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Key findings
•

Deloitte’s research into Finance Business Partnering has
analysed the responses of 75 senior Finance executives from
UK headquartered organisations, including 20 public sector
organisations across central government departments, arm’s
length bodies and agencies.

•

This report analyses the responses from Public Sector
organisations and draws out areas of particular note.

•

No Public Sector respondents see Finance as their primary
source of insight for decision-making. As the need to
demonstrate and contribute to value for money becomes
more important than ever, Public Sector Finance teams
must look to position themselves as a central part of
decision-making.

•

Fifty-three per cent of Public Sector respondents recognise
a lack of appropriate skills and behaviours in their existing
teams as a barrier to more effective Business Partnering. This
is an issue also felt by the Private Sector, which creates fierce
competition for skills.

•

Deloitte analysis finds that role definition drives skill
demonstration. CFOs are looking at the wrong problem. It is
not a lack of skills but a lack of role definition that they need
to address.
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Organisational perception of Finance, percentage of respondents agreeing with statements
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The business views Finance
as its primary source of
insight for decision-making
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The business sometimes views
Finance as its primary source
of insight for decision-making

The business views Finance as a source
of trusted Financial information but
does not consistently use Finance’s
insight in decision-making
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Private Sector
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sometimes views Finance
as a hindrance
to decision-making
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Definitions
For the purpose of this publication Decision Support is defined as Finance’s analysis of data (including the use of macro economic,
financial, sales, marketing and customer data) to support Business Partnering activities. Business Partnering is defined as the role that
Finance undertakes to support the strategic and tactical priorities of the business by delivering insight and guidance in support of growth
and future performance. Business is defined as Finance’s internal customer or stakeholder.
Methodology
Deloitte asked senior Finance executives to complete an online survey on the subject of Decision Support and Finance Business
Partnering. This information, collected between July and September 2014, has been analysed in aggregate and forms the basis of this
report. It should be noted that additional information collected by Deloitte via an online survey in August 2012 has been used as part of
the analysis for Figure 3. In some Figures, because of rounding, percentages may not add up to 100.
In this publication, references to Deloitte are references to Deloitte LLP, the UK member firm of DTTL.
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Executive summary
Effective partnering between Finance and the
rest of the organisation is essential for the proper
functioning of an organisation. It is crucial for the
efficient use of public funds, the delivery of value
for money services and the effective appraisal of
long-term investments and capital expenditure.
The importance of demonstrating value for money
has increased under austerity and will continue
to increase regardless of the outcome of the
2015 General Election. In many organisations,
Finance is not delivering the insight required to
support better decision-making and the efficient use
of public funds.
An understanding of Business Partnering
Ninety-six per cent of Public Sector respondents
stated that they either have not defined Finance
Business Partnering activities or that existing
definitions are not consistently applied. If Finance
is to partner effectively with the organisation and
Business Partners are to be trained and appraised
appropriately, this is not a sustainable position.
It also risks a lack of understanding of the wider
organisation’s expectations of Finance and unclear
expectations invariably result in under-delivery,
whether real or perceived.
The challenges to effective Business
Partnering
The time spent on Finance Business Partnering
activities places a significant and growing demand
on Public Sector Finance functions. Successful
partnering requires a particular skill set that is not
always present in existing Finance teams. Fifty-five
per cent of Public Sector respondents report that
more than 20 per cent of their total time is spent
on Business Partnering, while 53 per cent recognise
a lack of appropriate skills and behaviours in their
existing teams as the most significant barrier to
more effective Business Partnering. Public Sector
organisations need to attract new talent and up-skill
their existing teams if they are to overcome this
challenge.

The tools to do the job
It is stating the obvious to say that good decisions
require good data. However, an overwhelming
majority of organisations – both Public and Private
– continue to rely on offline spreadsheets to analyse
and report their data. Public Sector Finance teams
have an important role to play in linking delivery
outcomes to expenditure. This requires a move
towards predictive tools and more automated ways
of analysing and presenting data. Business Partners
need to persuade users to move away from receiving
their data in a spreadsheet format. To achieve
this relies on providing realistic, user-friendly and
robust alternatives.
What next?
Business Partners are uniquely positioned to support
and steer the organisation, but there remain
significant barriers to effective business partnering.
Align expectations: know and deliver what the
organisation needs from Finance rather than what
it is accustomed to receiving. Define the Business
Partner role clearly. Without a clear definition
Finance and the wider organisation will remain
misaligned and Business Partners will not influence
decision-making as intended.
Adopt analytical technologies: make Finance
data forward looking and user friendly. Ensure
clear and robust data governance and move away
from offline, spreadsheet reporting. Visualisation
software allows users to explore and understand
large data sets in a way that spreadsheets cannot.
This is particularly relevant for the Public Sector
where identifying new and innovative ways to
communicate financial information is critical to
presenting compelling business cases. Timeliness
is key. Insights should be delivered as decisions are
being made, not after the fact.
Develop talent: when roles are properly defined,
people can be trained and recruited to fit those roles
and their performance appraised against them. It is
important to know and to communicate the skills
and behaviours that the roles require: the ability to
understand the business, balance opportunity and
risk and to engage non-finance colleagues to form
a true partnership.
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Upward trend in demand
Demand for Finance Business Partnering activities
increased between 2012 and 2014.

Figure 1. Change in demand for Business Partnering activities 2012-14,
percentage of respondents
Significantly increased 9.5%

Decreased 4.1%

Three-quarters of all respondents indicate that
there has been an increase or significant increase
in demand for Decision Support and Finance
Business Partnering activities.

Stayed the
same 20.3%

Increased 66.2%

Source: Deloitte analysis

Demand is expected to increase further over
the next three years.

n=75

Figure 2. Anticipated change in demand for Business Partnering activities
2014-17, percentage of respondents
Significantly decrease 1.4%

The increase in demand for partnering and
analytical activities is expected to continue until
2017. Over eighty per cent of respondents
anticipate either an increase or significant increase
in demand.

Significantly
increase 23%

Stay the
same 14.9%

Increase 59.5%

Source: Deloitte analysis

Decrease 1.4%

n=74
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Maturity comparison
When considering the maturity of business partnering in organisations, we have compared:
• Activity definitions

• Detail and customisation

• Systems support

• Prioritisation methods

• Analytical capabilities

• Role definitions

• Partnering skills

Across all indications examined, a gap exists between the current Public Sector performance and the performance of the
best companies surveyed.
In four out of the seven indicators examined, Private Sector respondents report a higher level of performance than the
Public Sector. In the other three areas, Public Sector and Private Sector are either at the same level or the Public Sector is
slightly ahead. Each area is discussed in more detail in the pages to follow.

Figure 3. Partnering maturity model, Public Sector responses compared with 90th percentile and Private Sector repsonses
Activity definitions
1 = no definitions
3 = definitions not consistently applied
5 = definitions consistently applied
Partnering skills
1 = skills not understood
or exhibited
3 = some skills lacking or
inconsistently exhibited
5 = skills understood and
consistently exhibited

Systems support
1 = mainly spreadsheets
3 = some tools but significant
use of spreadsheets
5 = reporting and predictive

5
4
3
2
1

0

Role definitions
1 = no definitions
3 = definitions lack
standardisation
5 = definitions clearly
defined and
communicated

Detail and customisation
1 = error-free but limited scope
3 = any and all information provided
5 = standard reports with ad hoc analysis

Prioritisation methods
1 = bases on internal controls
3 = based on need to meet/exceed
expectations of the business
5 = based on the diagnosis of
business needs

90th percentile
Source: Deloitte analysis

Public Sector average response
Public Sector n=20

Analytical capabilities
1 = low level of technical
and analytical skills
3 = some technical and
analytical skills
5 = high level of technical
and analytical skills

Private Sector average response

Private Sectore n=54
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Activities not defined
Despite the high level of resource allocation
to business partnering, almost half of all
organisations do not have definitions for their
Decision Support and Business Partnering roles.
Forty-five percent of Finance functions have no
role definitions for their Decision Support teams
and Business Partners, with little difference
between public sector and private sectors. More
alarmingly, only five percent of respondents apply
the definitions they do have consistently across
their organisation.

Figure 4. Decision Support and Finance Business Partnering activity
definitions, Public Sector and Private Sector comparison, percentage
of respondents

Yes, we have
definitions that are
consistently applied

5%
5%

We have definitions,
but they are not
consistently applied

50%
49%

45.5%

No, we do not
have definitions

45%

0%

10%
Public Sector

Source: Deloitte analysis

Survey respondents cited lack of skills as their
main challenge to delivering partnering activities.

30%

40%

50%

Private Sector

Public Sector n=20

Private Sector n=55

Figure 5. Relationship between Finance Business Partner role definition
and skill exhibition by industry, scale of 1 to 5
Average = 3.21

Extent that the role and required competencies of a
Finance Business Partner are defined and communicated
(1 – Not defined, 5 – Clearly defined and communicated)

4.5

However, Figure 5 (right) shows that role
definition drives skill exhibition mong Business
Partners. By consistently communicating the
required skills, knowledge and behaviours required
by the role Finance can ensure that their Business
Partners demonstrate these capabilities.

20%

4.0
Average = 3.24

3.5

3.0

2.5

2.0
2.0

2.5

3.0

3.5

4.0

Extent that Finance Business Partner exhibits skills required to challenge the
Business (1- Not exhibited, 5- Consistently exhibited)

Public sector
Financial Services & Insurance
Real Estate
Business & Professional Services
Healthcare & Life Sciences
Consumer business
Technology, Media & Telecommunications
Energy & Resources
Manufacturing
Source: Deloitte analysis

n=71
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Time spent
On average, twenty-three per cent of total
Finance capacity is dedicated to partnering and
analytics.

Figure 6. Time spent on Finance Business Partnering as a proportion
of total Finance capacity, percentage of respondents

Thirty per cent of Public Sector respondents
indicated that they spend between twenty and
thirty percent of their time on Business Partnering
as a proportion of total Finance capacity. Twentyfive per cent of Public Sector respondents spend
more than thirty per cent of their time on Finance
Business Partnering.

30 to 50%

This report looks at the expectation that time
spent on business partnering will increase. As an
increase in activity and time spent takes place,
finance teams must consider their capacity to
deliver against all their responsibilities

No activity

Demand for Business Partnering activities
increased in both the Public and Private Sectors
between 2012 and 2014. Seventy-five per cent of
Public Sector respondents expect this to increase
over the next three years.

5%
4%

More than
50%

20%

20 to 30%

30%

23%
25%
26%

10 to 20%
15%

5 to 10%
0%

0 to 5%

17%

2%
5%

2%

0%

5%

10%

Source: Deloitte analysis

15%

20%

25%

30%

Private Sector

Public Sector

Public Sector n=20

Private Sector n=53

Figure 7. Change in demand for Business Partnering activities 2012-14,
Public Sector and Private Sector comparison, percentage of respondents
15%

Significantly
increased

8%
60%

Increased

There are significant challenges to managing this
increase in time spent for business partnering.
Specifically, the talent pipeline and recruitment
opportunities, as well as the process of managing
business as usual activities must be monitored.
Being aware of and managing these challenges
will allow for more time to be spent on Finance
Business Partnering as demand increases.

23%

67%
20%
21%

Stay
the same
5%

Decreased
Significantly 0%
decreased 0%
0%

10%

20%

Public Sector
Source: Deloitte analysis

30%

40%

50%

60%

70%

Private Sector

Public Sector n=20

Private Sector n=54

80%
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Analytical and systems support
Only eleven per cent of Public Sector respondents
believe their organisations have above average
analytical capabilities compared with twenty-eight
per cent of Private Sector respondents.
Decision Support teams typically provide the
analysis that Business Partners use in their role
working with the business. Low levels of technical
and analytical capability limits the impact that
partnering activities can achieve.

Figure 8. Level of analytical maturity among Decision Support teams,
Public Sector and Private Sector comparison, percentage of respondents
High level of technical and
analytical capability

0%

Above average level of technical
and analytical capability

6%
11%
22%

Some technical and
analytical capability

68%
52%

Below average level of technical
and analytical capability
Low level of technical and
analytical capability
0%

16%
15%
5%
6%
20%

40%

Public Sector
Source: Deloitte analysis

Public Sector n=19

60%

Private Sector

Private Sector n=54

80%
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Ubiquitous spreadsheets
Forty-one per cent of all respondents indicate
that their Business Partners spend thirty to fifty
per cent of their time using spreadsheets and
gathering data. In addition, nineteen per cent of
respondents spend more than fifty per cent of
their time using spreadsheets and gathering data.
Survey respondents indicated that Decision
Support teams and Business Partners prioritise
budgeting and planning, forecasting and standard
performance reporting activities. This may explain
the significant proportion of time that is dedicated
to gathering data and using spreadsheets.
Nevertheless, if the purpose of partnering is
to deliver insight to the business in support of
future performance, then Business Partners should
not be drawn into lower value tasks such as
gathering data.

Figure 9. Time spent by Business Partners gathering data and using
spreadsheets, percentage of respondents
1% 3%

4%

19%

32%

41%
0 to 5%
5 to 10%
10 to 20%
20 to 30%
30 to 50%
More than 50%
Source: Deloitte analysis

In the Public Sector, spreadsheets remain
ubiquitous despite the availability of predictive
tools, which exceeds that in the private sector.
This suggests that the Public Sector has recognised
the importance of reporting and predictive tools
but may not be maximising their benefits.
This may, in some cases, be due to stakeholder
expectations of seeing information in familiar
spreadsheet format. Therefore, there is a
challenge to be overcome in terms of educating
stakeholders to be comfortable with advanced
reporting and predictive tools that will add value.
This further supports the need to re-skill the
Finance teams, as well as the information users.

n=69

Figure 10. Level of systems support for Decision Support activities,
Public Sector and Private Sector comparison, percentage of respondents
agreeing with statements
Reporting and predictive tools, 0%
allowing informative analytics 0%
Reporting and predictive tools 0%
widely available, minimal use of
4%
speadsheets
Reporting and predictive tools
available, significant use of
spreadsheets
Basic reporting tools, supported
by offline spreadsheets
Mainly spreadsheets
0%

58%
34%
37%
46%

5%
16%
10% 20% 30% 40% 50% 60%
Public Sector

Source: Deloitte analysis

Public Sector n=19

Private Sector

Private Sector n=52
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Activity prioritisation
Business Partners and Decision Support teams in
the Public Sector give higher priority to traditional
calendar-based activities than their Private Sector
counterparts.
Budgeting and planning, forecasting and standard
performance reporting are all high priorities and
higher priorities for Public Sector respondents
than the Private Sector respondents surveyed.
For Public Sector respondents, areas that are
lower priorities include demand planning, which,
in some cases, is due to policy departments, and
working capital management, due to less of a
focus on balance sheet position and cash in the
Public Sector.
The issue that arises is that due to a lack of
definition of the Finance Business Partnering
role, there is a tendency to resort to what has
traditionally been done, including activities such
as forecasting, budgeting/planning, standard
performance reporting, and capital allocation and
investments. It is essentially easier to prioritise
what is familiar and known; accordingly, in order
for Finance Business Partners to add more value, a
definition of the role is essential to re-prioritisation
and creation of value.

Figure 11. Prioritisation of Decision Support and Finance Business
Partnering activities, Public Sector and Private Sector comparison
On a 5-point scale where 1 implies lowest priority and 5 the highest priority
Forecasting

4.2

4.6
4.4

Budgeting and planning
Standard performance
reporting

4.2
3.9

Capital allocation/
investments

3.9

3.0
3.5

Risk management

2.9

Workforce planning/
compensation

3.5

2.6

3.1
3.2

Project management

2.9

Operations optimisation
Supplier/contract
management

3.3

2.9
2.7
2.7

Demand planning
Working capital
management

2.1

Supply chain optimisation

2.1

Research & development
efficiency or effectiveness

1.7

Competitive &
environmental analysis

1.6
0

1

2

Public Sector
Source: Deloitte Analysis

4.7

Public Sector n=19

3.1
3.4

2.7

2.1
2.5
3

4

Private Sector
Private Sector n=52

5
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Activity automation
Automation follows a similar trend to
prioritisation, whereas the private sector is more
balanced in both automation and prioritisation of
areas. Essentially, cyclical monthly and quarterly
activities remain top priorities, rather than more
value added tasks.
The expectation is that the traditional finance
activities which require less judgement would
increasingly be automated. However, Figure 12
indicates that these activities are far less
automated in the public sector than in the
private sector.

Figure 12. Automation of Decision Support and Finance Business
Partnering activities, Public Sector and Private Sector comparison
On a 5-point scale where 1 implies lowest level of automation and 5 the
highest level of automation
2.9

Forecasting

3.5
2.9

Budgeting and planning

3.3

Standard performance
reporting

2.9
3.3
2.1
2.2
2.1
2.2
2.1
2.1
2.0
2.4
1.9
2.0

Demand planning
Working capital
management
Pricing optimisation
Operations optimisation

As the Finance Business Partnering function
matures and the definition of the role is
developed, it would be beneficial if these
activities, such as forecasting, budgeting,
planning, performance reporting, etc. become
more automated. This would allow the Finance
Business Partnering role to deliver more insight
and analysis.

SG&A cost optimisation
Capital allocation/
investments

1.8

Risk management

1.5

Project management
Supplier/contract
management

2.8
2.6

1.5

2.4

1.2
1.5

Customer profitability

1.2

Brand equity
0

1.5

1

2

Public Sector
Source: Deloitte Analysis

2.8

1.8

Public Sector n=19

3

4

Private Sector
Private Sector n=52

5
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Organisational perceptions
The survey tested Finance’s view of the perception
that the rest of the organisation had on its
contribution.
Private sector respondents indicated that
50 percent rate the business as viewing finance as
primary source of insight for its decision making
or sometimes viewing Finance as its primary
source of insight for its decision making.
Sixty-three per cent of Public Sector respondents
indicated that the business does not use Finance’s
insight in decision-making on a consistent basis.
This is also an issue for Private Sector respondents
although not to the same extent.
Sixteen per cent of Public Sector respondents
believe that the business sometime sees Finance
as a hindrance to its decision-making. While
no Public Sector respondents believe that the
business views Finance as its primary source
of insight.

The alignment between Finance and wider
strategic priorities was tested – overall, the Private
Sector results illustrate higher levels of alignment
than the public sector, though the gap appears to
be narrowing.

Figure 13. Organisational perception of Finance, Public Sector and
Private Sector comparison, percentage of respondents agreeing with
statements
The business views Finance as its 0%
primary source of insight for its
decision making

12%

Sometimes the business views
Finance as its primary source of
insight for its decision making
The Business views Finance as a source
of trusted Financial information but
does not consistently use Finance’s
insight in its decision making

21%
38%
63%
50%

Sometimes the business views
finance as a hindrance to its
decision making 0%

16%

The business views Finance as a 0%
hindrance to its decision making? 0%
0% 10% 20% 30% 40% 50% 60% 70%
Public Sector
Source: Deloitte analysis

Public Sector n=19

Private Sector

Private Sector n=54

Figure 14. Alignment between Finance and the wider organisational
strategy, Public Sector and Private Sector comparison
On a 5-point scale where 1 implies strongly disagree and 5 implies
strongly agree
Finance understands and offers
insights that the Business needs
to make decisions rather than just
what the Business wants

3.6
3.2

Finance understands and prioritises
Finance-related activities that
support value creation in Business

3.6
3.3

4.2

Finance understands the business
drivers and opportunities

0

3.6
1

2

Private Sector
Source: Deloitte analysis

Public Sector n=19

3

4

5

Public Sector

Private Sector n=54
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Key challenges to more effective Business Partnering
We asked what the key challenges to Business
Partnering are.
The results show:
•	Lack of appropriate skills and behaviours
considered much more of a significant issue in
the public sector.
•	Limited or ineffective relationship with the
business is more of an issue in the public sector
than in the private sector.
•	Interestingly, technology limitations and
inefficient processes do not appear to be an
issue in the public sector.

Figure 15. Challenges to more effective Finance Business Partnering,
Public Sector and Private Sector comparison, percentage of respondents
ranking as top challenge
Lack of appropriate
skills and behaviours
among talent pool
Limited or ineffective
relationship with the
business
Lack of understanding
of business drivers
and priorities
Accessibility of relevant and
consistent information
Technology limitations

Inefficient processes
Poorly defined
organisational structure
and roles
0%

53%
25%
18%
6%
6%
2%
6%
15%
6%
17%
6%
25%
6%
10%
10%

Public Sector
Source: Deloitte analysis

20%

30%

40%

50%

Private Sector

Public Sector n=18

Private Sector n=49

60%
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Closing the gap
Both Public Sector and Private Sector
organisations understand that defining the
role of a Finance Business Partner is key to the
effectiveness and success of the role. However,
the Public Sector shows a marked focus on
building up the skills required to carry out
this function.
The Public Sector seems to be focusing efforts on
hiring and training, whereas the Private Sector is
focused on identifying value drivers and shifting
lower value activities out of the Business Partners
day-to-day role.
Both of these areas are key to success of the
Business Partnering function and must be
balanced effectively to ensure the output of useful
analytical information, and the alignment of
Finance and the business.

Figure 16. Current initiatives to provide a better environment for Finance
Business Partnering, Public Sector and Private Sector comparison,
percentage of respondents ranking as top focus
Clearly defining Finance Business
Partnering roles and organisational
structure to set expectations
and align to business priorities
Recruiting additional resource
with Business Partnering/Decision
Support skills to replace or
enhance existing talent pool
Identifying skills gaps and
developing existing resources
through training

26%
25%

16%
2%

16%
2%

Identifying value drivers and
KPIs to better focus our
Finance Business Partners

11%

Implementing shared services/
outsourcing to deliver activities
more effectively

11%

Improving the quality and
availability of data and key
business information

11%

Identifying owners with
responsibility for end-to-end
processes, to drive service
quality & efficiency

23%

20%

18%

11%
2%

Improving the efficiency and 0%
functionality of performance
management systems
0%

7%
5%

10% 15% 20% 25% 30%

Public Sector
Source: Deloitte analysis

Public Sector n=19

Private Sector

Private Sector n=44
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Survey demographics
Seventy-five senior Finance executives from
multiple industries participated in Deloitte’s survey.

Figure 17. Participants by industry, percentage of respondents
9.3%

Twenty participants came from the UK Public
Sector with representations from:
• Central Government Departments
• Executive Agencies

9.3%

2.7%
17.3%

26.7%
6.7%

• Devolved Governments

4.0%

• Education
9.3%

14.7%
Business & Professional Services

Consumer Business

Energy & Resources
Financial Services & Insurance
Healthcare & Life Sciences
Manufacturing
Public Sector
Real Estate
Technology, Media & Telecommunications
Source: Deloitte analysis

n=75

Figure 18. Public Sector participants by role, percentage of respondents
10%

15%

5%

10%

60%

Chief Financial Officer
Head of Finance
Source: Deloitte analysis

Finance Director

Others
n=20

Controller
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