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o BREAKTHROUGH LEADERSHIP
BREAKTHROUGH LEADERSHIP is Organized into THREE CORE IMPERATIVES

MANAGING YOURSELF.

Research has shown that the foundation of all effective business relationships is trust.
Trust is the confluence of competence and character. Leaders needs to develop trust in
coworkers, supervisors, direct reports, influencers, and others.

MANAGING YOUR NETWORK.
In today’s interconnected business environment, leaders must cultivate a network to

succeed. leaders need to build their networks—whom to include, how to work with their
boss, strategic versus operational networks, and other topics.

MANAGING YOUR TEAM.

The best leaders foster a culture that both aligns with the company’s strategy and drives
the team’s effectiveness. Breakthrough Leadership helps leaders understand team
culture and craft roles that promote teamwork, within the context of a strategic plan.

*breakthrough leadership - Harvard Business Publishing Corporate.PDF.Available at:
http://www.harvardbusiness.org/sites/default/files/17153 _CL_BL_Brochure_FNL.pdf
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Step 1: Create Urgency
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v’ Identify potential threats, and develop scenarios showing what could happen in the future.

v' Examine opportunities that should be, or could be, exploited.

v’ Start honest discussions, and give dynamic and convincing reasons to get people talking and thinking.

v' Request support from customers, outside stakeholders and industry people to strengthen your argument.

Step 2: Form a Powerful Coalition

Convince people that change is necessary. This often takes strong leadership and visible support from key people within your
organization. Managing change isn't enough — you have to lead it. Once formed, your "change coalition" needs to work as a team,
continuing to build urgency and momentum around the need for change

v Identify the true leaders in your organization, as well as your key stakeholders .

v Ask for an emotional commitment from these key people.

v" Work on team building within your change coalition.

v Check your team for weak areas, and ensure that you have a good mix of people from different departments
and different levels within your company.

CULU LUTTU VU LG T T TA U T IY e

*Kotter'd 85tefFehange Model Implementing Change Powerfully and Successfully. Available at: https://www.mindtools.com/pages/article/newPPM_82.htm
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How to exhibit Breakthrough Leadership
O Kotter's 8-Step Change Model
Step 3: Create a Vision for Change

When you first start thinking about change, there will probably be many great ideas and solutions floating around. Link these concepts
to an overall vision that people can grasp easily and remember.A clear vision can help everyone understand why you're asking them to
do something. When people see for themselves what you're trying to achieve, then the directives they're given tend to make more
sense..

v Determine the values that are central to the change.

v" Develop a short summary that captures what you "see" as the future of your organization.
v’ Create a strategy to execute that vision.

v Ensure that your change coalition can describe the vision in five minutes or less.

v' Practice your "vision speech" often..

Step 4: Communicate the Vision

What you do with your vision after you create it will determine your success. Your message will probably have strong competition
from other day-to-day communications within the company, so you need to communicate it frequently and powerfully, and embed it
within everything that you do.

v’ Talk often about your change vision.

v Address peoples' concerns and anxieties, openly and honestly.

v Apply your vision to all aspects of operations — from training to performance reviews. Tie everything back to
the vision.

*Kotter’s 8-Step Change Model Implementing Change Powerfully and Successfully. Available at: https://www.mindtools.com/pages/article/newPPM_82.htm



How to exhibit Breakthrough Leadership
O Kotter's 8-Step Change Model

Step 5: Remove Obstacles
If you follow these steps and reach this point in the change process, you've been talking about your vision and building buy-in from all
levels of the organization. Put in place the structure for change, and continually check for barriers to it. Removing obstacles can
empower the people you need to execute your vision, and it can help the change move forward.

v’ Identify, or hire, change leaders whose main roles are to deliver the change.

v Look at your organizational structure, job descriptions, and performance and compensation systems to ensure

they're in line with your vision.
v Recognize and reward people for making change happen.
v’ Identify people who are resisting the change, and help them see what's needed.

v" Take action to quickly remove barriers (human or otherwise)...

Step 6: Create Short-Term Wins

Nothing motivates more than success. Give your company a taste of victory early in the change process. Within a short time frame
(this could be a month or a year, depending on the type of change), you'll want to have some "quick wins " that your staff can see.
Without this, critics and negative thinkers might hurt your progress. Your change team may have to work very hard to come up with
these targets, but each "win" that you produce can further motivate the entire staff.

v Look for sure-fire projects that you can implement without help from any strong critics of the change.
v' Don't choose early targets that are expensive. You want to be able to justify the investment in each project.
v' Thoroughly analyze the potential pros and cons of your targets. If you don't succeed with an early goal, it can

hurt your entire change initiative.
v" Reward the people who help you meet the targets

*Kotter‘s 8-Step Change Model Implementing Change Powerfully and Successfully. Available at: https://www.mindtools.com/pages/article/newPPM_82.htm



How to exhibit Breakthrough Leadership
© Kotter's 8- -Step Change Model

Step 7: Build on the Change

Kotter argues that many change projects fail because victory is declared too early. Real change runs deep. Quick wins are only the
beginning of what needs to be done to achieve long-term change. Each success provides an opportunity to build on what went right
and identify what you can improve.

v’ After every win, analyze what went right, and what needs improving.

v’ Set goals to continue building on the momentum you've achieved.

v Learn about kaizen , the idea of continuous improvement.

v Keep ideas fresh by bringing in new change agents and leaders for your change coalition.

Step 8: Anchor the Changes in Corporate Culture

Finally, to make any change stick, it should become part of the core of your organization. Your corporate culture often determines
what gets done, so the values behind your vision must show in day-to-day work. Make continuous efforts to ensure that the change is
seen in every aspect of your organization. This will help give that change a solid place in your organization's culture. It's also important
that your company's leaders continue to support the change. This includes existing staff and new leaders who are brought in. If you
lose the support of these people, you might end up back where you started.

v’ Talk about progress every chance you get. Tell success stories about the change process, and repeat other
stories that you hear.

v’ Create plans to replace key leaders of change as they move on. This will help ensure that their legacy is not
lost or forgotten.

*Kotter’s 8-Step Change Model Implementing Change Powerfully and Successfully. Available at: https://www.mindtools.com/pages/article/newPPM_82.htm
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SRM (Supplier Relationship Management)
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SRM (SUPPLIER RELATIONSHIP MANAGEMENT)

SRM is to be aligned with suppliers and treat them as partners, both businesses will experience higher
success rates, decreased risks and enhanced collaboration and innovation.

Performance Management Relationship Management

v’ Effective communication
v Performance Review ff "

v’ Action/Issue tracking r
Improvement & Development

Risk Management
v’ Risk Analysis . ‘\/ Process Simplification

v' Risk Mitigation v’ Innovative Ideas

v’ Strategic collaboration -i,\

ha




OVERVIEW OF SRM

Create supplier management strategy
v'  Agree supplier mgt governance model with business
v’ Prioritize supplier management activities
v'  Create supplier SRM strategy

Manage supplier Performance Manage Key relation ships

\‘.

v Voice of customer survey
v" 360 degrees supplier review
v Strategic review agenda

v" Collect performance data
v" Conduct Performance Review
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Improvement & Value creation
v' Opportunity assessment /plan
v' Supplier improvements

Manage supplier risks
v' Supplier Risk assessment
v" Review risk profile
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I. Type

|. Activity

Appoint Accountable Executive sponsor from both supplier and our Company

/. Relationship
Mgt

Conduct Business Review Meeting (BRM), focussed on collaboration opportunities, effective business planning and improvement
strategies

Establish an exit plan and review process

. Establish a relationship engagement model and activity plan

. Establish formal escalation process

. Conduct strategic collaboration reviews

Undertake Voice of the Customer and Voice of the supplier 360 degree survey’s

Relationship health check

/. Performance
Mgt

. Conduct performance review and record current performance levels on a scorecard

Conduct contract compliance review including financial due diligence assessment, operational review and change management
review

. Maintain and distribute supplier performance metrics and Market Intelligence

Check effectiveness of: demand management, invoicing and payment, change request process

. Is a supplier audit required

/. Risk Mgt

Review segmentation to ensure appropriate supplier management

Review supplier business continuity plan

Establish and maintain issue log and review improvement plan

Refresh risk log and record mitigation actions

Conduct supplier financial due diligence

Complete Risk management refresh

/. Improvemen
t&
Innovation

N S SN SN SN S SN SNN S
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. Review supplier development and continuous improvement opportunities

~

. Develop and deliver improvement plan activities

~

. Joint innovation workshops and delivery of value projects
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Procurement “Way to Top”

AT TN =T A b RAF—IHRNT =2 2T A (B (REEF) PRI A b

Category Management Stakeholders Management Organization Management

Control and mange suppliers for executing Strategic Suitable Control and manage the stakeholders request /internal People development
Sourcing demand for suitable sourcing
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Competitor Analysis Competitive Bidding Sourcing Project Management Structuring
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Negotiation Opportunity Analysis Human Resourcing

Strategic relationship
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Leverage analysis Commercial Agreement Risk Mitigation Budgeting
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Policy Application Globalization / Localization
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