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Successful Contract Negotiation and Purchasing
Technigques

Increasing Profit with Efficient Procedures and Agreements

| ntroduction

The notions that everyone can effectively bargain and make good purchases are both
contested by this training course on Successful Contract Negotiation and Purchasing
Techniques. These two ideas are untrue. Both large and small organisations lose
money and resources believing this. This training programme could save your company
a substantial amount of money because it first builds a strong grasp of the advantages
that wise purchasing offers and shows you how to set up a department that can achieve
organisational excellence to deliver those advantages.

The second need for success is the capacity for negotiation, both with external parties
like the market and with internal divisions like engineering, production, finance, and
safety. Regretfully, people least qualified to produce a successful result are frequently
assigned to negotiate on behalf of others. The entire organisation is impacted by this
failure, which raises operational expenses and causes personal stress in addition to
decreasing profitability and increasing business risk.

It is anticipated that the delegates will assess their comprehension of their
competencies in relation to the fundamental principles that underpin efficient
procurement and will acquire insights and suggestions that will prove advantageous to
their enterprise and individual lives.

The following will be covered in this Course N Carry Successful Contract
Negotiation and Purchasing Techniques training course:

e The goals of a well-functioning procurement process and strategies for communicating with

internal customers.

Developing a foundational knowledge of the negotiation process

Obtaining the appropriate specification is essential to lowering risk and expenses.

Assessing possible vendors and overseeing the supply chain

Bids and tenders assessment and analysis Price, Cost, and Value as determined by financial

analysis and management

e A contract's objectives, legal requirements, and terms and conditions. Keeping a contract
from failing. Realising your own capacity for negotiation

e Barriers to effective bargaining. The effective negotiator's tools. Important components of
bargaining AND creating a self-improvement action plan



Objectives

Upon completion of this training course on purchasing and contract negotiation
strategies, you will be able to:

e Establish a productive and successful purchasing department.

Improve your ability to communicate both inside and outside the company.

Recognise your advantages and disadvantages.

Recognise the requirements of contracts and mitigate contractual risks.

Arrange, carry out, and successfully negotiate both with and across cultural boundaries.
Have faith in your capacity to bargain with any company at any level.

Training M ethodology

This is a very interactive training session; participants are asked to challenge
preconceived notions in the group discussions and connect the lessons to their own
experiences. Team-based activities address important learning phases by having
participants investigate issues and provide answers to predetermined tasks. Throughout
the seminar, smaller-scale discussions give way to a larger-scale negotiation on the last
day. It is required of each delegate to create an action plan for applying what they have
learned back in the workplace.

Organizational impacts

Develop self-assured staff members that will question the "way things are" and
enhance purchasing performance at lower cost and risk, thereby boosting
business profitability.

e Determine the main mistakes that the purchasing operation has to fix in order to succeed.

e Develop a more self-assured person who feels at ease representing the function at all
Company levels.

¢ Minimise the overall expense of goods, tools, and services acquired at a lower risk.

¢ In all facets of performance, go from being reactive to needs to being proactive.

¢ Defend the Company's interests by learning more about contract negotiations and
agreements.

e Make enhancing performance a top priority when running the company.

Per sonal | mapct

Possess the knowledge of what constitutes good practice and the guts to
advocate for change when it is necessary.
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An understanding of what the purchasing department can accomplish and how you can help
more

Knowing what you can do now and where you should put your money to improve yourself

A greater sense of assurance when navigating various settings, cultures, and professional
levels

Increased ease and assurance in "difficult” bargaining situations

Understanding other people's issues and knowing how to influence them to agree with you
Grow increasingly critical of current practices and structures and less tolerant of the status
quo

Who should attend?

Both those tasked with implementing policy and those who create it stand to gain from
this training programme. Status, job title, and position within the company are
unimportant. Both people with little or no expertise with purchasing can use it.

A wide range of professionals can benefit from this Course N Carry Successful
Contract Negotiation and Purchasing Techniques training course, but the
following will be especially beneficial:

People who have never made a purchase

Those who have some purchasing experience but want to change the way they think or
behave

Everyone working in engineering, project management, site contract management, or supply
chain engagement at any level

Individuals inside an organisation who have a say in the choice of supplies, services, or
materials

Any anyone, regardless of history or current position or job, who

Course Outline

Day 1

Where Are Purchasing Failures Happening and What Is Negotiation?

Buying: What Is It?

Why is there a fall in professional purchasing?

Does the purchase failure virus infect your company?

Is It Time to Contract Out the Work?

Can we Have Effectiveness Without Efficiency?

The Value of Communicating with Internal Customers About Purchasing Strategy
What happens to your money?

Overview of Negotiation

Ditferent Negotiation Styles
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How You Are Assessed by the Provider

Day 2

Are You Skilled at Bargaining and Comprehending the Offer?

Understanding who you are and what you appreciate and don't value about yourself. - Briggs
and Myers analysis

The Negotiation Mind Traps

Social Skills Are Important

Ability or Proficiency Evaluation of Individual Capabilities

Negotiator Competencies

The Value of Market Analysis

Supply Chain Risk, Globalisation, and Price, Cost, and Value Setting Techniques

Validation of Price and Cost

Price to Cost Understanding

Day 3

Requirements for the Contract and How to Make It Work

Contract Structure: Complementary Records

Conditions & Terms

Options for Payment

Promises and Assurances

Insurance Companies

Establishing the Contract's Legal Requirements

Excessive Strain Under duress, error, or misrepresentation

Annoyance, breach of contract, variation, agency failure to agree, and privity

Day 4
Identifying Trustworthy Vendors & Negotiation Culture: Which Vendor Should We
Choose?

e Supplier Assessment

e The Procedure for Tenders

¢ Do the tenders provide what we want?

e Good or Bad Long-Term Supplier Relationships: Benefits and Risks of E-Commerce

¢ Ethics: The Effects of Corporate Bribery and Corruption

e Personal Corruption - Worldwide Corruption - Actions That Can Be Taken?
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¢ |ndividual Comfort Zone in Terms of Culture
Day 5

What Constitutes an Effective Negotiation

e Persuasion and Listening

e Posing Appropriate Questions

e Understanding Body Language

e When to Negotiate and Where to Do It

e Handling Authority and Power in Phone Conversations

e The Value of Organisation

e Interacting with the Opponent Side Bargaining Making Givens
Handling Strategies and Dangers

Sealing the Deal

Crucial Actions for Each and Every Negotiation

Evaluate Which three points will you bring back to your business to discuss?

Shams Business Center, Sharjah Media Tel: +971 55 323 6764 Fax: +971 55 323 6764 E-Mail: subhashini@itrobes.com
City Free Zone, Al Messaned, Sharjah, UAE
PO Box: 49638



