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The Strategic Purchasing workshop looks at how to develop a purchasing strategy to strengthen the corporate direction. It develops processes for strategic, commodity, preferred and regular suppliers and assesses how best to commit the purchasing resources to achieve the best overall cost reduction. It develops methods for assessing both single (project) purchasing opportunities and on-going strategic accounts and developing improvement plans 
The workshop uses a combination of group exercises, assessing DVD’s and group brainstorming on the results supplemented by a minimum level of “best practice” from the literature and other companies.

Each participant receives a set of spreadsheets to facilitate assessing single purchasing opportunities in the future, developing and assessing a negotiation strategy and assessing developing and prioritising efforts spent on strategic accounts in the future together with a full set of documentation from the course.


	9.00 – 10.00
	Developing our purchasing strategy from the corporate strategy.
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We assess how the corporate strategy should affect purchasing priorities and allow us to develop a purchasing strategy


	10.00–11.00
	Groupwork: Developing purchasing processes for our strategic, commodity, preferred and regular suppliers.
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We develop processes for how to deal with each of the four types of suppliers and assess how much purchasing and company resources each process will need.


	11.00 -12.00

	Groupwork: Developing a supplier appraisal for a single (project) purchasing opportunity
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We look at a couple of current purchasing opportunities and assess our decision criteria, how important price is and what we would be prepared to pay for a particular supplier’s proposal.


	12.00 – 1.00


	Groupwork:Developing an assessment of a strategic account
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We assess what is important to each of the main member’s of the buying team and how strong each of the competitor’s are in each of these areas. This assessment enables us to assess the relative strengths of each of the competitors and where our supplier could be asked to improve.



	1.00 – 2.00
	LUNCH



	2.00 – 2.30

	Groupwork:Matching our purchasing plans to our resources
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We can identify the level of likely cost reductions possible for each category of supply dependent on the nature of the category itself ( level of fixed costs) and the nature of the supply market for this category(is it a commodity with plenty of suppliers able to step in)
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Using these potential levels of cost reduction we can prioritise the use of our purchasing resources to achieve the best possible improvement in both price and other areas important to us. We can then develop a purchasing strategy for each category and supplier.


	2.30 – 3.00


	Contract Law
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Looks at how the main points of contract law are applied to conditions of sale including misrepresentation, breach, damages, defects liability, variations, delays, liquidated damages, performance bonds and parent company guarantees.



	3.00 -3.30


	The two types of negotiation and when to use them and how to conduct each type.
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 A brief presentation is given on how to negotiate the best deal using the results of our assessments
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The main negotiating variables are assessed and acceptable negotiating ranges are developed together with weightings representing how important each negotiating variable is to both buyer and seller to give both parties a good result.


	3.30 – 3.45


	TEA

	3.45-.15

	Groupwork: Developing the action plan for the single (project) purchasing opportunity. 
We develop an action plan for the project purchasing opportunities that we assessed before lunch to achieve improvements in the offer on both price and other benefits.

	4.15 – 4.45

	Groupwork: Developing the action plan for the strategic accounts that we assessed before lunch
We develop an action plan to improve the overall offering from the strategic accounts in terms of price and other benefits.
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