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Dynamic Discounting and SCF: Metso’s supplier finance  
strategy covers full scope of spend and supply chain needs

Finland’s Metso Corporation is a world-
leading industrial company serving the 
mining, aggregates, and process industries. 
Metso in its present form is less than 20 years 
old. The company was created in July 1999 
from the merger of paper and board machine 
supplier, Valmet, and Rauma Oy, a supplier 
of fibre technology and industrial machinery. 
However, the origins of these businesses go 
back 150 years.

A holistic supplier finance programme

As a multinational, Metso’s supply chain extends 
to more than 30,000 firms. The group has been 
actively working on supply chain finance (SCF) 
solutions that respond to the needs of all of 
its suppliers, from the largest to the smaller, 
specialized firms.

Metso’s success was reflected by the company’s 
receipt of the Gold Award at the 2017 Supply 
Chain Finance Awards, which attracted entries 
from around the world. Metso was chosen from 
a final shortlist of five contenders and was also 
winner in the manufacturing and industrial 
category.

“Our approach was to find a combination of 
solutions that would successfully work together to 
help a substantial number of our suppliers, from 
larger firms to small and medium-sized businesses.” 
— Minna Helppi, SVP and group treasurer
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The judges commended Metso for its twin-track 
approach in devising a comprehensive prompt 
payment solution to cover everyone in its 
supply chain; one which coupled conventional 
SCF with dynamic discounting. The holistic 
solution enables Metso to cover the full scope 
of its spend, and offers every supplier the right 
option.

Strategic approach to supplier finance

“With an extensive supply chain, Metso 
Corporation wished to offer two solutions 
that would enable it to capture the whole 
spend curve, from its ‘big spend’ suppliers 
to the medium and small-sized spend,” says 
Ville Svens, category director from Metso’s 
procurement, and programme manager for the 
project. 

“Traditionally, SCF programmes have been able 
to secure financing for only a buyer’s largest 
suppliers and assist the success of its own 
working capital initiatives. Yet too often this 
has been achieved by failing to address the full 
spend curve in the process – in particular the 
small and medium-sized enterprises (SMEs).”

Metso wanted to address this challenge by 
developing different tools that could offer win-
win early payment solutions across the entire 
supply chain. At the same time, it was important 
to support suppliers without forcing early 
payment on them. As opt-in schemes, it was vital 
that the chosen solutions provide the maximum 
benefits for all suppliers.

“There is no ‘one-size-fits-all’ solution to cover all 
suppliers’ needs,” says Minna Helppi, SVP and 
group treasurer. “Our approach was therefore 
to find a combination of solutions that would 
successfully work together to help a substantial 
number of our suppliers, from larger firms to 
small and medium-sized businesses.

“Building this from scratch, we were able to go 
to market to source best-in-class solutions to 
meet our suppliers’ needs.”

Metso had an established SCF programme  with 
Citi for some of its biggest suppliers. It was 
decided that a comprehensive early payment 
programme was best achieved by extending this 
programme to more users, while supplementing 
SCF with a dynamic discounting solution to 
benefit the company’s small and medium-sized 
suppliers.

Alongside these broad aims, Metso set specific 
financial targets for the expanded supplier 
finance programme. Among its balance sheet 
and profit and loss (P&L) objectives, Metso 
wanted to improve the company’s return on 
capital employed (ROCE). Given its worldwide 
operations, Metso needed to work with partners 
who can provide global reach and scalable 
platforms.

“Building this from scratch, we were able to go to 
market to source best-in-class solutions to meet our 
suppliers’ needs.”  
— Minna Helppi, SVP and group treasurer
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Achieving buy-in through collaboration

“From the outset, it was important for the 
new programme to attract cooperation from 
each of Metso’s business departments,” says 
Minna Helppi. “While treasury was tasked with 
developing a framework for the programme, it 
was recognised that working internally across 
many functions would be vital in developing a 
successful solution.”

Local procurement was involved from inception 
to secure each buying entity’s early buy-
in. The joint programme manager was also 
recruited from procurement. The IT division 
and the company’s shared services centres also 
participated in strategy development.

While input for the project came from across 
the company, its main drivers were treasury, 
procurement, IT and the shared service centres. 
Its joint sponsors were the chief financial officer 
(CFO), representing the executive level, and 
the global head of procurement. The project 
was jointly designed and led by treasury and 
global procurement, ensuring that the chosen 
solutions aligned with Metso’s overall supplier 
strategy and dovetailed with its procure-to-pay 
(P2P) processes. 

Consistent support from top management, 
strong internal stakeholders who worked well 
together, regular communication between 
participants, and an overall vision of an efficient 
operation all contributed to the impetus of the 
project and its successful outcome.

“From the outset, it was important for the 
new programme to attract cooperation from 
each business department,” says Helppi. 
“While treasury was tasked with developing 
a framework, it was recognised that working 
across many functions would be vital in 
developing a successful solution.”
— Minna Helppi, SVP and group treasurer

Support for programme launch  
from C2FO

For the dynamic discounting launch, C2FO 
managed the entire process, ranging from 
education to providing ongoing support to 
suppliers. A co-branded email campaign, 
and a dedicated C2FO supplier relationship 
management (SRM) team informed Metso’s 
suppliers that the dynamic discounting solution 
was available. This targeted approach allowed 
it to be tailor-made to each individual supplier’s 
profile and needs. 

Mikko Vainikka, Metso’s director, treasury 
operations, also blogged to inform small and 
medium-sized suppliers that “the dynamic 
discounting platform is optional, easy to use, 
and enables our suppliers to get an early 
payment of approved invoices when needed 
for the invoices wanted. In addition, visibility is 
improved since all invoices are shown online 
once approved by Metso. As this is not a 
factoring service or bank financing, usage of the 
service is free.”



© C2FO All rights reserved 4

CASE STUDY: dual supplier finance strategy provides mutual benefit for Metso and its supply chain

The ‘two clicks to cash’ basis of C2FO makes 
it easy for suppliers to join the platform and 
accelerate invoice payments. Users have already 
commented favourably on its ease of use and 
flexibility. The dynamic discounting programme 
initially launched in 2017 in five countries; 
Finland, Sweden, Denmark, Germany and the 
U.K. before being scaled globally.

Accounting and audit treatment

The SCF programme receives off balance 
sheet accounting treatment. For the dynamic 
discounting programme, discounts are taken as 
either a reduction in cost of goods sold (COGS) 
or operating expenditure (OPEX), depending 
on which product line item the discounted 
invoice is associated with and directly increasing 
earnings before interest, tax, depreciation and 
amortisation (EBITDA).

Innovation and best practice

The programme’s combination of SCF and 
dynamic discounting meets the company’s 
aim of capturing the whole spend curve and 
supporting the different needs of its suppliers, 
thereby meeting best practice.

C2FO’s dynamic discounting solution provided 
an innovative, market-based approach to early 
payment discounts. Suppliers are invited to 
offer the rate at which they are comfortable 
in discounting their invoices for early payment 
and C2FO optimises these offers based on a 

set of parameters – such as cash available and 
yield – controlled by Metso. Suppliers can also 
obtain low-cost financing by leveraging the 
excellent credit rating afforded to Metso from 
the Standard & Poor’s (S&P) agency.

It’s a win-win solution, as benefits are 
maximised for both Metso and its suppliers. It 
also represents a significant improvement on 
old-fashioned early payment options, where 
rates are set by the buyer or a third party who 
attempt to second-guess supplier needs.

“Traditionally, SCF programmes have been 
able to secure financing for only a buyer’s 
largest suppliers and assist the success of its 
own working capital initiatives. The SCF-only 
approach, however, does not address the full 
spend curve in the process.”
— Ville Svens, category director, 
procurement, and programme manager



© C2FO All rights reserved 5

CASE STUDY: dual supplier finance strategy provides mutual benefit for Metso and its supply chain

A successful strategy and launch

Building from scratch gave Metso the ability 
to develop a world class early payment 
programme. Feedback from suppliers of all sizes 
since programme launch has been very positive.

Both of the programmes’ solutions provide 
Metso with the improved ROCE that was 
one of the main aims of the project. Citi’s 
SCF programme provides balance sheet 
improvements, while the C2FO dynamic 
discounting marketplace provides a lower cost 
of goods sold and thereby directly increases 
EBITDA.

In addition, the recognition that has come from 
winning an award has demonstrated to the 
company’s stakeholders and employees that the 
programme they devised works well and has 
generated considerable interest.

Metso has been able to negotiate longer 
payment terms from its suppliers, a valuable 
win in today’s increasingly competitive business 
environment. Metso’s suppliers, in turn, can 
use the programme to receive payment early 
without having to use their own credit facilities. 
In addition, they gain full visibility on when they 
can expect to receive payment.

Future developments

Both of the programme’s solutions have 
scope for further scalability. Citi’s SCF 
programme already covers six Metso entities 
in five countries and will be extended to other 
countries. The programme has seen 60 percent 
of the company’s spend targeted specifically for 
SCF onboarded in these countries successfully. 

The C2FO dynamic discounting programme saw 
20 percent of the company’s whole supply base 
sign up for registration within the first month of 
the ‘go live’ and the number continues to grow 
rapidly. The programme, already established in 
Europe, will be expanded to North America.

“As both the suppliers and Metso’s procurement 
see the resulting benefits and gain a full 
understanding of the Citi and C2FO products, 
the programme will sell itself,” says programme 
manager Ville Svens.

“Metso wished to offer two solutions that 
would enable it to capture the whole spend 
curve, from ‘big spend’ suppliers to medium 
and small-sized.”
— Ville Svens, category director, 
procurement, and programme manager
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Any corporate planning to develop a similar programme for their supply chain should include 
the following items on their checklist: 

• Pre-planning, which can identify any unforeseen issues and challenges in order to address 
them at the outset. 

• Cross co-operation, so that the project is not confined to treasury only and divisions such as 
IT, procurement and shared service centres are involved in developing the framework. 

• Comprehensiveness – any company with a complex supply chain should ensure that the 
solution developed provides benefits to suppliers of all sizes. As one size rarely fits all, the 
ability to offer more than one option is important.

Questions about C2FO?

info@c2fo.com 

U.S. / +1 866 463 6565

U.K. / +44 (0)20 3036 0332 

HK / +886 91974 8788

IN / +91 22 6780 1500

For more C2FO expert commentary, visit c2fo.com.


