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iBsing Partner Network Kick-Off Workshop 

After three years of dedicated development, 
the Integrated Business Sensing (iBsing) 
framework has exceeded my expectations 
with a successful proof of concept during our 
first big-scale project with customers. This 
result has allowed us to kick off the iBsing 
Partner Network last week. 

iBsing is designed to address two pressing 
issues faced by many large corporations: 

1) Enhance full engagement and excep-
tional performance in Integrated Busi-
ness Planning (IBP) 

2) Support teams with proper change 
enablement during digital transfor-
mation initiatives that deliver finan-
cial benefits, cost savings, and a 
balanced work-life environment for 
teams. 

The unique consulting approach of iBsing 
integrates three essential elements: opera-
tional excellence, change management and 
change enablement. This holistic approach is 
made possible by the expertise of our iBsing 
partner network, consisting of top specialists 
in areas such as IBP, S&OE, SCOR, Six Sigma, 
Lean, Hoshin Kanri, Kanban, Scrum, Machine 
Learning, Mindfulness, Non-Violent Communi-

cation, Cynefin, PRINT, Gallup Strengths, Socioc-
racy, and more. 

Before the two-day workshop, the ten experts I 
had invited for the iBsing partner network did not 
know each other and I was not sure about the 
team chemistry and the level of engagement we 
could achieve. To test the team dynamic, we 
applied the iBsing approach by focusing 80% on 
“experiencing” and “experimenting”  while limiting 
formal teaching to <20%. The results were out-
standing – we utilized iBsing’s key elements, 
including sense-making interviews to collect and 
synthesize individual perspectives related to the 
transformation, PRINT 1:1 coaching, team work-
shops, NVC conflict resolution techniques, and 
IBP for the HELIBLICK GmbH, and we developed 
governance processes for the iBsing partner 
network. 

How was the workshop? The pictures are worth a 
thousand words! I want to express my gratitude 
to Christine, Sonja, Alp, Christoph, Flavio, Fran-
cois, Jürgen, Neil, and Timo for two highly enjoya-
ble days filled with engagement and brilliant con-
tributions. 

Stay tuned for updates on the exciting journey 
ahead with HELIBLICK GmbH and the iBsing 
framework! 
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Helmut Leitner is the Founder of Heliblick in Zug, 
Switzerland, a management consultancy that de-
veloped the iBsing framework. He is also a Board 
Member at CSCMP Roundtable Switzerland, after 
having a successful Supply Chain career in compa-
nies such as Johnson & Johnson, Merck, Sharp & 
Dohme and Smith & Nephew. 

You have successfully developed the Integrated 
Business Sensing (iBsing) framework. Can you tell 
us more about this and, in particular, how it can be 
leveraged to manage complex transformations? 

Around 20 years ago, I was offered the position of 
S&OP Manager at Johnson & Johnson. I did not 
know what Sales and Operations Planning was, 
but it sounded interesting. I found out that it was 
about balancing demand and supply in the three to 
24-month horizon, and about connecting the Sales
-silo with the Operations-silo. 

Later, I found out that S&OP works much better if 
you combine it with Sales & Operations Execution 
(S&OE), which takes care of all the short-term 
challenges in the next 12 weeks. For many years, 
S&OP and S&OE were an extremely powerful tan-
dem to excel organisational performance in a pre-
dictive business environment. 

In the meantime, S&OP has further evolved to Inte-
grated Business Planning (IBP). The objective is to 
support the organisational vision and organisa-
tional strategy by integrating all departmental 
plans: Commercial plan, Product plan, Manufactur-
ing plan, Procurement plan, Finance plan. But can 
everything be planned and predicted? In the last 

decades, the business environment has changed. We 
know that not every change can be planned, because 
the world is more volatile, complex and disruptive; a lot 
of change is just emerging out of the moment. 

Therefore, the “predict and control” approach in IBP is 
not sufficient for many challenges, and a “sense and 
respond” approach is required. Integrated Business 
Sensing (iBsing) is a framework that enables teams to 
take a helicopter view and to understand, what’s going 
on in this moment and to interact with the key values 
partnership, entrepreneurship and mentorship to find 
the optimal response. IBP and iBsing are a tandem to 
deliver excellent performance in the VUCA [volatility, 
uncertainty, complexity and ambiguity] world. 

During your career, what is the main fundamental 
change you have witnessed within Supply Chain and 
how has the development of IBP impacted global busi-
ness? 

In my first year of my career, I did not yet have my own 
computer at work. At that time, Supply Chain was 
mainly about storing and moving material. With the 
upcoming planning systems, the focus of the Supply 
Chain experts moved towards mastering the E2E [end-
to-end] information flow. 

With the implementation of S&OP, Supply Chain took 
the role of integrator of the different business func-
tions. Going forward, I think that Supply Chain will take 
a key role in facilitating governance processes to con-
sistently improve the framework of E2E decision-
making. On the other side, Supply Chain has an im-
portant facilitator role to resolve business conflicts. 

What advice would you give to someone starting their 
career in the Supply Chain discipline? 

My advice would be: Be curious and be yourself! Sup-
ply Chain is an extremely broad and complex field. At 
the beginning of the career, it may be good to get a 
generalist overview and to understand processes and 
systems across the E2E value chain. 

Since Supply Chain is all about people, it is also im-
portant to consistently improve leadership competen-
cies in parallel. A special leadership feature in iBsing 
is the capability to take a helicopter perspective and to 
increase self-awareness, and also to understand per-
sonal needs of colleagues and business requirements  

Executive Interview—conducted by EMEA Recruitment 

Helmut Leitner interviewed by Neil Cope 



 of the organisation, customers and suppliers. 

For anybody – whatever their own motivators, inter-
ests and skills are – you can specialise in Supply 
Chain and still be yourself.  

People that like structure, and are interested in pro-
cesses and digitalisation, may find great purpose in 
developing the process or system capabilities of the 
operating model. People that are more leaned to-
wards the soft side of management may enjoy facil-
itating cross-functional conflict resolution for criti-
cal business challenges as part of the IBP process. 

Whatever you are passionate about – communica-
tion, digitalisation, marketing, financials, problem-
solving, team-building, learning about different cul-
tures – it’s all needed in Supply Chain. 

What is the most surprising thing that has happened 
during your career? 

Some years ago, I had an exciting job – a lot of re-
sponsibility on my shoulders – and I was struggling 
with my workload. All my focus was on operational 
priorities, organisational changes, system imple-
mentations and team development. I asked my men-
tor for advice. I did not expect the answer: Nourish 
your external network. 

I was super busy with managing relationships within 
the organisation with the team and internal stake-
holders; I saw little benefit investing my valuable 
time into relationships with people who were not 
connected to my organisation and who were fo-
cused on topics not directly related to my daily chal-
lenges. 

A few months later, my mentor invited me to build 
CSCMP Roundtable Switzerland, a non-profit organi-
sation to foster networking and learning between 
Supply Chain professionals. With some doubts,         
I accepted the invitation, and we kicked off the initi-
ative with other Supply Chain professionals. 

A few years later, I know from experience that a 
strong external network is a source of inspiration 
and learning, opening your mind for new ideas and 
new initiatives, providing unexpected support and 
advice when needed, and building valuable connec-
tions and friendships. 

How do you see the workplace changing, especially 

within Supply Chain functions, as we emerge from 
the global pandemic? 

People will be working more from home in the future, 
but I also realize that there is a strong desire to have 
face-to-face interactions, especially from the young 
generation. At the end, there will be a good balance. 

For the iBsing approach, teams are coming together 
every three months for a workshop followed by a 
small social activity, like a barbecue. Between those 
workshops, the team does interact via virtual meet-
ings in weekly or biweekly governance calls. That 
seems to be a very efficient and effective set up. 
And, since teams are meeting at least once a quarter, 
a trustful relationship is evolving. 

Your business, Heliblick, has gone from strength to 
strength this year. What has been a memorable mo-
ment for you in 2022 and why? 

After two years of iBsing development, I had the op-
portunity to apply the iBsing framework for the first 
time at full scale at a big customer. I have been 
working with a fantastic team of 15 change agents. 

A memorable moment was when the team presented 
the first target condition to the CEO, and the CEO 
wondered if the team’s intent was too ambitious. The 
team insisted in the discussion that the target condi-
tion is realistic – and, three months later, they deliv-
ered. 

In the meantime, they have successfully completed 
the third target condition already. Every moment 
where I can see that the team members are fully en-
gaged and enjoy the transformation is an energizing 
moment also for me. 

Thank you to Helmut for speaking to Neil Cope, Asso-
ciate Director in our Procurement & Supply Chain re-
cruitment division in Switzerland. 

 

Views and opinions contained within our Executive 
Interviews are those of the interviewee and not views 
shared by EMEA Recruitment. 

 

Link to interview: https://www.linkedin.com/feed/
update/urn:li:activity:7008056083894173696?
utm_source=share&utm_medium=member_desktop 
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Helmut Leitner 
Mühlegasse 7 
6314 Unterägeri 

Phone: +41 79 813 27 52 
Email: heli@heliblick.com 

www.iBsing.com  

We are on the web! 

www.linkedin.com/in/helmutleitner 

#ibsing 

Change management” cannot be sepa-
rated from the operation of a business, 
and even the most effective change 
management will not succeed in a 
harmful work culture. 

Final thought about 
Successful Transformation 

Looking forward to being in Amsterdam on 
15th and 16th June, and catching up with a few 
iBsing pioneers personally! 

CParity Event in Amsterdam 

iBsing pioneers calls 

The latest iBsing pioneers call have covered a 
broad variety of topics including „Big Data“, 
System Implementation and Bi-Directional Or-
chestration. Thanks to Heymen Jansen, Sam-
my Desmet and Nicole Miara for the inspiring 
presentations and to all participants for great 
learning moments. Please register under 
www.iBsing.com/events 
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