
Journey towards how to buy it best
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“Procurement teams should blend process experience -
how to buy with content expertise - how to buy it 
best. 

This requires strong business acumen, familiarity with 
technology, an intuitive understanding of business trends 
through data, and the ability to foster supplier 
relationships.” 

ASHWIN KUMAR VP CONSULTING, GEP
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So, what do Procurement teams do?
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Focus tomorrowFocus today Transformation

Functional efficiency
CHARACTERISTICS
• Highly tactical and price focussed
• Limited negotiation-focussed value 

levers
• Siloed

AREAS OF FOCUS:
• Establishing core procurement 

processes, documenting cycles.
• Building out a  category management 

process, and job roles.
• Setting performance objectives

(quality, cost and delivery)
• Collaborating with internal business 

partners on lighthouse projects.
• Low level process automation.

Process development 
Price reductions

Business Partnering
CHARACTERISTICS
• Growing perception a s  a  strategic 

business partner
• Closely aligned to the business, 

engaged in strategic initiatives.
• Wider scope of value delivery.

AREAS OF FOCUS:
• Measuring impact of contribution
• Widening the scope of strategic
• projects procurement teams are  

engaged in.
• Further embedding stakeholders into 

processes.
• Redesigning processes to integrate

technology across the organisation

More holistic savings 
Improved business operations

Supplier collaboration
CHARACTERISTICS
• Close, strategic partnerships with the 

supply base  being used to drive non-
cost focussed business value .

• Operates a s  a  highly trusted advisor to 
the business.

AREAS OF FOCUS:
• Deep end-to-end supply chain 

engagement, beyond the first-tier
suppliers in the category strategy

• Developing supply scenarios which 
support future strategic objectives

• Integrating the organisational structure, 
culture & operations into critical supplier 
initiatives

Sustainable cost savings 
Improved business operations  

Enhanced supply delivery

Network coordination
CHARACTERISTICS
• Procurement operating a s  a  facilitator 

allowing end-customers, internal
stakeholders and suppliers to work on 
key strategic projects collaboratively.

• Strong focus on contribution to revenue 
and product/service delivery.

AREAS OF FOCUS:
• Building networks of suppliers, internal

stakeholders and end-customers for 
strategic priority areas.

• Leveraging organisational
requirements to develop supply 
roadmaps for planning beyond first - tier 
suppliers and suppliers with critical 
capabilities

Contributions to revenue 
New products and services  

Sustainable supply network

Maturity 4

Maturity 1

Maturity 3
Maturity 2

86% of functions
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Majority of functions are at the early stages of transformation

Functional efficiency

48%

Business Partnering

38%

Supplier collaboration

12%

Network coordination

2%

Where are you on the journey



STRENGTHS

§ Strong institutional knowledge
§ Diverse skills

§ Resilient in adversity

WEAKNESSES

§ Low level of automation
§ Lack of system workflow

OPPORTUNITIES

§ Automate manual processes
§ Invest in the development of  new skillsets

§ Focus on becoming better business partners to our 
stakeholders 

THREATS

§ Lack of investment in both people and systems
§ Result in slower turnarounds

§ Less capacity
§ Ambition to become better business partners will be stymied

SWOT exercise



Where are you going to bet big
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CATEGORY 
MANAGEMENT 

BUSINESS 
PARTNERING

TALENT SUPPLIER 
MANAGEMENT

PROCUREMEN
T 

TECHNOLOGY

STRATEGY & 
ORG DESIGN 

GOVERNANCE, 
RISK & 

COMPLIANCE

Sourcing Stakeholder 
Management

Recruiting & 
Attracting

Supply Base 
Management & 

Governance

Automating 
Procurement 

Processes

Functional 
Strategy & 
Planning

Supplier & 3rd Party 
Risk 

Category 
Strategy 

Development

Cross-
Functional 

Teams
Developing

Supplier 
Relationships and 

Collaborations
P2P/ S2P Functional KPIs

Governance & 
Policy

Internal/ External 
Stakeholders

Communicating 
Value Retaining

Supplier 
Onboarding

Data & 
Analytics

C-suite/ 
Board/Supplier 
Management

Compliance

Outsourcing Generating 
Business Cases

Performance 
Management 

Supplier 
Performance 

Management & 
Development 

Emerging 
Technologies

COE/ SSC/ Org 
Structures Risk Management 

Category 
Intelligence & 

Planning

Stakeholder 
Satisfaction

Knowledge & 
Change 

Management

Supplier Enabled 
Innovation (SEI)

Strategy 
Development Branding CSR / Sustainable 

Procurement
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Three different levers: to extract better value

Leverage purchasing power
- Change supplier structure
- Renegotiate contracts
- Bundle

Leverage product changes
- Standardise
- Find substitutes
- Change product specification
- Design to cost
- Demand management

Optimise processes
- Optimise handling, admin, processing
- Reduce inventory
- Improve R&D qualification
- Reduct joint costs with suppliers
- Design to process

30%

40%

80%

100%30% 70% unseen

How?

What?

Who / 
Where?
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Placing your bets

DO NOW
AT

TR
AC

TI
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N
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S
HIGH

ATTAINABILITYLOW

BET BIG
HIGH

DON’T PURSUE

EASY WINS

CATEGORY
MGT

AI

PEOPLE 
DEVELOPMENT

SPEND 
ANALYTICS

SYSTEMS 
AUTOMATION

CONTRACT
STRATEGY 

DEVT

COMPLIANCE

POLICIES & 
PROCEDURES

REVENUE 
GENERATION

ESG

PURCHASING 
CARD

BUSINESS 
PARTNERING

BBBEE TOOLS & 
TEMPLATES

COST 
AVOIDANCE & 

SAVINGS



Leadership

Top-down commitment to 
delivering value beyond 
savings (VBS).

Activity management

Visibility into what people are 
working on and when.

People

Attract and retain top talent 
with the capabilities to drive 
the VBS agenda.

Business partnering

Understand business needs 
and enhance critical internal 
relationships.

Capacity

Systems, process and 
governance afford teams the 
capacity to focus on delivering 
VBS.

Change management

Challenge conventional 
wisdom and shift expectations 
regarding procurement’s 
contribution.

Value Beyond Savings Enablers
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Develop a Good Procurement Strategy 

Make five choices to create a business strategy: 

1) Articulate a winning aspiration; 
2) Determine where to play; 
3) Know how to win in your chosen location; 
4) Develop the core capabilities required to win; and 
5) Implement the management systems that support success.

Source: Roger Martin



Developing the 
Talent
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Team Structure
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Reskilling for the future
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Reskilling for the future
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Capability area Competence Rating Priority Status

Shaping the 
business

Business case development 3 1 Surplus
Managing and promoting change 2 3 Gap
Problem solving and decision-making 2 3 Gap
Procurement process and policy management 2 3 Gap
Project management 1 3 Gap
Strategy development 3 3 On track

Leadership
Emotional intelligence 3 3 On track
Leading others 1 3 Gap
Leading self 3 2 Surplus

Delivering value

Business alignment 1 2 Gap
Negotiation 2 2 On track
Supplier collaboration 3 2 Surplus
Supplier performance management and 
development 1 3 Gap

Supplier-enabled innovation management 1 3 Gap
Supply base management 1 1 On track

Protecting value

Contract management 1 2 Gap
Ethical procurement 1 3 Gap
Procurement due diligence 3 1 Surplus
Risk management 1 3 Gap
Sustainable procurement 1 3 Gap

Data and 
analytics

Digital literacy 3 2 Surplus
Technology savvy 3 1 Surplus
Working with data 3 1 Surplus



Developing the Technical Competencies
“growing our own timber”
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https://www.wickedproblemsolver.com/



Utilisation of Knowledge Assets and Networks
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• Procurement Leaders 
• LinkedIn Learning
• Purco Ponder series
• Staff Learning Guide 2022 (Self Leadership -

Page 82)

http://www.hr.uct.ac.za/sites/default/files/image_tool/images/236/learning/Staff_Learning_and_Development_Resource_guide_2022.pdf
http://www.hr.uct.ac.za/sites/default/files/image_tool/images/236/learning/Staff_Learning_and_Development_Resource_guide_2022.pdf


Analytics
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New Analytical Insights and Data Points
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New Analytical Insights and Data Points



Automation
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PROCUREMENT
LIFECYCLE

Contract 
Management

Supplier
Relationship
Management

Invoicing
P2P

Spend
Analysis

Vendor
Management

Tendering

Evaluation

Automation in P2P 
and Sourcing
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Executive Sponsor
§ COO
§ Support by EDs P&S and 

Finance

Governance
§ STAC (Director PPS chairs committee)  with 

additional ICTS representative
§ Project Implementation team 

o Includes PPS + P&S and solution providerW
H

Y

Rationale & Business Case

W
H
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Scope
§ Request for Quotation
§ Request  for Proposal
§ Deviation Process

Time
6 x month project  timeline

Feb – Aug 2022

Cost
§ Budget with contingencies = R1,5m-R2m

Quality
§ Pilot success criteria to be developed
§ Example: 20 RFPs; 50 RFQs; R5m savings etc.

Risk Management
Adoption of system

§ Design processes for implementation
§ Develop training plan
§ Ongoing monitoring and support 

Procurement
§ Annual licencing for pilot
§ Typical contract structure will be for 3 years
§ 10 users but unlimited stakeholders
§ No charge for suppliers to use the system
§ Local business manager preferable 

HR & Stakeholders

Change Management
§ Train the trainer approach
§ Super users to provide first level support
§ Training materials and self help guides to 

be developed

K
PI

s What does success look like?
Test the overall implementation across the following criteria:

Automation Opportunity OperateImplementationPlan
Initiate
Ideation

§ Pipeline
§ Savings Tracker
§ Conflict of Interest Declaration

§ Initiate & Plan: Feb -Apr
§ Implement: May -Jul
§ Training & Go Live: Jul - Aug

§ Pilot is with PPS and P&S, limited user group
§ All members of STEC and STAC
§ ICTS project tag
§ PPS system owner
§ Identify super users PPS and P&S

§ General level of satisfaction
§ Ease of use
§ Ease of deployment
§ Functionality usage

Move away from a paper based sourcing process to an automated stand alone 
cloud platform. Facilitating seamless collaboration across all sourcing 
touchpoints. Streamlining processes to run more sourcing events and 
prioritising a strategic sourcing pipeline. This will eliminate identified internal 
audit risks allowing for consistency of the process and pipeline savings is likely 
increase 4-7% (metric from other adoptions; UCT sourcing savings = R49m -‘18, 
R89m – ’19, R33m –’20, R46m –’21 ).

e-sourcing project canvas

§ Increase in savings 3-5% 
§ Consistency in the process and mitigation of identified audit 

risks
§ Existing staff trained as system owners
§ Suppliers are comfortable with the new way of completing RFx 

events



Preferred Solution
Workday Strategic Sourcing
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GARTNER RATING

PROCUREMENT LEADERS
• Workday Score

4.6
4.6
4.4
4.2
3.4
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Governance
§ Evaluation Committee
§ Specification Committee
§ Adjudication Committee 
§ Project Implementation team 

o Includes PPS + ICTS + Finance and Vendor

W
H

Y

Rationale & Business Case

W
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Scope
§ The project will deliver an automated e-Invoicing system 

with AI, including Optical Character Recognition (OCR) and 
machine learning

Time
RFP – Q1 2023

Cost
§ To be finalised after completion of RFP

Quality
§ Develop user systems testing

Risk Management
Adoption of system

§ Design processes for implementation
§ Develop training plan
§ Ongoing monitoring and support 

Procurement
§ Open tender process
§ R3.5 mil budget available
§ Solution that includes implementation and support
§ 3 – 5 year contract

Stakeholders

Change Management
§ Train the trainer approach
§ Super users to provide first level support
§ Training materials and self help guides to 

be developed
§ Vendor to provide internal and external 

change management support

K
PI

s What does success look like?

Automation Opportunity
e-invoicing project canvas

OperateImplementationPlan
Initiate
Ideation

§ Initiate & Plan: Apr - May
§ Implement: Jun - Jul
§ Training & Go Live: Jul - Aug

§ External Vendors
§ PPS Creditors / Foreign team
§ PPS system owner
§ Identify super users within PPS 

§ Ease of use
§ Ease of deployment
§ Full manual process automated 

Move away from a paper based invoicing process to an 
automated stand alone cloud platform. Currently, invoice 
processing at UCT is manual, cumbersome, paper/PDF intense, 
and requires double capture. This increases the risk of human 
error, incorrect payments, vendor queries, delays and decreases 
process and operational efficiencies. 

Executive Sponsor
§ Executive Director Finance – Vincent 

Motholo
§ Director Systems & Policies – Lesley 

Haddow
§ Director PPS: Robing Golding

§ Adoption of system
§ No manual invoice capture
§ OCR capability

§ Machine learning capability
§ Increased productivity 
§ Robotic Process Automation



E-invoicing automation
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Placing your bets

DO NOW
AT
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HIGH

ATTAINABILITYLOW

BET BIG
HIGH

DON’T PURSUE

EASY WINS


