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Hiring Insight

This profile is designed to inform and enrich the recruitment process, not to determine jts
outcome. It draws on strengths based psychometric data to offer the panel a richer picture of
how this candidate is likely to show up at work, where their natural enerqgy lies, where they may
be stretched by the demands of the role, and where the most productive lines of inquiry in
interview might be. It should be read alongside CV evidence, interview performance and any
other assessment data gathered during the process. Recruitment decisions should always

reflect the full picture.
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STRENGTHS PROFILE: SIGNIFICANT 7

Critical Thinking

Tends to approach problems and arguments by analysing them
systematically and evaluating them with care and objectivity,
testing assumptions and examining evidence before reaching
conclusions. May be particularly valuable in environments where
rigour, sound judgement and the ability to navigate complexity are
important.

Efficiency

Tends to take a well-ordered and methodical approach to work,
organising tasks and resources in ways that minimise waste and
maximise the likelihood of achieving planned outcomes on time
and to standard. May bring a useful steadying influence in
environments prone to chaos or poor prioritisation.

Initiative

Tends to take independent action to move things forward,
identifying opportunities or problems and acting on them without
waiting to be directed. May be energised by the sense of making
things happen and is likely to be a visible source of forward
momentum in teams and organisations that value proactivity.

Flexibility

Tends to remain adaptable and open when faced with unfamiliar
situations, changing requirements or new ways of working,
adjusting approach without losing effectiveness. This quality may
be particularly valuable in environments undergoing significant
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change or where agility and responsiveness to context are
important.

Common Sense Tends to make pragmatic, grounded judgements rooted in
practical thinking and relevant prior experience, cutting through
complexity to identify what is likely to work in the real world. May
bring a useful anchoring perspective in environments prone to
over-engineering or abstract theorising.

Creativity Tends to generate new ideas and original approaches to
challenges, bringing imaginative thinking to situations where fresh
solutions are needed. May be energised by the opportunity to
explore possibilities and is likely to add distinctive value in
environments where innovation, reinvention or problem-solving
through novel means is valued.

Strategic Mindedness Tends to take along-term perspective on issues and challenges,
naturally considering future implications, emerging trends and
broader context when forming views and making decisions. May be
at their best when setting direction, identifying where things are
heading and helping organisations or teams position themselves
for what is coming.

NON-STRENGTHS

Two strengths in this area of the profile were closely matched in score. The three non-
strengths below were selected on the basis of their relevance to the specific demands of this
role rather than by absolute score alone.

NON-STRENGTH WHAT THIS MAY MEAN IN PRACTICE

Detail Orientation May give insufficient attention to the detail and accuracy of work,
with a preference for the broad-brush or the directional rather than
the precise. In contexts where quality, accuracy or compliance
standards are important, this tendency could result in errors,
omissions or output that does not meet the standard required.

Self-Confidence May experience moments of self-doubt that create hesitation,
procrastination or a reluctance to assert a position, particularly in
unfamiliar or high-stakes situations. Others may misread this as
indifference or lack of capability, when the underlying dynamic is
one of uncertainty rather than disengagement.

Relationship Building May tend to rely on existing contacts or wait for introductions
rather than proactively initiating new relationships. In roles where
network breadth, external presence or stakeholder relationship
development are important, this more passive approach could limit
reach and influence over time.
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OVERALL PROFILE AND ROLE ALIGNMENT

The candidate's quadrant score distribution places the greatest weight in the Execution cluster
(29%)and the Thinking cluster (27%), with Emotional (23%) and Relational (21%) behind. This
Thinking and Execution dominant profile is a natural fit for a Procurement Manager who is
expected to balance rigorous commercial analysis with structured operational delivery. The
lower Relational and Emotional scores do not suggest weakness in these areas, but they do
indicate that the interpersonal and people leadership dimensions of the role may require more
conscious investment than the analytical and delivery components.

The analytical rigour suggested by the critical thinking strength could serve this role well
across a number of its most demanding requirements. Supplier performance management,
cost negotiation, production capacity planning, and inventory control all call for systematic
thinking and careful evaluation of evidence. Someone whose natural inclination is to test
assumptions and examine data before reaching conclusions is likely to bring real credibility to
these activities, particularly in supplier-facing conversations where the quality of commercial
reasoning matters.

The efficiency and initiative strengths, taken together, point to a way of working that is both
well-organised and self-directed. The role expects the post-holder to manage multiple
concurrent accountabilities, including OTIF delivery targets, material budget adherence, and
supplier compliance, without requiring close direction. These two strengths in combination
suggest someone who may organise their workload methodically and take ownership of
problems when they arise rather than waiting to be managed through them. The JD specifically
calls out proactive decision-making as a requirement, and the initiative strength maps directly
onto this.

The flexibility strength adds an important dimension in this context. Supply chains are
inherently unpredictable, and a Procurement Manager who can adapt when plans need to
change, without losing the structural discipline that underpins planning, is likely to be more
effective than one who can do only one of those things. The presence of both efficiency and
flexibility in the same profile is worth noting: it suggests someone who may hold structure and
adaptability in productive tension rather than defaulting entirely to one or the other.

The common sense strength may prove particularly useful in the day-to-day reality of the role.
Procurement environments generate a high volume of decisions, many of which need to be
made quickly and with imperfect information. A grounded, pragmatic judgement that draws on
practical experience, rather than requiring elaborate analytical frameworks for every call, is a
real asset in a function where operational momentum matters. Paired with critical thinking,
this combination suggests someone who can apply rigour when the situation warrants it and
practical wisdom when speed is more important.

The creativity and strategic mindedness strengths introduce a longer-range dimension to the
profile that may not be immediately obvious in a procurement context but which could add
genuine value at this level of seniority. The role carries responsibility for production capacity
planning in alignment with sales forecasts, and for identifying cost-saving initiatives within the
existing supply chain. Both of these activities benefit from the ability to step back from
immediate pressures and consider where things are heading. Someone who naturally holds a
longer-term perspective and is energised by finding novel solutions to supply chain challenges
could bring a quality of thinking that goes beyond pure operational management.

Overall, this is a profile that maps well against the harder-edged delivery and analytical
requirements of the Procurement Manager role. The panel should have a genuine conversation
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about the people leadership, team development, and supplier relationship management
dimensions of the brief, where the profile suggests more effortful territory, but this is a picture
of a candidate with strong natural alignment to the core of what this role demands.

ENERGY DRAINERS: RISKS AND CONSIDERATIONS

The absence of a natural pull toward detail orientation is worth examining carefully in a
procurement context. The role carries direct accountability for inventory accuracy, purchase
order management, material budget compliance, and supplier contract adherence. These are
environments where gaps in precision can have real operational and commercial
consequences.

This could present as:
A tendency toward the broad-brush in documentation where precise records are
required

Risk of errors or omissions in high-volume transactional procurement activity,
particularly when working under pressure

Over-reliance on team members or systems to catch detail-level mistakes rather than
building personal discipline around accuracy

Potential gaps in audit trails or compliance records that a more detail-oriented
approach would naturally maintain

Self-confidence sits at the lower end of the profile, and in a role that requires the post-holder
to negotiate commercially with suppliers, challenge underperformance, and provide visible
leadership to a team of planners and supplier development technicians, thisis arelevant
consideration.

This could present as:

Hesitation in high-stakes supplier negotiation moments, potentially affecting
commercial outcomes

Difficulty asserting a clear position when challenged by suppliers or senior internal
stakeholders

A tendency to defer decisions or seek validation that could slow a fast-moving supply
chain environment

Team members reading uncertainty in their manager, which could affect the high-
performance culture the role is expected to drive

Relationship building appears at the lower end of the profile, and the role brief makes clear that
company culture, collaboration, and relationships are important to the organisation. The post-
holder is expected to maintain and develop an existing supplier base and collaborate closely
with both the Operations function and the Client Experience team.

This could present as:

A preference for working within established supplier relationships rather than
proactively developing new contacts or alternative supply routes
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Lower visible investment in the informal relationship maintenance that tends to build
supplier goodwill and preferential treatment over time

A more transactional approach to internal cross-functional relationships that could
limit collaborative problem-solving

Reduced reach and influence in external networking or market-facing contexts over the
longer term

RECRUITMENT PANEL INSIGHT

Analytical depth in supplier performance review and commercial decision-making,
bringing rigour and careful evaluation to complex data sets

Structured, methodical management of production planning, inventory, and OTIF
delivery targets with the discipline to track multiple metrics simultaneously

Proactive identification of cost-saving opportunities and process improvement
possibilities without needing to be directed

Adaptability when supply chain conditions shift, maintaining effectiveness when the
original plan needs to change

A capacity for longer-term thinking that could support medium-term supply chain
planning and production capacity alignment as the business grows

Test the detail discipline explicitly: ask for examples where attention to accuracy in
documentation or compliance was critical to a positive outcome

Probe negotiation confidence and the ability to challenge underperforming suppliers:
explore how the candidate holds a commercial position when pushed back on

Explore how the candidate approaches relationship development with new suppliers or
internal stakeholders, particularly in the early weeks of a new role

Assess how the creativity and strategic mindedness qualities connect to operational
delivery rather than remaining at the conceptual level

Consider how the candidate responds to stretch, feedback, and challenge from senior
stakeholders: the self-confidence profile may affect how critique lands and is acted on

Pair the candidate with a strong operational or finance team member in the early
months to provide a natural checking mechanism while personal systems around
accuracy are established

Create structured early wins in supplier negotiation or cost reduction to build
commercial confidence and visible credibility with the team

Provide clarity on the relational expectations of the role, including the organisation's
cultural emphasis on collaboration and time on site, so that the candidate can investin
these areas intentionally from the outset

Establish a clear framework of KPIs and reporting rhythms early: the efficiency and
critical thinking strengths are likely to engage well with this structure and use it as a
performance anchor
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SUGGESTED INTERVIEW QUESTIONS

The questions below are derived from specific tensions between the strengths profile and the
demands of the Procurement Manager role. Each question explores an area where the profile
raises a genuine point that interview evidence should help to resolve.

PRECISION UNDER PRESSURE

Tell us about a time when accuracy and attention to detail were critical to a procurement or
supply chain outcome. How did you ensure that nothing was missed?

- What was at stake if an error had occurred?

- What systems, processes or personal habits did you draw on to maintain accuracy?

- Wasthere a point where volume or pace made this difficult? How did you handle that?
- How doyou typically check your own work in high-volume transactional environments?

- Evidence of deliberate, disciplined approaches to accuracy rather than relying on
others to catch errors

- Specific examples involving documented compliance requirements, contracts, or
inventory data rather than general statements about being careful

- Awareness of the personal challenge that detail orientation presents and active
strategies to compensate for it

- Atrackrecord of accuracy in environments with audit or compliance requirements

SUPPLIER CHALLENGE AND COMMERCIAL CONFIDENCE

Describe a situation where you had to push back firmly on a supplier, either on performance,
cost or terms. What did you do and what was the outcome?

- What made the conversation difficult and how did you prepare for it?

- What was your commercial position and how did you hold it when the supplier pushed
back?

- Wasthere amoment when you had to sit with an unresolved tension rather than
concede?

- Howdid the working relationship develop after the conversation?

- Clarity and confidence in describing the commercial position taken and the reasoning
behind it

- Evidence of directness and composure in the face of supplier pushback, without
unnecessary accommodation

- The ability to separate the relationship from the transaction: maintaining productive
working relationships after a difficult conversation

- A pattern of achieving commercial outcomes through confident advocacy rather than
through inherited supplier goodwill
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RELATIONSHIP DEVELOPMENT IN A NEW ENVIRONMENT

When you have joined a new organisation or taken on a new role, how have you gone about
building the relationships you needed to be effective quickly?

- Who did you prioritise and why?
- What did you do beyond what was strictly required to build trust with suppliers or
internal teams?

- Were there relationships that took longer than expected to develop? What did you learn
from that?

- How doyou think about informal relationship maintenance as part of how you work day
to day?

- Evidence of intentionality about relationship development rather than a passive
approach that relies on others to initiate

- Investment in both internal cross-functional relationships and external supplier
contacts

- Awareness of the organisation's cultural emphasis on collaboration and time on site

- Examples of relationships built from scratch in contexts where the candidate did not
arrive with pre-existing networks

ACTING INDEPENDENTLY AND GETTING IT RIGHT

Tell us about a time when you identified a supply chain problem or opportunity and took
independent action to address it. What happened and what did you learn?

- Howdidyoujudge whether this was the right call to make independently?

- Were there stakeholders whose awareness or buy-in you needed before or after acting?
- Did the action have any unintended consequences? How were those managed?

- Looking back, is there anything you would do differently about how you went about it?

- Abalance of initiative with sound judgement: acting without waiting to be directed, but
not without adequate thought

- Awareness of the political and resource implications of independent action in a team or
matrix environment

- Evidence of learning from situations where acting quickly got ahead of sufficient cross-
functional alignment

- Comfort with accountability for outcomes, both positive and less straightforward
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STABILITY AND ADAPTABILITY IN A SUPPLY CHAIN CONTEXT

Procurement requires both adaptability when conditions change and consistency in planning
and process. How do you manage the tension between responding to change and maintaining
operational stability?

- Give an example where you had to change course significantly mid-cycle. What drove
that decision?

- How do you decide when change is genuinely necessary versus when holding the
original planis the right call?

- How do your team members experience your approach to change?
- What does good planning discipline look like to you in a volatile supply environment?

- Evidence that flexibility is exercised with discipline, not simply as a preference for
novelty or change

- Anability to articulate when stability and consistency matter as much as adaptability

- Awareness of the impact of frequent directional shifts on a team and on supply chain
continuity

- Concrete examples of maintaining OTIF or inventory targets through a period of
disruption or uncertainty

CONNECTING THE BIG PICTURE TO DAILY DELIVERY

This role requires both operational discipline in the near term and a capacity to think about
supply chain direction over a longer horizon. How do you hold both of those things at once?

- Give an example of a decision that required you to hold both the strategic context and
the immediate operational reality simultaneously.

- How doyou ensure that longer-term thinking translates into practical, executable
actions for your team?

- Hasthere beenatime when the longer-term view and the operational reality were in
tension? What did you do?

- How do you bring your team with you when you are thinking further ahead than the
immediate horizon?

- Evidence that strategic thinking is grounded in operational awareness, not just
conceptual ambition

- Examples of translating a supply chain direction into structured near-term delivery
plans with clear accountability

- Understanding of the near-term OTIF and cost pressures that must continue to be
managed while longer-term improvements are pursued

- Leadership of a team through a directional shift, not just individual contribution to
strategic thinking
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ANALYTICAL DEPTH AND THE NEED TO ACT

This role requires evidence-based decisions but also the ability to move quickly when the
Situation demands. How do you calibrate the depth of analysis needed against the need to act?

- Give an example where you had more data available than you had time to work through.
How did you decide when to stop analysing and make the call?

- Haveyoubeeninasituation where the pace of a decision overtook your preferred
process? What happened?

- How doyou communicate arecommendation clearly to stakeholders who may not share
your analytical frame?

- What do you do when your analytical conclusion challenges an established view in the
business?

- Evidence of analytical confidence that does not tip into over-qualification or paralysis
under time pressure

- The ability to make a clear, defensible recommendation and hold it when challenged

- Awareness of when the need for speed should take precedence over comprehensive
analysis

- Atrackrecord of translating analytical insight into decisive action rather than further
enquiry

DEVELOPMENT CONSIDERATIONS

This section is addressed to the hiring manager or HR lead and is intended to inform
onboarding and early development planning in the event of appointment. It is post-
appointment material and is included at the end of the document for that reason.

Building personal habits and systems to compensate for the lower natural pull toward
detail orientation: structured checklists, documented sign-off processes, and peer
review mechanisms in procurement documentation are worth establishing in the early
months

Developing commercial assertiveness in supplier-facing contexts: targeted coaching
or exposure to increasingly complex negotiation scenarios could help build the visible
confidence this role requires in its supplier challenge dimension

Investing intentionally in relationship capital across the Operations and Client
Experience functions from the earliest weeks, in line with the organisation's explicit
cultural emphasis on collaboration and time spent on site

Consider pairing the candidate with a detail-oriented team member or direct report
who can provide a natural quality-checking function in the early months while personal
systems and processes are being established in the new environment

Regular structured check-ins with the Head of Operations in the first six months,
focused on both delivery metrics and softer relationship feedback from suppliers and
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internal teams, would provide useful early signal on how the candidate is tracking
across all dimensions of the role

Access to a commercial negotiation skills programme or an experienced procurement
mentor could support confidence-building in supplier-facing interactions

The dual-site nature of the role creates natural opportunities to develop cross-
functional relationships if time at each site is used intentionally beyond the operational
agenda

Early assignment of a specific cost-saving or supplierimprovement project would allow
the initiative, critical thinking, and creativity strengths to find expression quickly,
generating early credibility and a sense of traction in the role

Wherever possible, ensure the candidate has visibility of the commercial and sales
forecasting context that drives production planning: the strategic mindedness strength
is likely to be well-directed when the bigger picture into which the supply chain fits is
clearly in view
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