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EU Multi-Stakeholder Forum on e-Invoicing (EMSF) Activity 2: Experience and Good 
Practice 

 Profiles of adoption models in Europe 

Introduction 

These profiles have been prepared following the consultation undertaken by the EMSF 
Activity 2 on Experience and Good Practice during the work plan cycle 2011-2. The profiles 
correspond to some of the leading adoption models or combinations thereof identified in 
the responses. In particular the following have been written up at this stage: 

• Buyer-centric B2B model 

• Supplier-centric B2B model 

• EDI model 

• E-billing for consumers and small business 

• SME service models 

• Public procurement, using the example of Portugal 

By adoption or operating model we mean for example: services provided by service 
providers, other solutions of various kinds, market initiatives, collective schemes, and public 
sector initiatives. These models are actor-specific, focusing on market participants (large 
buyers, SME’s, government, consumers, and service providers), and also method-specific 
(buyer-driven, supplier-driven, EDI model, e-billing, public procurement model, integration 
of ERP systems, and marketplaces). 

These profiles will evolve based on comments received. Further profiles are planned as 
volunteers emerge for their compilation. In particular the model identified as the Enterprise 
Resource Planning (ERP) to ERP integration model, which featured highly in the consultation 
responses, requires analysis. Whilst there is undoubtedly an operating model based on the 
direct connection of ERP systems, it is also the case that ERP integration is a key feature of 
other models such as the Buyer-centric, Supplier- centric and EDI and this may explain the 
high recognition factor in the responses. Other profiles could be developed for Total Invoice 
Management model, which has been mentioned in the Supplier-centric profile, and for 
marketplaces. Further country examples of public procurement models would be useful, 
together with a general summary of the European public procurement landscape including 
the PEPPOL initiative.  
 
The profiles have been produced by volunteers from the EMSF and National Forums named 
at the end of each profile. For comments or suggestions please contact the co-activity 
leaders: 

charles.bryant@ob10.com  

 nigel.taylor@gxs.com 
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Model 1: Buyer-centric supply chain model offered by service providers 

 
1. Brief description of model 

 
The service provider establishes a platform accessible to trading parties both buyers 
and suppliers. Buyers initiate an e-invoicing program by requesting or requiring their 
suppliers to connect to the platform and submit invoice data usually in any data 
format. The service provider validates that all legally required data elements are 
present and may provide additional validation services, checking for the buyers’ 
business requirements 
 

Once the supplier’s submission is accepted, the platform translates the data into the 
buyer’s defined content and preferred file-format, and creates the tax invoice (in the 
form of a structured file or as a legible image).  The data may be enriched with 
additional data elements required by the buyer. A structured invoice file is forwarded 
to buyer’s ERP system. An image is usually signed with an electronic signature and 
retained by the platform as an original or legible version. All transactions are archived 
for the benefit of the parties. Payment of invoices is handled separately through 
normal banking channels. 

 
 

2. Specific good practices evidenced 
 
 

• Full tax compliance 
• Overall legal compliance ( country-level requirements) 
• Straight though processing without manual intervention 
• Promotes the rapid on-boarding of suppliers 
• Cost savings and efficiency for both parties (for buyers: at least 60%) 
• Transparency and visibility of transactional information and cash flow 
• Improved payments 
• Environmental benefits 
• Minimization of queries and errors 

 
 
 

3. Key examples of implementation  
 

• This is currently a growing model deployed by service providers both globally and in 
the EU, although the number of scale players is small. 

• Many supplier-centric platforms (with an e-billing background) are beginning to 
embrace the model for B2B traffic given its attractions in terms of adoption. 

• A large buyer may act as a “self-service” service provider for their own inbound 
volumes with or without the support of a solution provider. 
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• See: www.ariba.com; www.basware.com; and www.OB10.com; for further 
information about this service provider model.  

• Thousands of multinational and large corporate entities utilize this model often on-
boarding suppliers in the ratio 1:1000+ 

• This is a common model for public sector procurement and which could grow strongly 
as more public sector entities embrace e-invoicing 

• It should be borne in mind that most service providers offer a variety of services and 
value propositions, not only e-invoicing. 

 
 

4. Conditions for success  
 

• Convincing  buying organizations to use e-Invoicing 
• Cost-effective and  providing a balance of benefits to buyers and suppliers 
• Crucial role and importance of supplier on-boarding 
• Providing seamless integration as appropriate for the various parties from full 

integration to portal based templates. 
• Giving transparent status information to all parties 
• Interoperability between service providers (four-corner model) is a growing factor in 

managing flows and stimulating adoption 
• Supports national and cross-border and is often allied to shared service centre 

processing by large entities 
• Likely to find further traction as additional services for supply chain finance (reverse 

factoring or approved payables finance) are provided as an adjunct to the platform 
 
 
 

5. Transferability across EU 
 

• Globally deployed and transferable 
• Supports both national and cross-border flows 

 
 
 
With thanks to Gary Benson and Charles Bryant of OB10 
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Model 2: Supplier-centric supply chain model offered by service providers/ software 
vendors 

 
1. Brief description of model 

 
The supplier’s establishes a platform accessible to all trading parties both buyers and 
suppliers. This can be through the suppliers own infrastructure or more commonly via 
a service provider. The Supplier initiates an e-invoicing program by requesting that 
customers agree to receive electronic invoice content in an agreed format, delivery 
method and to a fixed destination address.  
 
The supplier creates VAT compliant invoice content in the normal manner either as 
paper, or if the customer has agreed to electronic delivery, as e-Invoice content. The 
supplier passes invoice content to the service provider. The service provider validates 
that all legally required data elements are present in the invoice and then transmits 
the content securely to the buyers destination address.  This can be directly to: 

• the buyers’ service provider for onward delivery 
• a secure inbox on the platform accessed by a certificated connection 
• to an inbox within an online portal for download 
• an legal electronic mailbox (e.g. Finbox in Denmark) 
• to an secure email account or location (e.g. SFTP or HTTPS folder) 

 
The platform delivers the invoice content in a machine readable file-format together 
with a human readable view.  
 
The authenticity of the supplier is provided by a certificated connection into the 
platform.  The integrity of content is guaranteed by the platform and an audit trail is 
provided including origination and delivery points.  This is available both to the 
supplier and the buyer if delivered via the platform. This can be store with the invoice 
content. Both parties are responsible for the integrity of the content once the invoice 
is delivered into their environments.  
 
There is a variant of this model called Total Invoice Management, in which a service 
provider offers suppliers the option of creating and/or delivering all invoices both 
electronic and paper on their behalf. 
 
 

2. Specific good practices evidenced 
 

• Full VAT compliant content (paper or electronic)  
• Complies with Directive 2010/45/EU 
• Straight though processing without manual intervention for both parties 
• Promotes the rapid e-Invoice adoption across the supply chain 
• No change to business process within the corporates or SME’s 
• Minimization of queries, duplication and errors 
• Enables a paper process to evolve to electronic invoicing 
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3. Key examples of implementation  

 
• Traditional ERP and Accounting applications create content for VAT invoices. 

Middleware solutions take this content and deliver a richly formatted paper or email 
a PDF document 

• This is a standard model used by SME’s, corporates and multinationals both globally 
and in the EU 

• Many middleware solution providers enable both paper and electronic content 
creation and are now offering electronic delivery platforms 

• The platform service provider approach allows the supplier to create invoices directly 
from their account application for paper or electronic customers regardless of the 
customer platform provider choice 

• A large supplier, generating millions of paper invoices, can transition away from 
paper to electronic content by offering the customer a secure inbox 

• The model support public sector procurement or large buyer’s by the issuing of self-
bill invoices in the same model 

• The model can be used with or without the support of a solution provider (e.g. 
www.sap.com) 

• See: www.esker.com; www.equisys.com; and www.bottomline.co.uk; for further 
information about this type of service/application provider 

• It should be borne in mind that most service providers or middleware software 
providers offer a variety of services and value propositions, not only invoicing 

 
4. Conditions for success  

 
• Convincing  buying organizations to use e-Invoicing 
• Cost-effective and  providing a balance of benefits to buyers and suppliers 
• Providing seamless integration as appropriate for the various parties from full 

integration to portal based templates 
• Giving transparent status information to all parties 
• Interoperability between service providers (four-corner model) to enable straight 

through processes and end to end auditing 
• Supports national and cross-border invoicing and is often allied to centralized invoice 

production by large entities 
• Adoption of standard messaging types (e.g. ISO20022) between service providers 

which are transparent to the corporate or SME 
• Likely to find further traction as additional services for supply chain finance (e.g. the 

ICC Bank Payment Obligation rulebook) are provided as an adjunct to the platform 
 

5. Transferability across EU 
 

• Globally deployed and transferable 
• Supports both national and cross-border flows 

 
      With thanks to Steve Carter of Bottomline Technologies 
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Model 3: Electronic Data Interchange (EDI) supply chain model offered by service 
providers 

 
1. Brief description of model 

 
Electronic Data Interchange (EDI) has been established for over 40 years and is the 
oldest model of electronic invoicing. In the past, EDI was the cutting-edge technology 
of its day and was therefore only the domain of large multi-national corporates and 
their tier-1 suppliers. With the evolution of internet-based technologies, EDI has 
become a cost-effective and viable solution for trading partners of all sizes. 
 
In its simplest form, EDI is the computer to computer exchange, between two 
companies, of standard business documents in electronic format.  There are three 
elements in basic EDI. First, trading counterparties establish an electronic trading 
relationship. Second, the exchange of documents takes place in a mutually agreed 
standardized format, within a secure environment. Third, electronic documents 
replace paper based ones. 
 
EDI is essentially a secure data processing concept which is independent of 
communication protocols or transmission media. Electronic data interchange is a 
framework, it is not tied to any single message formats, and there are different 
methods and protocols for transmitting data. The three primary methods of applying 
EDI are through value added networks (VAN), point-to-point connections and web 
forms. 
 
EDI can be interpreted as both a buyer and supplier driven model dependent on the 
initiating trading partner. Typically, the larger trading partner will request its 
suppliers/customers to engage in an EDI program. This has been proven as a 
successful model across many industry verticals, particularly Automotive, Retail, CPG 
and Banking. The EDI marketplace is highly interoperable with many service providers 
sharing interconnect agreements and mailbox services. 
 
EDI achieves ‘authenticity & integrity’ by conforming to 1994/820/EC where the data 
is transferred within a secure network or over a secure transmission protocol and 
messages sent and received are identical. A well-managed EDI process will store the 
different evidence components, possibly including interchange agreements, summary 
lists or a trading partner list. 
 
To be fully compliant with existing EU e-Invoicing legislation, message transfer must 
be combined with data validation and legal archiving. Across Europe many companies 
manage these elements within their company firewall and leverage an EDI provider 
for authenticity & integrity only. However, other companies choose to outsource 
their end-to-end compliant EDI e-Invoicing process to a service provider. 
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Across Europe there has been inconsistent interpretation of 1994/820/EC resulting in 
some companies running EDI invoicing in parallel with a paper back-up process, and 
in some countries EDI is enhanced by electronically signing the invoice message.  
 
Note: AS2 is perhaps the most commonly used protocol for point-to-point EDI. 
Authenticity & Integrity are achieved through an embedded electronic signature. 
 

2. Specific good practices evidenced 
 

• Complies with Directive 1994/820/EC 
• Complies with Directives 2001/115/EC and 2006/112/EC 
• Complies with Directive 2010/45/EU (1st January, 2013) 
• Established & secure model for the exchange of electronic business documents 
• Global adoption with many cross-border and industry specific examples 
• EU VAT compliant for data content, authenticity & integrity & archive 
• Accepted as a compliant e-Invoicing model outside of the European Union 
• Manages the complexity of different industry specific processes and standards 
• A variety of connectivity options suiting the complexity/scale of each trading partner 
• Leverages existing investment in existing B2B infrastructure 
• Low-cost options promotes adoption of electronic invoicing across the supply chain 
• A combination of secure messaging, services and software across the physical and 

financial supply chains 
• All the benefits of moving a paper process to an electronic one 
• Enables trade finance models 

 
3. Key examples of implementation  

 
• EDI e-Invoicing can be implemented as; 

a. 2-Corner   (point-to-point, electronic delivery platforms) 
b. 3-Corner  (VAN, web-forms) 
c. 4-Corner  (interconnectivity, mailboxes) 
d. n-Corner  (inclusive of SCF, logistics vendors etc.) 

• ERP and Accounting applications create content for VAT invoices. Compliant EDI 
solutions validate this data before transmitting the electronic invoice. 

• Transmission of messages assuring authenticity & integrity over; 
a. Web Forms 
b. Value Added Networks (VAN) 
c. Point-to-Point (e.g. AS2) 

• Archiving in a legally compliant archive for appropriate retention periods, 
reproducing the original invoice in a human-readable format 

• Industry scale supplier/customer on-boarding programs to maximise adoption 
• electronic content creation and are now offering  
• EDI is suitable for companies of all sizes where their trading partners are also e-

enabled 
• The model can be used with or without the support of a solution provider 
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• See: www.gxs.co.uk; www.seeburger.co.uk; and http://www.edicomgroup.com/; for 
further information about this type of service provider 

• EDI providers offer services across the entire business-to-business lifecycle 
 

4. Conditions for success  
 

• Solution compliance with existing EU e-Invoicing and EDI directives 
• Convincing  suppliers/customers to accept an e-Invoicing process (on-boarding) 
• Providing a variety of integration options appropriate for each trading party 
• Providing different evidence components such as interchange agreements, summary 

lists or a trading partner list as part of the process 
• Combining authenticity & integrity with data validation & archive for a fully compliant 

end-to-end e-Invoicing service 
 

5. Transferability across EU 
 

• Globally adopted 
• Massive penetration in Automotive, Hi-Tech, Retail, Consumer Packaged Goods & Banking 
• Many EDI adopters issue invoices to European governments 
• The EDI concept fits into a wider supply chain context, as it supports the exchange of other 

business documents, such as electronic orders or catalogues  
• Existing interconnectivity agreements across service providers 
• Supports both national and cross-border e-Invoicing 

 
 
With thanks to Nigel Taylor of GXS 
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Model 4: E-billing to consumers and small business (B2C and B2b) 
 

1. Brief description of model  
 
Supplier-centric models are common especially for utilities and mass-billers offering 
Electronic Bill Presentment and Payment (EBPP) to consumers (B2C) and small businesses 
(B2b).  
 
In this model, the supplier makes available customer invoices on its corporate portal and 
expects customers to view or download the invoices, consult them and eventually pay them. 
Businesses may enter details into their ERP/accounting systems. As the recipient has the 
final choice when it comes to receiving paper or electronic invoices and cannot be forced to 
receive or go to a portal for an electronic invoice, explicit consent is often sought. There 
may be financial incentives or disincentives applied by billers to their customers. 
 
Since the emergence of the e-biller model, there has been a further development based on 
the provision of aggregation services for customers. These are usually provided by banks 
and often take the form of a multi-bank, multi-supplier platform, which then feeds the 
individual Internet banking portals used by customers.  Through their normal electronic 
banking channel customers can find, in one place, many of their bills, invoices, demands for 
traffic fines and rent, etc. from many suppliers.  ("All" would be impossible). They then have 
the ability to pay on-line out of their bank account. Even if regular bills are paid by direct 
debit customers often find it convenient to access the bills in one place, although it is 
noticeable that in strong direct debit countries, such EBPP services are less common. Others 
again have prophesied the demise of the direct debit and its replacement by EBPP. 
 
Large billers enjoying a dominant position or near-monopoly in local markets   may resist 
the trend towards aggregation as they don't want to lose their channel of communication 
with their customers, who are therefore forced to access multiple web-sites and portals. 
The latter may lead to an unwillingness on the part of customers to actually view their bills if 
the “amount seems right”. 
 
There are a variety of technical features in EBPP platforms: the bills may only be displayed in 
summary form with the original placed in the corporate ‘document hotel’. In some cases the 
original may still be posted in paper form. 
 
There are developments to use these platforms also for the transmission of invoices in a 
B2B setting by providing facilities to upload and send invoices. Indeed some see this as a 
way to bring on-board the long tail of small suppliers by leveraging their presence in an 
already existing and secure channel.  
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2. Specific good practices evidenced  
 

• Can be fully dematerialized 

•  Telecom and utility portals have some best practice examples around Europe 

• Bank portals that integrate payments functionality 

• Easy/ secure modalities for download  

• Search  engine (by key words) on content of past and recent invoices  
 
 

3. Key examples of implementation 
 

• Major utilities and  telecoms ( Telecomitalia, ENEL, FranceTelecom/Orange  
Vodafone, Telefonica, BT, EDF, British Gas, Deutsche Telecom etc.,EDF, GDF, 
Electrabel , etc).  

• In Belgium the Zoomit the multi-bank platform provided by Isabel is used by most 
large billers and offered through all major retail banks. 

• In Nordic countries, the provision of EBPP services through banks is highly developed 
and pervasive as is also the case  in Switzerland 

• In UK, Germany, France, Italy and Netherlands, there are limited multi-bank services, 
but individual bank services have been offered 

• There are developments in Poland and  Romania 
 
  

4. Conditions for success 
 

• “Business weight " of provider  

• Quality of data and services the platform offers  

• Customers are induced to through  appropriate economic incentives  

• Ease of use 

• Security 

• Legally compliant 
 
 

5. Transferability across European Union 
 Biller-centric model are fully transferable across the European Union 

 
With thanks to Gianfranco Tabasso of the European Association of Corporate Treasurers and 
FMS Group, and to Robin Jarvis of the Fin-Use Group 
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Model 5: SME services with or without service provider support. 
 

1. Brief description of model  
 

Distinct SME to SME models have been slow to develop except through the well-known 
practice of sending through one-to-one email a PDF invoice as an attachment ( quite typical 
of micro-enterprises and professionals).  
 
SME’s normally participate in buyer-centric and seller-centric models as passive subjects 
driven by their larger commercial partners. The problem with involving SME’s and micro-
enterprises has been the cost and difficulty of their on-boarding in supply chain projects run 
by service providers for the benefit of large corporate buyers, where experience varies from 
poor to highly successful. 
 
There are trends whereby rather than being passively driven by their larger commercial 
partners SME’s want to take the initiative and send e-invoices to their clients. This may 
prevent them from being forced to use different channels and formats for different clients 
provided the latter are comfortable. In reality the power of trading relationships will 
inevitably play a part.  
 
Depending on the size and sophistication of the SME, they may use a service 
provider/outsourcer to create, sign (or not sign), reformat, and deliver to final recipients. 
Such services may be provided through an Internet Banking service 
 
The latest VAT Directive makes it extremely simple in principle to move to e-invoicing. In 
fact, in many countries, what was previously an "analogue" invoice, from 1 January 1 2013 
becomes an electronic invoice without the need for a signature. The complexity for SME 
remains "fiscal archiving", which is not regulated by the Directive and must follow strict and 
often complex local rules.  No SME can think of managing this directly, so this is a further 
incentive to move to a third party provider for the whole process. 
 
2. Specific good practices evidenced  
 

a) Social Media/ Network approach  
 

A new style of operator, such as Tradeshift appeal directly to  invoice issuers  of any size 
offering a basic  service  for free and , once the ball is rolling , charging  for additional 
optional services. 
 
The idea is to replicate the "social network" model the "APPs world " and the "viral 
marketing" model by building a rapidly growing franchise of faithful followers who pay very 
little for services but by their sheer number create sufficient direct revenues, give a 
successful operator clout with large buyers and other operators, and produce indirect 
revenues from advertising, marketing and cross selling.  
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b) Bank Internet banking and multi-bank platforms for e-invoicing 
 

In some markets (all Nordic countries, Italy, Belgium) banks have invested in e-invoicing 
services by mobilizing their Internet banking platforms and convincing SME’s to entrust all 
their client invoices for processing and delivery. The business model is based on the 
leveraging of their large e-banking installed business user base (mainly SMEs), building on 
their existing trust/fiduciary relationships, and the integration of related financial services, 
such as payments, and invoice discounting. Apart from in the Nordic countries where a few  
banks have build enough expertise in the field  and behave as full service providers, this 
strategy ,so far, has had  mixed success and banks have very different views on the business 
case for involvement. The banking industry could bring an on-boarding capability for the 
long tail of SME’s. 
 
 

c) IT services or "telematic intermediaries" for small SME, micro-enterprises and 
professionals 
 

 Large corporate buyers procuring goods and services from myriads of large and small 
suppliers are often capable of successfully on-boarding 80% of their "procurement value”, 
but are then left with up to 50% of small paper invoices or email with PDF, which must still 
be treated the traditional way. 
 
Whoever succeeds in turning these flows into structured flows will win the ‘gold medal’. 
In many countries, these issuers often outsource to accounting, legal firms, tax experts, 
and/or service centers run by their representative organizations (e.g. Chambers of 
Commerce, artisan organizations etc.)  and may also used emerging service providers who 
support the latter organizations or SME’s directly. 
 
These SME’s seek to reduce their processing costs, eliminate paper invoices and cut manual 
data entry. In addition, they look for additional services to offer their clients.  
Germany, France and Italy are the countries where interesting initiatives in this domain are 
underway with the objective of bringing them into the overall supply chain based on the use   
of telematic and culturally attuned intermediaries. An important aspect that plays in their 
favor is the strong relationship of trust with their clients, often much stronger than with 
their bank. 
 

d) Cloud applications  to create e-invoices on internet portals 
 

A number of Cloud ‘Apps’ have arisen on the Internet to help micro-enterprises and 
professionals to support their home-working and , at a minimum, produce a signed ( or 
unsigned) PDF A/1A that can be  sent to the final recipient , to a EBPP platform, or to his tax 
expert .  
The most sophisticated ones offer workflow tools that cover the whole e-invoice creation 
process (contact, offer, confirmation/order and invoice). In addition to a PDF the application 
may create a structured e-invoice in one or more known standards (e.g. m2H (micro to Hub) 
produces a UBL 2.0 standard.  
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Additional features are the import of electronic bank statements and reconciliation of 
outstanding client invoices, ageing of receivables and solicitations. Users can manually enter 
key data on supplier’s invoices (paper or PDF) in order to have a complete picture of 
liquidity and prospective cash flow. It must be remembered that these businesses have no 
in-house accounting system in house and therefore limited sources of data with which to 
manage their business. 
 
These applications can usually be easily integrated into a bank's Internet Banking services as 
described in point b above). 
 
 

e) Service provider to generate structured invoices for Public Administrations 
 
As the Danish experience has shown, SME’s micro-enterprises, and professionals need 
support and an "incentives" to generate a structured invoice instead of a PDF or a scanned 
paper invoice. Recent improvement in the ratio of structured to unstructured invoices is due 
to a "free APP" made available by the Public Administration. 
 
Such APPs can be used in conjunction with a EBPP platform of a provider saving it the cost 
and complexity of the" first mile" (paper, proprietary formats etc. ).  The sender and 
receiver receive a complete structured file and a PDF.  
 

2. Key examples of implementations 
 

In general examples of implementation have been provided in the above descriptions. 
 
A number of e-invoicing App’s can be found through the link below which lists 50 of them:  
 
http://smallbiztrends.com/2010/01/30-online-invoicing-apps-for-small-businesses.html 
 

3. Conditions for success 
 

The success of these services and web App’s depends on them being adopted by one or 
more large platforms, banks, e-communities and by a critical mass of users 
 

4. Transferability across EU  
All solutions described should be transferable across the European Union.  
 
With thanks to Gianfranco Tabasso of the European Association of Corporate Treasurers and 
FMS Group 
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Model 6:  Public e-Procurement and the adoption of e-Invoicing, the Portuguese example 
 
 
 
1. Brief Description of the Model and Good Practices 
 
 

A - Implementation of e-Procurement in Portugal 
 

In Portugal the adoption of e-Procurement solutions in the public sector 
began to have some expression from 2004, with the implementation of 
several Pilot Projects for electronic purchases in Central Administration, 
under the National Plan for Electronic Procurement (PNCE). At this stage, the 
focus is in the dematerialization of transactional components (catalog, orders 
and receptions) 
 
In parallel, initiatives have been held in order to promote the adoption of 
electronic invoicing, including the creation of a favorable legal framework 
applicable to public sector, in 2005 (although already since 1999, there were 
some regulations for the electronic invoice in Portugal). Also within the 
Central Administration, several projects have been successfully implemented, 
but the adoption was far from being widespread throughout the public 
sector. 
 
In 2009, with the adoption of a new legal framework applicable to the public 
procurement process in Portugal, the public institutions started a new era for 
the dematerialization. The establishment of mandatory and widespread use 
of electronic procurement platforms in public sector to support the tendering 
e awarding processes gave a new dynamic to this market, and changed the 
mindset about dematerialization in public procurement processes and the 
real benefits that arise thereto. 

 
Objective rules were established about the requirements to be met by 
solutions that support these procurement processes, increasing awareness of 
various stakeholders on issues like security and information encryption, 
digital signatures, timestamps, interoperability, among others. 
 
In 2005, very ambitious goals were set concerning the use of e-Procurement 
in Europe, to be achieved by 2010. However, at that date, the overall rate of 
use at EU level was between 5% and 10%. Portugal is clearly demarcated 
from the rest of EU countries in this area, reaching a rate of procedures 
performed by electronic means of 75%. 
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B – e-Invoicing in Public Procurement Context 
 

The Portuguese public entities, motivated by the need to redesign the 
processes related to the implementation of legal requirements in terms of 
electronic procurement, and by the perception of gains and advantages 
thereof arising, faced this challenge as an opportunity to improve the 
efficiency of the complete procurement cycle. 

 
 

 
Thus, in Portugal there have been many examples of entities that started to 
dematerialize several phases of the procurement cycle, among which 
electronic invoicing. 

 
To this has contributed factors such as: 

• Increased confidence in electronic processes 
• The perception of the real benefits and advantages of adopting this 

process 
• The existence of technological solutions market, with a high degree of 

maturity in the treatment of these processes, derived from the history 
of use of these solutions in the private sector. 

 
Thus, for many entities the adoption of electronic invoice appeared to be as 
one natural step in order to increase efficiency and dematerialization of the 
procurement cycle. 
 
Additionally, within the context of e-Procurement, were created specific 
guidelines regarding the use of electronic invoicing in Portugal: Whenever in 
the issue of invoice, it must observe the procedures required by the law in 
force for the electronic invoice. (DL 143-A / 2008, Article 22). 
 
Over the past years there have been an increasing number of public entities 
in Portugal, mainly in the Local Administration (Municipalities), to invest in 
electronic invoicing processes. 
 
Initially, there was the emergence of several initiatives of B2C electronic 
invoicing in services sectors like utilities, with public entities in the issuer role. 
But gradually the entities have experienced the advantages of these 
processes, and start also to invest on B2B invoicing dematerialization, either 
issuing or receiving electronic invoices. 
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There are examples of very innovative projects and revelators of successful results that 
include the dematerialization of the full cycle of procurement: 
 

 • managing internal needs (internal requests and aggregation of 
needs) 
 • contracting (noticing, tendering, awarding and contracting) 
 • order management, including managing catalogs 
 • invoicing 

 
In addition to the well-known advantages of dematerialization, by reducing the cost 
associated with the management and treatment of the paper, these projects demonstrated 
the added value of integrated management of full procurement cycle, with all the potential 
in terms of traceability and security that comes with it. Additionally, they provided very 
significant gains also in the dematerialization of the approval processes associated with each 
step of the cycle, and in terms of minimizing duplication of data entry in multiple systems, 
through the development of integration with internal systems of each entity. In terms of 
electronic invoicing, this last point appears to be of great importance to improve the 
efficiency of financial processes at the level of classification, accounting and document 
payment, for example. 

 
In Portugal, there are more than 90% of the public tendering managed by electronic 
platforms. All public entities are using e-Tendering platforms, and from these, at least 10% 
are implementing e-Invoicing projects.  

 
Also, studies suggested that the electronic sourcing platforms reduce 5% to 10% de 
amount spent on contracts. 

 
Also, the providers, are more open to hear about electronic business solutions, due to the 
experience they have with dealing with e-Tenders on electronic platform. 
 
 
2. Conclusions 
 
Public procurement is one of the largest economic activities in terms of expenditure for the 
EU Member States. In 2010, public procurement represented about 20% of EU GDP. 
 
The large size of public sector allows that the adoption of electronic invoicing in these 
transactions represents a significant contribution to the spread within the country's 
economic activity, of the practice of issuing and receipt of electronic invoices, encouraging 
both public and private entities to have identical behavior, contributing to the 
modernization of the country. 
 
The Digital Agenda for Europe shows that Portugal was positioned in 13th place among 27 
EU countries in 2008, with 25% of Portuguese companies sending/receiving electronic 
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invoices, better than the EU average (21%). In 2011, this percentage for Portugal is at 27% 
(11th place), while the EU average stands at 21%. 
 
Despite the relative position of Portugal compared to the other member states, there is 
great potential for progression and clearly the market is becoming more aware and 
receptive to the adoption of electronic invoicing, situation to which greatly contributed the 
increase usage and great success of e-Procurement in Portugal. 
 
The adoption of e-Procurement in EU member states would certainly promote the adoption 
of e-invoicing in EU member states. 
 
 
With thanks to Alexandre Nilo Fonseca, the Portuguese National Forum on e-Invoicing, 
Acepi and Saphety 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 


