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Be at the ‘TOP’ table, be at START not just the end

Leaders - to help direct the business

Agile - the business can’t wait for us to do RFPs

Use Technology e.g.  e-Reverse Auctions/Internet

Know where the market is going

Devise strategies to create opportunities

Be seen as Advisers, not Rubber Stampers

Challenge25 Be Agile, Part of the Digital-Information Age
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Challenge25 People  don’t like change

Denial

Resistance

Commitment

Exploration

FinishStart



Think a fresh
with  a blank sheet

Challenge25

We’ve always 
done it this 

way

We need to change to survive

https://www.youtube.com/watch?v=hlBD4vJsPzo
https://www.youtube.com/watch?v=hlBD4vJsPzo


£ Existing Expensive Engineer and Spares

Technical Courier

User Exchangeable Parts
Saving 25%

£47m

New Ways of Working

Challenge25



£ Challenge25

Saving 18%
£1.1m

New Ways of Working

Supplier Challenge25
their Suppliers and 
improved their bottom line

Win-Win-Win

Challenge25



£ Face-to-face negotiations visiting countries, over weeks

e-Reverse Auction
MarketDojo

Saving 16%
$1m

35 minutes

New Ways of Working

Challenge25



£ RFP

e-Reverse Auction
Saving 25%

£1.5m
35 minutes

New Ways of Working

Challenge25



£ RFI/P

Supplier invested in new 
ways of Working

Saving 25%
£1m

5 years

New Ways of Working

Challenge25 Challenge

Challenge25



Where Opportunities Get Delivered

the

HUB

Challenge25

Functional
or

Dysfunctional



Where Opportunities Get Delivered

Challenge25

Case Study 1 – The Pain

Engineering and Sales not communicating

Customers unhappy at extra engineering costs

Sales dragged back into customer – lost sales time

Customer ceases at end of term, eroding customer base

Competition open to prey on customer base - using bad news stories

the

HUB

the

HUB

the

HUB

the

HUB



Where Opportunities Get Delivered

Challenge25

Case Study 1 – The Pleasure!

Engineering & Sales Communicating & Sharing Information

Customers happy with clear pricing and no surprises

Sales now have more time to find new business

Customer Satisfaction will now improve

No longer giving away their business to the competition

the

HUB

the

HUB

the

HUB

the

HUB



Where Opportunities Get Delivered

Challenge25

Case Study 2 – The Pain

Technical products & Services released before stable

Customers unhappy at poor performance and impacting their business

Sales dragged back into customer – lost sales time

Customer terminates contract

Competition open to prey on customer base - using bad news stories

the

HUB

the

HUB

the

HUB

the

HUB



Where Opportunities Get Delivered

Challenge25

Case Study 2 – The Pleasure!

Technical have to present to the HUB before release

Customers happy with stable products and service

Sales now have more time to find new business

Customer Satisfaction has now improved

No longer giving away their business to the competition

the

HUB

the

HUB

the

HUB

the

HUB



Where Opportunities Get Delivered

Challenge25

Case Study 3 – The Pain

Sales find a potential Golden Goose (Big Opportunity)

Sales didn’t inform anyone in the business

The business was unaware and not prepared to manage the opportunity

Friction occurred between Sales and other areas of the business

Potential to lose the Golden Goose to the competition

the

HUB

the

HUB

the

HUB

the

HUB



Where Opportunities Get Delivered

Challenge25

Case Study 3 – The Pleasure!

Sales presented the opportunity to the HUB

Members of the HUB rallied round to offer help and support

Sales no longer ‘Lone-Ranger’ but part of a positive army to succeed

Customer will now benefit from the collective effort of the HUB

Now allowing quicker Sales ‘Farming’ of the opportunity

the

HUB

the

HUB

the

HUB

the

HUB



Where Opportunities Get Delivered

Challenge25

Major Projects

New Products/Services

New Customer opportunities

the

HUB

Brings people Together For: 



Where Opportunities Get Delivered

Challenge25 For Major Projects, New Products/Services, New Customer opportunities

Where decisions are made

People empowered to act

Carry out regular SWOT Analysis

To Fulfil Market Needs Profitably

the

HUB

the

HUB

the

HUB

the

HUB

the

HUB

Going Digital

the

HUB

the

HUB

the

HUB

the

HUB

the

HUB

To create a Collaborative Culture

To become ‘Agile’ to act fast

To identify and deal with ‘The Pains’

To define the end-to-end processes

To Create a Powerful Team
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2. We need to engage 
with all major suppliers

1. We need to engage all 
stake holders

3. Suppliers need to ‘Ch25’
their suppliers

New Ways of Working



Challenge25 Becomes Easier when

Change Ways of Working

Have right QoS

Mitigate Risk for all parties

Value Add from relationship

Then negotiation is Win-Win-Win



Challenge25 Examples - Savings & Partners

Stores IT 25% £47m

Lenses – 16% $1m 

Stationery – 25%  £1.5m

Phones – 20% - £1.2m

Print – 25% - £1.1m

Stores IT 25% - £1m

MarketDojo

5G Comms

Fujitsu

OfficeTeam

Ricoh

SPS



New Ways of Working

To Improve Performance
Challenge25

Graham Woodison
Procurement & 
Business Improvement
Consultant & Coach

T  +44 (0)1243 601349
M +44 (0)7401 406038
E  graham25woodison@gmail.com

www.Challenge25.net

Challenge25

mailto:graham25woodison@gmail.com
http://www.challenge25.net/


 Not shown that are part of the Challenge25 
Model.



Performance

Revenues

Quality of Service

Customer Satisfaction/Loyalty

Cost Savings

Challenge25 You Improve



Challenge25

Certainty of continuity of supply

Better Internal Governance

Revenue protection

Profit prediction

More time to develop the business

Gives You



but, 

Proactive Value Add

 Procurement & Suppliers 
need to step-up 

and focus more on 
our customer needs

Challenge25 Not just any Value Add 




