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Abstract 
Finance business partnering has emerged as a strategic evolution of the finance function, 

moving beyond traditional stewardship, control, and reporting responsibilities toward a 

more collaborative role in value creation. This review examines the changing nature of 

finance business partnering by analyzing its evolving roles, the competencies required for 

effectiveness, and its influence on organizational outcomes. The study highlights how 

finance professionals are increasingly expected to act as strategic advisors, performance 

interpreters, decision enablers, and cross-functional collaborators who translate financial 

insights into actionable business strategies. Rather than remaining confined to historical 

reporting and compliance monitoring, finance business partners now contribute to 

planning, forecasting, investment appraisal, risk management, operational improvement, 

and strategic decision-making across organizational units. The review identifies a broad 

shift in required competencies, emphasizing not only technical expertise in accounting, 

financial analysis, budgeting, and performance management, but also strong interpersonal, 

digital, and strategic capabilities. Communication, stakeholder management, commercial 

awareness, data storytelling, influencing skills, and analytical thinking are shown to be 

central to successful partnering. In addition, the growing use of digital technologies, 

enterprise systems, automation, and advanced analytics has redefined the finance partner’s 

toolkit, demanding adaptability and continuous learning. The review further notes that 

organizational context, leadership support, clarity of role expectations, and cultural 

readiness significantly shape the effectiveness of finance business partnering initiatives. 

Findings suggest that effective finance business partnering can improve organizational 

performance through better decision quality, stronger cost management, enhanced strategic 

alignment, improved resource allocation, and more responsive performance monitoring. It 

can also strengthen trust between finance and operational teams, thereby increasing the 

relevance of financial information in everyday management. However, barriers such as 

resistance to change, capability gaps, role ambiguity, and overreliance on transactional 

tasks may limit its impact. Overall, this review concludes that finance business partnering 

is not merely a functional redesign but a strategic capability that enables finance to 

contribute more directly to sustainable organizational success, resilience, and competitive 

advantage in increasingly complex business environments. 
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1. Introduction 

Finance business partnering has emerged as one of the most significant developments in the evolution of the finance function in 

contemporary organizations. Traditionally, finance departments were largely associated with record keeping, transaction 

processing, budgeting, cost control, statutory reporting, and compliance monitoring. Their role was often viewed as retrospective, 

with emphasis placed on explaining past financial performance rather than actively shaping future business outcomes 
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(Sanni & Atima, 2021, Uzoka, et al., 2021). Over time, 

however, changes in competitive intensity, market volatility, 

technological advancement, and organizational complexity 

have redefined expectations of finance professionals. In 

response to these pressures, finance business partnering has 

gained prominence as a model through which finance moves 

closer to operational and strategic decision-making, thereby 

becoming more directly involved in value creation and 

organizational performance improvement. 

The shift from traditional finance roles to strategic support 

roles reflects a broader transformation in how finance is 

positioned within the firm. Rather than functioning only as 

custodians of financial information, finance professionals are 

now increasingly expected to serve as strategic advisors who 

provide insight, challenge assumptions, support planning 

processes, and guide evidence-based decisions. This 

transition requires finance to move beyond a narrow 

concentration on control and stewardship toward a more 

collaborative and forward-looking role (Saltz & Shamshurin, 

2016, Sculley, et al., 2015). In practice, finance business 

partners work closely with managers across departments to 

interpret data, assess risks, evaluate alternatives, and align 

financial realities with business objectives. This evolution 

has elevated finance from a support function operating at the 

margins of decision-making to a core participant in strategic 

conversations. 

The growing relevance of finance business partnering in 

modern organizations is closely connected to the demand for 

agility, accountability, and data-driven management. In 

increasingly uncertain business environments, organizations 

require timely insights that integrate financial knowledge 

with commercial and operational understanding. Finance 

business partnering addresses this need by helping leaders 

translate financial information into actionable strategies, 

improve resource allocation, and strengthen performance 

management (Grover, et al., 2018, Hashem, et al., 2015, 

Watson, 2017). It also supports cross-functional 

collaboration by bridging the gap between finance and non-

finance units, allowing financial considerations to be 

embedded more effectively in everyday managerial 

decisions. As organizations continue to adopt digital 

technologies, advanced analytics, and integrated 

performance systems, the importance of finance 

professionals who can combine technical expertise with 

strategic and interpersonal capabilities has become even more 

pronounced. 

This review examines finance business partnering as an 

evolving concept and practice within modern organizations. 

Its purpose is to explore how the role has developed, what 

competencies are required for effective performance, and 

what organizational outcomes are associated with successful 

implementation. The review is concerned not only with 

describing the changing responsibilities of finance 

professionals, but also with understanding the broader 

organizational conditions that enable finance business 

partnering to deliver value. In doing so, it provides a 

conceptual and practical perspective on why finance business 

partnering has become a central feature of contemporary 

finance transformation (Chen, Mao & Liu, 2014, Delen & 

Demirkan, 2013). 

The review is organized around three interconnected themes. 

First, it considers the evolving roles of finance business 

partners, particularly their movement from traditional 

reporting responsibilities toward strategic advisory, decision-

support, and cross-functional collaboration functions. 

Second, it examines the competencies that underpin effective 

finance business partnering, including technical knowledge, 

communication ability, commercial awareness, analytical 

thinking, and relationship management skills (Zaharia, et al., 

2016). Third, it assesses the organizational outcomes linked 

to finance business partnering, such as improved decision 

quality, enhanced strategic alignment, stronger cost 

management, and better overall business performance. 

Together, these themes provide a comprehensive basis for 

understanding finance business partnering as both a 

professional capability and an organizational asset. 

 

2. Methodology 

For this study, an integrative review design guided by 

PRISMA principles was adopted because the topic of finance 

business partnering spans conceptual, analytical, strategic, 

and performance-oriented literature rather than a single 

narrow empirical stream. This approach was appropriate for 

synthesizing evidence on the evolving roles of finance 

professionals, the competencies required for effective 

partnering, and the organizational outcomes associated with 

finance business partnering in contemporary firms. The 

review was designed to capture both traditional finance-

control perspectives and newer analytics-driven partnering 

models, thereby allowing the study to compare stewardship-

focused roles with emerging strategic advisory 

responsibilities. The methodological logic was further 

strengthened by literature emphasizing analytics capability, 

decision support, digital integration, and business value 

creation, which are central to the transformation of finance 

functions into strategic business partners (Chen et al., 2012; 

Côrte-Real et al., 2017; Grover et al., 2018; Watson, 2017). 

The review relied on the references provided as the principal 

evidence base, and these sources were purposively mapped 

into relevant knowledge domains. These domains included 

financial analytics and strategic planning, enterprise decision 

support, forecasting and dashboard systems, governance and 

risk management, organizational alignment, and performance 

improvement. Studies that directly addressed finance, 

analytics, performance evaluation, business strategy, treasury 

architecture, capital allocation, executive decision systems, 

and strategic partnering were prioritized. Key examples 

included works on decision-centric financial analytics, cost 

management, financial planning integration, CFO-led 

strategic finance, portfolio forecasting, business intelligence, 

and analytics-enabled performance outcomes (Adesuyi et al., 

2021; Isiekwu et al., 2021; Lawal & Oduleye, 2021; Oduleye 

& Medon, 2021; Mikalef et al., 2020). Supporting studies 

from adjacent domains such as dashboarding, data 

governance, predictive analytics, supply-chain visibility, and 

organizational capability were also included where they 

offered transferable insights on cross-functional 

collaboration, analytical maturity, and value realization. 

Sources that were clearly unrelated to finance business 

partnering in concept or application were treated as  
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peripheral and only used where they contributed 

methodological or analytical logic. 

Eligibility criteria were defined before the full review process 

commenced. Included studies had to contribute to at least one 

of the following themes: the changing role of finance from 

scorekeeper to strategic partner; the competencies required 

for finance partnering, such as analytical reasoning, 

communication, business acumen, technological fluency, and 

stakeholder engagement; the use of business intelligence, 

predictive analytics, dashboards, or integrated planning 

systems in managerial decision-making; and the 

organizational consequences of finance partnering, including 

improved forecasting, planning quality, cost control, strategic 

alignment, risk visibility, and performance accountability. 

Both conceptual and empirical studies were admitted because 

the topic requires theoretical framing as well as applied 

insights. Exclusion criteria covered papers with no 

meaningful relevance to finance, decision support, analytics, 

managerial capability, or organizational outcomes, as well as 

sources whose context could not reasonably inform the 

finance partnering discussion. 

A staged screening procedure was used to improve rigor and 

consistency. First, titles were reviewed to identify apparent 

relevance to strategic finance, analytics, governance, or 

business decision support. Second, abstracts and available 

summaries were examined to determine whether the study 

addressed any of the core constructs of the review. Third, 

full-text reading or close content inspection was undertaken 

for the most relevant studies in order to confirm conceptual 

fit and extract deeper insights During this process, the 

reviewer paid close attention to the extent to which each 

study explained role evolution, analytical tools, strategic 

integration, capability development, and measurable business 

outcomes. This three-stage selection logic helped ensure that 

the final body of evidence remained focused on the review 

objectives rather than becoming diluted by loosely related 

material. 

To enhance the trustworthiness of the synthesis, each retained 

study was appraised qualitatively using four practical criteria: 

conceptual relevance, methodological usefulness, clarity of 

constructs, and contribution to the review questions. 

Conceptual relevance assessed how strongly a study spoke to 

finance partnering, analytics-enabled decision support, or 

organizational performance. Methodological usefulness 

considered whether the study offered a framework, empirical 

finding, model, or analytical approach that could enrich the 

synthesis. Clarity of constructs examined whether roles, 

competencies, tools, or outcomes were explicitly described 

rather than vaguely implied. Contribution to the review 

questions focused on whether the source advanced 

understanding of how finance business partnering has 

evolved and why it matters to organizations. This appraisal 

process was especially important because the source pool 

included both formal academic publications and conceptual 

frameworks drawn from multidisciplinary outlets. 

Data extraction was performed manually using a structured 

evidence matrix developed for the review. For each included 

study, the reviewer captured the author and year, publication 

type, context or sector, principal theme, view of the finance 

role, competencies emphasized, enabling analytical or digital 

mechanisms, cross-functional integration features, and 

reported or implied organizational outcomes. Additional 

notes were recorded on whether the paper represented a 

traditional finance-control orientation, a transitional hybrid 

model, or a fully strategic business partnering perspective. 

This extraction logic allowed the review to compare how 

different studies positioned finance professionals in relation 

to budgeting, forecasting, risk management, performance 

management, executive advising, operational collaboration, 

and enterprise-wide value creation. It also enabled systematic 

tracing of how analytical technologies and organizational 

capabilities support the movement from retrospective 

reporting toward proactive and predictive decision support 

(Provost & Fawcett, 2013; Sharma et al., 2014; Wamba et al., 

2017). 

The analysis itself was conducted through thematic synthesis. 

Initial coding focused on recurring phrases, concepts, and 

arguments across the selected literature. These codes were 

then grouped into broader analytical categories that reflected 

the review objectives. The first category captured role 

evolution, including the shift from transactional accounting 

and control toward strategic influence, decision facilitation, 

and business advisory work. The second category addressed 

competencies, especially commercial awareness, 

communication, digital literacy, financial modeling, data 

interpretation, and relationship management. The third 

category focused on enablers, such as data warehousing, 

business intelligence systems, dashboarding, predictive 

analytics, integrated forecasting systems, and governance 

frameworks (Inmon, 2005; Kimball & Ross, 2013; Delen & 

Demirkan, 2013; Akidau et al., 2015). The fourth category 

examined organizational outcomes, including better planning 

discipline, improved forecast accuracy, stronger capital 

allocation, enhanced strategic alignment, faster decision 

cycles, improved accountability, and greater value creation 

(Côrte-Real et al., 2017; Grover et al., 2018; Mikalef et al., 

2020). The fifth category explored barriers and tensions, such 

as capability gaps, role ambiguity, data quality limitations, 

weak business alignment, and the difficulty of balancing 

governance with strategic agility. 

The final stage of the methodology involved narrative 

integration and conceptual interpretation. Rather than 

statistically pooling results, the review synthesized findings 

interpretively because the source base was heterogeneous in 

design, scope, and context. The synthesis compared 

traditional methods of finance support with newer partnering 

models grounded in analytics and cross-functional 

engagement. From this comparison, a conceptual explanation 

was developed showing that finance business partnering 

becomes more effective when finance teams combine 

technical financial expertise with strong business 

understanding, communication capability, digital tools, and 

strategic participation in operational and executive decision 

processes. In this way, the review methodology was designed 

not only to summarize prior literature but also to build a 

coherent perspective on how evolving finance roles and 

competencies influence organizational outcomes in modern 

business environments. 
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Fig 1: Flowchart of the study methodology 

 

2.1. Concept and Meaning of Finance Business 

Partnering 

Finance business partnering refers to a modern approach to 

the finance function in which finance professionals work 

closely with operational managers, departmental leaders, and 

senior executives to support decision-making, improve 

performance, and create organizational value. Rather than 

remaining limited to bookkeeping, financial control, 

compliance, and historical reporting, finance business 

partnering positions finance as an active participant in 

shaping strategy and guiding business outcomes (Mikalef, et 

al., 2020, Nii-Okai, 2020). It is built on the idea that finance 

should not merely report what has already happened, but 

should also help the organization understand why it 

happened, what it means, and what should be done next. In 

this sense, finance business partnering is both a role and a 

way of working. It describes a relationship in which finance 

staff move beyond technical accounting tasks to become 

trusted advisors who combine financial expertise with 

commercial awareness, analytical thinking, and collaborative 

engagement across the organization. 

At its core, finance business partnering is concerned with the 

integration of financial insight into business management. 

The finance business partner is expected to interpret numbers 

in context, connect financial information to operational 

realities, and provide forward-looking guidance that can 

improve planning, budgeting, forecasting, investment 

decisions, and performance evaluation. This means that the 

concept is not simply about having finance staff attend 

management meetings or provide more reports (Sharma, 

Mithas & Kankanhalli, 2014, Van der Aalst, 2016). It is about 

transforming the contribution of finance from passive  

information supply to active strategic support. A finance 

business partner helps managers understand cost drivers, 

revenue implications, resource trade-offs, productivity 

trends, risks, and opportunities in a way that is clear, relevant, 

and useful for action. Therefore, the meaning of finance 

business partnering lies in partnership itself: finance works 

alongside the business rather than apart from it. 

Several core principles define finance business partnering. 

The first is collaboration. Finance business partnering 

depends on strong working relationships between finance and 

non-finance teams. The finance professional must engage 

with marketing, operations, procurement, human resources, 

project teams, and executive leadership in a manner that 

encourages trust and shared understanding. The second 

principle is insight generation. Finance business partnering is 

not satisfied with data collection alone; it emphasizes 

interpretation, explanation, and recommendation. The third 

principle is value creation (Côrte-Real, Oliveira & Ruivo, 

2017, Provost & Fawcett, 2013). The purpose of finance 

business partnering is to improve decisions and 

organizational outcomes, not merely to maintain records or 

enforce financial discipline. A fourth principle is forward 

orientation. While traditional finance work often focuses on 

past performance, finance business partnering pays 

significant attention to future scenarios, planning 

alternatives, and strategic implications. A fifth principle is 

commercial relevance. Finance information must be 

translated into language and insights that decision-makers 

can use in their operational and strategic contexts. Figure 2 

shows figure of four categories of paradoxical tensions in 

HRM presented by Gerpott, 2015. 
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Fig 2: Four categories of paradoxical tensions in HRM (Gerpott, 2015). 

 

These principles give finance business partnering a number 

of distinctive characteristics. It is cross-functional in nature, 

since it connects finance with broader business activities. It 

is interpretive rather than purely mechanical, because it 

requires judgment and explanation rather than the simple 

production of figures. It is proactive rather than reactive, as it 

seeks to anticipate issues and guide decisions before 

problems escalate. It is also relational, because its success 

depends heavily on credibility, communication, and 

influence (Akidau, et al., 2015, Chen, Chiang & Storey, 

2012). In addition, finance business partnering is increasingly 

data-enabled, relying on digital systems, dashboards, 

analytics tools, and integrated reporting platforms to provide 

timely and meaningful support. Yet the presence of 

technology alone does not create business partnering. The 

true characteristic of business partnering lies in the ability of 

finance professionals to turn data into insight and insight into 

action through meaningful engagement with managers. 

The differences between finance business partnering and 

traditional finance functions are substantial. Traditional 

finance roles have historically centered on stewardship, 

compliance, control, and reporting. These functions remain 

essential, since organizations still need accurate accounts, 

strong internal controls, tax compliance, and reliable 

financial statements. However, traditional finance tends to be 

more transactional, rule-bound, and historically oriented. It  

often focuses on what happened in the last accounting period 

and whether activities were carried out according to policy or 

budget (Jagadish, et al., 2014, Kelleher & Tierney, 2018). 

The interaction with other departments may be limited, and 

finance may sometimes be viewed as a gatekeeper or 

watchdog rather than as a contributor to growth and 

innovation. 

Finance business partnering differs because it is more 

embedded in business processes and decisions. Instead of 

only reviewing expenditure after it has occurred, the finance 

business partner may help shape investment choices before 

resources are committed. Instead of merely reporting budget 

variances, the finance business partner investigates 

underlying causes, evaluates their implications, and works 

with managers to identify corrective actions. Instead of 

presenting financial results in technical language that non-

finance staff may struggle to interpret, the finance business 

partner translates the numbers into operational consequences 

and strategic options (Adeleke, Ajala & Olugbogi, 2021, 

Fadayomi, et al., 2021). In this way, the role is more 

consultative, advisory, and participatory. Traditional finance 

often asks whether the figures are correct; finance business 

partnering also asks whether the organization is making the 

right decisions. Figure 3 shows figure of strategic alignment 

model business strategy presented by Iman & Hartono, 2007. 

 

 

 
 

Fig 3: Strategic Alignment Model Business Strategy (Iman & Hartono, 2007). 
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This shift has made finance business partnering strategically 

important within organizational management. In modern 

organizations, leaders operate in environments defined by 

uncertainty, competition, rapid technological change, cost 

pressure, and rising stakeholder expectations. Under these 

conditions, financial information becomes more valuable 

when it is closely connected to strategy execution and 

operational management. Finance business partnering 

enhances this connection (Batistič & van der Laken, 2019, 

Dubey, et al., 2019). It enables organizations to make more 

informed decisions about pricing, expansion, investment, 

cost optimization, workforce planning, product development, 

and risk management. Because finance business partners 

understand both the financial logic and the business context, 

they can help align strategic goals with available resources 

and realistic performance expectations. 

The strategic importance of finance business partnering also 

lies in its contribution to organizational agility. Decisions  

often need to be made quickly, but speed without insight can 

produce costly mistakes. Finance business partners help 

management balance speed with analytical discipline. They 

provide scenario analysis, sensitivity assessments, and 

performance projections that improve the quality of choices 

under uncertainty. They also help ensure that strategy is not 

separated from financial reality. Many strategic plans fail 

because they are ambitious in vision but weak in financial 

grounding (Gandomi & Haider, 2015, Inmon, 2005, Kimball 

& Ross, 2013). Finance business partnering reduces this gap 

by bringing financial discipline into strategic conversations 

without narrowing the discussion to short-term cost control 

alone. It supports sustainable value creation by combining 

strategic ambition with evidence-based evaluation. Figure 4 

shows the RCOV framework: main business model 

components and their relationships presented by Demil & 

Lecocq, 2010. 

 

 

 
 

Fig 4: The RCOV framework: main Business Model components and their relationships (Demil & Lecocq, 2010). 

 

Finance business partnering is closely related to management 

accounting, although the two are not identical. Management 

accounting provides many of the tools, concepts, and 

analytical foundations that finance business partners use. 

Budgeting, variance analysis, cost behavior analysis, 

profitability assessment, forecasting, balanced scorecards, 

and capital appraisal techniques all come from the tradition 

of management accounting. In many ways, finance business 

partnering can be seen as an evolution or application of 

management accounting in a more strategic and relational 

form (Alao, Nwokocha & Filani, 2020, Filani, Okpokwu & 

Fasawe, 2020, Okesiji, et al., 2020). While management 

accounting focuses on generating internal information for 

planning, control, and decision-making, finance business 

partnering emphasizes how that information is 

communicated, interpreted, and used collaboratively within 

the business. It extends management accounting from 

technical analysis into organizational influence and cross-

functional engagement. 

The relationship with performance management is equally 

significant. Performance management involves setting 

objectives, measuring results, identifying deviations, and 

acting to improve outcomes. Finance business partnering 

strengthens this process by ensuring that performance 

measures are connected to meaningful financial and 

operational insights. A finance business partner does not only 

track whether targets were met; the role also involves 

explaining performance patterns, identifying root causes, and 

helping managers respond effectively (Fasawe, Filani & 

Okpokwu, 2021, Ike, et al., 2021, Ogbuefi, et al., 2021). This 

makes finance business partnering a vital link between 

measurement and improvement. It supports the design of 

relevant key performance indicators, the interpretation of 

dashboards, and the alignment of operational activities with 

organizational goals. 

Overall, finance business partnering represents a major 

redefinition of what finance means within contemporary 

organizations. It preserves the discipline of finance while 

expanding its purpose. It turns finance from a function that 

mainly records and controls into one that also advises, 

challenges, collaborates, and enables. Its concept is rooted in 

partnership, its meaning is tied to value-oriented decision 

support, and its importance continues to grow as 

organizations seek better ways to combine financial 

intelligence with strategic action (Ike, et al., 2018, Kyere 

Yeboah & Enow, 2018). 
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2.2. Evolution of the Finance Function 

The finance function has undergone a profound 

transformation over time, shifting from a narrow 

administrative role to a broader strategic position within 

modern organizations. Historically, finance departments 

were primarily designed to maintain financial order, 

safeguard organizational resources, and ensure compliance 

with established accounting rules and regulatory obligations. 

Their work centered on activities such as bookkeeping, 

preparation of financial statements, budget administration, 

payroll oversight, cash management, tax reporting, auditing 

support, and internal control (Kyere Yeboah & Ike, 2020, 

Nwokocha, Alao & Filani, 2020, Olatunde-Thorpe, et al., 

2020). These traditional responsibilities were essential to 

organizational stability because they ensured that 

transactions were accurately recorded, assets were protected, 

and management had a reliable view of the organization’s 

financial position. In many organizations, the finance 

department was regarded as a back-office function whose 

success was measured by accuracy, timeliness, and adherence 

to policy rather than by direct contribution to strategic growth 

or operational improvement. 

This traditional view positioned finance as a steward of 

accountability and control. Finance professionals were 

expected to monitor expenditure, prevent misuse of funds, 

enforce budget discipline, and produce historical reports for 

managers, regulators, shareholders, and other stakeholders. 

Their role was often retrospective, emphasizing what had 

already occurred rather than what might happen in the future. 

This historical orientation was reflected in periodic reporting 

cycles, variance analysis after the fact, and a strong focus on 

compliance and verification. Although these responsibilities 

remain fundamentally important, they also limited the 

perceived influence of finance in core managerial decision-

making (Filani, Nwokocha & Alao, 2021, Nnabueze, et al., 

2021, Olatunde-Thorpe, et al., 2021). In many firms, finance 

was seen as a support unit that validated numbers and 

guarded policy compliance rather than as a proactive 

contributor to business development, innovation, or market 

responsiveness. 

Over time, however, a number of powerful drivers began to 

reshape the finance profession. One major driver was the 

increasing demand for timely, relevant, and forward-looking 

information. Senior executives, boards, and operational 

managers needed more than historical financial statements to 

navigate changing markets. They required deeper insight into 

performance drivers, future risks, investment trade-offs, and 

strategic alternatives. This expectation pushed finance 

professionals to move beyond routine reporting toward more 

analytical and interpretive responsibilities (Filani, Nwokocha 

& Babatunde, 2019, Kyere Yeboah & Enow, 2019). Another 

key driver was the growing pressure on organizations to 

improve efficiency and create value. Finance departments 

were no longer expected only to report on cost and 

profitability; they were increasingly asked to identify 

opportunities for cost optimization, support productivity 

improvement, and contribute to strategic planning. As 

organizations became more performance-driven, finance had 

to adapt by developing stronger analytical, commercial, and 

advisory capabilities. 

Regulatory change also played an important role in the 

evolution of the finance function. New financial reporting 

standards, governance expectations, risk management 

frameworks, and accountability requirements expanded the 

complexity of finance work. While these changes reinforced 

the traditional stewardship role of finance, they also 

highlighted the need for better integration between 

compliance, risk insight, and strategic management. Finance 

professionals had to understand not only the rules but also the 

broader business implications of financial decisions (Alao, 

Nwokocha & Filani, 2021, Eboseremen, et al., 2021). At the 

same time, changing expectations from investors, lenders, 

and stakeholders placed greater emphasis on transparency, 

sustainability, long-term performance, and resilience. This 

broadened the scope of finance from conventional accounting 

tasks to a more integrated view of organizational health and 

future viability. 

The impact of globalization further accelerated this 

transformation. As businesses expanded across borders, 

entered new markets, managed international supply chains, 

and competed in more interconnected economies, the finance 

function had to respond to increasing complexity. Global 

operations introduced new issues such as multiple currencies, 

tax jurisdictions, transfer pricing, geopolitical risk, cross-

border investment decisions, and varied regulatory 

requirements. Finance departments could no longer rely on 

narrow, locally focused systems and methods. They needed 

broader visibility, faster information flows, and more 

sophisticated analytical tools to support business decisions in 

dynamic international environments (Aifuwa, et al., 2020, 

Filani, Nwokocha & Alao, 2020, Oshoba, et al., 2020). 

Globalization also exposed firms to more intense 

competition, reducing the margin for error in pricing, cost 

control, capital allocation, and operational efficiency. In such 

circumstances, finance had to become more strategically 

engaged to help organizations respond quickly and 

intelligently to market changes. 

Competition itself became a major force in redefining 

finance. In an increasingly competitive environment, 

organizations needed finance professionals who could 

interpret market trends, evaluate strategic options, and 

support initiatives that enhanced profitability and sustainable 

growth. Competitive pressure required more accurate 

forecasting, more detailed customer and product profitability 

analysis, and more rigorous evaluation of strategic 

investments. Finance could no longer remain detached from 

commercial realities (Filani, Nwokocha & Babatunde, 2019, 

Yeboah & Ike, 2020). Instead, it had to become closely 

aligned with business operations, sales, procurement, 

production, and executive leadership. As competition 

intensified, the value of finance shifted from simply reporting 

financial outcomes to helping improve them. This 

contributed to the emergence of finance professionals as 

participants in business strategy rather than mere custodians 

of accounting records. 

Business complexity added another layer to this evolution. 

Modern organizations operate through interconnected 

processes, diversified product lines, matrix structures, digital 

platforms, outsourced arrangements, and rapidly changing 

customer expectations. This complexity makes financial 

management more challenging and increases the importance 

of integrated analysis. Simple financial reporting is often 

insufficient in such environments because managers need to 

understand not only overall performance but also the 

underlying drivers across business units, products, 

geographies, and functions (Akinlade, Filani & Nwachukwu, 

2021, Elebe, Imediegwu & Filani, 2021, Taiwo, et al., 2021). 

Finance professionals therefore became more involved in 
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scenario planning, performance modeling, cost-driver 

analysis, and cross-functional collaboration. The growth of 

complex organizational structures required finance to serve 

as a unifying function that could connect operational realities 

with strategic and financial consequences. 

Digital transformation and automation have been among the 

most influential factors in the modern evolution of the finance 

function. Advances in enterprise resource planning systems, 

cloud computing, robotic process automation, business 

intelligence tools, artificial intelligence, and advanced 

analytics have fundamentally changed how finance work is 

performed. Many routine and repetitive tasks, such as 

transaction processing, reconciliations, report generation, and 

invoice management, can now be automated or streamlined 

through digital systems. This has reduced the amount of 

manual effort required for basic finance operations and has 

freed finance professionals to focus on more value-added 

activities (Filani, Olajide & Osho, 2021, Kyere Yeboah & 

Nnabueze, 2021). Automation has not eliminated the need for 

finance expertise, but it has changed where that expertise is 

applied. Instead of spending most of their time producing 

data, finance teams are increasingly expected to interpret 

data, challenge assumptions, and generate strategic insight. 

The influence of digital transformation extends beyond 

efficiency gains. It has also increased the speed, volume, and 

accessibility of information available to finance. Real-time 

dashboards, predictive models, integrated databases, and 

advanced visualization tools now enable finance 

professionals to provide more immediate and more 

sophisticated support to decision-makers. This has 

strengthened the analytical role of finance and expanded its 

capacity to contribute to strategy, risk assessment, and 

performance improvement. At the same time, digital 

transformation has required finance professionals to develop 

new skills in data analysis, systems thinking, digital literacy, 

and technology-enabled collaboration (Akinlade, Filani & 

Nwachukwu, 2021, Ogayemi, Filani & Osho, 2021). The 

modern finance function must understand not only 

accounting principles but also how to work with digital tools 

and interpret complex data environments. 

As a result of these developments, finance has increasingly 

emerged as a decision-support function. This represents one 

of the most significant changes in the history of the 

profession. Rather than focusing exclusively on control, 

reporting, and compliance, finance is now expected to 

support planning, forecasting, investment appraisal, risk 

evaluation, and strategic performance management. Finance 

professionals are called upon to explain the implications of 

business choices, test the financial logic of proposed actions, 

and help managers allocate resources more effectively. This 

decision-support role is especially evident in the rise of 

finance business partnering, where finance staff work directly 

with business units to provide tailored insights and challenge 

decision-making constructively (Filani, Olajide & Osho, 

2021, Moyo, et al., 2021, Ofori, et al., 2021). 

The emergence of finance as a decision-support function 

reflects a broader recognition that financial information is 

most valuable when it informs action. Historical accuracy 

remains essential, but organizations increasingly seek finance 

teams that can connect past performance with present choices 

and future outcomes. This means that finance must be 

forward-looking, collaborative, and strategically aware. It 

must translate technical analysis into practical business 

guidance and bridge the gap between numbers and decisions. 

In this expanded role, finance contributes not only to 

financial control but also to value creation, strategic 

alignment, and organizational adaptability (Filani, Olajide & 

Osho, 2020, Frempong, Ifenatuora & Ofori, 2020, Omotayo, 

Kuponiyi & Ajayi, 2020). 

Overall, the evolution of the finance function shows a clear 

movement from administration to influence, from transaction 

processing to insight generation, and from retrospective 

reporting to strategic support. Traditional responsibilities 

remain the foundation of finance credibility, but they are no 

longer sufficient on their own. The combined effects of 

globalization, competition, complexity, digital 

transformation, and rising managerial expectations have 

reshaped finance into a more dynamic and strategically 

relevant function. This transformation has laid the 

groundwork for finance business partnering and has 

positioned finance as a central contributor to organizational 

performance and long-term success (Aye and Tawose, 2015). 

 

2.3. Evolving Roles of Finance Business Partners 

The role of finance business partners has expanded 

significantly in response to changing organizational 

expectations, increasing market uncertainty, and the growing 

demand for finance to contribute more directly to strategy and 

performance. In earlier organizational models, finance 

professionals were largely associated with control, 

compliance, and the preparation of historical reports. Their 

main function was to ensure accuracy, monitor budgets, and 

provide explanations for past financial results. While these 

responsibilities remain important, the modern finance 

business partner is expected to go much further by 

contributing to decision-making, supporting strategy 

execution, and helping the organization translate financial 

data into meaningful action (Agu & Akomolafe, 2020). This 

evolution reflects a broader redefinition of finance from a 

transactional and monitoring function into a more engaged, 

interpretive, and value-oriented role within the business. 

One of the most important developments in this evolution is 

the emergence of finance as a strategic advisor. Finance 

business partners are now expected to participate actively in 

strategic conversations and provide guidance that shapes 

organizational direction. This means they do not simply 

report numbers to senior managers but help interpret what 

those numbers imply for growth, competitiveness, 

operational priorities, and long-term sustainability. As 

strategic advisors, finance business partners evaluate 

investment proposals, assess commercial opportunities, 

examine cost implications, and provide evidence that 

strengthens decision quality. Their contribution is especially 

valuable because they combine financial discipline with 

broader business understanding (Atima & Anioke, 2020, 

Okonkwo, et al., 2020). They are able to challenge overly 

optimistic assumptions, identify trade-offs, and clarify 

whether strategic initiatives are financially realistic and 

aligned with organizational objectives. This advisory role 

places finance business partners at the center of decisions 

concerning expansion, restructuring, pricing, capital 

allocation, and performance improvement. 

The advisory dimension of the role also requires a shift in 

mindset. Rather than acting only as reviewers of business 

proposals prepared by others, finance business partners 

increasingly contribute to shaping those proposals from the 

beginning. They become involved at earlier stages of 

planning so that financial insight can influence strategy 
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formulation rather than merely assess it after the fact. This 

deeper involvement allows organizations to balance ambition 

with financial feasibility. It also elevates the credibility of 

finance within senior leadership because finance is seen not 

only as a control function but as a practical contributor to 

competitive positioning and organizational resilience (Aye 

and Tawose, 2016, Lawal & Oduleye, 2018). In many firms, 

this transition has made finance business partners trusted 

members of management teams rather than distant technical 

specialists. 

Another central aspect of their evolving role is support for 

planning, budgeting, and forecasting. Traditionally, finance 

departments prepared annual budgets and monitored 

variances once operations were underway. Today, finance 

business partners play a more continuous and interactive role 

in these processes. They work with department heads and 

operational managers to develop plans that are financially 

sound, strategically aligned, and responsive to changing 

business conditions. In budgeting, the finance business 

partner helps translate strategic priorities into resource 

requirements, ensuring that spending plans are realistic and 

connected to measurable objectives (Dada, Isiekwu & 

Oluwo, 2021, Isiekwu, Oluwo & Dada, 2021, Oteri, 2021). 

In forecasting, the role has become even more dynamic. 

Organizations increasingly operate in uncertain 

environments where static annual budgets are insufficient. 

Finance business partners therefore support rolling forecasts, 

scenario analysis, and re-forecasting exercises that allow 

management to respond more effectively to changing market 

conditions, cost pressures, and demand shifts. 

This planning role is not limited to financial calculations. It 

also involves questioning assumptions, evaluating 

operational drivers, and helping business units understand the 

financial consequences of their plans. A finance business 

partner may work with a sales team to assess revenue 

assumptions, with procurement to estimate cost impacts, or 

with operations to examine productivity targets. In doing so, 

the finance business partner ensures that planning is not based 

on isolated estimates but on integrated and evidence-based 

analysis (Lawal & Oduleye, 2018, Okonkwo, Ogunwole & 

Okeke, 2018). The value of this role lies in improving 

planning quality and increasing organizational readiness. 

Budgets and forecasts become more useful when they are 

grounded in business realities, informed by cross-functional 

dialogue, and updated through ongoing analysis rather than 

treated as fixed documents. 

The role of finance business partners in performance analysis 

and business insight generation has also become increasingly 

important. In the modern organization, finance is expected 

not only to track performance but also to explain it. Finance 

business partners analyze financial and operational results to 

identify trends, cost drivers, profitability patterns, emerging 

risks, and improvement opportunities. This analytical 

responsibility goes beyond routine variance analysis. It 

includes interpreting why performance differs from 

expectations, what factors are shaping results, and what 

management actions are needed (Anioke & Atima, 2019, 

Badmus & Olamide, 2019). Finance business partners often 

use dashboards, key performance indicators, benchmarking 

tools, and data visualization techniques to communicate 

insights in ways that are clear and actionable for non-finance 

stakeholders. 

Business insight generation requires the finance business 

partner to connect data with context. A decline in margin, for 

example, may reflect price competition, rising input costs, 

inefficiencies in production, customer mix changes, or poor 

resource allocation. The finance business partner must be 

able to disentangle these factors and present a coherent 

explanation that supports better decisions. This makes the 

role interpretive and forward-looking rather than merely 

descriptive. In many organizations, finance business partners 

also help develop more relevant performance measures by 

ensuring that financial indicators are linked to operational 

realities and strategic goals (Olude & Badmus, 2015, 

Kolndadacha, et al., 2013). Their role in insight generation 

therefore strengthens the organization’s ability to learn from 

performance data and translate that learning into action. 

Cross-functional collaboration with operations and 

management is another defining feature of the evolving 

finance business partner role. Finance business partnering 

depends on close working relationships across departments 

because financial outcomes are shaped by decisions made 

throughout the organization, not by finance alone. Finance 

business partners engage with managers in operations, 

marketing, supply chain, human resources, procurement, and 

project teams to understand activities, identify priorities, and 

provide support tailored to each context. This collaboration 

allows finance to become embedded in business processes 

rather than remaining on the periphery (Okonkwo, Ogunwole 

& Okeke, 2018, Olamide & Badmus, 2018). It also helps 

bridge the gap that often exists between finance and non-

finance teams. In many organizations, operational managers 

may view finance as overly technical, restrictive, or 

disconnected from day-to-day realities. Finance business 

partnering seeks to overcome this perception by building 

trust, improving communication, and making finance more 

relevant to practical decision-making. 

This cross-functional role is important because many 

business issues are multidisciplinary. Decisions about 

staffing, production efficiency, marketing spend, supplier 

contracts, or project delivery all have financial implications, 

but they cannot be understood through finance alone. The 

finance business partner contributes by integrating financial 

analysis into these broader discussions while also learning 

from the operational knowledge of other teams. This mutual 

exchange improves organizational coherence. It ensures that 

finance is informed by operational realities and that 

operational choices are guided by financial insight (Adesuyi, 

Kalu & Walawalkar, 2021, Badmus & Olamide, 2021, 

Olamide & Badmus, 2021). As a result, finance business 

partners become connectors within the organization, helping 

align departmental actions with broader performance goals. 

The evolving role of finance business partners also includes 

greater involvement in risk management and value creation 

initiatives. In modern organizations, risk is not limited to 

financial misstatement or non-compliance. It includes market 

volatility, operational disruption, investment failure, supply 

chain instability, pricing pressures, and strategic uncertainty. 

Finance business partners contribute to risk management by 

identifying financial exposures, stress-testing assumptions, 

evaluating downside scenarios, and supporting decisions that 

balance opportunity with caution. Because they are closely 

involved in planning, forecasting, and performance review, 

they are well positioned to detect early warning signs and 

help management respond proactively (Akeju, et al., 2021, 

Dada, Isiekwu & Oluwo, 2021, Morah, et al., 2021). 

Their involvement in value creation is equally significant. 

Finance business partners are expected to help organizations 
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improve returns, optimize resource use, and strengthen long-

term sustainability. This may involve supporting cost 

transformation initiatives, evaluating investment cases, 

improving working capital management, identifying 

underperforming activities, or helping shape growth 

strategies. Value creation in this context is not limited to 

short-term profit. It also includes better strategic alignment, 

more effective resource deployment, stronger performance 

accountability, and improved resilience in uncertain 

environments (Lawal & Oduleye, 2019, Mabo, Swar & 

Aghili, 2018). Finance business partners contribute by 

ensuring that decisions are informed by robust analysis and 

by helping management focus on actions that enhance both 

financial and operational performance. 

Overall, the roles of finance business partners have evolved 

from technical support and post-event reporting toward 

strategic, analytical, collaborative, and value-oriented 

contributions. They are now expected to advise management, 

strengthen planning processes, generate performance insight, 

collaborate across functions, and support both risk 

management and value creation. This evolution has redefined 

the place of finance within organizations and has made 

finance business partnering one of the clearest expressions of 

the broader transformation of the finance function. As 

organizations continue to seek agility, accountability, and 

evidence-based decision-making, the importance of these 

evolving roles is likely to grow even further (Anioke & 

Atima, 2020, Badmus & Olamide, 2020, Ojonugwa, et al., 

2021). 

 

2.4. Competencies Required for Effective Finance 

Business Partnering 

Effective finance business partnering depends not only on 

changes in role expectations but also on the development of 

a broad and integrated set of competencies that enable finance 

professionals to contribute meaningfully to organizational 

decision-making. As finance increasingly shifts from a 

traditional reporting and control orientation toward a strategic 

and collaborative function, the expectations placed on 

finance professionals have expanded significantly. It is no 

longer sufficient for finance staff to possess only technical 

accounting expertise or basic numerical ability (Abolaji, et 

al., 2020, Olamide & Badmus, 2020, Patrick, et al., 2020). 

Instead, effective finance business partnering requires a 

combination of technical and analytical finance skills, strong 

communication and presentation abilities, business acumen 

and commercial awareness, interpersonal and influencing 

capacity, and the digital literacy needed to function in data-

rich and rapidly changing environments. These competencies 

work together to enable finance professionals to move 

beyond simply generating information and toward shaping 

decisions, guiding performance, and creating value across the 

organization. 

Technical and analytical finance skills remain the foundation 

of effective finance business partnering. No matter how 

strategic or collaborative the role becomes, the credibility of 

a finance business partner still rests heavily on the strength of 

their financial knowledge and analytical capability. Finance 

business partners must understand accounting principles, 

budgeting processes, cost structures, forecasting techniques, 

financial modeling, performance metrics, capital appraisal, 

and variance analysis (Badmus, et al., 2021, Ogunwole, et al., 

2021, Okonkwo, et al., 2021). They must also be capable of 

interpreting financial statements, evaluating business cases, 

assessing profitability, and identifying the financial 

implications of operational and strategic decisions. These 

technical skills are essential because finance business 

partners are expected to provide advice that is financially 

sound, logically consistent, and based on accurate 

interpretation of data. 

However, technical competence in finance business 

partnering goes beyond the narrow application of accounting 

procedures. It includes the ability to use financial knowledge 

analytically and contextually. A finance business partner 

must not only calculate a variance but also explain what 

caused it, why it matters, and what action should follow. They 

must move from computation to interpretation. This requires 

critical thinking, attention to detail, and the ability to identify 

patterns, anomalies, and emerging risks in financial and 

operational data (Agbabiaka, et al., 2019, Olamide & 

Badmus, 2019). Analytical thinking also involves comparing 

scenarios, testing assumptions, evaluating alternatives, and 

understanding how different business drivers affect 

organizational outcomes. For example, a finance business 

partner should be able to assess how changes in pricing, 

staffing, production levels, or customer demand may 

influence profitability and cash flow. The ability to carry out 

this kind of analysis strengthens decision-making and 

supports more proactive business management. 

Communication and presentation abilities are equally central 

to effective finance business partnering. One of the defining 

features of the role is the expectation that finance 

professionals will engage regularly with non-finance 

stakeholders, including managers, operational teams, project 

leaders, and senior executives. In many cases, the value of 

financial insight depends not on the quality of the analysis 

alone but on the ability of the finance business partner to 

communicate that insight clearly, persuasively, and 

appropriately for the audience (Akeju, et al., 2018, Lawal & 

Oduleye, 2019). This means translating complex financial 

information into language that decision-makers can 

understand and use. Technical terminology, accounting 

detail, and overly abstract analysis can easily create barriers 

when working with non-finance colleagues. Effective finance 

business partners therefore need the capacity to simplify 

without oversimplifying, explain without confusing, and 

present evidence in a way that supports action. 

Presentation ability includes both written and verbal 

communication. Finance business partners may be required 

to prepare reports, performance summaries, budget reviews, 

dashboards, briefing notes, and investment papers. These 

materials must be structured clearly, focused on relevant 

issues, and tailored to the concerns of the audience. Verbal 

communication is just as important. In meetings, workshops, 

and strategic discussions, finance business partners must be 

able to explain findings, answer questions, challenge 

assumptions diplomatically, and contribute confidently to 

debate (Adesuyi, Walawalkar & Kalu, 2021, Oduleye & 

Medon, 2021, Patrick, et al., 2021). The ability to tell a 

coherent story with numbers has become especially 

important. This involves data storytelling, where financial 

results are not presented as isolated figures but as part of a 

broader narrative about performance, risk, opportunity, and 

strategic direction. Finance professionals who can 

communicate in this way are more likely to influence 

decisions and earn the trust of business leaders. 

Business acumen and commercial awareness are also critical 

competencies for finance business partnering. Technical 
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finance knowledge alone is not enough if it is disconnected 

from the realities of the business. A finance business partner 

must understand how the organization creates value, what 

drives its revenue and costs, who its customers are, how its 

operations function, and what market conditions shape its 

performance. This commercial understanding allows finance 

professionals to interpret numbers in context and provide 

advice that is relevant to actual business priorities. Without 

business acumen, finance risks becoming technically correct 

but strategically disconnected (Anioke & Atima, 2020, 

Badmus & Olamide, 2020, Falemi, Akhigbe & Akin-

Oluyomi, 2020). 

Commercial awareness includes an understanding of the 

industry, competitors, regulatory pressures, customer 

behavior, supply chain dynamics, and broader economic 

trends. It also involves appreciating the operational 

challenges faced by different departments and recognizing 

that financial decisions are embedded within wider 

commercial and organizational realities. For instance, a 

recommendation to cut cost may appear financially sensible 

in isolation, but it may undermine service quality, customer 

satisfaction, or long-term growth if not considered in context. 

A finance business partner with strong business acumen can 

weigh such trade-offs more effectively (Badmus, et al., 2021, 

Ojonugwa, et al., 2021, Okonkwo, et al., 2021). They 

understand that financial performance is not generated by 

finance itself but by the decisions, activities, and 

relationships that take place across the business. This 

awareness makes their support more practical, balanced, and 

strategically meaningful. 

Interpersonal, influencing, and relationship management 

skills are among the most distinctive competencies required 

in finance business partnering. Since the role is built around 

collaboration and advisory engagement, the ability to form 

productive working relationships is essential. Finance 

business partners must build trust with managers and 

colleagues across functions so that their analysis is welcomed 

rather than resisted. This requires emotional intelligence, 

listening ability, empathy, patience, and the capacity to 

understand different perspectives. In many organizations, 

finance has historically been perceived as restrictive, overly 

critical, or detached from operational realities (Badmus, 

2019, Fadayomi, et al., 2019, Okonkwo, et al., 2019). 

Finance business partners often have to overcome these 

perceptions by demonstrating that they are supportive, 

commercially aware, and committed to helping the business 

succeed. 

Influencing skills are especially important because finance 

business partners are expected to shape decisions, not merely 

observe them. This often involves challenging assumptions, 

questioning plans, or presenting uncomfortable truths about 

financial risk and performance. To do this effectively, they 

must be assertive without being confrontational, credible 

without being rigid, and persuasive without appearing 

controlling. Good influencing is not about imposing 

decisions but about guiding others toward better 

understanding and stronger choices (Lawal & Oduleye, 2021, 

Olalere & Maduka, 2021). Relationship management 

supports this process by creating the conditions in which 

challenge is accepted and dialogue remains constructive. 

When finance business partners are seen as trusted 

collaborators, their ability to influence strategic and 

operational decisions becomes much stronger. 

Digital literacy, data analytics, and adaptability have become 

increasingly important as the finance profession evolves 

within digitally enabled organizations. Finance business 

partners now operate in environments shaped by enterprise 

systems, automation tools, dashboards, cloud platforms, and 

advanced analytics. As a result, they need the ability to work 

confidently with digital tools, extract insight from large and 

complex datasets, and understand how technology affects 

finance processes and business operations (Anioke & Atima, 

2018, Badmus & Olamide, 2018). Digital literacy in this 

context does not necessarily mean advanced programming 

expertise, but it does require comfort with data systems, 

reporting technologies, visualization tools, and digitally 

integrated workflows. Finance professionals must know how 

to access relevant information, assess its quality, and use it to 

support timely and evidence-based decisions. 

Data analytics competency extends the traditional analytical 

role of finance. It includes the ability to identify trends, use 

data to test business hypotheses, support scenario planning, 

and generate predictive insight where appropriate. With the 

growing availability of real-time data and interactive 

reporting tools, finance business partners are increasingly 

expected to move beyond static reports and provide more 

dynamic performance analysis. This requires curiosity, 

analytical discipline, and the willingness to learn new 

methods as technologies evolve. Adaptability is therefore an 

essential companion to digital literacy (Badmus, et al., 2021, 

Edivri & Oteri, 2021, Olamide & Badmus, 2021). Finance 

business partnering takes place in environments 

characterized by change, including market shifts, 

organizational restructuring, system upgrades, and evolving 

leadership expectations. Finance professionals must be 

willing to learn continuously, adjust their methods, and 

respond to new demands without losing analytical rigor or 

professional confidence. 

Overall, the competencies required for effective finance 

business partnering are broad, integrated, and increasingly 

demanding. Technical and analytical finance skills provide 

the essential foundation of expertise and credibility. 

Communication and presentation abilities ensure that 

financial insight can be understood and acted upon. Business 

acumen and commercial awareness connect finance to the 

realities of organizational performance and strategy. 

Interpersonal, influencing, and relationship management 

skills enable finance professionals to work collaboratively 

and shape decisions constructively (Ekeocha, et al. 2021, 

Lawal & Oduleye, 2021, Uzoho, 2021). Digital literacy, data 

analytics, and adaptability position finance business partners 

to operate effectively in modern, data-driven organizations. 

Taken together, these competencies define the professional 

profile of finance business partners and explain why the role 

has become such a central feature of contemporary finance 

transformation. 

 

2.5. Organizational Outcomes and Value Contribution 

Finance business partnering has become increasingly 

important because of its ability to generate meaningful 

organizational outcomes and strengthen the value 

contribution of the finance function. As finance moves 

beyond its traditional concentration on control, reporting, and 

compliance, organizations are beginning to recognize that 

finance can play a much broader role in improving how 

decisions are made, how resources are allocated, how 

strategies are implemented, and how teams collaborate across 

functional boundaries. The value of finance business 
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partnering lies not simply in the presence of finance 

professionals within business units, but in the quality of 

insight, challenge, support, and coordination they provide 

(Aye and Tawose, 2015). When implemented effectively, 

finance business partnering can contribute to better 

managerial judgment, stronger cost discipline, improved 

strategic cohesion, higher operational performance, and 

deeper trust between finance and non-finance teams. These 

outcomes are especially important in modern organizations 

where complexity, competition, and uncertainty require 

finance to act not only as a recorder of results but as an active 

enabler of performance and value creation. 

One of the most significant organizational outcomes of 

finance business partnering is the improved quality of 

managerial decision-making. In many organizations, poor 

decisions do not result from a total lack of information but 

from the inability to interpret information accurately, connect 

it to business realities, and evaluate its implications before 

action is taken. Finance business partners help address this 

challenge by bringing analytical discipline, financial insight, 

and business understanding into decision-making processes 

(Agu & Akomolafe, 2020). Rather than merely providing 

historical reports, they support managers by interpreting 

performance trends, assessing assumptions, modeling 

scenarios, and highlighting the likely consequences of 

alternative actions. This makes decisions more evidence-

based and less dependent on intuition alone. 

The contribution of finance business partnering to decision 

quality is particularly important in areas such as pricing, 

investment appraisal, forecasting, product evaluation, project 

selection, and strategic planning. A finance business partner 

may help management test the realism of revenue 

expectations, understand the cost implications of expansion, 

or evaluate the financial risk associated with a new initiative. 

In doing so, the role acts as both a source of support and a 

constructive challenge function. Managers benefit not only 

from the provision of numbers but also from critical 

interpretation that helps reveal hidden assumptions, 

overlooked trade-offs, and potential unintended 

consequences (Atima & Anioke, 2020, Okonkwo, et al., 

2020). As a result, finance business partnering reduces the 

likelihood of poorly informed choices and strengthens 

management confidence in the decisions that are made. Better 

decisions, in turn, improve performance outcomes and 

reinforce the strategic relevance of finance within the 

organization. 

Finance business partnering also contributes significantly to 

better cost control and resource allocation. Traditional 

finance functions have always been concerned with 

monitoring costs and enforcing budgets, but finance business 

partnering adds a more strategic and collaborative dimension 

to these activities. Rather than focusing only on whether 

spending exceeds budget, finance business partners help 

managers understand why costs are occurring, what is driving 

them, and whether those costs are generating value (Aye and 

Tawose, 2016, Lawal & Oduleye, 2018). This deeper analysis 

allows organizations to move from reactive cost monitoring 

to more intelligent cost management. It becomes possible to 

distinguish between necessary spending, inefficient 

spending, and strategic investment in a more nuanced and 

informed manner. 

Improved resource allocation is one of the clearest 

expressions of this value. Organizations operate with limited 

financial, human, and operational resources, and the quality 

of resource allocation decisions often determines whether 

strategic goals can be achieved. Finance business partners 

help ensure that resources are directed toward activities that 

offer the strongest contribution to organizational objectives. 

They assist in evaluating competing priorities, assessing 

return potential, and identifying areas where resources may 

be underutilized or misaligned. This is especially valuable in 

environments where budgets are tight, market conditions are 

unstable, or different departments compete for scarce funds 

(Dada, Isiekwu & Oluwo, 2021, Isiekwu, Oluwo & Dada, 

2021, Oteri, 2021). Finance business partnering supports a 

more disciplined allocation process by linking expenditure 

decisions to expected outcomes, performance targets, and 

strategic relevance. Through this process, the organization 

becomes better able to optimize costs while also protecting 

the investments necessary for growth, service quality, and 

innovation. 

Another important organizational outcome of finance 

business partnering is enhanced strategic alignment across 

departments. In many organizations, strategic plans fail not 

because they are poorly designed at the top level, but because 

different departments interpret, prioritize, and implement 

those plans in disconnected ways. Finance business 

partnering helps reduce this fragmentation by acting as a 

bridge between strategic objectives and operational realities. 

Finance business partners work closely with departmental 

leaders to translate strategy into financial plans, measurable 

targets, and practical decisions. This helps ensure that the 

actions of individual departments are aligned with broader 

organizational goals rather than driven solely by local 

priorities or functional silos (Lawal & Oduleye, 2018, 

Okonkwo, Ogunwole & Okeke, 2018). 

Strategic alignment is strengthened because finance business 

partners can see both the financial implications of strategic 

choices and the operational constraints that shape 

implementation. They help departments understand how their 

decisions affect overall organizational performance and how 

trade-offs must be managed when resources are shared across 

functions. This cross-functional perspective supports greater 

coherence in planning, budgeting, forecasting, and 

performance management. It also enables finance to 

contribute to organizational integration by ensuring that 

departmental actions are not only operationally viable but 

also financially sustainable and strategically consistent 

(Anioke & Atima, 2019, Badmus & Olamide, 2019). In this 

way, finance business partnering supports the execution of 

strategy by improving coordination, reinforcing 

accountability, and maintaining a clearer link between plans, 

performance measures, and resource commitments. 

Finance business partnering is also associated with increased 

operational efficiency and stronger overall business 

performance. Efficiency gains often arise when finance 

works closely with operational teams to analyze processes, 

identify waste, assess productivity, and evaluate cost-

performance relationships. Because finance business partners 

bring a structured analytical perspective to operational 

activities, they can help uncover inefficiencies that may not 

be obvious from an operational viewpoint alone (Olude & 

Badmus, 2015, Kolndadacha, et al., 2013). For example, they 

may identify areas where costs are rising faster than output, 

where inventory levels are affecting cash flow, or where 

project delivery patterns are undermining profitability. Their 

contribution is valuable because it combines operational 

understanding with financial analysis, making it easier to 
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pinpoint where performance can be improved. 

The connection between finance business partnering and 

business performance is broader than simple cost reduction. 

Improved forecasting, better planning, smarter investment 

choices, stronger performance monitoring, and clearer 

strategic focus all contribute to enhanced organizational 

performance over time. Finance business partners help 

organizations respond more quickly to change, adapt plans 

when conditions shift, and maintain stronger control over 

performance drivers. They also support accountability by 

ensuring that managers understand both the financial and 

operational implications of their actions (Adesuyi, Kalu & 

Walawalkar, 2021, Badmus & Olamide, 2021, Olamide & 

Badmus, 2021). As performance data becomes more 

integrated into everyday management, the organization gains 

greater ability to monitor progress, correct deviations, and 

sustain improvement efforts. In this sense, finance business 

partnering improves performance not only through isolated 

financial interventions but through a more embedded role in 

operational and strategic management. 

A further outcome of finance business partnering is the 

development of stronger trust and collaboration between 

finance and non-finance teams. This is a particularly 

important contribution because the relationship between 

finance and other parts of the organization has often been 

strained by differences in priorities, language, and working 

culture. Finance may be seen as overly cautious, overly 

technical, or disconnected from operational pressures, while 

non-finance managers may be viewed as insufficiently 

disciplined in their use of resources. Finance business 

partnering helps to change this dynamic by positioning 

finance as a collaborative partner rather than a distant control 

function. When finance professionals work alongside 

managers, understand their challenges, and provide tailored 

support, trust begins to grow (Akeju, et al., 2021, Dada, 

Isiekwu & Oluwo, 2021, Morah, et al., 2021). 

Trust is strengthened when finance is seen as adding value 

rather than merely imposing restrictions. Finance business 

partners who communicate clearly, listen actively, and 

engage constructively with operational issues help create a 

more positive and productive relationship between functions. 

Collaboration improves because finance is no longer treated 

as an external reviewer but as part of the team working 

toward shared objectives. This has important organizational 

benefits. It encourages more open discussion of performance 

issues, increases willingness to use financial information in 

decision-making, and reduces resistance to financial 

challenge when it is necessary (Lawal & Oduleye, 2019, 

Mabo, Swar & Aghili, 2018). Over time, stronger 

collaboration between finance and non-finance teams 

contributes to better problem-solving, more integrated 

planning, and a healthier organizational culture of shared 

accountability. 

Overall, the organizational outcomes and value contribution 

of finance business partnering are both wide-ranging and 

strategically important. By improving the quality of 

managerial decision-making, finance business partnering 

helps organizations make more informed, balanced, and 

forward-looking choices. By strengthening cost control and 

resource allocation, it supports more effective use of scarce 

resources and better financial discipline. By enhancing 

strategic alignment across departments, it promotes 

organizational coherence and improves the execution of 

strategic priorities. By increasing operational efficiency and 

business performance, it contributes directly to productivity, 

adaptability, and long-term value creation (Anioke & Atima, 

2020, Badmus & Olamide, 2020, Ojonugwa, et al., 2021). By 

building stronger trust and collaboration between finance and 

non-finance teams, it helps create the relational conditions 

necessary for sustained performance improvement. Taken 

together, these outcomes show that finance business 

partnering is not simply a change in job title or reporting 

structure, but a significant organizational capability that can 

improve both how organizations are managed and the results 

they are able to achieve. 

 

2.6. Challenges and Barriers to Finance Business 

Partnering 

Finance business partnering is widely recognized as a 

valuable development in the evolution of the finance 

function, yet its successful implementation is often 

constrained by a range of practical, organizational, and 

professional barriers. Although many organizations now 

expect finance professionals to move beyond traditional 

accounting responsibilities and contribute more directly to 

strategy, planning, and operational performance, the 

transition is rarely straightforward. In practice, finance 

business partnering often operates within systems, structures, 

and cultures that were originally designed for control, 

reporting, and compliance rather than collaboration and 

strategic support (Abolaji, et al., 2020, Olamide & Badmus, 

2020, Patrick, et al., 2020). As a result, organizations may 

endorse the idea of finance business partnering at a 

conceptual level while struggling to embed it effectively in 

day-to-day practice. The challenges are not limited to 

technical issues. They also involve ambiguity about the role 

itself, resistance to new ways of working, insufficient 

capability development, persistent pressure from routine 

finance tasks, and structural or cultural conditions that reduce 

the influence of finance partners across the organization. 

One of the most common barriers to finance business 

partnering is role ambiguity and unclear expectations. In 

many organizations, the term finance business partnering is 

used broadly without a shared understanding of what it 

actually requires. Some managers may interpret it as merely 

providing better reports, while others may expect finance 

business partners to act as strategic advisors, operational 

collaborators, and decision-support specialists. This lack of 

clarity creates confusion about responsibilities, authority, and 

performance expectations. Finance professionals may be told 

to become more strategic, yet still be evaluated primarily on 

accuracy, timeliness, and compliance outputs (Badmus, et al., 

2021, Ogunwole, et al., 2021, Okonkwo, et al., 2021). 

Operational managers may want support from finance, but 

may not fully understand what type of support the finance 

business partner is meant to provide. In such situations, the 

role can become inconsistent, fragmented, and vulnerable to 

misunderstanding. 

Role ambiguity also makes it difficult for finance 

professionals themselves to manage priorities. A finance 

business partner may be expected to challenge decisions, 

support managers, maintain relationships, and still deliver 

traditional finance tasks under tight deadlines. Without clear 

boundaries and well-defined expectations, the role can 

become overloaded and internally conflicted. There may also 

be tension between being a trusted advisor and acting as a 

guardian of financial control (Agbabiaka, et al., 2019, 

Olamide & Badmus, 2019). If the balance between challenge 
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and support is not clearly articulated, finance business 

partners may either become too passive to influence decisions 

effectively or too controlling to build productive 

partnerships. This ambiguity weakens the credibility of the 

role and makes it harder for organizations to realize the 

intended benefits of finance business partnering. 

Resistance to change within organizations is another major 

obstacle. Finance business partnering often requires a 

significant shift in mindset, not only within finance but across 

the wider organization. Traditional finance structures have 

long been associated with control, compliance, and 

retrospective reporting. Moving toward a partnering model 

demands a more collaborative, proactive, and strategically 

engaged approach. Such changes can generate resistance 

because they alter familiar roles, established routines, and 

power relationships (Akeju, et al., 2018, Lawal & Oduleye, 

2019). Some finance professionals may feel uncomfortable 

stepping into more visible and commercially oriented roles, 

especially if their training and experience have been rooted 

in technical accounting rather than business engagement. At 

the same time, non-finance managers may resist deeper 

finance involvement in their areas if they perceive it as 

interference, monitoring, or an added layer of scrutiny. 

Organizational resistance may also stem from skepticism 

about whether finance can genuinely add value beyond 

reporting and control. In companies where finance has 

historically been distant from operations, there may be 

limited trust in finance’s ability to understand commercial 

realities or contribute meaningfully to strategic discussions. 

This perception can make it difficult for finance business 

partners to gain acceptance, even when they possess the right 

skills and intentions. Change resistance is often reinforced 

when transformation efforts are poorly communicated or 

weakly supported by leadership (Adesuyi, Walawalkar & 

Kalu, 2021, Oduleye & Medon, 2021, Patrick, et al., 2021). 

If senior leaders promote finance business partnering as a 

strategic priority but fail to adjust processes, incentives, and 

structures accordingly, employees may treat it as another 

temporary initiative rather than a genuine organizational 

shift. 

Skills gaps and capability limitations also represent a 

substantial challenge. Finance business partnering requires a 

wider and more integrated competency profile than 

traditional finance roles. In addition to technical accounting 

and analytical expertise, finance professionals need 

communication skills, commercial awareness, interpersonal 

confidence, influencing ability, digital literacy, and strategic 

understanding. Many finance staff may have strong technical 

competence but limited experience in cross-functional 

collaboration or advisory engagement. Others may lack the 

business knowledge needed to interpret financial data within 

operational and strategic contexts (Anioke & Atima, 2020, 

Badmus & Olamide, 2020, Falemi, Akhigbe & Akin-

Oluyomi, 2020). These gaps can undermine the effectiveness 

of finance business partnering because the role depends 

heavily on the ability to engage with others, frame insight 

clearly, and contribute to complex decisions. 

Capability limitations are particularly problematic when 

organizations assume that finance professionals can 

automatically become effective business partners without 

deliberate investment in development. In reality, 

transitioning into a partnering role often requires targeted 

training, mentoring, coaching, and exposure to operational 

environments. Finance staff may need support in building 

confidence, understanding the commercial model of the 

organization, improving presentation skills, and learning how 

to challenge constructively. Without such investment, 

finance business partnering can become superficial in 

practice. Staff may carry the title of business partner while 

continuing to operate primarily as analysts or report 

producers because they have not been equipped for broader 

engagement (Badmus, et al., 2021, Ojonugwa, et al., 2021, 

Okonkwo, et al., 2021). In some cases, the organization may 

recruit for business partnering roles without clearly 

identifying the required competencies, leading to mismatches 

between role demands and actual capability. 

Another major barrier is the continued overemphasis on 

transactional and reporting tasks. Even in organizations that 

aspire to strategic finance, routine finance activities still 

consume a large share of time and attention. Monthly 

closings, reconciliations, compliance reporting, audit 

preparation, budgeting cycles, and data validation remain 

essential functions. When these responsibilities are not 

adequately streamlined, automated, or resourced, they can 

crowd out the time needed for genuine business partnering. 

Finance professionals may be formally designated as 

business partners, yet spend most of their working hours 

meeting reporting deadlines and resolving transactional 

issues (Badmus, 2019, Fadayomi, et al., 2019, Okonkwo, et 

al., 2019). This creates a gap between aspiration and reality, 

where the language of partnering is adopted but the operating 

model remains dominated by traditional finance work. 

This overemphasis on transactional tasks also affects how 

finance is perceived by the rest of the organization. If finance 

interactions continue to revolve mainly around reporting 

requests, variance explanations, and budget controls, 

managers may struggle to see finance as a strategic partner. 

The value-added dimension of the role becomes obscured by 

the persistence of routine processes. In such cases, finance 

business partnering is reduced to a partial add-on rather than 

a genuine transformation of the finance function. 

Overcoming this barrier often requires changes in process 

design, better use of automation, clearer prioritization, and 

sometimes the separation of transactional work from advisory 

responsibilities so that finance business partners can focus on 

higher-value activities (Lawal & Oduleye, 2021, Olalere & 

Maduka, 2021). 

Structural and cultural constraints further shape the 

effectiveness of finance business partnering. Organizational 

structure influences whether finance professionals are 

positioned close enough to business units to understand their 

needs and build strong working relationships. In highly 

centralized finance models, business partners may remain 

physically or functionally distant from operations, limiting 

their visibility and influence. On the other hand, if 

decentralization occurs without strong coordination, finance 

business partners may become too embedded in local 

functions and lose connection with broader finance standards 

and governance. Structural design must therefore strike a 

balance between proximity to the business and alignment 

with central finance priorities (Anioke & Atima, 2018, 

Badmus & Olamide, 2018). 

Cultural constraints can be even more difficult to overcome. 

Finance business partnering depends on openness, trust, 

collaboration, and a willingness to use challenge 

constructively. In organizational cultures marked by silos, 

hierarchy, blame, or low trust, these conditions are often 

weak. Managers may avoid transparent discussion of 
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performance issues, resist data-driven challenge, or treat 

finance as an external controller rather than a partner. 

Similarly, finance staff may remain cautious, risk-averse, or 

overly focused on technical correctness if the culture does not 

encourage broader engagement (Badmus, et al., 2021, Edivri 

& Oteri, 2021, Olamide & Badmus, 2021). A culture that 

values short-term reporting over strategic dialogue will 

naturally limit the space for meaningful finance partnering. 

Even strong individual finance business partners may 

struggle in environments where collaboration is not 

embedded in the way the organization works. 

Leadership support is closely tied to these structural and 

cultural issues. Where leaders genuinely value finance 

business partnering, they are more likely to create the 

conditions for success by clarifying expectations, investing in 

capability building, promoting collaboration, and redesigning 

processes to reduce routine burdens. Where such support is 

weak or inconsistent, finance business partnering is unlikely 

to move beyond rhetoric. It may remain underdeveloped, 

misunderstood, or marginalized despite formal recognition in 

job titles and organizational charts (Ekeocha, et al. 2021, 

Lawal & Oduleye, 2021, Uzoho, 2021). 

Overall, the challenges and barriers to finance business 

partnering reveal that it is not a simple role adjustment but a 

demanding organizational transformation. Role ambiguity 

can weaken focus and create conflicting expectations. 

Resistance to change can slow adoption and limit acceptance 

across functions. Skills gaps can prevent finance 

professionals from operating effectively in broader advisory 

roles. The persistence of transactional and reporting pressures 

can reduce the time available for high-value partnering work. 

Structural and cultural constraints can limit trust, influence, 

and collaboration even when individuals are capable and 

willing. These barriers explain why finance business 

partnering often proves difficult to embed in practice, despite 

its clear strategic promise (Lawal & Oduleye, 2021, Olalere 

& Maduka, 2021). Addressing them requires more than 

declaring finance to be a business partner. It requires 

deliberate organizational design, leadership commitment, 

sustained capability development, and a broader cultural shift 

in how finance is understood and used within modern 

organizations. 

 

2.7. Conclusion 

Finance business partnering represents a significant and 

necessary evolution in the modern finance function. This 

review has shown that the concept extends far beyond a 

simple expansion of traditional accounting duties. It reflects 

a broader transformation in which finance professionals 

move from a primarily transactional, compliance-driven, and 

historically focused role toward one that is more strategic, 

collaborative, and value-oriented. The review has 

demonstrated that finance business partnering is defined not 

only by its changing responsibilities, but also by the mindset, 

competencies, and organizational conditions that enable 

finance to contribute more directly to managerial decision-

making and overall business performance. Across the 

discussion, the central argument has been that finance 

business partnering is best understood as a professional and 

organizational capability that integrates financial insight with 

business understanding, cross-functional engagement, and 

strategic influence. 

A major argument of the review has been that the evolution 

of the finance function has created the conditions for finance 

business partnering to emerge as a core feature of 

contemporary organizational management. Traditional 

finance responsibilities such as stewardship, reporting, 

compliance, and control remain essential, but they are no 

longer sufficient in environments characterized by 

uncertainty, competition, technological disruption, and 

increasing complexity. In response, finance has become more 

involved in planning, forecasting, performance analysis, 

business insight generation, and support for strategic 

initiatives. The review has also emphasized that this shift has 

led to an expansion in the role of finance professionals, who 

are now expected to act as strategic advisors, planning 

partners, performance interpreters, collaborators across 

functions, and contributors to risk management and value 

creation. At the same time, the review has shown that these 

evolving roles demand a wider set of competencies than those 

traditionally associated with finance, including 

communication, commercial awareness, interpersonal 

influence, digital literacy, and adaptability. 

The review has further argued that finance business 

partnering produces important organizational outcomes when 

it is implemented effectively. These outcomes include 

improved quality of managerial decision-making, better cost 

control and resource allocation, stronger strategic alignment 

across departments, enhanced operational efficiency, and 

more productive relationships between finance and non-

finance teams. Such outcomes demonstrate that the value of 

finance business partnering lies not only in improving the 

visibility of finance within the organization, but also in 

strengthening the quality of business management more 

broadly. However, the review has also made clear that 

finance business partnering is not without its challenges. Role 

ambiguity, resistance to change, capability gaps, continuing 

pressure from transactional work, and structural or cultural 

barriers can all limit the effectiveness of the model. These 

barriers highlight the fact that finance business partnering 

cannot be achieved merely by changing job titles or 

expectations. It requires deliberate transformation in both 

people and systems. 

The strategic importance of finance business partnering 

therefore remains clear and compelling. In modern 

organizations, decisions must often be made quickly, but they 

must also be grounded in accurate analysis, sound judgment, 

and a realistic understanding of business conditions. Finance 

business partnering strengthens this balance by ensuring that 

financial insight is not isolated within reports or departments, 

but embedded directly in planning, performance 

management, and strategic execution. It allows finance to 

serve as a bridge between numbers and decisions, between 

financial discipline and commercial action, and between 

organizational ambition and practical feasibility. This 

strategic relevance is especially important in a business 

environment where organizations must manage not only 

profitability and growth, but also resilience, adaptability, risk, 

and long-term sustainability. Finance business partnering 

places finance in a position to influence these broader 

organizational priorities in meaningful ways. 

For this reason, the development of relevant competencies 

and the provision of organizational support are essential. 

Finance professionals cannot perform effectively as business 

partners unless they are equipped with the technical, 

analytical, interpersonal, and digital skills required by the 

role. Competency development must therefore be treated as a 

strategic investment rather than as an optional enhancement. 
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Training, mentoring, coaching, and practical business 

exposure are necessary to help finance professionals build 

confidence and capability beyond traditional accounting 

functions. At the same time, organizations must create the 

structural and cultural conditions that allow finance business 

partnering to flourish. This includes clarifying expectations, 

reducing unnecessary transactional burdens, supporting 

collaboration across departments, aligning incentives, and 

ensuring visible leadership commitment. Without such 

support, even highly skilled finance professionals may 

struggle to operate as effective business partners. 

The implications for future finance practice are substantial. 

Finance functions will increasingly need to balance their 

traditional control responsibilities with a more dynamic role 

in strategy, analysis, and collaboration. The future of finance 

practice is likely to be shaped by greater use of digital 

systems, advanced analytics, automation, and real-time data 

environments, all of which will increase the demand for 

finance professionals who can interpret information, 

communicate insight, and influence business decisions. As 

this evolution continues, the distinction between technical 

finance work and strategic business support may become less 

rigid. Finance professionals will be expected not only to 

understand the numbers, but also to understand the business 

deeply enough to guide action. This suggests that future 

finance practice will require a more integrated professional 

identity, one that combines technical excellence with 

commercial intelligence, communication strength, and 

strategic awareness. 

In conclusion, finance business partnering should be regarded 

as a critical capability for organizations seeking sustainable 

success in complex and competitive environments. It 

redefines finance as more than a control function and 

positions it as an active contributor to decision quality, 

resource discipline, strategic alignment, and performance 

improvement. Although the path to effective finance business 

partnering is often constrained by organizational and 

capability-related barriers, its long-term value remains 

substantial. When supported by the right competencies, 

leadership, systems, and culture, finance business partnering 

can help organizations make better decisions, respond more 

effectively to change, and create stronger connections 

between financial insight and business action. Ultimately, its 

role in driving sustainable organizational success lies in its 

ability to ensure that finance is not only a guardian of value, 

but also a partner in creating it. 
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