The Potential Success of ESD Buy-in



Garnering internal
support for ESD initiatives

An organisation can gain substantial benefits
when it effectively secures internal support
for Enterprise and Supplier Development
(ESD) projects. Support from procurement
teams, employees, and management
guarantees that ESD is viewed as a catalyst
for sustained company expansion. By
providing strong support, businesses can
enhance competition, drive innovation,
and incorporate black-owned suppliers. In
addition, integrating ESD with core strategy
helps to build stakeholder trust, increase
the credibility of transformation, and foster
ongoing socio-economic impact.

However, getting this support is difficult.
ESD is frequently not well understood or
well-liked by stakeholders, who view it more
than a regulatory hassle than a commercial
potential. This kind of thinking leads to
uneven performance and low engagement.
Making sure ESD is seen as a strategic goal
rather than an optional add-on is the second
significant difficulty. Without executive
backing and organisational integration, ESD
projects risk inadequate funding, low priority,
and misalignment with business needs.
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Key Stakeholders: Their hesitation

Key stakeholders’ support is vital for
the success of Enterprise and Supplier
Development initiatives. Getting this help
could be difficult because of standard
challenges and established company
processes.
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Key Stakeholders for ESD Support

Getting support from essential

internal

groups is key for a successful ESD project.

Top-level support: It is essential for
effective executive leadership, when
CEOs promote ESD as a strategic goal, it
communicates its importance throughout
the organisation. This endorsement
legitimises the programme and grants
the required power to spend resources
and establish policies. Without executive
support, ESD is generally a side activity
with little effect.

The procurement department plays a
crucial role in ESD: Their assistance
is required to ringfence possibilities
for black-owned , such as allocating
a specific percentage of contracts or
launching dedicated bids. They can
also modify their purchasing strategies
to favour smaller, qualified suppliers and
incorporate ESD objectives into their
KPIs (Key Performance Indicators).

Corporate Social Investment (CSI)
and Corporate Social Responsibility
(CSR): The teams generally prioritise
community development through funding
and initiatives. Their partnership may
include incorporating black vendors
into their initiatives, such as sourcing
catering for events from a local black-
owned business or hiring black-owned
construction firms for community projects.
This connects ESD with the company’s
overall social aims.

Internal Team Advocacy: Collaboration
across business divisions is crucial.
These teams, ranging from marketing

to IT, may promote the usage of

black suppliers by sharing positive
experiences and emphasising the

value they provide. Their advocacy
contributes to the development of a
trusting and inclusive internal culture.

Why Stakeholders Hesitate to Support ESD
Despite the clear benefits of ESD, hesitation
is common. Understanding these barriers is
the first step toward overcoming them.
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Confidence and Trust Issues: A
main concern is the perceived risk
associated with new or smaller suppliers.
Stakeholders may worry about a black
supplier’s ability to deliver on time, meet
quality standards, or handle large-scale
contracts. This can stem from a lack of
prior experience with these suppliers
and a preference for known, established
partners.

ESD is frequently
not well
understood




+  “Own” Suppliers: Many departments have long-standing relationships with their current
suppliers. These relationships are built on familiarity and reliability. Stakeholders might
be reluctant to change a working system, especially if they have personal or professional

loyalty to their “own” suppliers.

+ Supplier Diversity Isn’t a Priority or Part of the Culture: In some organisations, supplier
diversity is not seen as a core business function. It may be viewed as a compliance
exercise rather than a strategic advantage. When a culture doesn’t value diversity, ESD
initiatives struggle to gain traction and are often met with resistance or indifference.

Fear of Disruption: The process of
vetting, onboarding, and managing new
suppliers can be time-consuming and
complex. Departments may fear that
integrating new black-owned businesses
will disrupt their current operations,
increase their workload, and potentially
lead to project delays or quality issues.

Lack of Awareness: Stakeholders
may simply not understand the benefits
of ESD, such as improved innovation,
enhanced brand reputation, and
economic empowerment. Without a clear
business case and communication, they
may not see why they should invest their
time and resources into the programme.

The Strategic Solution: Proving why ESD is
a strategic priority to get buy-in

To get buy-in for ESD, you essentially
prove it’s a strategic priority by highlighting
its business value, not just its compliance
benefits.

Brief Benefits of ESD

1. Innovation and Agility: Partnering with
smaller, more agile suppliers exposes the
company to fresh ideas, niche expertise,
and flexible solutions. This can lead to
new product development or more efficient
processes.

2.Enhanced Brand Reputation: A strong
ESD programme signals a commitment
to social responsibility and economic
empowerment. This improves the company’s
public image, builds trust with consumers
and communities, and strengthens its “social
license to operate.”

To gain support for
ESD, emphasize its
strategic importance
by demonstrating

its business value
beyond mere
compliance benefits.




3. Risk Mitigation: Diversifying the supply chain reduces dependency on a small number
of large suppliers. If one supplier fails, a company with a broad network is more resilient to
disruption.

4. Access to New Markets: Many large corporations and government bodies prioritize
doing business with companies that have strong supplier diversity programmes. A robust
ESD programme can therefore open doors to new contracts and partnerships.

To prove the strategic value of ESD, you should be provide concrete evidence of its impact:

+ Cost Savings: Track instances where ESD-supported suppliers offer more competitive
pricing or implement solutions that reduce operational costs.

+ Increased Revenue: Document cases where the ESD programme directly led to new
business or helped secure a tender.

+ Job Creation: Quantify the number of jobs created or sustained by the small businesses
within the programme.

+ Improved Supplier Metrics: Monitor the performance of ESD-supported suppliers using
metrics like on-time delivery, quality assurance, and customer satisfaction.

To get organisational buy-in for Enterprise and Supplier Development (ESD), it must be
integrated as a core strategic function. This begins with strategic business integration,
where ESD initiatives are aligned with corporate objectives like supply chain optimization
and market expansion.

A purpose-led programme design is essential, creating interventions based on beneficiary
needs and stakeholder collaboration to ensure tangible benefits. These projects should be
managed with evidence-based performance management, using comprehensive data on
compliance and business impact to prove a clear return on investment and drive stakeholder
engagement. Improved cross-functional collaboration helps shift the perception of ESD
from a compliance burden to a strategic advantage by including various departments in the
program’s design and execution.

To secure leadership’s support, use a strategic communication approach that frames ESD
as a business necessity, highlighting its role in cost savings and competitive advantage.
Implement an immediate success strategy by identifying quick-win opportunities with Micro,
Small, and Medium Enterprises (MSMEs) to build momentum. Finally, establish a robust
framework for governance and ongoing enhancement to ensure accountability and maintain
long-term commitment through regular stakeholder engagement and adaptive feedback
loops.
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Zevoli Growth Partners is a pioneering entrepreneurship support organization (ESO). Since 2014,
the organization has been actively involved in developing and implementing Enterprise and Supplier
Development programmes and initiatives to empower black-owned small businesses, particularly
those in rural and peri-urban areas. Our mission is to bridge the gap between corporates and SMEs,
contributingtoaworld where supplier diversity is the standard, while achieving and maintaining financial
sustainability as a social enterprise. Our Theory of Change is “We seek to improve the livelihoods of
peoplewithinaruraland peri-urbanenvironmentthroughthe developmentofsmallandmicrobusinesses
by bridging the gap between them and their markets by creating access to opportunities. This Theory
of Change supports the achievement of our purpose statement (mission, purpose, vision), “Our
mission is to bridge the gaps between corporates and SMEs to improve the standards of living through
providing access to opportunities as we build a world where supplier diversity is business as usual.”
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