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ESSENTIAL SKILLS FOR

PURCHASER

The purchaser is playing an important role in any
organization today to procure the right materials and
services for their operation to ensure their quality.

In the general perspective, there is insufficient
competency in the purchasing cycle to procure
materials and services matching the strategic value of
organization. Not realizing this business behavior will
lead to profit erosion.

The salvage plan lies in the standard procedural and
policies which govern and monitor the procurement
objectives to be implemented.

Hand in hand, negotiation tactics and techniques are
required in matters related to the Pre-transaction, On-
transaction and Post-transaction stages.

If you are a purchaser, you should join this one day
online training to master the purchasing skills.

WHO SHOULD ATTEND B

For all personnel in Procurement, Purchasing, Finance, Supply
Chain, Materials Planning, Order Management and anyone who
handles the scope of work related to purchasing.
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Zoom

DATE: 26 April 2021 (Monday)
TIME: 9.00 AM-5.00 AM (7 hours)

FEE
Normal Fee RM-800

Save RM 320

Offer Fee RM 480

Group of 2 person RM 900, Group of 3 person, RM
1260, Group of 4 person RM 1600

COURSE OBJECTIVES N |

At the end of the training, participant should be able to:

e Understanding the Roles and Responsibilities of a
Purchaser.

o Clarifying the efficiency of the purchasing cycle and efficacy
of the purchasing process combined.

e Explaining the objectives and principles of a firm’s
purchasing functionality and the impact to various
departments.

e Understanding the risks and costs elements in the
purchasing and supplying requirements.

e Familiarizing the levels of negotiation planning and stages
in narrowing the purchasing collusion and collision gaps.

METHODOLOGY N |

Lecturing, power point presentation, role play and group
assignment in reinforcing the course learning points.
Discussion and appreciation of world-class organization’s
practices in purchasing and negotiation.
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COURSE CONTENTS R |

1. Value Engineering (VE) and Value Analysis (VA) for Improving Products * Ten (“10”) Steps in Negotiation Planning
and Processes o  Objective accomplishment

* Key Applications o  Gather important facts
* VE/VA Techniques - in demonstrating the functional relationships o  Power position assessment
probing into the products and services costs and performances levels o ldentify common interest
* Organizing the VE/VA Process — Three (“3”) Approaches of Specialized o  Design systematic questionnaire
Staff, Cross Functional and Staff Training o  Task definition
* Five (“5”) generalized Procedural Model of VE/VA Study Roadmap o Develop Team
o Information Phase o  Pre-plan concession
o  Speculation Phase o  Plan tactics
o Analysis Phase o Mode of conclusion
o  Design Phase * Four (“4”) Tactics in purchasing negotiations
o  Evaluation Phase o ‘Takeitor leaveit’

o  ‘Bogey impersonating’
o ‘Fuzzy regarding price’
o ‘Good guy bad guy image’
* Four (“4”) stages of purchasing negotiation - Exploration,
Reflection, Actual negotiating and Closing
* The Ethical Code from the IFPMM code of conduct comprising
Precepts and Guidance Guidelines

2. The Buyer-Seller relational factors in the Supply Cycle
* Three (“3”) different types of Buyer-Seller relationships -Transactional,
Collaborative and Alliance
* Buyer-Seller Relations — Advantages, Limitations, How to Apply them
* Supplier Development - Best practices, barriers in developing World
Class Supply Management
* Continuous Improvement

3. The Purchasing Cycle and Process of a Firm TRA'N ER PROF' LE -

* Procuring quality material at a reasonable price

* Flawless design of documentation

* Free flow of information

* Recognition of the need (Purchase Requisition or Purchase Indent)
* Quotation request (Enquiry for Quotation)

 Stages of Evaluation of Quotation and Selection of Supplier

* Placement of Purchase (Purchase Order)

* Receiving Goods (Goods Inward Note)

* Payment for Goods to the supplier

STEPHEN KUM

HRDF Certified Trainer

Stephen Kum graduated with Master of Business

4. The Purchasing Terms and Conditions o . ) . .
Administration from Newport University, United States. He

* Types of Tender in purchasing - Open tender, Limited tender and Single

tender is a fellow of the Institute of Freight Forwarders (UK), The
« The various ways of payment terms on the provisions of Institute of Logistics & Transport (UK), The Institute of
o  Twenty Percent (20%) Business Administration (UK), Professional Member of
o  Eighty Percent (80%) Logistics & Supply Chain Management Society and former
o  One Hundred Percent (100%) Vice Chairman of Persatuan Logistik Selangor.
5. The Definition and Objectives of Purchasing He has more than 28 years of hands-on experience in the
* Overview of material management field of international trade, global procurement, freight and

* Management of material flow

* Quantity & Quality

* Others: Right Place, Right Source & Right Time
* Eight (“8”) Objectives

* Developing Policies and Procedures

logistics supply chain management. His consultancy
expertise relates to implementing logistics strategy, criteria
in selection of carriers, supply chain integration and
Incoterms contracts.

6. Principles and Methods of Purchasing He held various senior positions as Managing Director of a

« When Markets Conditions are Stable/ Unstable global logistics service provider with regional offices in
* Duties and responsibilities of Purchase Department United Kingdom, United States, Australia and Asia. On
* Purchase parameters - from SWOT analysis probing into the 10 R’s contractual appointment, he was the Country Manager with
* of purchasing aims Esprit Shipping (HK), Sales Director with Karl Schroff

Purchasing decision process — (i) Anticipation of a problem, (ii)

! Associate (US) and Regional Manager with Port Cargo Ltd
* Performance feedback, (iii) Evaluation

. o ) (UK). His affiliation includes Cambridge International College
Appraisal and application factors of Incoterms in the ) o .
« pre-transaction to post-transaction framework (UK) as their Logistic Program Examiner and Durham
o Division of Costs Logistics College (UK) as their Program Consultant.
o  Transfer of Risks Currently, a Resident Consultant for SCS Consultation

o Sharing of Security and integrity Information as per Incoterms  Servjces (UK) and TPL Global Chains Management (US).
2020 provisions

He has been involved in corporate training and
7. Purchasing Negotiation for Consumer and Industrial Products. development since 2002 for manufacturers, multinational
* What is Negotiation?

o o companies, trade associations and trade and tourism
* Three (“3”) Features of Negotiating Principles

o Price of industrial products divisions of foreign embassies. He has developed various
o Autonomy of buyer freight forwarding programs for Institute Technology
o Relationship with the supplier Multimedia, logistics programs for Sentral City Institute and
post graduate programs in supply chain management for
Camden University and export trade management for
Metrooolitan Universitv.

® Thirteen (“13”) factors weakening the buyer’s negotiating position
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REGISTRATION FORM

N/

HRDF
ONLINE TRAINING: ESSENTIAL SKILLS FOR PURCHASER (26/04/2021) et
BILLING DETAILS
Company
Name
Address
Contact Contact No.
Person
Designation Email
Payment [ ]1ByOnline [ 1By Cheque No.:

Signature Date
e —
Participant 1 Participant 2

Name Name
Email Email
Contact No. Contact No.
Participant 3 Participant 4
Name Name
Email Email
Contact No. Contact No.

* If the participant is more than 4 person please attach separate list.

OUR COURCE FEES
Normal Fee: RM-800-00- save:RM 320

Offer Fee : RM 480.00 per participant

RM 900/Group of 2 person, RM 1260/Group of 3 person, RM 1600/Group of 4 person
Fee includes Training Manual and Certificate of Completion.

TERMS & CONDITIONS

Closing Date:

Our training closing date is 3 working days before the training event.

Payment:

Payments must be made in full by all participants before the event, all cheques should be crossed and made payable to KSA TRAINING & CONSULTANCY
SDN. BHD.

Payment can be make thru bank in to CIMB bank, account no.: 8007268792. Please scan this form together with the bank slip email to us for the
issuance of Confirmation of Attendance.

Reservation:

Reservations may be made by phone or email but will ONLY BE CONFIRMED upon receipt of the registration form with full payment before
commencement of the training workshop.

Cancellation and Substitutions

For those who register who did not turn up for the programmes will be billed accordingly. Please note that there will be no refund for cancellation once
reservation has been confirmed. No refund is given for cancellations or withdrawals. However, replacement will be accepted at no additional cost.
HRDF Claimable:

This seminar is HRDF Claimable under SBL-KHAS scheme, subject to the approval of HRDF. To apply, the company must submit the application to
Pembangunan Sumber Manusia Berhad (PSMB).

Recording:

Video / Sound recording is strictly prohibited.

Preparation for Online Training:

The participants shall make themselves get prepared with their laptop/computer/smartphone with internet connection and with sufficient internet
data and battery to support the whole day session. During training, we will need 2-way communication, participants should be equipped with the
camera, speaker and microphone function on their devices. The devices should be compatible with ZOOM Cloud Platform to join our training.
Disclaimer:

KSA Training reserves the right to change the facilitator, date and to cancel or reschedule the programme and all efforts will be taken to inform
participants of any changes. Upon signing the registration form, you are deemed to have read and accepted the terms and conditions.

Organizer Contact:

KSA TRAINING & CONSULTANCY SDN. BHD. 201401034796 (1110897-T)

Email your registration form to: ksatraining@yahoo.com.my / yimi@ksatraining.com.my

Phone Enquiries: 019-6874509 / 06-3161508
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