Defining Your Procurement Career Path
to the Future
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Reskilling needs -

of current workers’ core skills are expected to
change in the next 5 years.




Top 10 skills
of 2025

Type of skill

@ Problem-solving

@ Self-management
Working with people

@ Technology use and development

@
@
@
T

WORLD
ECONOMIC
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—

Analytical thinking and innovation

Active learning and learning strategies

Complex problem-solving

Critical thinking and analysis

Creativity, originality and initiative

Leadership and social influence

Technology use, monitoring and control

Technology design and programming

Resilience, stress tolerance and flexibility

Reasoning, problem-solving and ideation

Source: Future of Jobs Report 20 Economic Forum.
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Commercial Management af
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Commercial Management af
a Large European Telecom Firm

Performance
Level
Yes 100 High
Buy/Sell
Cross-Trained?@
Moderate

Ne)

Buy Sell
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Competency
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- Ifyou wanft to learn French, butf your
~organization does not speak French, -

. why include “Learn French” and “French

- Translator” in your Career Pathe =

2 3 4 5 b:;
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.+ Why make Blockchain, Cost Modeling,
and Risk Management a stop on your '
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. pathe
& s it a Capabillity your entity has made fo
be a pnonTy or will treat as a prioritye
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IS THERE A NEW DNA FOR COMMERCIAL PRACTICE?

Future Sourcing Finalisation of
strategy contract
L 4 Execution of a Contract
Current Market sourcing strategy management
analysis 4 -
4 Supplier Supplier relationship
Business need identification management &
identification L 4 negotiation
o ®
High »
TIME SPENT
Low + l
BEFORE GOING PROCUREMENT CONTRACTOR AND

TO MARKET PROCESS SUPPLIER MANAGER



Delivery

Negotiate

A Agree

Write 4

Tender

prnmercial Officers Group



3upje|n uoisag

3upjuiyl |ea1d

AuAneal)

|esodoud/4epua]
|erJawwo)

3unjeiq

10eJ1U0)) |eI2JWWO0)
3uinjos

w_|qoJid x3|dwo)
1uswasdeue|\
uoledJIuNWWOo)
diysuonefay
[EIDJ9WIWIOD 9PIS-|[9S
diysuonefay
|erJawwo) apis-Ang
uoljeuIpIoo)

pue uoljeloqe||0)

Aujqixal4 annudo)

- Juswadeue
93uey) |erJawwo)
- Juswadeue
93uey) |ernJswwo)

1
1
1

6 Create and maintain effective stakeholder maps

6 Assign role based on talent, not title

17 Uses Knowledge Management systen
7 RACI charts are used

8 Creates and deploys communication ¢
8 Creates and deploys change manager

Form Team




COG 32 Skills Required for Commercial Excellence C

Automation Management

Cognitive Flexibility

Collaboration and Coordination
Commercial Change Management - External
Commercial Change Management - Internal
Commercial Contract Drafting

Commercial Tender/Proposal Drafting
Commercial Value Management
Communication Management

Complex Problem Solving

Creativity

Critical Thinking

Decision Making

Diversity Management

Emotional Intelligence

Financial Analysis

Innovation Management Commercial Officers Group

Market Intelligence/Analysis

Negotiation

People/Stakeholder Management

Process Management

Project Management - Large (Over $500 million)
Project Management - Medium ($10 million - $500 million)
Project Management - Small (Under $10 million)
Quality/Six Sigma Management

Risk Management

Sell-Side Commercial Relationship Management
Buy-Side Commercial Relationship Management
Service Orientation

Strategy Management

Supply Chain Management

Sustainability Management
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One must design a career map to become a
high-performance procuremen

HR Career Path Example Career Exploration Road Map
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Example Roles Organization Types

c
Firms

R Ul G \ Product
| Entrepreneur | | Volunteer | N oS AOOUE

o Disaster Response
Step 3

Common
Career
Options

‘ Technology Developer ‘ | Analyst | Examples: Tetra Tech, RS&H ‘ Mercy Corps, or Examples: LifeStraw, IDE | Organizations

< start your own < 's Purse,
N i World Hope International

Project Manager | ( Social

Agencies

[ Engincer | | specialist | [ Designer | et ‘ coledetinlvecsiioy Examples: USAID, World Bank ‘ el

your own

Divisions

See E4C's "State of
Engineering for Global
Development - United States
Examples: Start your own and Canada” Report J Examples: US Bureau of Indian
individual S Affairs

| consuitant Program Manager | :

Independent Consultant Government Agencies

Examples: BGC Engineering
| Director | | Advisor ' Expert | B - -




Detail-oriented
Collaborative

Creative
Empatheftic
Passionate

Flexible
Patient

Problem solver

......

Transparent
Dedicated
Positive

_.eadership skills
Team player
Writing skills

Expert in a particular
skill or software



Who To Select for the Team?e
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Social Resonance Index, “Likeability”
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Who To Select for the Team?e
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Social Resonance Index, “Likeability”
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Question:

In the context of “Make versus Buy’ and
Business Process Outsourcing, along with
Artificial Intelligence, what new considerations
should be brought info your Career Path
Roadmape

* Will you fulfill the role, or will someone else<¢
* Will automation fulfill the role, or will you®e



Customer skills serve as a ceiling on
what suppliers/contractors will do
for a customer account, including:

* Provide lowest price
* Drive to lowest TCO
« Accept risk from customer

Low

« Expedite delivery Pain in
« Staff account with the YA Team” the
« Treat as a premier account Neck

« Sunset instead of nurture
« Operate under heightened frust
levels High
. foer to collaborate and High Low
Innovate
 Partner on resilience and ESG
opportunities

Profit Margins



Supplier negotiation
postures:

* Is the customer asking
for the right things<e

e |Is the customer asking
the right way?

Cg
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Customer Customer
asks for the  asks for the
wrong things right things

Customer
asks the
right way

Minor Significant
concessions concessions

Customer
ask the
wrong way

NO Minor
concessions concessions
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Build flexibility in’ro your career pc’rhwoy

Become more proactive, strategic, and
communicative in setting your career map

Use a Capability Development Framework, i

which describes your career pathway

Utllize a workforce capabillity assessment, |
aligned with future competency demands



How Does This Apply to Your Situation?

¥

- What opportunity can you identify in your rolee
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