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Training Description:

This training course is aimed at improving the essential skills of the Procurement Professional and Senior
Buyers in organizations. Advanced negotiation and procurement techniques, business continuity, and
contingency planning for procurement are discussed and practiced in simulations. The training course
examines the strategic importance of procurement departments by using concepts and ideas to maximize
the procurement department’s effectiveness and thereby reducing costs throughout the supply chain.

Training Objectives:

By the end of the training, participants will be able to:

v' Review critical supply strategies

v' Be provided the concepts of activity-based costing

v Discuss current forces of change

v' Learn how to create rapport, build trust and establish credibility in a workgroup

v" Understand that communication is vital to successful, productive workgroups

v’ Learn the skills required for good supplier relationships

v’ Study business continuity and contingency planning for procurement

v" Be taught a category segmentation process

v Learn how to plan in successful negotiations

v Study different approaches in negotiations

v/ Examine standards of ethics

v’ Learn how to rate a supplier

v Evaluate the strengths and weaknesses of suppliers

Targeted Competencies:

e The ability to deliver real value in a e Leadership skills
shorter time e Strategic planning

o Reduce the number of non-value adding e Purchasing methods
activities e Supplier communication

e Improved relations between personnel, e Writing purchase orders
customers, and suppliers e Logistics methods

e Reduction in total cost of ownership e Sourcing of materials

e |Improved supplier performance e Negotiation

e Management skills

Training Designed for:

This course is intended for Contracts Personnel, Purchasing Personnel, Procurement Personnel, Project,
Engineering, Operational, and Maintenance, Personnel who are involved in the planning, and execution of
purchases and contracts and All involved in the acquisition of materials, equipment, and services and who
are in organizations whose leadership want high levels of competency in those involved in these activities.

Training Requirement:

“Hand’s on practical sessions, equipment and software will be applied during the course if required and as
per the client’s request.”

0<)

<) EFQM

/ Member

LM164 Rev.003 CMCT COURSE OUTLINE 7 Page 2 of 5




CAREER C Mﬂ

MANAGEMENT

CONSULTANCY C T
&TRAINING

wayaillg dyla i CaljListia ) pyd

Tel No:+97126654546 |Fax No:+97126654182|Email: training@cmc-me.com|www.cmc-me.com

Contents can be adapted to your specific wishes. It is therefore possible to focus on specific modules of the
training course as per client’s learning needs and objectives. Further, it should be forwarded to us a month
prior to the course dates.

Training Program:

DAY ONE:
+* Module 01- Performance Purchasing:
Introduction to Purchasing and its contribution to the organization
The Supply Chain and its influence
Influence of the External Environment
Purchasing Organisations
The Procurement Cycle
Purchasing Systems
Critical Supply Strategies
Category Segmentation Process

DAY TWO:

+*» Module 02 - The Supplier Relationship:

e Transforming the Supplier Relationship

Specifications
Working with End-users
Supplier Evaluation Criteria
Appropriate Supplier Methodologies
Total Cost Approach
Defining the Organization’s Mission in Building Supplier Relationship
How to be A Good Customer
Communication, Trust, and Credibility as Key Elements
Shrinking the Supplier Base

DAY THREE:

++ Module 03 - Advanced Negotiation Skills:
Avoiding Confrontational Negotiating
Developing Active Listening Skills
Negotiating with an Angry Person
Dealing with Back Door Selling
Power Closes that are used on the Buyer
Understanding the other Negotiator’s Power
Negotiating Pressure Points
Negotiating with Untrustworthy Counterpart
Negotiation Tactics and Countermeasures

DAY FOUR:
+* Module 04 - Leadership Skills for Procurement Personnel:
e Communication techniques of verbal, non-verbal, and written

e Methods of communication lead to more productive work and minimize stress

C OOt EBWYOE

c L{ IR
LM164 Rev.003 CMCT COURSE OUTLINE Page 3 of 5




CAREER
MANAGEMENT
CONSULTANCY

&TRAINING

wayyatllg dyla gl ljlidull ps

Tel No:+97126654546

|]Fax No:+97126654182|Email:

training@cmc-me.com|www.cmc-me.com

Communication and interaction openness develops trust
Identification of interpersonal interaction methods
Recognizing response to and perceptions of change
Analyzing and preparing for the human reaction to change

DAY FIVE:

+* Module 05: Advancing Procurement Contribution:

e Attract and Retain Supply Management Talent

Supplier Measurement
Vendor Rating
Steps in Developing Performance-Based Contracts
Action Planning
Business Continuity and Contingency Planning for Procurement
What Is Activity-Based Costing?
Price Cost and Value

e Ways that Advanced Procurement can Improve Organisation’s Finances
Course Conclusion
POST-ASSESSMENT and EVALUATION

Training Methodology:

This interactive training course includes the following training methodologies as a percentage of the total

tuition hours:
o 30%
o 70%

Lectures, Concepts, Role Play

Workshops & Work Presentations, Techniques, Based on Case Studies & Practical
Exercises, Gamification, Software & General Discussions

e Preand Post Test

Training Certificate(s):
CMCT Internationally recognized certificate(s) will be issued to each participant who completed the course.
Training Fees:

TBA as per the course location - This rate includes participant’s manual, hand-outs, buffet lunch, coffee/tea
on arrival, morning & afternoon of each day.

Note: The 5% VAT (Value Added Tax), will be effective starting 01°* of January 2018 as per the new
regulation from the UAE Government. The VAT applies for all quotation both for local and abroad.

Training Timings:

Daily Timings:
07:45-08:00  Morning Coffee / Tea
08:00 - 10:00 First Session
10:00-10:20  Recess (Coffee/Tea/Snacks)
10:20-12:20  Second Session
12:20-13:00  Recess (Prayer Break & Lunch)
13:00 - 14:00 Last Session
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For training registrations or in-house enquiries, please contact:
Aisha Relativo - Training & Career Development Manager
aisha@cmc-me.com / training@cmc-me.com

Tel.: +971 2 665 3945 or +971 2 643 6653 | Mob.: +971 52 2954615
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