurable by stakeholders 

»» Search the status and location of your spend 

reports to see where a user action is required

Growing Pain 4 
Control & visibility of spending 

The Trust uses the Wax Digital web3 Source to Pay platform to manage 
all of its spending. Part of that process is that all approved products and 
services are clearly catalogued and the system’s simplicity means our 
thousands of buyers are 100% compliant in their use of it.

Lynn Browell, Associate Director of Financial Services, County Durham & Darlington NHS Trust         
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SEPTEMBER
24

Ba�� t� ��� d��� a�e�!

W�’�� �ot���� �ut�r��� ��� �r����n� �n� p����n� �ro�e�e�
I wa� h���n� tod�� c��l� �� ��� d�� t� cat�� �� �� ��� � �� �m��l� �u� n�! B� 10.30�� I’� ha� ��� �D �� a� �� s���n� �ha� ��� ��� �������r� ��� �ha��n� ��� ���ec��� f�� p����n�! N�� I �n�� a�c��nt� p�y���� ��� s��et��e� �u� ���� �us� d��’� ���� t� �� ���� t� �ro�es� ��� �������� ��v�i�e� ��i���� �n�u�� , ����’�� f������ ������n� ��� ��v�i�e� �i�� �h����� r�i�e� ����, ����n� t� mat�� �ha� ’� �� ��� ��v�i�� �i�� �ha� wa� �r���e�, �� g��n� ba�� t� ��� �������� a���n� f�� �et��l� � �h����� r�i�e� ��� �r��� �� ��� �rs� �la��! T��� �� �e� ������n� ��v�i�e� c���n� �� ������n� f��mat�, ��� p���� ��e� ��� ���n� ���e� �nt� Sa�� �� h�n� - ��r�� ��n�r��!

E���� ���� I a�� f�� �� �pda�� �� �utst�n��n� ��v�i�e� I’� �us� t�l� ����’�� d��n� ��� ���� c��! I� ��� � ��� �������r� i� �� p�i� �� ��� �n� � ��� ���� ����’�� ���ea���e� t� ��l�� �������� � s��� ��u�i�� p�rt� ��’�� �� �� �r���. A�c��nt� ��� ��e���� ����n� �e� �� � �� �es����n� ���� �n� I’� �ra��n� �y��l�   t� w��� ��� s��e� �e�m� �ha� ���� m�� h��� t� ���� �ust���r�  ����� �r��r� ��� g��n� t� �� ��l��e�. W� ��e� t� �e� � ‘n� ��r�ha�� �r���, n� p��’ �ys��� t� �e� ��� �e�sa�� h���.

T����’� �� t� �� � ����� w��?!

�UR���SE �O ��Y ��SH ��ST
  - Ri�h� �ro�uct�, �i�h� �������r�,
     �i�h� ��i��, �i�h� ����! - Re�u�� cost�, ���n�, �i�� - In��ea�� c����i�n�� �n� c�n�r�� - N�e� t� ��� w���fl�w� c�����n� ���

    �ro�es� �r�� �r��� t� p����n�

�UR���SE �O ��Y
��SH ��ST

 - A�c��nt� t� p�� �� ���� – n�
    m��� �l�� p���� �ro�e�e�

- �O mat���n� s� �����’� n�
   ro�� f�� ��r��

 - T� ��l�� �������r� t� r�i��
    ��v�i�e� �� ��� ��� �ys��m�

20% 75%87%
PROCUREMENT PROCESSES 
TOO COMPLEX AND 
RESOURCE HEAVY

ARE ON TOP OF PURCHASE 
ORDER PROCESSES

ONLY

NOT SUFFICIENTLY 
TECHNOLOGY ENABLED 
FOR THEIR SIZE

We found that home grown processes and systems are no longer up to the job. 
Procurement professionals said they aren’t really on top of payments, processing 
and ordering. 

SOLUTION IDEAS

OUR RESEARCH REVEALED

web3 Purchase to Pay 

»» Manage all invoices and purchase orders 

online and view a status of those that 

are ‘paid’, ‘unmatched’, ‘processing’ and 

‘rejected’

»» Automatic matching of electronic invoices 

against purchase orders and good receipts 

eliminates error

»» Allow your suppliers to generate invoices 

via a Supplier Portal by simply clicking 

an ‘Invoice Now’ button as well as other 

invoicing options

»» Only enable products from contracted suppliers, 

ensuring you only get items at pre-approved 

prices when you need them

»» Use real-time spend reporting to drive savings 

and reduce financial exposure and risk with your 

suppliers

»» Drive compliance across your buying cycle with 

controlled stages of approval throughout the 

buying journey

»» Quickly access a complete workflow of any of 

your requisitions and the status of them in the 

buying cycle

Growing Pain 5 
Lack of purchasing systems & technology 

eProcurement software in action:
Purchase to Pay

Discover how Center Parcs streamlined and automated 
its purchasing processes, tackled maverick spend and 
increased collaboration using web3 Purchase to Pay. 

http://www.waxdigital.com/centerparcs-case-study/
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NOVEMBER
26An� I �h�u�h� las� ����

  wa� �u��!
I ha� t� w��� a� ��� �����n�     �u� �i� h��� � �e���� 

�ro�uc���� S�nd�� n����n� d��� h�� t� s���� ��� cos� �h����n�� 

�e� �� ��� bo�r�. S��� � ��� �e��n� to�l� ��’�� �u� �� �la�� ��� 

�e���� st���n� t� m��� u� (�n� ��) ����� e�����e� a� ��i� ���n� 

m�na����n� g���! 

H������, ���ng� �us� d��’� st�n� s���� ���� . F��n� �u� tod�� ��� 

�D i� �� t��k� t� �e� �� ad�i�i�n�� ���es���n� �nt� ��� �u���es� 

�n� ����� ��� t��k� � u� ac�����n� ��� � ��� c���e�it�r�, �i�� 

��� ��� ��n��n�.

Pro������n� ’� ���� ta��e� �i�� d��n� � ���-�e�� a�es���n� � ��� 

�������� ���n��n� a� p�� � ��� ���est�� ’� ��� ���i��n�� �n� i� 

I’� ���n� h��es�, ��� �h�u�h� � i� ��l� �� �i�� h��r��. W�’�� 

��e� t� ga���� ��� ��� ������n� ��p�� f��mat� �� �ro�u�� �r�� 

������n� �ys��m� �n� ���ead���et�. T��� ��’�� ��e� t� fi���� �u� ��� 

��� ������n� ���n� ca�eg��� �las��fica�i�n� �n� n���n� c����n�i�n� 

�us� t� r��� �� ��� ���n� �nt� ��y���n� ���� � �e���ng��� 

���m��� fi� f�� �x���n�� s��u����.

Wha� ’� m���, ��� ac��i�i�i�� � ��� c���e�it�� ���� �� � mas���� 

�n��rt���n� f�� ��� �e�� – ��’�� ��e� t� w��� �i�� IT �n� 

�n�n�� t� w��� �u� h�� ��’�� g��n� t� �n�e�ra�� ����� ba��-�n� 

�ys��m� �n� dat� p��nt� �i�� ��r�. 

I’� g��n� t� h��� t� ���� �e�� �����r� �� t� ���p�� u� �� ��i� 

��i�� �e�n� m��� � ��� ���� �r��ect� ��’�� �����n��� w����n� 

�� ���� �� ��l��e�. W� �us� d��’� h��� ��� �n��-h�� t� ���p�� 

c������ �n�e�ra�i�� ta�k�. S��e���n� �l�� t� ad� t� �� 

�i��-�is�!

�P��D �������S
��SH ��ST

 - Clas�i�� �n� �ust��i��
   ����r�� dat�

- Bi� dat� - ��e� �u���es�’
    ���rs� f�� �nf� ���� �r��
    ��l����� �ys��m�

- S��n� �n�i�h� �ha� i� �ust��is����
   f�� ������n� st���h�l��r�

�NT�G�A���N ����S

��SH ��ST

 - In�e�ra�� �ro������n� �ys��m� &

   dat� �i�� ���� ba��-�n� �ys��m�

  -  D�m�ns�ra�� j���e� ��

    w����n� �n� �es��r�� e�fi���n��

- H�� d� �� w��� �u� � ���� � ���

  ��� �r�ns��r� �n� dat� m�p��n�

  ��e�e� a�ros� �ys��m�?

74%42%
SAY ACQUISITION 
ACTIVITY CAN DEFOCUS 
THE ORGANISATION 
FROM ITS GOALS

26%
SAY ACQUISITION / 
INVESTMENT IS TOP 
GROWTH STRATEGY

SAY INVESTORS WOULD 
STRUGGLE WITH DUE 
DILIGENCE

Many expanding businesses’ procurement teams are not prepared to support 
investor due dilligence or have little expertise to handle data integration challenges 
arising from acquisitions.

SOLUTION IDEAS

OUR RESEARCH REVEALED

web3 Spend Analysis 

»» Automatic, accurate classification with 

unlimited data enrichment options allowing 

for easy categorisation and standardisation 

»» Share dashboards and reports with senior 

management via mobile, laptop or PC, ensuring 

you have intelligent reporting on the go

»» Interactive reporting enabling you to generate 

high level summary reports for your CEO to 

more detailed and customised reports that 

can be drilled-down for senior stakeholders

Integration Tools - web3 Connect

»» Use pre-built connectors to seamlessly integrate 

with your finance and other back-office systems

»» Allow your data to flow seamlessly between all 

your procurement activities and systems, and 

get a consolidated view across your Source to 

Pay cycle

»» View a real-time dashboard with widgets and 

updates on file transfers, data mapping and 

integrations taking place, with the option to 

pause or disable an integration

Growing Pain 6 
Poorly equipped for 

investment or external acquisitions

eProcurement software in action:
Unrivalled integration capabilities

Read about how we seamlessly integrated back-end 
finance and erp systems whilst rolling out software to 
our customers such as Value Retail, Monitise and Elior. 

http://www.waxdigital.com/customer-success-stories/
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07

De�� �i���,

I� ’� ���� � �r��� ��� m�n�h� �u� �n���� I c�� 
��� �i�h� a� ��� �n� � ��� ������ .

T��ng� �e���� �i� m��� ��i���� �i�� ��� ac��i�i�i�� 
�n� �ha� ’� m��� i� wa� ��� ��ig��� �e���� ��e�e� t� 
�e��i�� �ha� �� ��e�e� t� ���es� �� ��ec�r��i� 
�ro������n� �ro�e�e�. A� las�! T� �� h��es�, �� 
c��l��’� h��� c�n����e� �ha� �� ���� d��n� ���� i� 
��� ac��i�i�i�� ha��’� g��� ��ea�. W� ��e�e� t�
‘�r�� ��’ ����� �ro������n� wa� c�n����e�.

T�� �u���es� i� �e���� g��n� �la�e� n��. An� ��? 
W��� , y��’�� ���� lo���n� a� ��� ��� �ea� � 
�ro������n�! 
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Wax Digital delivers the web’s favourite integrated Source to Pay 
solution to savings-focused organisations around the world. 
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About Wax Digital

Wax Digital delivers the web’s favourite integrated 
Source to Pay solution to savings-focused 
organisations around the world. 

Our intuitive web3 solutions are deployed via the 
cloud in Purchase to Pay (P2P) and Source to Contract 
(S2C) modules or as a completely integrated Source to 
Pay suite (iS2P). 

Seamlessly integrated with back-office systems 
web3 brings control, compliance and cost savings 
throughout the entire purchasing lifecycle, serving 
260,000 users in over 100 countries and carrying tens 
of millions of transactions annually.

SO, DO SOME OF THE PAIN POINTS 
MENTIONED IN THIS DIARY SOUND 
FAMILIAR TO YOU?
Now that you’ve had a sneak preview into 12 months in the life of 
an overworked procurement manager, are you wondering how 
you can overcome the pain points you’re facing on a daily basis? 

For the past 15 years, we have helped customers across 102 
countries overcome similar procurement pain points with our 
integrated Source to Pay (iS2P) software. We’d love to talk and 
discuss how we can help you.

You can call on us +44 (0) 161 367 8375 or send an email to 
info@waxdigital.com.

http://www.waxdigital.com
mailto:info%40waxdigital.com?subject=Growing%20Pains

