1 day training
TARGET AUDIENCE

All people that ,although not belonging to the procurement department, QUESTIONS YOU COULD ASK
are involved in a purchasing process. YOURSELF!

Everyone that is present in negotiation meetings and wants to avoid 1 Why do procurement people do what
being counter productive by not recognizing tactics. they do?

Those who want to get a basic understanding of professional procure-

ment. 1 How can | make sure that our
purchases are at level?

) al
FROGRAM 1 What role should I take in the negotiation

meeting ?
The buying process, step by step

The importance of competition 1 Why involve procurement?

The power of information

The importance of a Strategy TI How can | get beSt Va|Ue WIthOUt hurtlng
my relationship with my supplier?

Why and when to involve procurement

The negotiation/supplier meeting

Ethical and professional conduct

Communication towards style and content

WHAT YOU WILL TAKE WITH YOU

Basic purchasing skills

Insights on how you can be of value in the procurement process

A better understanding of what is going on in a negotiation meeting
Complete syllabus

The do’s and don’'ts for sharing

LOCATION & DATE (ONE DAY)
Check out our next available training dates on:

www.valuerepublic.com

X e-mail the response form to info@valuerepublic.com

= fax the response form to +32 3 253 13 19
a2 call +324756479 79



