Good negotiating skills eressential if gu
hope to play a stitegic ole in your
compan’'s opeations Don’t fool yourself—
your ability to negotiate withour
supplies and pur internal customesrcan

make or beak your caeer as a supply chain

professional.

"Everyore regotiating cortracts sbuld tale this course!
Excellert class! Best I've had in yn14+ years hed" —
Senior Buyer

"On ny first negotiation after tle seminmr, | increased ta
spec ad still saved $135M on a $500Mdl!!! It was fun
using the tactcs with sone pedictability. | sue felt in
cortrol. | got my suppler to povide me all kinds d
market ard competitor infrmation. Tre real value byour
program is ot only all tre skills awl tactts, but the
ability to go 'into the head @ the sales person' dn
understam their agendas"—Senior Supply Chain Manger

"The semiar was éfinitely useful. | eally enjoyed it. Wo
years ag | took amther regotiations semimr -- tre
Karrass course isaf supewor. The cepth ¢ contert coveed
in the Karrass semiar ard the regotiation sinulations ae
much bettef—Purchasing Manger

"The semiar was very useful. I've aad/ used soma d the
techniques in mjob, which as rore than epad ny
compan’s investnert in the coursé—Chemicals Supply
Chain Manager

"I gererally despise tining courses with ‘gaes’ or ‘ole-
playing’, however the ores useddr this course werall
very effective interestirg, ard fun."—Contracts Manager

"For the nost part I'm ot a bg believer in taining. We
have too mch work to @. BUT, every ogce in a while oa
comes alog that you eally use ad this was oa d them.
I've got to say this course wasetbest I've ever been

involved with. You guys @ a fartastt job ar | have used

the tools nary times sirce the course both at work drin
my private life"—Project Manager

"Mary of the cortepts taughin this course can save us
literally millions d dollars The naterals ae relevart; the
exercises ae informative anl interestirg; the instructors
are piofessonal ard knowledgeable"—Procurement
Team/Design Engineer
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Contact Infocus Training - Certified Karrass Instructor
Phore (310) 271-9005 -Interret wwwlnfocusTraining.com

...Is a fast paced, hard-hittirg,
ard enjoyable two-day seminar
We teach and denorstiete practcal
skills strateges and tactics that
attedess can ue immedately

This semimr povides supply
chain  managers contract
managers project maragers,
buyers ard otler pocuenment
team nembers (i.eergineerirg,
quality cortrol, marufacturirg,
IT, etc.) with the practical
techniques and psychological
insights reeced to telp create
better "Both-Win" ageenerts.

More than just a single-evet)
KARRASS provides extersive
follow-up. Each attendee receives
a comprehesive package of
multimeda materds to reinbrce
the concepts discus®d during the
semimar, including a seminar
workbodk, two of Dr. Kariess hard
cover bodks, a set of 6 EFFecTIvE
NEGorATING® program CDs, ard
the KARRASS Compass—the
negotiations coaching and
navigatordl tod.

KARRASS dso conducts a pod-
semiar suvey to hep reinbrce
the informaton preseted in the
semiar and help measwe the
attedees swcoessrate in acquiring
the kill s necessary to achieve more
swcoesgul negotiators.



“I can’t wait to try this out. It would hawe taken
me ten yars 6 experienced learn what I"e
picked up in the last twdays”

As traditional purchasing tasks evolve into broader supply
managementotes you need to fine-tuneoyr negotiating skills
New strategic esponsibilities equire closer inteaction with both
your internal customerand ypur supplies. You ae going to be
seeking out bsiness opportunities and helpinguy oganization
create \alue fom those opportunities

Skills you'll learn in this seminar will helpou tale a leadeship ole
in your oganization. Maybe as the lead negotiator on as<er
functional team—gu might hae to be the negotiations coach.
Perhaps gu've been assigned thesponsibility to manage an

Microsdt, Generd Motors Hewlett Packad, Raytheon,

Bechtd, TRW, Cargill, Chevron, Coca Cola, and GE have dll

used Kariess Effective Negotiating® seminars to help
sharpen their negotiating skills.

Your supply-chainale povides you interaction with internal customgr
external supplies; and a wealth d industry contacts This inteaction
gives yu information no one else iroyr oganization may hav Your
ability to negotiate the utilizationf ahis information can hav a
profound impact, and eates eal \alue!

We’ll examine ley negotiating skills that aressential in today’moe
comple negotiations with bsiness partnerand sttegic supplies
You'll learn haw to piotect yYour ovn intelests while seahing for Both-
Win opportunities We’ll shov you hav to create inngative and
intelligent compomises or impasse-ualers that still lead the ay to

important stategic supplier. one yu cannot afird to loose

KEY NEGOTIATING ISSUES YOU WILL LEARN

» A dozen ceative Both-Win techniques that will
cement your relationship with your suppér am
provide aeas 6real value aeaton.

* How to urcover your suppdir's urstated wats —
the Hidden Satistrs that will lelp trem find ways
to meet your eeds

e How askirg for sonethirg in return wken you
make a cowessbn can lead ot only to geater
satishction for your suppkr, but to a better
ageenen as well.

* Proven techniquef hamlling a prce ircrease

e How to make regotiations nore fun aml less
aggavatirg.

* Courtermeasues br each bthe seller’s tacts.

» How to find a both-win commmise alterative in
ary negotiation.

* How people tade df what they think trey wart
for what tley really wart in a regotiation.

BUILDING YOUR NEGOTIATING POWER
* How to lerd legitimacy to every posibin talen.

» How to cevelop pobing questins to urwover your
suppler’s real positdn.

» Techniquesdr getting cost ad time bealdowrs.
* Understanl where a supper may cut corers or

chage for work rot idertified in the initial
specifcations.

» When — ad how — to use a teamegptiating
appoach.

e How to gain geater isight into the hidden
pressugs operatirg on the other side -
throughout treir organizaton.

= Understamling how cultuial differerces effect ta
way people agotiate

better long-termelationships

LEARN THE ART OF CREAIVE COMPROMISE

» How to establish a edible couter-positon to a
suppler’s initial proposal.

« Why splitting the differerce is ot necessary ah
often favors tle suppler.

eHow to say "no" in a way that minimizes
resemmert from your suppér.

» How to tiade miror corcessons for major suppler
COITEeSSons.

e Using the qud-pro-quo technique to build a
strong ageenern—easy conessons to gain fom
the suppler that nay have mch geater value to
your oganizaton.

DISCOVER HOW TO MAKE CREATIVE
BOTH-WIN AGREEMENTS

« Altering the specs toeduce your suppér’'s costs
ard afford you a lower pde

e Utilizing risk-sharig formulas that save amey
for both paregs

» Adjusting paperwork amh logistcal requiemerts
to save tine for both parts

* Realizig efficiercies in quality control and
inspectons to steamlire production ard celivery
schedules

 Using a better mix blabor, or shaed esouces to
ersure better gality or on-tine ckliveries



