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Technological Innovation,
The Entrepreneur and Transformation in
South Africa

In 1942 Joseph Schumpeter argued that
entrepreneurial and technological innovation was at
the heart of economic growth. In the past 20 years
we have seen how technological innovation has
become the catalyst of scalable business models that
have funded significant return to shareholders.
South Africa cannot afford to lag behind our
international counterparts with regards to
innovation economics, yet simultaneously we need
to enable transformation in order to create greater
economic interest for the majority of the South
African population. The amended B-BBEE codes
seeks to enable this transformation through
Enterprise and Supplier Development by which small
black owned businesses are provided access to the
supply chains of larger companies.
Most international Supplier Development practices
have sought to increase competitiveness through
efficiency rather than innovation. However, one
example of how technological innovation has been
used and recognized, as best practice in Supplier
Development has come from Chile. What makes this
programme different is the focus on technological
innovation driven through real problems
experienced in the operations of the client’s
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company. What makes this programme even more
unique is that it has been implemented in the mining
industry, which has been known to be technology
innovation lagers, due to the high risk mitigation
nature of the industry.
In many South African companies, the perception
that transformation is the responsibility of the CSI
department has meant that the operational and the
supply chain departments has, up to now, taken a
hands off approach regarding the purchasing of
technological innovation from Black Owned
SMME’s. This has been compounded by the
Business to Business (B2B) purchasing behaviour in
South Africa mostly being relationship based. In the
past this relationship was between a white end user
and a white supplier.
Many black owned technology start-up companies
discount this emphasis on relationship and focus
solely on the product/solution offering. This
together with the B2B sales cycles, that are in
general are much longer than those of Business to
Customer (B2C) companies, this has meant that
Black Owned technology start-up companies often
run out of start-up capital before making their first
sale.

When a company recognises and seeks to eliminate
these barriers, it is easier for them to go about
transforming their supply chain and operations

through innovative technological practices. This
process starts with a journey of change
management, by moving the responsibility of
transformation from that of a specific department
HR/CSI or Procurement,) to the End Users across the
organisation.
The Chilean Supplier Development programme has
shown us the value of communicating specific
company problems in order to find solutions. In the
absence of this communication, it is left to the
entrepreneur to “guess” what the problem is, the
company would like to solve.

When Entrepreneurs develop solutions based on
specific problems they face an added risk. The
development time is normally not accounted for by
the buyer of the solution. In most cases the buyer is
obligated to put the solution out to tender. This
means that older and more established competitors
get insight into the problem once the entrepreneur
has done all the work to define the problem and to
address it through an innovative solution.
The playing field would be level if the procurement
department were to consider the Total Cost of
Ownership related to the solution that the
technologicaly innovation is addressing, but what
usually occurs is that the procurement practitioners
like to group contacts together, which decreases the
chance of a specific problem being solved in the
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context of a much larger contract. This purchasing
behaviour once again favours the more established
companies over the Entrepreneurial Start-Up
companies.
To take a very simple and rather silly example, if an
innovative entrepreneurial company were to sell you
a pen that could write longer and not need
replacement for years, your company would never
consider purchasing that innovation. The reason
they never consider it is that you purchase all your
stationery in bulk. Your purchasing department
looks at the expenditure of all the stationery over a
period of a year, rather than a single pen and how
that pen would save them money in the long run.
Quite simply the larger companies do not have the
resources or the time to consider smaller
innovations.
For this reason, when Entrepreneurs sell to larger
companies they really need to look at large scale
problems that continue to persist over a period of
time and which can be bundled into a single
contract. This information is normally spread across
various custodians in the company, but mainly lies
with the procurement department. Unfortunately,
the procurement department has been sworn to
secrecy.
Rare is the breed of procurement
practitioner that is able to be empathetic enough to
understand the needs of the End User, as well as
understand the Innovative behavior of the
entrepreneur.

However, there is hope. Some forward thinking
companies in South Africa have made innovation a
bonus KPI for employees across their organisations.
Employees are rewarded to think about how they
can save cost, increase efficiency and have higher
levels of quality. By pProviding recognition for this
type of behavior, challenges the procurement
department, as the cost saving custodian of the
company, and makes innovation the prerogative of
every department in the company.

Technology in Transformation
Transformation ready for Disruptive Technology

In this article, Keith Jones, the Cofounder of Sw7
discusses the role of technology in transformation. Sw7
is the largest technology accelerator in Africa and works
with over one hundred emerging technology businesses
in the region.

By having technological innovation in the hands of
the minority of South Africa’s population, our
economy will always grow at a slower rate. Through
transformation and the empowerment of the
majority of the South African population to be
technologically innovative, we might very well be
able to become the Schumpeterian model of an
innovative and growing economy.
By Wybrand Ganzevoort, Managing Director
Collective Value Creation (Pty) Ltd
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When looking at the sector we realised how underserved
the transformation markets were from a technology
point of view. All sectors are the same to the innovator,
a lack of automation and transparency and ineffective
allocation of resources indicates a market that is ready for
disruption.
A sector can only be disrupted when there is data
available to drive the disruption, when decisions shift
from discretionary or subjective to information based and
objective. Innovation is a standard process and only
happens when the drivers and objectives for the sector
are revealed. These drivers can only be revealed through
gathering data. This sounds like a long and complex
process, but simply put, figuring out what works and what
doesn’t is the first step in the process. This is done by
automating processes and gathering data.

The second is the commoditisation of the technology
offerings, driving the accessibility. The shift in the
accessibility of both cloud and mobile technologies have
given us the tools to share, collaborate and engage with
broader communities with an ease and at a price point
that was not possible even two years ago. We feel that
the transformation section will see more shifts in the next
two years than it has seen in the last ten. These shifts will
be driven by technology and access to information. The
sector will shift to begin to apply the learnings and the
data.

The transformation sector is one that has been driven
using a ‘best endeavours’ approach historically, but we
have seen a significant shift in the market in the last
eighteen months, where the requirements from the
disburser are shifting to ‘proven outcomes’. The best
endeavours approach could work in isolation, as there
was nothing to compare it to, as results were achieved by
experimentation and iteration, however, when looking
for outcomes based engagements, the only way to do it
is through objective decision making driven by
collaboration and shared learning. This is where we think
the transformation market is now, it is in transition from
a best endeavours market to becoming outcomes
focused and the pressure is on to get results.

We believe the transformation market is about to see
significant disruption, driven by two shifts; the first is the
need of the customer, the disburser, who wants to see a
measurable outcome.
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Sw7 will shortly be releasing the first technology
marketplace for BBBEE technology business, so using
technology to drive the transformation markets is
something very close to our hearts. We think this year
will be a watershed year for the sector, where we see the
launch of the tools that provide the platform to drive
effective spend that creates sustainable markets.
Once these tools spread, we will see the changes in
behavior begin to take place. It won’t happen overnight,
but it’s not about being right, it’s about understanding
where we are going and being better than we were.
By Keith Jones, the Cofounder of Sw7

Technology for Transformation
Data Driven Insight for Transformation

In South Africa the rhetoric around Transformation has
been bandied about so much that the term has almost
lost it meaning. Most business’ think about
transformation as a scorecard to one or another
governmental department. A report that someone in HR
or finance need to complete once a year. But whilst we
are completing our reports and submitting our scores to
the legislative authorities, our communities, schools,
university and towns are burning. Our people are
marching for change, for better lives, for improved
opportunities. Whether you believe the current levels of
social unrest is as a result of failed political leadership or
greedy capitalists, it does not change the reality that our
country need to co-create and drive the change needed.
Co-creation does not happen without rebuilding trust.
How to rebuild trust? Through transparency and
communication.
In a recent presentation Nick Holland gave, he spoke
about resilient, modern gold mining wherein he indicated
that in the future, relationships between diverse
stakeholders are going to be much closer. This will result
in greater pressure on industry to be more transparent
with easy access to operational data in order to align
business processes to stringent corporate governance
and world class reporting frameworks. Resilient business
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will require resilient leadership, a new kind of CEO that
appreciates the importance of advanced planning and
integrated thinking with far greater understanding of the
dependencies.

“The Gold Mining Company of the Future”
Nick Holland, CEO Gold Fields
Gordon Institute of Business Science, October 2015.
One of the key barriers to the successful implementation
of transformation strategies MTS has encountered, is the
lack of accurate and comprehensive baseline data
(internal business data as well as data in respect of host
communities). Accurate data is needed to inform an
operations’ current status in terms of local procurement,
as well as local recruitment, skills development, diversity
and gender equality within the workforce. This lack of
comprehensive data leaves operations’ in the dark in
respect of their current exposure regarding key
transformation indicators.

Further, it severely hampers an organization’s ability to
produce credible reports (internally as well as externally),
whether to inform strategic business decisions or provide
a scorecard to the legislature. In addition to the challenge
of credible reporting, is the level of resilience a business
has in an economy where rising stakeholder expectations
coincide with budget constraints. The ability of leadership
to develop effective, medium to long term strategies
aimed at the creation of shared value between key
stakeholders, inclusive of shareholders, employees and
host communities, will be the differentiating factor
between success and failure.

recruitment, procurement and training practices.
Through simple web-based navigation, Executives and
Operational Managers are empowered with various
reports, easy to understand graphic representation of
their information as well as a comprehensive data matrix
and the functionality to drill down to the baseline data on
any number reported. Robust project implementation
functionality within insite enables operational managers
to link transformation targets to the KPI’s and KPA’s of
their teams, allowing for efficient implementation
management and resource allocation.
Using technology to effectively drive transparent
reporting with easy access to operational information
and the ability to make informed decisions to strategically
plan the legacy you want to leave behind.
By Maritha Erasmus, Cofounder and CEO
Managing Transformation Solutions (Pty) Ltd

MTS has learnt that the building blocks for effective
strategies is to identify business critical transformation
indicators, attach clear targets to the achievement of
such, underpinned by comprehensive data sources and
implementation plans wherein the resources (human,
time and budget) are allocated to each target through key
performance indicators. In order to effectively manage
the implementation and reporting of comprehensive
transformation strategies, MTS have developed a cloud
based Software as a Service tool, Insite.

The system utilises data from our clients’ current payroll,
training and procurement systems to provide mission
critical information on the impact they are having on their
employees and host communities through their
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“Resilient Business Performance through Technology
Enablement”
Resilient Business Performance – The “Big Picture”
Resilient Business Performance requires business to transition from creating shareholder value in the
short term, to creating inclusive wealth (making a Net Profit + contribution) to all stakeholders in the medium
to long term.
Resilient Business Performance Transformation and Implementation Framework, guides organisations to
rapidly benchmark maturity, make informed strategic and project decisions, as well as identify material
business risks and opportunities – refer to figure below:
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Blank Canvas Interna onal (Pty) Ltd – Co-Created with Exxaro Resources
Unpublished proprietary work available only under license. All rights reserved.

New Businesses applying these un-conventional Resilient Business Performance principles, are totally
disrupting Industry – examples include:
 Uber the world’s largest taxi company, owns no vehicles
 Facebook, the world’s most popular media owner, creates no content
 Alibaba, the most valuable retailer, has no inventory
 Airbnb, the world’s largest accommodation provider owns no real estate.
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** SUSOP – S

Supply Chain Program Design is similarly disrupted by the notion of “Circular Value Chains”:
integrated and designed for a Circular Economy (Cradle to Cradle Thinking).
Operationalising a Resilient Business Performance Strategy will require a High Performance Leadership
Culture, Business Model Innovation, integrated Supply Chain Design (Demand & Investor LED), and
Collaborative Technology Innovation.
** For successful implementation it is critical to prepare a comprehensive stakeholder map and engagement
strategy – as these will inform your Resilient Business Transformation Strategy.
** Gear your Leadership Team with relevant Skills of the Future, by providing “Toolkits for Step Change”TM (Innovation Management, Design LED Thinking, Systems Thinking) and Technology Enablement.
“Technology Enablement for Resilient Business Performance”:
Technology Enablement: allows organisations to – “Leapfrog” their competitors through Effective Adaption
and Rapid Implementation.
The Value of Fit-for-Purpose Technology
Enablement for Business will include:


Increased productivity while institutionalizing a
Culture of High Performance Leadership,



Increase local and global collaboration,



Reducing complexity by simplifying complex
tasks and decision making,



Empowered Workforce!

Market Leading organisations achieve Resilient Business Performance through leveraging
primarily two kinds of Technologies:
1. ICT - Technology Enablement – High-Impact Examples include:
1.1 Internet of Things:
The Internet of Things (IoT) is the network of physical objects—devices, vehicles, buildings and other
items—embedded with electronics, software, sensors, and network connectivity that enables these objects
to collect and exchange data (big data). The IoT allows objects to be sensed and controlled remotely across
existing network infrastructure, - Wiki
Real Time Analytics and Exception Management – leveraging the IoT’s Technology will unlock significant
Business Value across the Value Chain.
1.2 Convergence of Technology Enhanced Business Performance and allows for regular efficiency
breakthroughs – examples include:
 Mobile (Commercial – Snap-scan, Retail Specials (Xx), Learning, Social Media), Etc
 Remote Sensing Technology and Satellite Technology
 Drone Technology
 Enterprise Collaboration Technologies
 Traceability, Operations Visibility and Sustainability Platform – for the whole Supply Chain
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2. Clean Technology - Technology Enablement – High-Impact Examples include:
Leadership has to drive the adaption and implementation of new “Clean Technologies” Technology
Enablement throughout their Organisations, especially new Projects. This requires a New Design Brief from
Shareholders to Business, Project Managers, Design Engineers and Supply Chain:




Energy Efficiency e.g. Optimised Equipment, Variable Speed Drives natural ventilation
Water Efficient and Recycling Technology e.g. Constructed Wetlands
Zero Waste to Energy Technology

A Design Brief which is Inspired by Natures design principles e.g. Biomimicry & Ecological Engineering.


Biomimicry is an approach to innovation that seeks sustainable solutions to human challenges by
emulating nature's time-tested patterns and strategies. The goal is to create products, processes, and
policies—new ways of living—that are well-adapted to life on earth over the long haul.
(http://biomimicry.net)



Ecological engineering is an emerging study of integrating ecology and engineering, concerned with
the design, monitoring, and construction of ecosystems. (http://www.ecological-engineering.com)

Comprehensive information on:
Resilient Business Transformation and Technology Enablement: www.BlankCanvas.co.za
Toolkits for Step Change”-TM: www.ThoughtLeaders.co.za
Collaboration – Sustainability Summit: http://www.blankcanvas.co.za/summit-2016-2/
By Raldu Nel, CEO Blank Canvas
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