Strategic Purchasing and Supplier Relationship

Management

The aim of this two-day course is to provide the delegates with the knowledge and skills required to
manage a mutually beneficial relationship with your suppliers.

Shanghai, China
27th & 28th February 2012

This two-day training course will
grant you 14 PDUs.
Your International Facilitator:

Francis Hung, Managing Director — Apollo
Consulting Group, TenStep Project Management
Consultant

China Experience
Beijing Olympics
» Support and enhance the Program Management Office

to deliver projects in 3 areas: TV Broadcasting,
International Sponsorship & Ticketing

Shanghai F1 Championship

P Set up a Program Management Office to manage the
deployment of F1 properties in TV broadcasting and
magazine publishing

Guangdong Nortel

» Set up a Program Management Office in the JV
Guangdong Nortel in China for cost reductions projects

BUPT Nortel R&D Center

P Start up the first Nortel R&D Center in China for
Wireless network development programs

Shanghai Expo

» Develop the Event Management training program for
the Expo project team

Testimonials

“One of the best course I ever recevied, Francis is absolutely a
trainer’s trainer.” Helen Liu, VP & Associate, Adfaith
Management Consultant, Beijing, China.

“Francis is an experienced and well organized trainer with
good understanding of the subject. His unique Project
Management tool that is so useful and covers all important
aspects of project management.” - Oonagh Chan, Head of
Broadcast Division, Hong Kong Jockey Club.
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u Overview and Benefits

Over the years purchasing has become a very strategic
focus for companies since a good portion of the product
costs are in purchased goods or services. If you are
unaware of the latest tools and techniques in purchasing,
you may be in a big surprise since your suppliers are well
equipped with the latest tools and techniques. As
suppliers are key to your product success, managing the
suppliers will give you a significant improvement in
delivering the products, as well as being able to work
together to deliver a better solution.

Objectives for this training:

e To understand who your suppliers or potential
suppliers are
To identify both internal and external suppliers
To understand the role of suppliers within the
organization’s quality management system and
their contribution to your organization’s
innovation and future sustainability

e To find out how to build a mutually beneficial
supplier relationship

e To examine the importance of your purchasing
process and its impact on your supplier
performance

e To understand what information should be given
to suppliers, so that they meet your requirements

e To understand how to work with suppliers to help
them identify and meet our expectations and
needs

e To learn the methods for improving
communication with suppliers

e To find out the role of the Service Level
Agreements and Quality Plans and how to ensure
these are effective

e To learn about the criteria used and methods for
evaluation, re-evaluation and monitoring of
supplier performance (based on output and
results, based on outcome and results, based on
audits of management system)

e To understand approaches for effective
assessment/auditing of suppliers
processes/management system

e To understand what is needed for planning
effective and constructive supplier
audits/assessments (based on clear objectives,
scope and criteria)

Pre-Course Questionnaire

In order to tailor this course precisely to your needs, the
course leaders would value information on your knowledge,
experience and requirements.




Training Programme Day One

Monday 27th February 2012

Topics Covered:

Through an immersive, simulated case study, you gain practical
experience evaluating the development and implementation of a
complex purchasing and supplier management technigues.

Day 1
Module 1 — Purchasing Strategy and Implementation
Strategic purchasing and purchasing strategy
. Determine the right purchasing strategy for the
purchases
. Getting the best contribution from purchasing
. Selection of the sub-families that will be sourced in
priority
. Setting-up of efficient project team to achieve target
saving
. Planning & Communication
Supplier market analysis

. Characterization of your organization’s needs
. Understanding of the supplier market
. Evaluation of your organization’s position on the
supplier market
. Synthesis of first elements defining the sourcing
strategy
Effective cost reduction process in purchasing

. Definition of the most appropriate approach to deliver
the targeted savings

. Sourcing levers

. Target procurement policy

. Buy in of the sourcing approach by project team and
stakeholders

P.M.

Cost reduction tools in purchasing

. Identify the purchase category for purchasing
. Example use of Cost Reduction tools
. Calculate potential saving using the cost reduction
tool
Supplier selection and evaluation

. Identify selection criteria for your organization’s basic
Requirements

. Review suppliers' database and select suppliers for
RFP

. Prepare and follow up RFP

*  Analyze and list recommendations

. Prepare and formalize RFP

*  Analyze RFP and select suppliers

. Run negotiations

. Simulate negotiated savings

. Select suppliers to whom a contract will be sent

Conclusion Day One
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About your facilitator
Francis Hung, MBA, P. Eng, PMP, PRINCE2, MSP, ITIL, EIPM

Managing Director — Apollo Consulting Group

Francis Hung is a Canadian Chinese fully bilingual in English and
Chinese professional specializing in project management and
procurement management. A certified trainer for the Project
Management Institute and the European Institute of Procurement
Management (EIPM) programs. He is strong in PMI project
management framework and the Prince2 project management
methodology training and implementation. He is also a PhD candidate
in strategic program management.

Francis has years of experience in project management and business
development training, has a solid background and extensive work done
in business planning, cost management and the implementation of
project management office (PMO) for large corporations.
Manufacturing:

*  Chemical Process Engineering in developing a
manufacturing line for military electronic ceramic production,
using statistical quality control technique.

. Electronic Assembly Engineering: in production of military
power supply modules meeting extreme environmental
requirements at Murata Erie.

*  Circuit pack manufacturing support for Nortel high volume
telephone line circuit pack production. Achieving high yield
and production capacity (7 million units/year) objectives.

. Project manager on a joint program with Motorola in
manufacturing a high volume solid-state over voltage silicon
chip module at 300K units per week.

Telecom:

. Silicon chip designer for Nortel first digital telephone system.

. Program manager for Nortel's data cross connect system.

. First internet enabled call center for Shanghai 168 call center.

. China Mobile network management system.

. Program manager for China Greatwall CDMA mobile network
billing and roaming control (HLR) system.

Finance:

. Project director for China largest B-share security trading
system.
Standards:

. US Military-standard 202 and 28861 implementation for EMI
program
. North America Bell Telephone system spec on LSSGR
standard development
. ISO-9001 certification for first R&D lab in China.
Leadership:

e  Started the first Nortel R&D center in Beijing in 2004.

¢  Senior VP of Hong Kong Systek Information Technology (a
listed company).

. President of Canadian Ceramic Society.

Martin Linking reserves the right to change the venue of, or speakers at the conference should circumstances require. © Martin Linking




Training Programme Day Two

Tuesday 28th February 2012

Day 2
Supplier Management
. Understand the importance of the suppliers'

performance

e Supplier’s impact on your organization and its
products/services

. Deliver effective Service Level Agreements with
supplier

. Understand the importance of effective
implementation of the SLAs

. Ongoing supplier monitoring and control

. Issue resolution and techniques with supplier

*  Change management with supplier

. Supplier continuous improvement tools and
techniques

Cost analysis
*  Cost breakdown analysis to identify cost reduction
levers
. Method of a cost breakdown
. Example of a cost breakdown in a purchased items
. Exercise: determine the component cost of a system

P.M.

Total cost of ownership
. Define the process of TCO — Total Cost of Ownership
. Generic uses for TCO approach in Procurement
*  What TCO for procurement strategy definition its
whole life cycle
e  TCO focus for investment
. TCO focus for routine purchase
e TCO focus for new product & service deployment
e  TCO exercise

Negotiation for purchasing
. Difference between « to buy » and « to negotiate »
. First negotiation case study
. Purchasing Negotiation’s best practices
e Concession / counterpart exchange step
e Concession / counterpart workshop
. Preparing the negotiation: the planner
e  Second negotiation case study

Workshop Summary & Closure

Workshop Schedule bay One & Two
0830 Registration and coffee

0900 Workshop commences
1045 Morning refreshments
1115 Workshop re-commences
1200 Luncheon

1300 Workshop commences
1500 Afternoon refreshments
1530 Workshop re-commences

1730 Workshop concludes

Martin Linking
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About Martin Linking

Martin Linking Business Consulting plans to produce more
than 80 trainings and conferences and works with senior
executives from the majority of the world's top 1000 companies
to improve their business strategy and match their learning and
training needs in one year. And we continue to grow.

We also invite the leading business practitioners, industry
decision makers and innovators to share insights, best business
practice, and new technology at our forums. We are dedicated
to give attendees cutting edge information they can use
immediately. We constantly research and listen to all industry
sectors to ensure that the business intelligence we provide is
timely and cutting-edge.

In-House Training Solutions:

If you have a number of delegates with similar training needs,
then you may wish to consider having an In-House training
solution delivered locally on-site. Course can be tailored to
specific requirements.

Please contact Whitney Shen on +86 28 8532 7678 or email

whitney.shen@martinlinking.net to discuss further possibilities.

Course Format:
Trainer will use practical examples and case studies to reinforce and
expand the scope to cover applicable concepts in this training.

Who should attend?

Anyone who is currently involved directly or indirectly in the company
purchasing and supplier management will be benefited to this training.

People in the following categories will find this workshop particularly
useful:

. Purchasing Manager

. Lead buyer

. Buyer

e  General manager

. Program managers

. Sponsors

. Finance

*  Anyone who is involved in purchasing and budgeting

Martin Linking reserves the right to change the venue of, or speakers at the conference should circumstances require. © Martin Linking
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Strategic Purchasing & Supplier Relationship

Management

SH20120227-3-Sales Contract-Please Complete in Capital Letters and Black Ink

Sales Contract
Please complete this form immediately and fax back to

Whitney Shen

Fax No: +86 28 8532 6768

Fee Per Delegate

D Two Day Training Fee RMB 8850 per person

All the registered delegates are entitled for a set of documentation
free of charge

l:l DOCUMENTATION RMB 1500

If you are unable to attend the conference/training but wish to
receive copies of the conference/training documentation, please
complete the sales contract, tick this box and return the contract
with payment details.

Full Payment is required within 5 working days

Name:

Position:

Email:

Name:

Position:

Email:

Name:

Position:

Email:

Organisation:
Address:

Town: State: Postcode:
Tel:

Nature of Business:

Fax:

Company Size:

[ ]1-99 [ ]100-249

[ ]500-999 [ ]1000+

[ ]250-499

Authorization

(Signatory must be authorized to sign on behalf of contracting
organization.)

Name:

Position:

Signature: Date:

This booking is invalid without a signature.

Martin Llnkmg
Budiness Consulting

Register Now

Contact: Whitney Shen

Tel: +86 28 8532 7678

Fax:+86 28 8532 6768

Email: whitney.shen@matrtinlinking.net

Business Opportunities

An exhibition space is available at the conference.
Sponsorship opportunities covering lunch, evening
receptions and advertising in documentation packs

are also available. Please contact Ms. Whitney Shen at
+86 28 8532 7678.

Payment Method
Our payment terms are 5 working days on receipt of

invoice and full payments can be made by bank
transfer.

VARE S
VAWRERE
IS

BB ST 4 ] e 55 B AT R A ]
Hh ] T R AR AT R T B R R A AT
+5 1 4402928009022523952

CONFIRMATION DETAILS: After receiving payment, a receipt will be issued.
If you do not receive a letter outlining the conference details two weeks prior
to the event, please contact the Conference Coordinator at Martin Linking.

Terms & Conditions:

1. Fees are inclusive of program materials and refreshments.

2. Payment Terms - Following completion and return of the registration
form, full payment is required within five (5) working days upon the
issuance of invoice. Payment must be received prior to the conference/
training date. A receipt will be issued on payment. Due to limited
conference/training seats, we advise early registration to avoid
disappointment. We reserve the right to refuse admission if payment is
not received on time.

3. Client’s Cancellation/substitution - Provided the total fee has been paid,
client’'s cancellation must be received in writing by MAIL or FAX four (4)
weeks prior to the event in order to obtain an 85% credit to attend for any
future Martin Linking Events. Under such circumstances, Martin Linking
will retain the other 15% service fee to cover expenses for prior cost that
has already been incurred upon the acceptance of registration.All
bookings carry a 50% cancellation liability immediately after a signed
sales contract has been received by Martin Linking.

4. If, for any unexpected circumstances or reasons that Martin Linking
decides to postpone this event, the client hereby indemnifies and holds
Martin Linking harmless from any cost incurred in by the client. The
event fee will not be refunded, but can be credited to future Martin
Linking’ s events. Martin Linking reserves the right to change the
content without notice.

5. Copyright etc. - All Intellectual Property rights in all materials produced
or distributed BY Martin Linking in connection with this event is expressly
reserved and any unauthorized duplication,publication or distribution is
strictly prohibited.

6. Important note: In the event that Martin Linking permanently cancels
the event for any reason whatsoever, (Including, but not limited to any
force majeure occurrence) and provided that the event is not postponed to
a later date nor is merged with another event, the client shall receive a
refund for the amount that the Client has paid to such permanently
cancelled event.

Martin Linking Business Consulting Company Limited
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