
Round Table on Achieving 
strategic goals differently

Does strategy follow structure or 
does structure follow strategy?



Å άLƴ нллу ǿŜ ǊŜŀŎƘ ŀ ŎǊƻǎǎǊƻŀŘǎ ƛƴ ǘƘŜ ǎǘƻǊȅ ƻŦ ǘƘŜ 
South African Post Office. Over the last few years we 
have successfully navigated the turbulent waters of 
loss-making and arrived at profitability. We have 
patiently and systematically restructured our 
governance and operational systems, and have 
achieved stability.

ÅWe find ourselves in the position where 
we can leverage a healthy balance sheet 
to pursue bold growth in both our 
infrastructure and in our products and 
services. At this juncture we can start 
thinking as a competitive business, and 
not as a monopoly, and it is in this spirit 
that we present our new three-year 
strategy ǘƻ ǘŀƪŜ ǳǎ ƛƴǘƻ ǘƘŜ ŦǳǘǳǊŜΦέ   Motshoanetsi Lefoka

CEO

The Strategy



Financial background
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Background

eAlthough turnaround was successfully achieved, the company is 

reaching the proverbial óglass ceilingô 

eCost cutting has reached its plateau and growth is urgently required to 

fund capital investment programs (infrastructure & technology)

e Innovation and creativity is required to respond to the changing 

environment

eThereforeéééé.we needed to revitalise and refocused the total 
business to be more responsive to the needs of our shareholders, our 

people and our customers



Evaluation

e Because of the diversity of our business, our vision was difficult to interpret and measure

eOur strategy is sound but execution became very difficult

To be recognised among the 

top 10 providers of postal 

and related services in the 

world

To be recognised among the 

leading providers of postal 

and related services in the 

world

No clear business model

Duplication of functions in 

BUôs

Unclear roles, responsibility 

& accountability lines

New business model 

Test business model

New high-level structure to 

support model



Business model principles

eIncome generating to support USO

eUnique products & services in relations to each BU

eOwn customers but holistic view

eFocused marketing

eShared services concept to be implemented across BUôs

ePreparation for possible deregulation and corporatisation

eOwn unique processes



Business model



High level mappings



Testing the business model

eAll principles were well defined except the processes as per business 

model

eTender process followed and the following criteria were used for 

evaluation:

eInclusive and transparent process

eIdentifying as-is and best practices (same model irrespective 

level of knowledge & complexity)

eVisually understandable

eCost-effective

eEasy flow into high level structures

eShortest possible time

eDecision:



Dr Michael Hammer, in his book:  the Agenda, says:
eProcesses are what creates the result
e Value is created by the entire process to deliver against a clear purpose
e All activities must work together to achieve the purpose
e Processes are not an end in themselves, they are inter-related to achieve 

the results
e Process is a requisite for repeatability
e The absence of process makes organizations sluggish

eProcesses create the route to results and servicing customers
eThe long term winners will be those who master processes
eAchieving results requires a wholehearted buy-in and execution to process
etǊƻŎŜǎǎ ŜǎǘŀōƭƛǎƘŜǎ ǘƘŜ άǿƘŀǘέ ƛƴ ǘƘƻǳƎƘǘ ǘƘŀǘ ƭŜŀŘǎ ǘƻ ŎƘŀƴƎŜ ƛƴ ōǳǎƛƴŜǎǎ

eIn a process enterprise the ratio of worker to manager is 20 ς30:1 
in comparison to traditional 1:10

The rationale



e VizPro produces visually attractive, easy to follow 

process maps - the ñwhat to doò - and procedures- ñthe 

how toò of business activities.  

e VizPro brings benefit through role player buy-in, 

improved practice and compliance.

e VizPro is different from other process methodologies:  

it brings immediate benefit; it is easy to understand and 

apply. Training and performance management are 

specific outcomes.

The approach



e ñWe turned the discipline of organisational development 

on its head,ò 

e ñWe put the ówhatô first ïbefore the ówhomô.

e Equally important is buy-in from all role players. Clear 

communication is a critical element of buy-in.  

e We use Visio® as our preferred VizPro® tool to do just 

that: through the intelligent use of icons and Visio® 

functionality, we create process maps and storyboards 

that leave little room for non-transparency and unclear 

communication.ò

Building SAPO as a Process Enterprise



e Reviewing the Business Model, Creating the Positioning 
Map Scope, The Positioning Map and Agreeing the 
critical processes that would deliver strategy

e Schedule the work sessions

Various steps






