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Thabelo Siala, Group CEO (left) and Jack Mazwi, Group Chairman

eople, process, projects, passion

by Cheryl van der Merwe

TIPP Focus, along with its subsidiaries PM Focus and TIPP Solutions, is making great strides in the project

and resource management industry in South Africa.
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The TIPP Focus Team, From left: Lesego Maidi: Office Administrator, Motlalepule Motsepe: Management Consultant, Robina Dlamini: Office Assistant,
Thantaswa Siala: Business Development and Special Projects, Janine Yen: Financial Manager, Sue Nkwanyana: Training Coordinator Assistant, Thabelo Siala: Group
CEO, Jack Mazwi: Group Chairman, Tlale Kgoasi-Adekoya: Head: Project Management Services, Nkhane Lugisani: Head: Consulting Services, [saac Moeletsi:
Management Consultant, Nkateko Bilankulu: Receptionist, Mohammed Jabbie: Account Executive and Nadia Singh: Operations Director.

ack Mazwiis Chairman of the group, and emphasises that peo-
Jple management is at the core of the group’s offerings. "We
offer people-oriented services, and this comes into play in how
we manage our business,” he says. “Both clients and employees
are very important to us, and it is vital that we offer them the op-
portunity to be empowered!

As leader of the group, Mazwi believes in giving his team the
space to make their own decisions, and deliver on the necessary
requirements. “For this to happen effectively, a clear strategy is re-
quired, and that strategy needs to be effectively communicated
to the team,”says Mazwi. “The team then needs tc be empowered
with the correct skills and empowered to implement the strategy.”

The concept of independence Is very important for Mazwi, as
he believes in helping create independent thinkers. “Pecple here
are entirely in charge of their own portfolios — it helps them to
grow as people, and encourages the maximum in terms of inno-
vation," he explains. "We have a strong team of quality people, and
we can rely on them to deliver”

Another aspect of Mazwi's leadership style is taking partner-
ships and relationships seriously. "Our business is built on rela-
tionships," he says. "We employ a very intricate client partnership
model to ensure that clients are satisfied with our performance
throughout the process. | make a point of interacting personally
with our clients, and we pride ourselves on managing our clients
holistically, instead of just dealing with certain aspects of their

habelo Siala, TIPP Focus Group CEQ, shares Mazwi's passion for
people. "We firmly believe in hiring the most suitable people
for the job, and ensuring their organisational it and competency,
he says. "It is important for us to articulate the bigger company
vision, so that everyone on the team knows what is expected of
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needs with regards to our contracts with them.

When it comes to his leadership philosophy, Mazwi firmly
believes in the power of strategy. "It unites organisations in a
common purpose and vision,” he notes. "Once strategy has been
defined, and the tearn has been informed of it, | believe in letting
people run with that strategy. | also believe in creating a culture
of planning within the group, making sure that cur activities are
aligned with our strategy, Because we offer strategic develop-
ment and implementation services to clients, it is impaortant that
we live this philosophy as an organisation”

Mazwi says that innovation plays a vital role in the group, and
that it is the cornerstane of the executive’s leadership strateqy.
“This industry is highly competitive, and everyone is fighting for
a slice of the pie; he says. "In the services and solutions that we
pravide our clients, we have to ensure that we remain one step
ahead of the game, and innovation is how we do that. We spend
a ot of time trying to understand our clients, and identifying the
gaps that may exist in their current strategy. That is where our
innovative ideas come in, and we know they will be successful
because we have the research and intimate client knowledge to
back it up. We also have a comprehensive delivery model that
ensures we communicate with our clients every step of the way”

Any nnovative ideas that are implemented on a client’s be-
half are then fed into the group’s reqular planning cycle, and inte-
grated with the current service solution.

them. | don't believe in micro-managing - as the leaders of the
company, we are mare like pathfinders. We help the team find
the right path, and give them the tools and support to find their
own way along it

Cultural diversity is alsc very important within the TIPP Focus



group, and Siala says it is one of the values that underpins the
group’s culture. "From the outset, it was important for us to build
a team that is culturally diverse and gender empowered,” he says.
"We have a very unigue culture, and one in which the team mem-
bers learn from each other”

Siala also echoes Mazwi's thoughts on innovation. “It is defi-
nitely linked to bath of our leadership styles, he says."When you
give somebody the space to do their job, they have the freedom
to innovate, and expand and deepen their creativity. [tis then that
you get the most and the best out of your team, and we encour-
age innovation in every aspect of our business. As Jack says, it is
what keeps you ahead and competitive in this game”

When discussing formal versus informal leadership, Siala says
that neither should be practised exclusively, but rather situational
leadership, where both are employed as the need arises. "Formal
leaders tend to be moare structurally-based in their approach,
while informal leaders are more visionary, he says. "An integrated
approach, where the strengths of each style is used, usually works
well for encouraging the best from your people”

That being said, Siala firmly believes that all leaders should
have a visionary streak in them that is inlaid and clear. "You have
to know where you are taking your team, and they need to know
that as well” he says, "You need to start with a compelling vision,

IPP Focus has come a long way since its inception. "Even

with such a short histary, we have experienced exponential
growth each year and some important milestones along the way,’
says Mazwi. “Being able to put TIPP Focus and its subsidiaries on
the map in such a short space of time is certainly one of them!”

Mazwi and his team have brought the group to a point
where they feel comfortable competing with bigger and more
established players in the industry."We have also managed to se-
cure five major deals in the last three years, aside from our usual
business,” he points out. “This is a major achieve-
ment for us, and | believe it speaks to the processes
and systems we have in place that make it possible
for us to grow in this manner.’

These methodologies, systems and processes
are what guide the way the TIPF Group manages
client relationships and expectations, and are what
Mazwi believes gives the group its competitive
edge. "We are able to narrow our focus to specifics,
and achieve chjectives in a very short space of time,
with quality results,"he explains.

Another important milestone for Mazwi took
place at the group's inception.”We started this group
of companies with no financial backing whatsoever;
he says. "It was a challenging exercise, because this
business is cash-flow driven - when you net a big
contract, it sounds irrational, but it can kill your busi-
ness, Staff that is contracted out need to be paid

and then articulate it, so that your team understands where you
are going as an organisation, how you plan to get there, and what
your expectations are of them. These, particularly, need to be
communicated to your team on a regular basis. It's like steering a
ship at sea — one needs to remain focused on the bigger picture
at all times, yet at the same time, take care of the details”

Siala's vision for the group is to build a successful and sustain-
able black-owned organisation that is built on the good and pow-
erful ethos of service delivery, and has a strong culture of being
people-focused. “Our foundation consists of very strong business
ethics, and we'd like to keep it that way, he says. "Our client part-
nerships are a vital element of our business, and a key driver to-
wards sustainability.

Within the broader industry, Siala would like to see more emerg-
ing BEE companies retaining their independent status, and not suc-
curmbing to being taken over by big corporates. “Mare often than
not, it means thelr organisational culture is diluted, as well as their
image,’ he explains. "SMMEs are the backbone of our economy, and
will be as we strive to meet our growth and development gcals as a
country. They create jobs, and help to fight poverty and unemploy-
ment, | would also like to see these SMMEs receiving greater gov-
ernment support, as | believe it is the public sector who should lead
the way when it comes to uplifting and supperting small business.’

on a monthly basis, while it can sometimes take a few months
to receive the income from the client. Cash-flow management
is thus a crucial part of your business, and | am proud to say that
TIPP Focus and its subsidiaries has successfully managed its rapid
growth in this regard.”

When asked about the leadership challenges he faces, Mazwi
highlights the often negative perceptions that clients and the
marketplace have of SMMEs. “Many believe that certain cppor-
tunities are not meant for SMMEs simply because of their size he

The rest of the TIPP Focus Team; from left: Nosipho Twala: Project Administrator, Morris Moyo:
Recruitment Consultant and Lezanne Scutte: Training Coordinator.
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Mohammed Jabbie: Account Executive

says. “This is a major inhibitor for growth to many organisations,
and a mindset change is definitely needed in this regard, We are
doing our bit by educating our clients to the contrary, and our
track record helps when clients are considering us as partners!”

Also, Mazwi says that SMMEs are automatically expected
to charge less than their larger counterparts. "This is ancther
growth inhibitor, and one that is difficult for SMMEs to overcome
without significantly damaging their profit margins and financial
health," he says.

Another challenge is the sluggishness of the corporate sector
when it comes to partnering with BEE companies as suppliers.
“Almest 80% of our business comes from the public sector,’ says
Mazwi. “It is a real challenge to penetrate the private sector, as
cultures and mentalities are difficult to change overnight”

The group's only private sector client at the moment is MTN,
while its public sector clients include the Department of Water
Affairs and Forestry, the National Prosecuting Authority, the State
Information Technology Agency, the Gauteng Shared Services
Centre, the South African Police Services, the Department of Agri-
culture, Education, Training and Development Providers SETA and
the Gauteng Department of Health, amongst others.
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The TIPP Focus Group's value propesition is driven by what
is currently taking place in the South African economy. Govern-
ment is increasing its expenditure, particularly on infrastructure
and on putting systems in place to ensure smoother operating of
the functions of government. Mergers and acquisitions are taking
place at a rapid rate, and the country’s economic growth shows
similar signs of not slowing down for a while to come.

"All of these factors create opportunities for organisations,
and in order to realise these, they need to put projects in place,
and that is where we come in," says Mazwi.

TIPP Focus, as the parent company of the group, is at the
centre of the group's offering, and is complemented by its two
subsidiaries, PM Focus and TIPP Solutions, Through the combina-
tion of each company’s service offering, the group is involved in,
and can cater for, project management solutions from beginning
to end. "Amongst others, this offers the benefits of economies
of scale explains Siala. “By saving on our back office expenses,
we are able to offer clients better rates, as well as an all-inclusive
service and the convenience of not having to deal with a myriad
of service providers when it comes to their project and people
management needs,’

One of PM Focus'key offerings is to help clients to implement
or execute their strategy through project management, and to
operationalise it through a project management approach. TIPP
Focus supports PM Focus in this service by providing the neces-
sary resources in terms of highly skilled talent and guiding the
client in translating their strategies into results. TIPP Solutions is
primarily focused on management and personal development
training, project management training and improving opera-
tional efficiencies through management tools such as BPM and
Six Sigma methodologies.

“The synergy between these three companies is clear, says
Siala. "Thelr service offerings complement each ather, and lever-
age arcund the processes required to deliver effective solutions.

Mazwi says that one of the success drivers of this combination
of companies is the team’s ability to understand the way the client
interacts with the group’s offerings, as well as their dedication to
continually renewing them. “This is a changing world, particularly
in our industry, and we can't afford to stagnate,” he says. ‘It is so
great to be a South African company in South Africa, as opposed
to being internationally owned. It gives us the flexibility to adapt
to the changing needs of our market, and to do so quickly. It also
allows us to provide services that are relevant to the local market,
and not dictated by what is happening elsewhere in the world!

Research and, again, innovation play a key role in this aspect
of the group's business. "We are a knowledge-intensive organisa-
tion, and our knowledge database is key to our operation,’ says
Mazwi. "We are continuously generating new ideas to address
challenges faced by ourselves, our clients and the industry. Our
methodologies and processes are cornerstones of our business,
and we employ best practice as well as serious benchmarking
exercises — with companies both here &nd abroad - in order to















