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The different types of organisational structure
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=) The larger, the more difficult
to control gets

=) Few formal processes

=)> Department boundaries and
job roles not clearly defined

=) Decisions are made quickly



The different types of organisational structure
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Centralised vs. decentralised structures
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Centralisation will be appropriate where there is a high degree
of similarity amongst operating units & products or services are
standardised




Organising your purchasing & supply
department

A key factor which will influence ‘rlf8 QRYanisation of the
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* Product design and
innovation
* Reducing lead-times for

* , , flexible production & quick
Ensuring quality response to market changes
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* Bringing down costs projects



Generalists by customer groups
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Action Point

» Is the existing focus the best option for your
organisation?



Action Point

- Qualifications/attitudes:



