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‘To strengthen team purchasing processes.’ 



‘Purchasing Power’ 

 

 

 

Object of the Workshop:  

‘To set and strengthen essential purchasing skills for 

sales and service staff to encourage better business 

purchases from suppliers’ 

 

Enquiries to Time & Energy Pty Ltd – Attn.  John Highman (Facilitator for the Workshop) 

Ph 07 37116900 Fax 07 37115800   Email:  info@timeandenergy.com.au 
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Session Details: 

1. Setting the Scene: Existing Relationships and Challenges – 45-
60 minutes 

a. Trends in your market today 
b. Supplier Relationships 
c. Partnering Processes 
d. Time lines and Pressures in Your Purchasing Cycle 
e. Your Purchasing Position – Strengths and Weaknesses 
f. Workshop #1 – ‘The Supplier Matrix’ 

2. Today’s Approaches to Negotiations – 90 minutes 
a. Establishing 4 Principals of Interest Based Negotiations 
b. Common Negotiation Errors 
c. Pre-negotiation Checklist for Purchasing 
d. 16 Top Negotiation Tips for Purchasing 
e. 25 Attributes of Expert Negotiators 
f. How to Establish and Underpin Relationships for Better 

Purchasing 
g. Workshop #2 – ‘Windows of Negotiation Opportunity’ 

3. The Six Phases of the Negotiation – 240 minutes 
a. Starting the Order Cycle 
b. Questioning Techniques 
c. Listening Techniques 
d. Response and Feedback Techniques 
e. Handling ‘Push-backs’ in the process 
f. Dialogues, Words, and Phrases for negotiating 
g. Telephone dialogues, tactics and timings with orders 
h. Workshop #3 - ‘Build Your Purchasing Skills and Dialogue’ 

4. Strategic Partnering Processes – 60 minutes 
a. The 12 factors to strengthen partnering 
b. Getting suppliers more involved in your future 
c. Developing a ‘Client’ attitude 

5. Action Plan – 30-60 minutes 
a. Workshop #4 – ‘ Purchasing Team Action Plan’ 

 

 


