
How procurement 
must evolve to 
control risk
Lockdowns, low stock, and lack 
of staff – procurement’s guide to 
navigating the next normal



Executive summary 
Navigating a tumultuous trading period and mitigating against risk are two 
challenges that businesses will be all too familiar with. Throw a pandemic 
into the mix, large scale staffing shortages, and eye watering inflation, 
and suddenly organizations are forced into survival mode, negotiating an 
extremely tough economic landscape. 

Some businesses thrived during this period, while others were impacted so 
severely that they had little option but to close.

And, while the economy is far from settled with supply chain and staffing 
issues still causing disruption, those businesses that did survive will want to 
prioritize growth while trying to find solutions to the challenges that lie ahead.

These events have thrust procurement into the spotlight. It has brought into 
focus just how important purchasing is to both the longevity and success of 
any business. 

Having once been considered as the department that keeps costs down, 
procurement must now continue to demonstrate the value it delivers to 
organizations. Its skills at managing supplier relationships and supply chain 
risk mitigation have been solidly put to the test. 

In this report, we consider the challenges that procurement has endured over 
recent times and how the learnings from these experiences have seen the 
profession evolve to demand additional support to drive efficiencies; improve 
supplier communication; and ultimately deliver wider value to the business. 

Jim Lucier, CEO, Medius



Survival of the fittest

Procurement works hard to deliver 
wider value to their organizations, 
but the Ukraine war and the Covid-19 
pandemic have disrupted the world 
as we know it, causing major supply 
chain issues.

In the early stages of the Covid-19 pandemic, we saw 
numerous business winners and losers. Supermarket 
chains and online sellers saw their profits soar, and 
so too did the technology hardware resellers and 
software providers who facilitated remote working. 
Unfortunately, there were also those who didn’t fare 
so well, with the travel and hospitality industries 
among the worst hit.

For the CPO and their teams in these businesses, 
no matter whether their organization expanded or 
contracted, this difficult economic period has been 
a wakeup call, placing impetus on supplier risk 
management. 

Procurement’s mantra has long been to move 
away from its focus on cost and gain a more 
strategic view of buying. And, while procurement 
has worked hard to achieve this, and deliver wider 
value to their organizations, the war in Ukraine 
and the Covid-19 pandemic have disrupted the 
world as we know it, causing major supply chain 
issues. 

From blood test tubes through to beer, supply 
challenges have seen non-urgent medical 
treatments postponed and a well-known chain of 
chicken restaurants forced to shut temporarily due 
to a poultry shortage. There are many factors at 
play here, all brewing the perfect storm for global 
supply chaos.



Stock wars
Organizations that import products from the Far 
East have been facing supply issues and elevated 
logistics costs thanks to the ongoing global 
shortage of shipping containers. The cost of 
shipping goods from China to Northern Europe has 
quadrupled this year and as such, many retailers 
are running out of items such as breakfast cereals 
and soft drinks. Manufacturers are also struggling 
to get hold of the parts they need. The global 
shortage of semiconductors continues to cause 
production delays of items such as cars, electronic 
devices, and games consoles. 

When the supply of goods becomes a challenge, 
and stock becomes a hot commodity, prices rise 
putting even more pressure on businesses. Across 
the commodity marketplace there’s significant 
cost inflation. Energy, oil, plastics, packaging, and 
construction materials such as metals or timbers, 
are all in high demand with prices at record highs.

Procure4, a Medius customer who works with 
businesses to help them reduce costs, told us that 
right now it’s all about cost mitigation for its clients 
rather than cost reduction. Chris Mullen, managing 
director at Procure4 said: “Cost inflation is proving 
to be a real challenge for the customers we’re 

working with right now. One of our customers is 
a drinks manufacturer and they’re seeing all their 
costs rise exponentially. They’ve had to jump on it 
quickly to fend it off – it’s tough.”

The combined economic challenges have left 
no-one really knowing how long the effects of this 
period of business unrest will be felt. Businesses 
are debating how to prepare for what’s to come. 
And right now, priorities have changed - building 
resilience into the supply chain, successfully 
managing cost pressures, and operational 
efficiencies are key for all organizations looking 
to move forward after such a volatile period.

eProcurement tools can help businesses keep 
an eye on costs by recording the value of the 
items it wants to buy so comparisons can be 
made. They can also help procurement set up 
competitive sourcing activities to drive down 
costs – ensuring that despite inflation, the 
best possible price has been achieved.

Cost inflation is proving to be a real 
challenge for the customers we’re 
working with right now. One of our 
customers is a drinks manufacturer 
and they’re seeing all their costs rise 
exponentially. They’ve had to jump on 
it quickly to fend it off – it’s tough!

Chris Mullen, Managing Director, Procure4



The uncertainty businesses continue to face has made many CEOs examine what’s going on behind 
the scenes of their organizations. Procurement, is one department under such scrutiny, and is being 
asked some essential questions such as: “We do have approved alternative sources of supply in 
place, don’t we?” and “Our supplier contracts are all in place, aren’t they?” After years of being 
left to get on with it, suddenly procurement is in the spotlight because of how important central 
purchasing is to the organization. 

Supply chain diversity
Sourcing - where goods and their raw materials 
comes from - remains a major focus and building 
resilience into the supply chain has never been 
more important. But in certain scenarios, it’s not 
that easy. For instance, a manufacturing business 
may work with a lot of different vendors but at a 
product level, contingency of supply can be very 
limited, especially if technical product approval is 
required on an ingredient that’s being added to a 
beauty product or drink. It needs to be vigorously 
tested, validated and checks will need to be run 
with the business supplying the product.  this 
rigorous approval process can’t be done in a day, 
so in the event of a supply issue, a contingency  
plan should be in place.

The need to be more resilient and diversify supply 
chains has proven itself to be vital in the wake 
of the Covid-19 pandemic. Harsh lessons have 
been learnt by businesses who haven’t taken risk 
mitigation seriously enough. The bottom line is 
that if products aren’t available to customers, 
the organization loses sales and market share. 
Procurement needs to prioritize its risk mitigation 
strategies and put them to the test, giving 
themselves options in the event of any kind of  
crisis that could potentially impact their business.

The evolving role of procurement 

eSourcing helps procurement source 
new suppliers based on set criteria. 
Electronic sourcing events can be set 
up quickly and efficiently, offering 
suppliers an easy way to rapidly 
respond to an RFP.
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Building better supplier relationships
Effective communication and collaboration with existing vendors can help organizations successfully 
navigate some of the supply issues they face. Those with poor interactions with their suppliers may 
not be so lucky. For example, those organizations with good, strong vendor partnerships are more 
likely to have benefited from extended payments terms from their suppliers. While those who have 
been aggressive with them over their T&Cs in the past may have not been on the receiving end of any 
favors from their vendors when things got tough. 

It’s never too late to try and boost relations with key suppliers. Here are five ways to get started:

It’s good to talk 
It’s important to keep in regular contact with 
your suppliers. Having an open and upfront 
discussion about performance issues or supply 
challenges can lead to a faster resolution of any 
problems before they escalate. 

The price is right 
Procurement is programmed to question 
whether they’re paying their vendors too much. 
Right now, as costs remain high, suppliers might 
not be able to negotiate on price, so instead 
procurement needs to consider what deals they 
could benefit from instead e.g., increased credit 
terms or bulk discounts. 

Avoid late payments 
Cash flow is a major issue for all businesses right 
now including your supply base. Paying suppliers 
on time, every time may not only help them stay 
afloat, but will also prevent any damage to 
these important relationships.

Form collaborative partnerships 
Beyond your agreed transactional 
arrangement, are you making the most 
of your supplier relationships? Is there 
an opportunity for them to introduce 
you to other key industry players, or 
vice versa? Or perhaps your vendors 
have creative ideas to share – giving 
them the chance to innovate could be 
mutually beneficial.  

Embrace technology 
With a growing, complex supply  
chain maintaining strong relationships 
with key providers is a challenge. 
But technology can help – contract 
management software can help 
procurement quickly and efficiently 
access agreements, while supplier 
information management tools can 
help speed up the onboarding process 
and boost engagement and vendor 
relations.

Missing PO numbers, or incorrect supplier details 
can significantly delay the accounts payable (AP) 
process, leading to late payments and unhappy 
suppliers. AP automation software helps prevent 
these avoidable errors being made.
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Procurement’s time to shine
While procurement might be under pressure 
right now as supply chain issues rumble on, it’s a 
great time to be in the profession. Chris Mullen at 
Procure4, thinks procurement should capitalize on 
its time in the spotlight: 

“With all eyes now on the value that procurement 
can deliver, the function needs to continue to show 
its value to the business. 

“It’s crucial they are tuned into the needs of the 
business by engaging with key stakeholders. They 
need the agility to align with their organization’s 
objectives; and identify not only where the risks lie, 
but the opportunities too.” 

Mullens thinks it’s the ideal time for procurement to 
present its business case to secure extra investment 
and resource for the business function to build 
contingency and resilience into the supply chain. To 
build the business case, procurement should focus 
on the business need; specify how the additional 
investment or resource will be used; demonstrate 
the challenges the team faces right now and the 
consequences of doing nothing; finally, they should 
highlight the benefits this additional resource or 
investment will have on the team and the wider 
business.

“The time is right for procurement to ask for 
investment to give it the right resources and skills 
to ensure it has a much tighter control on its 
processes. The cost of bringing just a handful of 
extra procurement people and support systems into 
the business is tiny compared with the damage that 
can be caused by not having the right sources of 
supply and contracts in place” added Mullens.

But this investment in the procurement function is 
about more than employing extra team members. 
Technology is key to ensure the department is 
supported by the digital systems it needs to 
optimize and automate the slow and laborious 
processes that robs procurement of valuable time 
and resource to add wider business value. 

The Covid-19 pandemic did more than just expose 
weak supply chains, it also exposed ineffective 
manual source to pay processes that no longer 
worked when people were forced to work remotely. 
Very quickly, businesses needed to automate as 
many of their manual processes as they could so 
they could continue to operate as effectively as 
possible.

The events of the last couple of years 
have thrust the role of procurement 
firmly into the spotlight. It has 
brought into focus just how central 
purchasing is to both the survival 
and success of the business.

Jim Lucier, CEO, Medius

The Covid-19 pandemic did more 
than just expose weak supply 
chains. It also exposed ineffective 
manual source to pay processes 
that no longer worked when people 
were forced to work remotely.

Daniel Ball, SVP Innovation, Medius



Let digital take the strain 
Research from McKinsey & Company has shown 
that 69% of procurement leaders think that digital 
and analytics solutions are likely to be even more 
valuable in the next normal, offering the potential 
to increase procurement’s effectiveness. 

The pace at which businesses were forced to 
accelerate their digital transformation projects was 
phenomenal. Projects which have been debated 
and planned for several years have become a 
priority. At Medius, we’ve seen procurement teams 
bring forward their plans for digitalization by years 
as the need to rapidly speed up some of its more 
laborious and resource draining processes became 
a necessity. For example, electronic sourcing has 
helped procurement best manage its supply chain 
woes by ensuring that it has multiple points of 

supply and can go to market quickly to tender for 
new vendors in existing categories. 

Businesses have become acutely aware that they 
can’t just continue to do what they’ve always done. 
Moving forward they need to take a different world 
view to how they do business with customers and 
suppliers.

At Medius, we recognized that we could help our 
customers better manage their own response 
to the pandemic. We were able to provide them 
with the tools to help them identify supply chain 
risk; manage cash forecasting and networking 
capital; and help protect them against fraud as 
cyber criminals looked to exploit those processes 
weakened by changing working practices. 

The Medius Spend Management suite
Helping businesses to increase their agility to support procurement and finance, the Medius spend 
management suite can help businesses succeed with many of the challenges they currently face. 

Procurement can benefit from a tool set which digitizes the whole source to pay process from sourcing and 
managing and engaging with suppliers through to optimizing purchasing for buyers within the business. 
AP automation software can help finance gain total control and visibility from invoice to payment. 

You can find out more here.

They’ve earned a reputation for putting the 
customer first and this certainly was evident  
in all of our interactions with the Medius team.
Jacco Daemen, Finance Transformation Manager, CEVA logistics

https://www.mckinsey.com/business-functions/operations/our-insights/five-themes-can-help-procurement-shape-recovery-in-the-next-normal
http://www.medius.com


Now is not the time to revert to old processes and traditional ways 
of doing things! The time is right for procurement and finance to join 
the digital transformation revolution and embrace technology to 
optimize their supply chains and improve cash flow visibility. 

Navigating a rocky and uncertain business landscape is not easy, 
although there’s a real sense of optimism in the air right now as 
organizations start to look to the future. Having the right tools to 
help boost agility, improve supplier communications, and enable 
quick decision making will be essential for future business success.

Summary



About Medius
Managing AP and finance should be about strategy, not stress. You shouldn’t 
have to sift through endless emails, PDFs or paper to get invoices confirmed, 
coded and paid, so you can (heaven forbid) go home. You shouldn’t have 
to scramble to pay suppliers and keep them happy or cross your fingers no 
surprises land in your inbox that jeopardize the numbers you’ve presented 
to the boss and the board. You shouldn’t have to worry about a fake invoice 
subjecting you to fraud. And you certainly shouldn’t have to fret about finding a 
solution that is actually a solution – one that doesn’t add expensive consultants 
and costs instead of speed and simplicity. 

Let’s replace all that worry and wondering with calm and confidence. Medius 
links all of AP together – from invoice capture and processing all the way 
through payment. With one look at a demo, you’ll see how Medius takes you 
beyond basic automation and minor improvements to let Artificial Intelligence 
(AI) do most of the work for you, so you can get done, go home and rest easy. 
You’ll know exactly what’s paid, what’s pending, and that your forecasts are 
spot on. And you won’t have to worry about implementation and ongoing 
administration costs, because you’ll start seeing the value immediately and the 
innovation won’t stop. To learn more, visit medius.com.
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