
01

An
no

 6
 n

°1
 G

en
na

io
 -

 F
eb

br
ai

o 
- 

M
ar

zo
 2

02
0 

   
   

   
IS

SN
 2

70
4-

65
59

E inoltre

Immaginare per creare. 
Intervista ad Alberto Mattiello, 
futurist e ideatore di scenari 
possibili e un viaggio  tra 
sostenibilità, innovazione 
e soft skill, nel percorso d
i Elena Talenti, Procurement 
manager di Heineken.

International

Tecnologia e visione strategica 
nella crescita degli Acquisti. 
Le riflessioni di Amanda Prochaska, 
President & ceo HPP and Global 
Women Procurement Professionals, 
Joël Collin-Demers e Karthik Rama 
top “10 Global Thought Leaders and 
Influencers on Procurement” 
di Thinkers360.

Best Practice

Negotiation action learning. 
La metodologia di sviluppo 
e consolidamento delle skills 
negoziali dei buyers, in 5 fasi: 
allenamento, gara, valutazione, 
lesson learned e knowledge sharing. 
Intervista a Mirko Crinto, 
Operations director CFT Group
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Le skill di un moderno team acquisti
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Editoriale

Distanze globali
di Micol Barba

Micol 
Barba

#

“In questo minuto, in questo istante tutti i diagrammi sono saliti -eccetto quello dei malati-, 
In questo minuto in questo istante, non è passata nessuna bara”, scrive il poeta turco 
Nazim Hikmet, una vita di carceri ed esili.

Nella sua poesia intitolata “Praga 1957”, Hikmet tenta di cristallizzare un attimo nel 
quale le cose del mondo si riposano, almeno per un momento, un esercizio che forse 
in questi giorni ci ritroviamo a fare anche noi, per cercare un attimo di quiete in questo 
turbinio pandemico.

Esuli nelle nostre case, questo coronavirus irrompe nelle nostre giornate sottoforma 
di numeri aggregati e disaggregati, di morti e di contagi, di tamponi e di guariti, di Borse 
che salgono e soprattutto scendono, giù sempre più giù e poi tornano su. La recessione 
incombe, le previsioni di un mondo che non sarà più come prima (ma davvero? e come?) si 
affastellano e molto della futura geopolitica non dipenderà solo da dinamiche economiche 
di domanda e offerta, quanto piuttosto dalle scelte che prenderemo tra sorveglianza tota-
litaria o empowerment dei cittadini, tra isolazionismo nazionalista o solidarietà globale e 
nella (ri)conquista della fiducia nella scienza, nelle autorità pubbliche e nei media, come 
preconizza lo storico Yuval Noah Harari, in un suo recente articolo sul Financial Times.

Questa pandemia è riuscita a raggiungere ogni parte del globo, come mostra nel suo ag-
giornamento quotidiano la Covid-19 map della Johns Hopkins University, e il suo carattere 
ubiquitario la rende, come affermato da qualcuno, la più grande eterotopia mai conosciuta 
dalla nostra generazione, in grado di «sospendere, neutralizzare, invertire l’insieme dei 
rapporti», secondo la definizione coniata dal filosofo francese Michel Foucault.

Abbiamo imparato termini come lockdown o plateau, che da quello ben più familiare ed 
evocativo de Millevaches, contrafforte del Massiccio centrale francese, si è tramutato d’un 
tratto in un altipiano di caduti in battaglia. Eh sì, perché proprio non riusciamo a liberarci 
dalla metafora bellica nella narrazione di questa emergenza, come se di per sé “Pande-
mia. Pericolo globale. Tragedia collettiva”, non fossero già sufficienti a rendere l’eccezio-
nalità di questa situazione, come fa notare la pubblicitaria Annamaria Testa.

Ad ogni modo, questa emergenza ha fugato qualunque possibile piano B e ci induce a 
rivedere la nostra gerarchia di valori oltre che a ripensare, se non addirittura a reinventare, 
il nostro lavoro. Per chi, ad esempio, come The Procurement, fa dell’interazione diretta 
con la propria community la sua ragion d’essere, trasporre repentinamente tutto sul di-
gitale, realizzando i nostri primi webinar, è stata certo una questione di sopravvivenza e 
preservazione di tutto il nostro bagaglio ed una sfida avvincente che richiede lungimiranza, 
cooperazione, sperimentazione di nuove forme di comunicazione, per scoprire che nella 
distanza è possibile essere più diretti e reattivi,… una volta avremmo detto virali, oggi di-
ciamo pervasivi e incisivi.

Insomma, tanti orizzonti possibili si aprono dinnanzi a noi e un invito, oltre che a restare 
a casa, a restare umani, “per quando tornerà l’incanto di te vicino a me”, come recita il 
cantautore Vinicio Capossela, una vicinanza mai più scontata.
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As the editor and lead writer for 
the Procurement Insights Blog, Jon 
Hansen has written nearly 3,000 
articles and papers; as well as five 
books on subjects as diverse as supply 
chain practice, public sector policy, 
emerging business trends and social 
media. In addition to being a much 
sought-after speaker and moderator 
internationally, Jon is also the host of 
the highly acclaimed PI Window on The 
World Show on Blog Talk Radio, which 
has aired more than 800 episodes 
since its initial broadcast in March 
2009. A two-time Ottawa Finalist for 
the Ernst & Young Entrepreneur of the 
Year Award, out of a group of 15,000, 
Blog Talk Radio named Jon Hansen as 
one of their top 300 hosts.

#
Jon
Hansen

Procurement 
professional 2.0

by Jon Hansen

During a recent discussion, 
the CPO from a leading 
global enterprise used the 
term procurement 2.0 re-
garding their mandate to 

digitally transform their organization’s 
supply chain to deliver greater value.  
Besides the 2.0 reference, what was no-
table was their observation that the task 
was challenging in that they weren’t even 
at the 1.0 level - technologically spea-
king. The conversation then turned to the 
recent results from a Deloitte CPO sur-
vey. In the survey, the majority of procu-
rement execs expressed dissatisfaction 
with the results from their “2.0 initiati-
ves”. These results raised an interesting 
question; is there a technology problem, 
or a people problem?   

MACY’S SILOS

Let’s face it, today’s digital tech is 
user-intuitive, easily accessible - perhaps 
too easy given growing concerns regar-
ding security - and ultimately more ef-
fective and efficient at engaging supply 
partners in real-time than procurement 
automation technology in the past. While 
it was reasonable to blame the poor re-
sults on the old, over-arching ERP pla-
tforms, that option doesn’t exist today. 
So, if it isn’t the tech, then what is it? 

There was a recent article reporting that 
when he took over as Macy’s Chief Supply 
Chain Officer, Dennis Mullahy had to deal 
with a supply chain model with “siloed 
management for each delivery channel - 
each with its own transportation plan and 
technology stack”. In short, Macy’s was an 
organization saddled with not only a con-
nectivity divide between disparate tech-
nologies but more importantly, a synergy 
divide from a people standpoint. 

The “incremental costs” of such a 
structure are enormous, and taking a 
procurement 2.0 approach from a tech-
nology standpoint alone will not solve the 
problems, i.e., Deloitte survey results. 
I believe Mullahy, a seasoned veteran, 
knows this as he moves towards establi-
shing a centralized supply chain organi-
zation. His biggest challenges, however, 
will not be a revamp of the corporate 
structure or its technology, but one cen-
tered on people. More specifically, ta-
king people who are content to operate 
independently within the enterprise and 
getting their buy-in to becoming part of a 
collective whole. To overcome this chal-
lenge, Mullahy, as well as other procu-
rement leaders in similar positions, will 
have to possess a certain set of skills 
that are “not readily found” in the procu-
rement world.  

Why our industry needs a talent reboot 

Source: Deloitte Chief Procurement Office Survey 2017 © Copyright 2017 Deloitte Touche Tohmatsu Limited. All rights reserved

TOP-DOWN SKILLS TRANSFER

In the article ”People transformation 
before digital transformation and the 
role of executive search professionals”, I 
referred to another survey in which CPOs 
expressed concern that their current 
team lacks the necessary skills to deliver 
on its strategic procurement objectives 
(see graphic below). Given these result, 
procurement leaders can either lament 
the lack of skills in their teams or, le-
ading by example, demonstrate the ne-
cessary skill sets to thrive and succeed in 
the new era of digital procurement. To get 
a handle on what these new skills invol-
ve, I turned to Iain Campbell-McKenna. 
Besides being an industry thought leader 
in the areas of talent acquisition and con-
sulting utilization, Mr. McKenna also has 
corresponding technological expertise 
going back to the early days of procure-
ment automation.

While confirming that procurement te-
chnology plays an integral part of any lar-
ge enterprise’s procurement function, it 
isn’t the primary innovative force behind 
procurement’s transformation. Accor-
ding to Mr. McKenna, it’s people. By fre-
eing up procurement’s bandwidth with 
automation, such as onboarding, spend 
data etc., procurement leaders - and by 
extension, all procurement professionals 
working under them can become more 
strategic in their focus which is what ul-
timately drives innovation. But what does 
becoming more strategic mean, and 
what does it involve?   

BEING STRATEGIC AS A SKILL

When you think of being strategic, cri-
tical thinking and the ability to effectively 
analyze a situation to prescribe a course 
of action leading to a successful outco-
me probably comes to mind. You would, 
of course, be correct regarding the deve-
lopment of a strategy. However, the exe-
cution of a strategy requires an entirely 
different set of skills. 

In the context of this latter point, Mr. 
McKenna suggests that procurement pro-
fessionals must become “more and more 
like internal business advisors for com-
panies”. They must also possess the ne-
eded “soft skills to facilitate change and 
build relationships,” which includes; 

• being articulate;
• possessing a high degree of confiden-

ce and emotional intelligence;
• understanding risk and how to miti-

gate its impact; 
• fostering collaboration.

With the last point regarding the ability 
to foster collaboration, I find it interesting 
that he emphasizes the importance of 
procurement’s ability to work as a single 
or “one business function” entity. This 
approach is similar to what Dennis Mul-
lahy is trying to accomplish with Macy’s 
procurement practice. Once again, and 
this is the key takeaway from my discus-
sion with Campbell-McKenna; having the 
ability or skills to create a strategy, is not 
the same as possessing the necessary 
skills to execute it.

TRANSFORMING PEOPLE BEFORE 
TECHNOLOGY

In my latest Knowledge Note Achie-
ving Digital Success: Why the Digital 
Transformation of Procurement Is More 
About Implementation Methodology Than 
Technology, I talk about the importance of 
digital readiness and finding a cultural fit 
between all stakeholders before investing 
in technology. 

Unfortunately, and as Mr. McKenna poin-
ts out, many organizations will willingly 
invest in technology while simultaneously 
reducing their investment significantly in 
talent development – including the intro-
duction of new skill sets.

He then goes on to say that “without in-
vesting in talent development across all 
business functions, that very same costly 
procurement technology will become ei-
ther obsolete or defective.”

To avoid this outcome, he stipulates that 
procurement leaders need to recognize 
that “fundamental to any digital transfor-
mation in procurement, is working colla-
boratively with our internal and external 
stakeholders.” Doing so will enable “each 
one both individually and collectively to 
understand their roles and responsibi-
lities to adapt to a consistently changing 
digital world.” 

Another way to put is when you think of 
Procurement 2.0, think technology AND  
people! 

60% of CPOs do not believe their team has the 
skills to deliver their procurement strategy

spent less than 1% of budget on training

2017

Investment in new talent development approaches and training remains 
stubbornly low

https://procureinsights.com/
https://www.supplychaindive.com/news/macys-massive-supply-chain-overhaul/571800/
https://procureinsights.com/2019/11/27/people-transformation-before-digital-transformation-and-the-role-of-executive-search-professionals-sourcing-solved-excerpt/
https://www.slideshare.net/piblogger/digital-transformation-of-procurement-in-4-basic-steps
https://www.slideshare.net/piblogger/digital-transformation-of-procurement-in-4-basic-steps
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Digital transformation, 
so what?

by Amanda Prochaska

President & CEO HPP and Global 
Women Procurement Professionals

#
Amanda
Prochaska

We are living in a wor-
ld that is constantly 
changing. Sometimes 
you might be ebbing 
and swaying, simply 

trying to figure out what is going to work, 
stay, or is just hype. There are many con-
versations about the latest and greatest 
technologies, and how it will impact what 
we do daily. For example, do you know the 
difference between blockchain, bitcoin, 
and digital currency? Don’t worry, most 
people don’t, but if you do, kudos to you!  
Often these conversations are focused on 
what the technology does, how it works, 
and where you deploy the technologies.  

If we stop the conversation at that point, 
we will be missing out on the larger tran-
sformation that can take place within our 
teams and the services provided. This is 
often called the “so what” behind the 
implementation. The leaders in digital 
revolutions are seeing the bigger pictu-
re – particularly around how to prepare 
their talent with the skills and capabili-
ties they will need post-digital transfor-
mation. Even if a digital transformation 
has not been approved in your company 
yet, or if you are already on the journey, 
there is an opportunity to prepare your 
teams now for what the future holds. In 
fact, your talent strategy is the most im-

portant part of your digital transforma-
tion journey.  

THE MUST-HAVE SKILLS

Within procurement, we have been 
talking about automation of tactical and 
transactional work for years now. We 
have also been discussing the poor sha-
pe of our data. In contrast, in the near 
future, due to AI, IoT, Machine Learning, 
and RPA all colliding, we could be looking 
at a world where even the most strategic 
aspects of our roles will be automated.  
In fact, there are already technologies 
that are being used today that fully auto-
mate master service agreement negotia-
tions, or that offer the price we should be 
getting in the market for any RFP.  

Digital transformation shifts the focus 
of needing highly skilled procurement 
professionals in the technical aspects of 
our profession, to a focus on people who 
are highly skilled in influence, collabo-
ration, problem solving, and grit. These 
skills are required to do the work that 
is remaining for procurement – building 
innovative, trusted relationships with 
stakeholders and suppliers. Unfortuna-
tely, for all of us, these skills are harder 
than technical skills to identify during 
an interview, and they are also harder to 

The impact of digital transformation on talent
develop in your current teams or within 
yourself. Here are some examples of the-
se must have skills.  

• Influencers – These are people who 
can motivate others to do something that is 
uncomfortable making it desirable, in fact, 
to do. They have the ability to encourage 
others to have courage to surpass expecta-
tions and give others the skills to do so. 
They are known for their ability to create 
high performing teams who have high 
expectations for each other. They love to 
tell stories, to share learnings, successes, 
and to inspire others. Lastly, they know, 
reflect on, and use metrics to measure 
performance and also to motivate others.  

• Collaborators – The best collabora-
tors understand that teams of people 
are smarter than the individual. They are 
constantly looking for new ideas from 
others having robust and, at times, chal-
lenging conversations to get to the best 
outcome. They encourage interation on 
work, knowing that through feedback, 
no matter how critical, the product will 
improve. They are the ones in the room 
asking questions to truly understand what 
the other parties in the room are challen-
ged with achieving or are dealing with on a 
daily basis. They seek to understand.

• Problem solvers - These are the 
people who are constantly looking for 
new ways to do the work or to make so-
meone else’s life better. They ask many 
questions, and they do not let the tales 
of the past or the current understan-
ding to box in their thought process.  
They would much rather create so-
mething new than rely on best practices, 
or what one could call average, widely 
adopted practices. They have courage to 

try something new or different.  

• The gritty – People who have grit do 
not give up easily. They see the bigger pi-
cture and understand that the challenges 
of today lead to learning and success in 
the future. They constantly are looking 
for different paths forward when obsta-
cles appear. They are not stuck on the 
journey going perfectly as planned, but 
focus on achieving the larger goal. These 
are the people that through organizatio-
nal changes, changes in processes, and 
other changes that might be occurring, 
stay calm and focused on the goal.   

THE MUST-HAVE ROLES

Alongside the new skills that will need 
to be developed, acquired, or purchased, 
there will be an emergence of a new 
group of roles for the techies in all of us.  
You might be noticing some of these ro-
les coming on the scene already. Some 
of the noted ones include data scientists, 
data analysts and procurement techno-
logy managers. Whether these roles are 
within procurement or within another 
area of your organization, they will be ne-
eded to achieve the best returns on your 
digital deployments.  

YOUR TALENT STRATEGY 

Given the new roles and skills that are 
needed, all companies have the oppor-
tunity to start transforming their talent 
today. All of the skills and roles noted 
above are useful today, even if you are 
not on a digital transformation journey 
yet. Your strategy should include the fol-
lowing aspects.  

• How you recruit – Let’s start with your 
job descriptions and postings. Job de-
scriptions should all have these critical 
skills above noted in them. Most postings 
today highlight technical experience be-
fore any softer skills are noted, if at all. 
Additionally, interviews should include 
questions about these skills to assess if 
the recruit has these skills already. 

• Who you recruit – Since roles will 
become less technical overtime, consi-
der recruiting from non-traditional pla-
ces, like sales or customer relationship 
management, or even marketing. These 
roles have traditionally been focused on 
the soft skills that are becoming more 
needed in procurement. 

• How you develop – Each year, procu-
rement departments are spending their 
budgets on developing technical skills. 
Frankly, these investments are easy to 
make because most times you have a 
direct return. However, more and more 
of that budget should be focused on the 
skills needed to build those robust, tru-
sted relationships.   

Leaders typically say that people come 
first. Let’s make sure that people remain 
first in our digital journeys. 

HPP

HPP’s foundation is built upon its comprehensive methodology which increases operational 
effectiveness. Taking a holistic, bottom up approach to business, HPP engages the people 
closest to the workflow to provide fresh eyes to your business. This engagement energizes your 
organization to become more fully engaged, able to identify opportunities, and install solutions 
with ease. 

HPP is made up of business advisors and coaches who speak the honest truth while bringing you 
the right solutions, for the right needs, at the right times for your business.
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