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UK: business upbeat
about 2021 outlook
despite challenges
Atradius Payment Practices Barometer



The Atradius Payment Practices Barometer is

an annual survey that assesses business

payment behaviour throughout the world. 

The survey explores a range of topics including

payment terms, payment delays, credit sales

and DSO (Days Sales Outstanding). 

The survey provides us with the opportunity to

hear directly from businesses and, this year,

gives us insight into how businesses are coping

with the COVID-19 pandemic and global

recession. 

In this report, you will find the survey results

for the UK. 
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Survey results for
the United Kingdom  

https://group.atradius.com/documents/ppb20_stat_app_we.pdf 
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Key takeaways

More UK businesses offer trade credit than average in

Western Europe

Nearly 60% of the total value of B2B sales in the UK cur-

rently employ trade credit, slightly higher than the 55% av-

erage for Western Europe overall. 

Businesses radically lengthen payment terms in

response to pandemic

The results of this year’s survey show a sharp change in di-

rection. Nearly half of the respondents reported granting

longer payment terms (on average up to 30 days longer) in

response to the economic impacts of COVID-19.

Late payments increase by an astonishing 81% compared

to pre-pandemic levels

The total value of overdue invoices increased to 47%, sig-

nificantly higher than last year’s 26%, and represent an av-

erage increase of 81% year-on-year. 

More businesses in UK offer discounts for early payment

than region as a whole

As a standard business practice, more UK respondents

(64%) offer discounts for early payment of invoices com-

pared to their peers in Western Europe (48%). 

Businesses largely upbeat about outlook for 2021

55% of UK respondents expect the domestic economy to

improve in 2021. 50% believe customer creditworthiness

will improve and 51% expect international trade to grow

next year.
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Stuart Ramsden, Regional Director for Atradius

United Kingdom and Ireland commented on the

report:

The COVID-19 pandemic arrived at a

time when the business community

in the UK was already working hard

to accommodate the challenges and

uncertainties posed by Brexit. For

some industries, such as retail and

automotive, the lockdowns and

disruptions to supply chains have

added further stress to sectors that

were already grappling with

structural challenges - migration

towards online shopping and

electric vehicles respectively.

The survey results indicate a degree

of optimism within the business

community with more than half of

the firms participating hopeful that

2021 will see the domestic economy

improve. Nevertheless, the next six

months present a critical time for

businesses. December 31 marks the

end of the Brexit transition period,

while uncertainty surrounding the

progression and consequences of

the pandemic continue to weigh

heavily. Businesses will need to be

prepared for further challenges and

take steps to protect their

receivables while also seizing

opportunities to trade and grow.

“

”

https://group.atradius.com/documents/ppb20_stat_app_we.pdf 
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UK remains resolutely upbeat despite raft of

negative economic challenges

Late payments have surged by more than 80% in the UK fol-

lowing the onset of the pandemic and the recession that rap-

idly followed. If that wasn’t challenging enough, the UK is

also stands out among its Northern European peers as hav-

ing the highest GDP contraction. A further complication con-

cerns ongoing uncertainty connected to Brexit. Yet despite

such negative indicators, around half of the respondents to

the Payment Practices Barometer survey were upbeat in

their outlook towards both the domestic and global

economies. This could in part be related to the fiscal meas-

ures put in place by the Government to support businesses

during the pandemic.

In addition, this year’s Payment Practices Barometer survey

has revealed some interesting trends and opinions among

the businesses we spoke to. Benchmarking the results

against last year, it is apparent that many businesses in the

UK adapted their approach to credit in order to increase their

competitiveness within an increasingly difficult market. The

clearest example of this is the fact that none of the busi-

nesses we polled last year offered credit terms of 90 days or

more, whereas 4% did so this year. Average payment terms

increased to 33 days, up from the 20-day average last year.

The next six months will be a critical time for businesses in

the UK as they navigate the December 31 deadline for Brexit

transition and will have a clearer insight into the longevity

of the pandemic and its economic consequences.

Main survey results for the United Kingdom     

� 60% of total value of B2B sales made on credit

Nearly 60% of the total value of B2B sales in the UK

currently employ trade credit, slightly higher than the 55%

average for Western Europe overall. 43% of UK businesses

told us that the total value of their credit sales increased

by an average of one third since the onset of the pandemic.

For 45% there was no change. A significantly lower per-

centage of businesses reported a decrease in the total

value of credit sales (12%).

Stimulating sales on the domestic market among businesses

of all sizes is the primary reason driving most businesses

in the UK to offer trade credit.  This was reported by 65% of

businesses, significantly higher than the 53% for the region

overall. This approach to credit has been frequently reported

by businesses in many different countries during the pan-

demic. They tell us that domestic trade needs credit to

stimulate sales, and that many sales would not be transacted

unless credit was offered. 24% of respondents in the UK

survey said they granted credit to their B2B customers in

order to remain competitive (regional average: 29%), while

11% did so to provide short-term finance to their B2B cus-

tomers (regional average: 19%). 

� Poor payment behaviour drives credit refusals

38% of businesses surveyed in the UK (largely SMEs)

turned down requests for trade credit, due to a worsening

in the customer’s payment behaviour. This is higher than

the regional average of 24%. The second most common

reason for a credit refusal is deterioration in the credit

risk landscape of the customer’s country, as reported by

31% of the respondents (regional average: 30%). On average,

credit refusals corresponded to nearly one third of the

total value of B2B sales. 

� Pandemic payment terms show significant change of

direction

In our 2019 survey no UK respondents at all offered pay-

ment terms of 90 days or more and only 1% offered terms

between 61 and 90 days. The vast majority, 91%, offered

terms of up to a maximum of 30 days. The results of this

year’s survey show a sharp change in direction. Although

the majority of respondents still favour terms with a

maximum of 30 days, this dropped during the pandemic

to 78% of respondents. Terms of 31-60 days are offered

by 14% of businesses (up from 8% last year). 61-90 days

are offered by 4% (up from last year’s 1%) and more than

90 days are reported by 4% of businesses, a substantial

change from the 0% of last year.

Nearly half of the respondents reported granting longer

payment terms (on average up to 30 days longer) in re-

sponse to the economic crisis, (48% of respondents in the

UK, regional average: 47%). 45% reported no change, and

only 7% of the businesses polled in the UK reported

4

S
u

r
v

e
y

 r
e

S
u

lt
S

S
u

r
v

e
y

 d
e

S
ig

n
S

t
a

t
iS

t
ic

a
l

 a
p

p
e

n
d

ix

United Kingdom: top 5 challenges to business

profitability in 2021

38

39

30

30

38

34

36

43

41

31

Western Europe

 

United Kingdom

  

Maintaining adequate cash flow

Bank lending restrictions

Collection of outstanding invoices

Falling demand for our products and services

Containment of costs

Sample: all interviewed companies 
Source: atradius payment practices Barometer – november 2020 

https://group.atradius.com/documents/ppb20_stat_app_we.pdf 
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shorter terms since the onset of the pandemic. 

This increase in terms offered can be seen in the overall

33-day average payment terms for the country, longer

than last year’s 20 days. Businesses told us the main rea-

sons why they lengthened payment terms were to en-

courage sales on the domestic market (36% of

respondents, regional average 32%) and to provide short-

term financing for customers in financial distress (25%

of respondents in the UK, close to the 23% average for

Western Europe). 

Looking ahead over one third of the businesses surveyed

told us they plan to continue offering more credit (39% of

respondents, higher than the 30% regional average) and

longer payment terms (24% of respondents, in line with

the 24% at regional level). The majority said this was

chiefly to stimulate domestic sales at a time when de-

mand is down. However this approach can be risky as

businesses may incur financial and administrative costs

by tying up their money in accounts receivable.

� Late payments increase by 81% compared to 

pre-pandemic levels

Following the onset of the pandemic, the total value of

overdue invoices increased to 47%. While this is in line

with the regional average (47%),  it is significantly higher

than last year’s 26%, and represents an average increase

of 81% year-on-year. 

The longer the receivables remain unpaid, the lower the

likelihood of collecting them. 45% of respondents in the

UK told us they had to wait an average of 20 days longer

than last year to turn overdue invoices into cash (regional

average: 39%). This is longer than last year’s 14 days. An

average of 8% of the total value of receivables was written

off as uncollectable since the onset of the pandemic (re-

gional average: 7%). Further, 5% of the total value of re-

ceivables was still outstanding at 90 days and businesses

in the UK lost an average of 63% of the value of their re-

ceivables that were not paid within 90 days.

� 60% of businesses surveyed in the UK reported DSO in-

creases of up to 10% (regional average: 57%)

� 35% reported increases of more than 10% compared to

before the pandemic (regional average: 37%)

� Only 5% of businesses polled in the country reported

shorter DSO compared to before the pandemic. 

� Half of businesses experience loss of revenue

50% of the businesses we spoke to in the UK told us that

they experienced revenue loss following the onset of the

pandemic (equal to the regional average). The increase

in payment defaults also led to cash flow difficulties, as

reported by 39% of respondents in the UK and 38% in

Western Europe. To avoid liquidity shortages 48% of

businesses increased the amount of time, costs and re-

sources they spent on collecting outstanding invoices

(regional average: 37%). 
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atradius payment practices Barometer – november 2020

Atradius · Key Findings

Concerns over potential threats to business profitability

stemming from the pandemic recession remain among

the businesses we surveyed. 43% predict a fall in

demand will be the greatest challenge to business

profitability next year (regional average: 36%). 

Maintaining adequate cash flow ranks second 

(as expressed by 39% of respondents in the UK and 38%

in Western Europe). 

https://group.atradius.com/documents/ppb20_stat_app_we.pdf 
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� Businesses source credit information directly from

clients more often

Prior to the onset of the pandemic 56% of the businesses

we surveyed in the UK said they normally relied on their

customers’ financial statements (regional average: 41%).

44% reported using bank references (regional average:

39%) and 35% trade references (regional average: 31%).

However, following the onset of the pandemic, more than

a third of businesses (39%) were more inclined to also

source credit information directly from the customers (re-

gional average: 38%), in addition to their customary ap-

proach. 

When assessing creditworthiness, businesses in the UK re-

ported focusing on the following areas: profitability, finan-

cial flexibility and ability to generate cash. Over the coming

months, they plan to closely review the payment history of

trade credit applicants. 

� Discounting is used as major credit management tool

As a standard business practice, more UK respondents

(64%) than their peers in Western Europe (48%) offer dis-

counts for early payment of invoices. 62% request pay-

ment guarantees (regional average: 53%). However, 38%

of respondents told us that following the start of the pan-

demic they began to retain and manage the risk of cus-

tomer payment default internally through self-insurance

(regional average: 47%) This represents an addition to the

59% of respondents saying that they already practise

self-insurance, (regional average 56%). 

49% told us they sent outstanding invoice reminders

more frequently (regional average: 38%) and 47% re-

ported resorting to trade debt securitisation more often

(significantly higher than the 35% average for Western

Europe). Looking ahead, this trend is set to continue with

63% of businesses in the UK favouring self-insurance

(higher than the 56% in Western Europe). Prior to the

pandemic, credit insurance was used by more respon-

dents in the UK (54%) than by their peers in Western Eu-

rope (45%). Moving forward, 46% plan to use credit

insurance, in line with Western Europe.   

� Businesses lean towards optimism for domestic and

global economies

Although the pandemic means there are inevitably many

unknowns when determining the outlook for the recovery

and future growth of the domestic and global economies,

business optimism prevails for each of the benchmarks we

polled. 50% of respondents in the UK (regional average:

47%) believe customer creditworthiness will improve next

year. This is more than twice the amount of those antici-

pating a decline (23% in the UK and regional average: 22%). 

55% of UK respondents expect the domestic economy to

improve in 2021 (regional average: 57%), while 28% expect

it to decline (regional average: 27%). More uncertainty was

shown for the outlook for the global economy (48% opti-

mistic and pessimistic 32%), although 51% expect interna-

tional trade to grow next year only 30% anticipate

deterioration.   

Despite these levels of optimism, concerns over potential

threats to business profitability stemming from the pan-

demic recession remain among the businesses we sur-

veyed. 43% predict a fall in demand will be the greatest

challenge to business profitability next year (regional av-

erage: 36%).  Maintaining adequate cash flow ranks second

(as expressed by 39% of respondents in the UK and 38% in

Western Europe).  
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Western Europe: top 4 measures 

to manage liquidity issues due

to the impact of the pandemic

37 34 28 26

30 22 28 17

41 27 24 22

45 33 31 21

48 30 25 24

24 26 25 26

24 39 21 21

35 47 28 30

56 32 26 31

38 39 30 27

37 49 32 44

33 41 27 28

42 33 30 30

34 21 32 17

Western Europe

Switzerland

Austria

United Kingdom

Denmark

Belgium

France

Germany

Netherlands

Greece

Italy

Spain

Sweden

Ireland

% of respondents

Increase time, costs and resources to chase overdue invoices

Reduce the workforce
Hire freeze

Delay payments to your own suppliers

Sample: all interviewed companies 
Source: atradius payment practices Barometer – november 2020 

https://group.atradius.com/documents/ppb20_stat_app_we.pdf 
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Late payments and cash flow

� Late payments in the agri-food industry affect nearly

half of the total value of B2B invoices (significantly up

from last year’s 28%).  23% of respondents reported hav-

ing to wait longer to cash in overdue invoices, up to 16

days on average. For 74%, there was no change in the av-

erage invoice-to-cash turnaround, while 3% of respon-

dents cashed in overdue invoices earlier than before the

pandemic.  

� Average DSO increases of up to 10% were reported by 76%

of respondents (regional average: 57%). 17% reported in-

creases of above 10% (regional average: 35%). Currently

DSO stands at a 142-day average. This is well above the

108-day average for Western Europe. 

� 49% told us their revenue was negatively affected by the

pandemic downturn. 31% reported a positive impact. This

is consistent with the industry in Western Europe, (re-

gional average: 52% negative, 23% positive). Negative im-

pact on cash flow was reported by 27% of businesses

(regional average: 37%) and positive impact by 39% (re-

gional average: 27%).

� To avoid liquidity shortfalls, 54% of agri-food businesses

in the UK increased the amount of time and resources

spent on chasing unpaid invoices (regional average:

37%). 36% pursued additional financing from external

sources (regional average: 31%).  

Approach to credit quality assessments

� After the onset of the economic crisis, the agri-food in-

dustry changed the way they approached credit checks.

Stronger focus was given to information provided di-

rectly from B2B customers along with trade references.

These latter, together with financial statements and bank

references are now the most common sources for cred-

itworthiness assessments in the industry.

� The sector gives priority to evaluating the customer’s

past payment history and ability to generate cash. The

majority told us they would continue to monitor these

areas over the coming months, along with the customer’s

profitability and financial flexibility, necessary to with-

stand unexpected shifts in the business and economic

environment.
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SUK: impact of the COVID 19-induced economic

crisis on industries     

AgRI-fOOD
Approach to credit management 

� Businesses intensified the use of trade credit insurance

and requested more payment guarantees following the

onset of the economic crisis. Many also began to reduce

reliance on a single buyer, and resorted to self-insurance

against bad debt. Over the coming months, businesses

told us they plan to make wider use of self-insurance, let-

ters of credit and will offer discounts for early payment

of invoices more often. 

� 70% of respondents expect to see improvement in cus-

tomer creditworthiness, while only 14% expect deterio-

ration.  This compares to 54% expecting improvement in

Western Europe and 16% expecting deterioration.

� 47% of the industry considers the greatest challenge to

profitability in 2021 to be bank lending restrictions. This

compares to 31% with the same concern at regional level. 

2021 industry outlook 

� 59% of respondents expect the domestic economy to

improve over the next six months (regional average:

57%). 21% expect it to get worse (regional average: 27%).

The majority of businesses are optimistic about the out-

look for the global economy (56% optimistic, 17% pes-

simistic) and international trade (61% optimistic, 12%

pessimistic).  

https://group.atradius.com/documents/ppb20_stat_app_we.pdf 
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Late payments and cash flow

� Late payments affect 44% of the total value of B2B

invoices in the construction industry (up from last year’s

26%). 55% reported having to wait longer to turn overdue

invoices into cash, up to 10 days past the due date on av-

erage. 43% reported no change in average invoice-to-

cash turnaround, and the remainder cashed in overdue

invoices earlier than before the pandemic.  

� Average DSO increases of up to 10% were reported by 73%

of respondents (regional average: 63%). Increases above

10% were reported by 23% of businesses (regional aver-

age: 33%). Currently DSO stands at a 47-day average (re-

gional average: 70 days). 

� 34% revealed revenue levels were negatively affected by

the pandemic downturn (regional average: 49%). 39% re-

ported a positive impact (regional average: 25%). 41% re-

ported a negative impact on cash flow (regional average:

34%) and 33% positive (regional average: 28%). 

� 49% of respondents laid off workforce (regional average:

34%). 41% delayed payments to suppliers (regional aver-

age: 36%).  

Approach to credit quality assessments

� After the onset of the economic crisis, the industry did not

change the way they approached credit checks. Bank and

trade references are now the most common sources for

creditworthiness assessments in the industry.

� The industry prioritises evaluating the customer’s past

payment history and the ability to generate cash. The ma-

jority of respondents plan to continue to monitor these

areas over the coming months, alongside the customer’s

borrowing capacity.  

Approach to credit management 

� Survey respondents told us they strengthened their

credit management practices by requesting payment

guarantees and offering discounts for early payment of

invoices. Interestingly, the same percentage of respon-

dents told us they either resorted to self-insurance or

used credit insurance. Looking ahead, businesses told us

they additionally plan to request cash payments and let-

ters of credit. 

� 38% expects customer creditworthiness to improve over

the coming months (regional average: 48%). 33% expects

it to get worse (regional average: 17%). 

� 56% of the industry considers the greatest challenge to

profitability in 2021 to be the effective collection of out-

standing invoices (regional average: 42%.) Maintaining

adequate cash flow ranks second with 49% of the re-

sponses (regional average: 47%). 

2021 industry outlook

� 52% of respondents expect the domestic economy to

improve over the next six months (regional average:

57%). 26% expects it to get worse (regional average: 25%).

50% expects the global economy to improve, with 33%

expecting it to decline. 51% expects international trade

to grow, 28% to shrink (largely in line with their industry

peers at regional level).

Late payments and cash flow

� Late payments in the consumer durables industry affect

63% of the total value of B2B invoices (compared to last

year’s 25%). 44% of respondents reported having to wait

longer to cash in overdue invoices, up to 25 days on av-

erage. For 52%, there was no change in the average in-

voice-to-cash turnaround, while the remainder cashed

in overdue invoices earlier than before the pandemic.  

� Average DSO increases of up to 10% were reported by 45%

of consumer durables businesses (regional average: 51%).

Increases of more than 10% were reported by 55% of busi-

nesses (regional average: 38%). Currently DSO stands at

a 141-day average (significantly higher than the regional

average of 61 days). 

� 44% told us their revenue was negatively affected by the

pandemic (regional average: 49%). 44% reported a posi-

tive impact (regional average: 33%). 42% reported ill ef-

fects on cash flow (in line with the regional average) 42%)

while 22% said they had experienced a positive impact

(regional average: 32%). 
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CONSUMER

DURABLES 

CONSTRUCTION

Atradius · Key Findings

48%
of UK businesses increased 
the amount of time, costs and
resources they spent on collecting
outstanding invoices after 
the onset of the pandemic
(37% of respondents at regional level).

atradius payment practices Barometer – november 2020

https://group.atradius.com/documents/ppb20_stat_app_we.pdf 
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� 62% of the industry most often increased the time, costs

and resources spent to chase unpaid invoices (higher

than the 40% in Western Europe overall).   

Approach to credit quality assessments

� Following the onset of the economic crisis, the industry

began to source credit information directly from the cus-

tomer more often and now use this data alongside

financial statements, bank and trade references.  

� The industry prioritises evaluating the customer’s prof-

itability and financial flexibility. Survey respondents say

this approach will remain unchanged over the coming

months. 

Approach to credit management 

� The industry told us their credit management practices

now chiefly include self-insurance and offering dis-

counts for early payment of invoices (reported by 73%

and 66% respectively). Over the coming months, they

plan to continue with this approach, in addition to

requesting payment guarantees more often.

� 60% of respondents (regional average: 50%) believe their

B2B customers’ creditworthiness will improve over the

coming months. 9% believe it will deteriorate (regional

average: 23%). 

� 57% of the industry believes that fall in demand presents

the greatest challenge to profitability in 2021 (regional

average: 45%). Supply chain disruptions ranks second at

53% (regional average: 27%). 

2021 industry outlook 

� 68% of respondents expect the domestic economy to

improve over the next six months (regional average: 57%).

19% expects it to get worse (regional average: 25%). The

majority of businesses are optimistic about the outlook

for the global economy (52% optimistic, 26% pessimistic)

and international trade (70% optimistic, 16% pessimistic).  

Late payments and cash flow

� Late payments in the ICT/electronics industry affect 47%

of the total value of B2B invoices (compared to last year’s

30%).  59% of businesses told us it took 16 days longer on

average to cash in overdue invoices. 43% reported no

change, while 38% reported no change and the remain-

der told us they cashed in overdue invoices earlier than

a year ago. 

� Average DSO increases of 10% or more were reported by

55% of survey respondents (regional average: 51%). DSO

increases of up to 10% were reported by 44% (regional av-

erage: 45%). Currently DSO stands at a 40-day average

(well above the 73-day industry average in Western Eu-

rope).

� 70% of respondents suffered revenue shortfall following

the onset of the economic crisis, higher than industry

level in Western Europe (57% of respondents). The per-

centage of UK respondents reporting a negative impact

on cash flow (32%) is below the regional level (38%).  

� To avoid liquidity issues, 61% of respondents from the in-

dustry spent more on time and resources chasing unpaid

invoices (regional average 57%).

Approach to credit quality assessments

� After the onset of the economic crisis, the industry

changed the way they approached credit checks, sourc-

ing information directly from B2B customers more often

than before. Customer information, bank and trade ref-

erences, as well as financial statements are currently the

most often used sources for creditworthiness assess-

ments.

� ICT/electronics businesses prioritise evaluating their

customers’ ability to generate cash and borrowing capac-

ity. They told us they plan to maintain this approach over

the coming months in addition to more regularly moni-

toring the customers’ past payment history. 

Approach to credit management 

� Typically survey respondents reported offering dis-

counts for early payment of invoices more frequently

during the pandemic compared to practices prior to the

COVID-19 economic crisis. Businesses also told us that,

moving forward, they plan to request payment guaran-

tees.

� 42% expects their customers’ creditworthiness to im-

prove over the coming months (regional average: 47%).

This is considerably more than the 38% expecting to see

a deterioration (regional average: 28%). 
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� 45% of businesses consider a fall in demand and 45% ten-

sions in global trade to present the greatest challenges

to profitability in 2021 (regional averages: 40% and 30%

respectively). 37% of businesses are concerned about fu-

ture supply chain disruptions (regional average: 39%).

2021 industry outlook 

� While the majority of respondents report a pessimistic out-

look for the domestic economy over the coming months

(43% expect it to get worse, 37% to improve) there are vari-

ations within sub-sectors. The same is true for the outlook

for the global economy (39% optimistic, 52% pessimistic)

and for international trade (32% optimistic, 45% pes-

simistic). 

Late payments and cash flow

� Late payments in the UK services/business services sec-

tor affect 38% of the total value of B2B invoices (com-

pared to last year’s 24%). 45% of respondents reported

having to wait longer to cash in overdue invoices, up to

12 days on average. For 41%, there was no change and the

remainder reported cashing in overdue invoices earlier

than before the crisis. 

� Average DSO increases of up to 10% were reported by 59%

of businesses (regional average: 52%). Increases of more

than 10% were reported by 30% (regional average: 40%).

Currently DSO stands at a 52-day average (above the 92-

day average for the industry in Western Europe).

� 46% of businesses polled (regional average: 44%) told us

they experienced cash flow issues caused by the eco-

nomic crisis. 31% said that cash flow remained unaf-

fected (28% in the region), while 23% reported a positive

impact (28% in the sector at regional level).   

� 41% of the sector spent more on time, costs and resources

to chase unpaid invoices (regional average: 40%). 39% de-

layed payment to suppliers (in line with the regional av-

erage). 

Approach to credit quality assessments   

� After the onset of the economic crisis, respondents told

us they did not change their approach to credit assess-

ments. Information provided directly by the customer,

alongside financial statements, bank references and

credit reports issued by specialist agencies are currently

the most often sourced information in the industry.    

� Businesses prioritise evaluating the customer’s past pay-

ment history, profitability and ability to generate cash.

Survey respondents say they will retain this focus over

the coming months alongside monitoring customer fi-

nancial flexibility. 

Approach to credit management 

� Following the onset of the economic crisis, the sector’s

primary credit management practices include: self-

insurance, cash payment requests and discounts for ear-

ly payment of invoices. Over the coming months, busi-

nesses told us they plan to continue with this approach,

although they also plan to adjust payment terms more

frequently than they did in the past.

� 44% of industry respondents (regional average: 48%) be-

lieve their B2B customers’ creditworthiness will improve

over the coming months. In contrast, 25% believe it will

deteriorate (regional average: 28%). 

� 43% of the sector believes the continuation of the eco-

nomic crisis presents the greatest challenge to profitabil-

ity in 2021 (regional average: 43%). Maintaining

adequate cash flow follows (cited by 43%, compared to

43% in the region). 

2021 industry outlook

� The sector is optimistic about the outlook for the domes-

tic economy over the coming months (56% expect it to

improve, 29% to get worse). The same goes for the out-

look for the global economy (45% optimistic, 33% pes-

simistic) and international trade (45% optimistic, 38%

pessimistic). 

BUSINESS

SERVICES 

https://group.atradius.com/documents/ppb20_stat_app_we.pdf 
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Survey objectives

Atradius conducts annual reviews of international corpo-

rate payment practices through a survey called the ‘Atra-

dius Payment Practices Barometer’. In this report focusing

on Western Europe, which is part of the 2020 edition of the

Atradius Payment Practices Barometer, companies from

thirteen countries (Austria, Belgium, Denmark, France,

Germany, Greece, Ireland, Italy, Spain, Sweden, Switzer-

land, The Netherlands and the United Kingdom) have been

surveyed. Due to a change in research methodology for

this survey, year-on-year comparisons are not feasible for

some of the results, although last year’s values are used as

a benchmark where possible throughout the survey.

Using a questionnaire, CSA Research conducted 2,603

interviews. All interviews were conducted exclusively for

Atradius.

Survey scope

� Basic population: companies from thirteen countries

(Austria, Belgium, Denmark, France, Germany, Greece,

Ireland, Italy, Spain, Sweden, Switzerland, The Nether-

lands and the United Kingdom) were surveyed. The

appropriate contacts for accounts receivable manage-

ment were interviewed.

� Sample design: the Strategic Sampling Plan enables to

perform an analysis of country data crossed by sector

and company size. It also allows to compare data refer-

ring to a specific sector crossed by each of the economies

surveyed.

� Selection process: companies were selected and contact-

ed by use of an international internet panel. A screening

for the appropriate contact and for quota control was

conducted at the beginning of the interview.

� Sample: N=2,603 people were interviewed in total

(approximately n=200 people per country). In each

country a quota was maintained according to four class-

es of company size. 

� Interview:  Computer Assisted Web Interviews (CAWI) of

approximately 15 minutes duration. Interview period:

Q3 2020.

Survey design for Western Europe

Disclaimer

this report is provided for information purposes only and is not intended as investment advice, legal advice or as a recommendation as to particular

transactions, investments or strategies to any reader. readers must make their own independent decisions, commercial or otherwise, regarding the in-

formation provided. While we have made every attempt to ensure that the information contained in this report has been obtained from reliable sources,

atradius is not responsible for any errors or omissions, or for the results obtained from the use of this information. all information in this report is

provided ’as is’, with no guarantee of completeness, accuracy, timeliness or of the results obtained from its use, and without warranty of any kind,

express or implied. in no event will atradius, its related partnerships or corporations, or the partners, agents or employees thereof, be liable to you or

anyone else for any decision made or action taken in reliance on the information in this report or for any consequential, special or similar damages, even

if advised of the possibility of such damages. copyright atradius n.v. 2020.

Country interviews %

Austria 200    8%                                                                

Belgium 200 8%

Denmark 200 8%

France 200 8%

Germany 200 8%

Greece 200 8%

Ireland 201 8%

Italy 200 8%

Spain 201 8%

Sweden 200 8%

Switzerland 200 8%

The Netherlands 200 8%

United Kingdom 201 8%

Business sector 
(total Western Europe) interviews %

Manufacturing 851 32.7

Wholesale trade 661 25.4

Retail trade/Distribution 569 21.9

Services 522 20.1

Business size 
(total Western Europe) interviews %

Micro  enterprises 599 23.0

SME – Small enterprises 775 29.8

SME – Medium enterprises 615 23.6

Large enterprises 614 23.6

Sample overview – Total interviews = 2,603

https://group.atradius.com/documents/ppb20_stat_app_we.pdf 
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Copyright  Atradius N.V. 2020 

if after reading this report you would like more information about protecting your receivables against payment default
by your customers you can visit the atradius website or if you have more specific questions, please leave a message

and a product specialist will call you back. in the publications section you’ll find many more atradius publications

focusing on the global economy, including country reports, industry analyses, advice on credit management and essays

on current business issues.

Subscribe to notifications of our publications and receive weekly emails to alert you when a new report is published. 

for more insights into the B2B receivables collection practices in the United Kingdom and worldwide, please go to

https://atradiuscollections.com/global/

for the united Kingdom https://atradius.uk/

Statistical appendix 

Find detailed charts and figures in the Statistical Appendix

for Western Europe. This is part of the November 2020

 Payment  Practices Barometer of Atradius, available at

www.atradius.com/publications/

Download in PDF format (English only).

https://atradius.uk/
https://group.atradius.com/documents/ppb20_stat_app_we.pdf 
https://group.atradius.com/publications/
https://atradiuscollections.com/global/
https://group.atradius.com/subscription-details/
https://group.atradius.com/contact-us/
www.atradius.com
www.atradius.com
https://group.atradius.com/documents/ppb20_stat_app_we.pdf 
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Atradius N.V.

David Ricardostraat 1 · 1066 JS Amsterdam

Postbus 8982 · 1006 JD Amsterdam

The Netherlands

Phone: +31 20 553 9111 

info@atradius.com

www.atradius.com

Connect with Atradius

on Social Media

https://www.linkedin.com/company/atradius
https://www.youtube.com/user/atradiusgroup
https://twitter.com/atradius

