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Training Courses

Category Management

We offer a range of Category Management courses aimed at different audiences
and ranging from a one day general awareness or half day executive awareness
up to a four day advanced course for experienced or developing purchasing staff
and potentially some key stakeholders. All our Category Management courses are
structured around our standard Category Management process or alternatively can
be customised around your company specific process.

This is our most popular range of courses and essential for any company embarking
on or attempting to re-establish a Category Management program.

Our experienced trainers bring the training to life using a combination of inspirational
tuition, facilitated debate, group work and carefully selected case studies. For the
three and four day courses there are options for delegates to work on their own
categories in break out sessions with full facilitation support.

Category Management training should be considered in conjunction with a
customised category management process together with supporting tools and
templates, developed around your language and the needs of your business. We
can offer these separately or for a large program talk to us regarding possible
discounts on a complete process, toolkit and training package.

Category Management Training Options

Course Details

Executive Awareness Aimed at helping executive teams understand the concept,
(ha/f day) their role to support it and the governance required. Covers

the basics of category management, the key principles
and even includes some examples of how the process is
applied.

Aimed at both general purchasing staff and stakeholders.

Category Management

Awareness Pr.ovi.des an introduction to the overall process and the
d principles employed. Includes case studies and a closer
(One ay) look at a selection of some of the core tools.

A general introduction to Category Management aimed at
both purchasing staff and stakeholders. Takes delegates
through the process and approach up to ‘implementation’
covering core principles and the majority of the tools and
techniques up to this point in the process.

Category Management
Intermediate
(two days)

Category Management Our most popular course. Aimed at experienced or
Advanced developing purchasing practitioners. Takes delegates
through the entire process and core principles in detail with
a selection of case studies used to illustrate the power in
effective application of the process. This course is available
with the option to work on actual categories within your
business as part of the workshop.

(three or four days)
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Training Courses

Supplier Relationship Management
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Arange of SRM (Supplier Relationship Management) courses aimed at purchasing
teams attempting to identify and manage the critical few suppliers that present the
biggest opportunity, risk or most beneficial source of innovation. With three course
options each covering the topic to a different depth, our SRM courses cover the
core dimensions any organisation must attend to and make provision for to be
effective in this area including supplier segmentation, qualification, measurement,
improvement and relationship management.

We offer generic SRM courses suitable for any business but as most companies
usually have some of the SRM elements in place we highly recommend customising
our training so it relates precisely to your business. As our training is modular we
can usually do this during one pre-workshop.

Our SRM training uses case studies and integrates fully with our Category
Management training; in some areas utilising the same tools applied to a greater
depth. The performance management, supplier improvement and relationship
management elements align fully with our Supply Side CSR training to provide the
required approach to drive and maintain compliance in remote supply chains. Talk
to us about a full program integrating SRM training with Category Management
and other purchasing initiatives supported by a common process, toolkit and
governance structure.

SRM Training Options

Course Details

SRM Awareness Aimed at both purchasing and non-purchasing staff, ‘SRM
(one day) Awareness’ takes delegates through the five core elements

of SRM and explores the core principles with a closer look at
a selection of approaches. Includes two carefully selected
case studies. Ideal introduction level course.

SRM Intermediate Aimed primarily at purchasing practitioners, ‘SRM
(tWO days) Intermediate’ takes delegates through segmentation,

qualification, measurement, improvement and relationship
management. Helps explore what needs to be in place and
how to transition to a robust SRM approach. Includes four
case studies.

SRM Advanced Provides in depth exploration of all elements of SRM
(three days) including a series of workshops and group based case

studies to further explore and apply key principles. This
course places a significant emphasis upon relationship
management including psychology dimensions to
relationship management.

SRM Advanced
with workshop
(three or four days)

The ‘SRM Advanced’ course with an additional workshop
component where delegates take the learning and apply
it to real situations, working through tools and approaches
with full facilitation support to develop the relationship
management strategy that will subsequently be implemented
for real. Also includes work on SRM governance. This
course should ideally be customised to your organisation
and ways of working.
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Specialist Purchasing Courses

.
= W l.-L L L .
fr-I‘!;-:II;I.---.:h.r_'u J:“ i'j h
We offer a range specialist purchasing courses available either as a single course or
as part of a wider training and education program to provide a more advanced level
of capability in specific areas. All our specialist courses are modular and integrate
fully with our Category Management and Supplier Relationship Management
courses. We can customise these courses to your organisation to incorporate
specific requirements or case studies unique to your industry.

Specialist Purchasing Training Options

Course

Details

Supply Side CR
(Corporate Responsibility)
(one, two or three days)

A range of courses that explore all aspects of this growing
concept. Aimed at purchasing practitioners and the wider
business these courses are essential for any business
attempting to turn policy into action in this area.

Getting past price
(one or two days)

Aimed at purchasing practitioners, ‘Getting past price’
equips delegates with an understanding of how suppliers
determine price and the tools, techniques and approaches
that can be used to identify what you should be paying.
Includes cost modelling, cost breakdown and pricing
strategies.

(one or two days)

Low Cost Country Sourcing

Essential for any company attempting to source from
emerging markets. Covers process and approach
to establish sourcing from these regions and how to
successfully trade across cultures.

(one day)

Introduction to purchasing

A general introduction to purchasing. Covers all the basics
and helps equip buyers with some basic tools to maximise
the results they can achieve.

(one day)

Managing purchasing risk

Aimed at purchasing practitioners, ‘managing purchasing
risk’ equips delegates with the tools and approaches to
assess, prioritise and mitigate category and supply chain
risks.

Market Understanding
(one day)

Explores how to gain insightful and precise understanding
of markets and how to maintain currency of knowledge.
Includes a rich exploration of data sources and data
gathering techniques.

Trading across cultures
(one day)

Explores the challenges of doing business across cultures.
Includes an exploration of various cultural styles and the
techniques required to overcome cultural differences

Driving value
(one day)

Explores what value is, where it can come from and how
a ‘value focus’ can dramatically benefit the organisation.
Designed to help purchasing practitioners shift their focus
from solely price and cost to value and innovation.

Business Requirements
(one day)

A ‘deep dive’ advanced course into defining business
requirements. Includes gathering and consolidation of
stakeholder needs and wants, developing a weighted
hierarchy, use both as supplier selection tool and for
evaluation of options. Ideal follow on course to Category
Management.

Training Courses

management
(one day)

Implementation and project

Aimed at purchasing practitioners about to implement a
sourcing strategy. Covers all aspects of implementation
planning and effective project management including
project governance.

Training Courses

Leadership & Personal Development
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Arange of leadership and personal development course options available as a single
course or as part of a wider training program geared to provide the necessary soft
skills and capability for effective Category Management or Supplier Relationship
Management deployment. All our courses can be customised to your organisation
and we can even develop new courses specifically for you.

Leadership & Personal Development Training Options

Course

Details

Personal Effectiveness
(one or two days)

How to be better at just about anything. This course is
available with or without a specific emphasis on Purchasing
and includes a range of memorable tools and techniques to
boost your overall productivity at home and work. Includes
maximising personal energy!

Leadership

Development
(one, two or three days)

Our leadership development programs are designed to
better equip current leaders and develop the leaders of
tomorrow. Using a range of tuition, assessment, case
studies and interactive games our leadership courses
provide a real step change in leadership capability.

Facilitation Skills
(one or two days)

How to run meetings and get a group of people to achieve
great things and feel involved. Covers all the facilitation
techniques and tools and the two day includes a video role
play. Essential for anyone leading cross functional teams.

Coaching Skills
(two or three days)

Our coaching skills workshop is essential for anyone who
is to take up a coaching role. The workshop prepares
delegates through a range of coaching styles using
interactive games, role play and psychometric assessment.

Team building
(multiple options)

Our memorable team building events can help galvanise
a new team or reinvigorate an existing team. Each team
building event is unique and developed specifically to meet
your requirements drawing on our extensive library of indoor
and outdoor team games. We can provide team building
only events or we can integrated team building elements
within a broader workshop to examine functional issues or
challenges or within a training event.

Communications excellence
(one or two days)

How to be really good at communication. Ideal for anyone
and everyone with any sort of involvement in internal or
external communications. An ideal ‘add-on’ to Category
Management training to help secure stakeholder buy-in.

Making change happen
(one day)

So you need to drive in some changes? You need to go
on this course. Aimed at anyone who is leading change
or involved in change. The course explores the human
dimensions associated with change and what is required
to effect good change management. A good ‘add-on’ to
Category Management.

Presentation Skills
(one day)

A one day presentation skills training course to turn
good presenters into outstanding and highly memorable
presenters. Includes structuring, design and delivery of
presentations, ways to make it memorable and tools and
approaches to enable delegates to create outstanding

presentations.
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Contact Us

‘What

Positive
Purchasing
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happens
next?

Call us today to find out how
we can help better enable
purchasing within your
organisation and discuss the
type of program that is most
suited to your needs.
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