BME China Purchasing Training

Negotiation Skills for Purchasing Professionals (1 day)

RBERALETT (1X)

Available dates 2010: Location:

July 14*

October 20"
1388 North Shan Xi Road

Aim of the Seminar

Good negotiation skills are fundamental for successful
purchasing and a basic condition for professional
purchasers. Learn how to prepare, perform and
evaluate your purchasing negotiations,

The seminar provides first essential theoretical
backgrounds, supported by practical exercises. The
participants will learn how to ask by using efficient
asking techniques and how to argue in critical situations,
also how to evaluate the arguments and feelings on the
other side of the table, which will enable you to perform
the negotiations in a good atmosphere.

Professional preparations and planning of each
negotiation including an accurate timetable are also
content as well as the development of good strategies
with different scenarios and wanted results.

Target Group: Chinese purchasing managers of
international companies and local multinationals

Language: English

Seminar Content
Time: 9.00am - 5.00pm

Expectations of the participants
(theoretical knowledge, practical hints, examples, the
negotiation process, special China related items)

Theoretical background including practical exercise
(based on the Harvard Concept)

= Sound technical knowledge: creating a good meeting
atmosphere, personal behaviour and voice

= Rhetoric and persuasive power: asking and arguing
techniques, body language

Logical preparation: based on facts and figures
(supplier's situation, supplier performance in costs&
quality & deliveries; competitors, technical and
commercial items, market development, input from other
departments)

= Psychological comprehension: how to evaluate the
situation and the feelings of the supplier side, how to
create pressure, what is an acceptable compromise

The landscape of negotiations
Customers, suppliers, internal departments and persons

Strategic aspects of purchasing negotiations

goals, tools, dealing of critical situations, what will have
positive & negative influences in negotiations, logical
progress, documentation, situations & reasons to
interrupt or postpone a negotiation

Discussion
results and new findings for the participants, clarification
of open points

Specific recommendations for negotiations
(preparation, performance, problems)

Evaluation of the training and workshop
(critics, recommendations for improvements)

Shanghai, Regus Silver Centre
Conference Center, 2™ floor
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Organized by Germany's
Leading Buyers Association

H B E & K KR AT & HR

SME

Association
Materials Management,
Purchasing and Logistics

In cooperation with

CX(ISE

STAUFEN.

consulting . academy . investment

Our Trainer
YN A

Josef Luerkens

-

Age: 58 years
Consulting Experience: 4 years
Industry Experience: 29 years

Core Competences:

= Organization & Management
Systems

= Materials group management
= Supplier management

= Target costing

= Globalization

Professional Experiences:

= Staufen AG, Senior Consultant

= Schaeffler KG Asia, CPO

= Schaeffler KG worldwide, CPO

= ITT Teves (now Continental AG)

= Drahtwaren-Werbemittel Dieter Wirtz
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= Drahtwaren-Werbemittel Dieter Wirtz
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For a complete overview of BME China Purchasing Trainings please visit: http://training.bmenet.asia



BME China Purchasing Training

Negotiation Skills for Purchasing Professionals (1 day)

KW RHAET (1K)
Participation Requirements

» Registration Fee:
2,200 RMB per person

o

= Early Bird Discount
1,900 RMB per person for registrations
six weeks prior to the training
(15% off from standard price)

» Discount for Multiple Participants:
1,650 RMB for each additional participant per company
(25% off from standard price)

= Registration fee includes:
Training material, lunch and two coffee breaks per day

= Cancellations:
Please note that a service fee of 1,200 RMB will be charged for
cancellations received two weeks prior to the event or earlier.
For later cancellations the total registration fee will be payable,
as well as in case of non-participation

The Partners
a m BME - the German Association Materials Management,
— Purchasing and Logistics- was fc_)unde(_j in 1954 and

S e today has over 7.000 members, including Fortune 200

g s Losisies companies and SMEs. As a leading European buyer
association, BME provides know-how transfer and
services for procurement and supply chain
management. BME's own academy is the Germany's
largest procurement training provider . BME's Shanghai
office opened in 2008.

FEZ

Staufen AG is an international Lean Consulting
Company with head office in Kodngen (near Stuttgart,
Germany) and branches in Switzerland, China, Poland
and ltaly. Staufen Academy qualifies management and
employees in implementing modern Lean-Concepts and
Methods. Staufen's Chinese sourcing team, which
includes the seminar's trainers, is made up of Chinese
and European Experts with field experience from the
practice.

STAUFEN.

consulting . academy . investment

Contact and Information
Steffi Xu, Operation Manager, BME Shanghai

Tel.: +86 21 61498271
Mail: steffi.xu@bmenet.asia
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Please complete with participant information and fax or email to: +86 21 6149 8101 / steffi.xu@bmenet.asia
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Name, First Name / #£%

Company/ /2 ]

Please choose training date:
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Position / BR{i;

Street/P.0. Box / i1

July 14" 2010
2010 F 7 H 14 H

E-Mail / i THE{F

Postal Code, City / HF % % I i

October 20" 2010
2010 10 A 20 H

Phone /| 1% Mobile / T4,
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