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INTRODUCTION & LANDSCAPE

In November 2018 – January 2019, APQC and AFP 
conducted a survey to understand the current tools, 
technologies, and techniques used by organizations for 
FP&A, and the associated skills required of today’s 
FP&A professionals. 

→ There were 437 respondents to the survey across 
industries and geographies. 

→ One-half of survey participants reported over 
$500 million in annual revenue, and 37% 
reported more than $1 billion in annual 
revenue. 

→ 62% of survey participants were at the 
director/senior manager level or above.

→ This report summarizes responses from 26 
participants in the retail and wholesale industry. 

Everyone wants more from finance. The business 
wants a strategic partner with flexible processes and 
interoperable systems. The CFO wants controlled 
operations and a seat at the decision table when 
capital is deployed. Financial Planning & Analysis 
(FP&A) wants to be the team that  leans into the 
business to apply finance acumen and drive decisions. 

But is this the reality? Are FP&A teams being 
encouraged to look ahead or are they still encumbered 
with the mundane and routine work that has been 
expected from them?

APQC and the Association for Financial Professionals 
(AFP) undertook this benchmarking effort to 
determine where FP&A stands in this effort, and to see 
how much more needs to be done.
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DEFINITIONS

 ACTIVITY-BASED BUDGETING—Determines the future cost 
structure of an activity based on the anticipated “activity level 
driver” volume

 ZERO-BASED BUDGETING—A budget process that does not 
build upon prior year budget information; requires all costs to 
be justified each year

 NO FIXED BUDGETS/”BEYOND BUDGETING”—A management 
philosophy that eliminates fixed budget targets creating a more 
adaptive organization

 ROLLING FORECASTS—A practice that maintains a continuous 
planning horizon by adding new months/quarters as older ones 
are completed

 SCENARIO PLANNING—A structured planning process that 
evaluates multiple possible outcomes (both positive and 
negative) and develops management action plans to respond

 DRIVER-BASED PLANNING—An approach to planning that 
identifies primary physical drivers and uses them to predict 
future outcomes

 PREDICTIVE ANALYTICS– Analytics leveraging computer 
algorithms to support the forecast and predict results

 BUSINESS INTELLIGENCE—A blanket term for the identification, 
extraction, and analysis of business data to guide or support 
business decisions

 CLOUD—The delivery of computing as a service, rather than as a 
product, over the Internet

 DATA VISUALIZATION—Beyond spreadsheets, the tools to 
explore, understand, and explain data in a visual context

 REPORTING AUTOMATION—Scheduling the data in reports to 
automatically refresh and be delivered to assigned individuals

 MOBILE—Deployment to portable devices like tablets and 
phones

 ROBOTIC PROCESS AUTOMATION—Automation of business 
processes across the enterprise using software robots, which 
are easy to train and integrate seamlessly into any system

 ARTIFICIAL INTELLIGENCE/MACHINE LEARNING—Intelligence 
demonstrated by machines, especially computer systems that 
have been programmed to mimic human action and rational 
thought; machine learning is the idea that systems can learn 
from data, identify patterns, and make decisions with minimal 
human intervention
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SCOPE OF FP&A
FP&A is involved in many important processes and functions. Half of retail and wholesale survey 
participants reported that the scope of FP&A includes business advisory, and almost half of survey 
participants indicated that the scope of FP&A includes business case and decision support. 
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What do you consider the scope of FP&A at your organization?

Note: The values in the above graphic do 
not add up to 100 percent because it was a 
“select all that apply” question.

Retail and Wholesale
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LEVERAGED PRACTICES
More than half of retail and wholesale survey participants use some form of advanced planning, 
especially rolling forecasts and scenario planning; other practices have more limited adoption.

What practices is your organization leveraging for FP&A?

N = 25

Note: The values in the above graphic do 
not add up to 100 percent because it was a 
“select all that apply” question.

Retail and Wholesale
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BUDGETING PRACTICES
All retail and wholesale survey participants indicated that they have an annual budget, but adherence is 
somewhat flexible. 

How binding is your budget?
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N = 26

Retail and Wholesale
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PARTNERSHIP BETWEEN FP&A AND TREASURY

How strong is the partnership between FP&A and treasury to support 

cash flow and cash position planning and forecasting needs?

N = 26

Integrated systems and planning

15%

Planned cooperation

50%

Ad hoc cooperation

35%

No meaningful partnership

0%

65% of retail and wholesale survey participants report the partnership between FP&A and treasury involves 
integrated systems and cooperation is planned; none of the respondents report there is no meaningful 
partnership between the two entities.

Retail and Wholesale



TECHNIQUES AND TOOLS
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MATURITY LEVEL OF TOOLS

How would you characterize your organization’s 

maturity level when it comes to FP&A tools?

N = 26

The majority of retail and wholesale survey participants reported that their organization’s 
maturity level is at the intermediate level when it comes to FP&A tools. Only 8% are at an 
advanced/leading maturity level for FP&A tools. 
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FP&A TOOLS AND TECHNOLOGIES

N = 26

Note: The values in the above graphic do 
not add up to 100 percent because it was a 
“select all that apply” question.

Retail and wholesale survey participants are predominantly leveraging spreadsheets and business 
intelligence tools for FP&A, although 42% leverage reporting automation and 38% data 
visualization. Only 8% currently leverage artificial intelligence/machine learning for FP&A. 

What tools or technologies is your organization currently using for FP&A?

Retail and Wholesale



13©2019 APQC and AFP. ALL RIGHTS RESERVED.

MATURITY LEVEL OF ANALYTICS

N = 26

4%Prescriptive

Analysis to drive decisions to influence how to make 
something happen

19%Predictive

Analysis to determine what is likely to happen

54%Diagnostic

Explains why results happened; analysis enables some 
business decisions but lacks a formal process

23%Descriptive

Analytics that explain what happened, usually applying to 
financial data only

Only 23% of retail and wholesale  
survey participants have evolved to a 

maturity level beyond diagnostic 
analytics. 

How would you characterize your 

organization’s maturity level when it comes 

to FP&A analytics?

Retail and Wholesale
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FP&A TECHNIQUES
Most retail and wholesale survey participants conduct historical analyses and an analysis of operational 
performance metrics. 

Which of the following techniques are common parts of your FP&A analysis?

N = 26

Note: The values in the above graphic do 
not add up to 100 percent because it was a 
“select all that apply” question.
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REPORTING STRUCTURE
The overwhelming majority of retail and wholesale survey participants report to the CFO. 

This is considered a best practice because it ensures FP&A has a forward-looking advisory role, 
bringing its financial acumen to business decisions. 

81%

19%

CFO

Accounting, treasury, or
another finance entity

Who does the FP&A team report to?

N = 26

Retail and Wholesale
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SERVICE DELIVERY MODEL
At the median, retail and wholesale survey participants indicated that all of their FP&A staff are 
centralized. 
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Approximately, what percentage of your staff are organized 

according to the following structures? (Median) 

Reporting Structures 
Defined

Centralized

A single FP&A 
aggregating all 
data reporting 

to a single 
finance 

executive

Decentralized 

An individual 
team or teams 
embedded in a 
business unit 

to provide 
support

Shared 
services 

A remote 
expert team 
that provides 
FP&A services 

to multiple 
teams

Note: The values in the above graphic plot the 
medians for each question. 

Retail and Wholesale
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SPAN OF CONTROL & SIZE OF FP&A TEAM

At the median, retail and wholesale survey participants have 3 FP&A staff, 
and half of retail and wholesale participants are analysts. 

Retail and Wholesale
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How many total employees comprise the 

FP&A staff at your organization?
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Note: The values in the above graphic do not add up 
to 100 percent because the bars are plotting the 

medians for each question. 



SKILLS AND DEVELOPMENT
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GREATEST AREAS FOR IMPROVEMENT
Retail and wholesale survey participants reported that the greatest skills-

related opportunity for improvement is related to technology, such as data 
management and predictive analytics.

Which represents the greatest (skills-related) opportunity for 

improvement for your FP&A organization?

N = 26
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Retail and Wholesale
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SKILLS NEEDED BY FP&A PROFESSIONALS

N = 26

Top 3 Technology & Analytical 

Skills Needed
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TRAINING & DEVELOPMENT

N = 26

What is your estimated average formal training and 

development hours budgeted per year per FP&A professional?

35% of retail and wholesale survey 
participants reported that their FP&A 
team budgets less than ten hours of 

formal training and development 
hours per year per FP&A 

professional. 
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Retail and Wholesale



CHALLENGES AND RESULTS
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TOP THREE CHALLENGES

N = 26

What are the top three most pressing challenges 

for your organization’s FP&A efforts?
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METRICS FOR EFFECTIVENESS
A little more than a quarter of retail and wholesale respondents do not measure the effectiveness 
of their FP&A organization. The predominant measurement method is forecast accuracy, followed 

budget accuracy measurement.

How do you measure the level of effectiveness of FP&A?

N = 26 

Retail and Wholesale
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TIME ALLOCATION
Retail and wholesale survey participants at the median report spending the majority of their 
time either gathering the data or administering the process, compared to only 20% of their 
time doing value-added analysis.  

What percentage of time are FP&A professionals spending doing 

the following activities? (Median)

Median

20%

32%

50%

0% 20% 40% 60% 80% 100%

Doing value-added
analysis (N=24)

Administering the
process (N=24)

Gathering data (N=24)

Retail and Wholesale

Note: The values in the graphic do not add up to 
100 percent because the bars are plotting the 
medians for each question. 
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4%
Extremely effective

61%
Moderately effective

0%
Slightly effective

8%
Not at all effective

27%
Very effective

EFFECTIVENESS OF THE FP&A TEAM

How would you rate the overall effectiveness of the 

business analysis provided by FP&A in contributing to your 

organization’s overall strategy?

N = 26

A little more than 2/3 of retail and wholesale  
survey participants reported that their FP&A 

team’s contribution is at best moderately 
effective in contributing to the organization’s 

strategic goals. 

Retail and Wholesale



DEMOGRAPHICS OF SURVEY PARTICIPANTS 
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DEMOGRAPHICS

N = 26

RegionTop Six Industries (Overall)
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Retail and Wholesale
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DEMOGRAPHICS

N = 26N = 26

HeadcountRevenue
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Retail and Wholesale
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LEVEL OF ROLE

N = 26
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