
Our Procurement Disruptors series highlights industry leaders that drive change in the way 
procurement is being done today. We interview champions to see what they believe are 

trends in the industry and common pain points.

What were the challenges you wanted to address when 
leading a procurement organization?

Tim's Journey to Journey in Disrupting 
Procurement Norms

In the past 8 years Tim has continuously disrupted the Procurement 
industry by leading strategic transformations. He has identified and 
addressed critical problems during digital transformations that have 

ensured their success.

Highlights of Tim’s career:

For this edition of Procurement Disruptors, we had the chance to interview

Tim Herrod
Procurement Transformation Leader

•Creating synergies within departments and delivering value to shareholders.
•Leading a broad eProcurement platform implementation in a new entity resulting from the merger of 
2 large companies.
•Building foundational blocks before adopting new technology.
•Created a centre of excellence for supplier data and management by recognizing the importance of 
selected technology & managing a single trusted data source.
•Practicing servant leadership. The main focus is for the organization to thrive.

To have a successful transformation, I needed the following:
• To hire people that are adaptable, agile and that can accelerate the process 

while minimizing impact to operations;
• To take the time to thoroughly understand the organization and their needs 

prior to building out policies and procedures;
• To smooth the implementation of a new digital tool within the organization

• Attracting Talent: Procurement requires a specific set of skills. It is moving 
away from tactical work to strategic work. Knowing how to develop your talent 
and ensuring that they know how to pivot will lead to a successful procurement 
team.

• Lack of Business Alignment: This has the ability to derail procurement 
transformation because other departments do not see value in the changes 
implemented.

• Poor Data: Organizations do not focus on data and it is often overlooked. It is 
critical to define what quality data is and leverage it.

• Posture: It is key to define what is the posture of procurement in the 
organization. What is value and what is not.

• Ability to Sell Investment: Learn how to build a business case for an 
investment in a department to get traction from leaders.

• Talent: Hire people that innovate, evolve and thrive with their willingness to 
learn, curiosity and agility as skills set.

• Business Alignment: Leadership need to be aligned with procurement 
department.

• Data: Create quality data that adds visibility and use it as leverage. 
• Acquire Additional Support: Hire people that are adaptable, quick-learner and 

that you can trust to deliver results.
• Ability to Sell Investment: Have the proper communication and storytelling 

skills to advocate why a function needs an investment in data or design.

What led you to hire ETCH?

ETCH has had the pleasure of working with Tim through two digital procurement implementations.

How have you addressed these recurring challenges? 

“I'm a bad golfer but I know what club to use in order to win. ETCH is a club in 
my bag that I know how to swing in the right circumstances to have the best 

results. My job is to find complementary pieces and leverage them.”

-Tim Herrod

COVID-19 has completely changed customer behaviour, and it is essential to 
capture that data. Procurement needs to address the

ever-changing demands and behaviour of its customers and deliver based on 
that. It is critical to know how to pivot fast and take risks. 

For example, invest in local suppliers, and you may realize that you no longer 
need to source overseas. 

What Lessons Did You Learn From COVID-19?


