Saving Cost in Service, MRO and Indirect Procurement
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This program takes Indirect purchasing onto a higher level, with proven strategies to cut costs, eliminate waste,
provides better control and streamline processes. This program will help procurement professionals to better
manage relationship with their key suppliers and improve service quality to internal customers. The program
presents a framework for Indirect strategy planning and execution to enable purchasing managers to have the
techniques and tools to improve supplier response time, trim transaction and process costs and enhancing

communi cation management.
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The overall framework of indirect purchasing and
operation models

How to perform spend anaysis
How to do supply market anaysis
How to devel op effective category management strategy?

How to leverage your Indirect spend for significant cost
reduction.
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Indirect, MRO, service and corporate purchasing and supply
management professiona's, administrative manager involved
in corporate purchasing, who want to reduce costs and
increase the effectiveness and performance of ther
procurement.
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How is Indirect procurement different from other
purchasing?

What are some of the effective indirect procurement
planning framework for indirect purchasing?
Why is andysis of internal customer needs & externd
market place critica to indirect procurement planning
process?
Know yoursdf: how to conduct spend analysis
Leveraging your spend to cut transaction costs and
administrative effort
M anaging communi cations; Suppliers; Carriers; Users
Advanced indirect supplier reationship management:
Implementing key supplier aliances
Re-engineering your indirect process; Integrating process
improvements to reduce administretive effort
Outsourcing service: an option in MRO, indirect and
corporate supply management
Corporative buying for indirect cost |eadership
Procurement cards initiative — an option to cut interna
transaction steps, improve supplier response and drive
down cost
Leveraging e-sourcing to improve indirect; Online
catalogs; Sourcing on the Internet
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Mr. Buczynski has over 30 years of key leadership roles with
large and medium size corporaions. His responshilities
covered eProcurement, Corporate Procurement, Operations,
Materids Management, Manufacturing, Strategic Planning,
Logistics, Supplier Quaity Assurance and Information Systems
Implementation. He has successfully implemented new
Strategic Sourcing activities, Purchasing Card, and Supplier
Alliance programs. He is currently acting COO of Pioneer
Electronics, while taking a teaching role as Adjunct Professor

at Shenzhen University and a consulting role et SCMC.
Accomplishments

Mr. Buczynski’s accomplishmentsinclude articles and
commentary in national publications. He continues to teach
professiona development courses while affiliated with the
Institute of Supply Management (ISM), and has conducted
many seminars and courses for the American Production
Inventory Control Society (APICS), University of Southern
Californiaat Los Angeles (UCLA), and the University of
Cdlifornia, Hayward. Mr. Buczynski isrecognized asa
subject matter expert in Strategic Sourcing, Internet Purchasing
Systems, Negotiations, Procurement contracts and Purchasing

Card programs, providing professional purchasing classes and

sourcing information to many

multi-nationa corporate customers.

Walter is awell balanced practitioner

and training consultant. He has
been working and teaching in China since 2003, and has
developed a good understanding of the local sourcing culture.
Amount his specialized courses are:  Contracting and
Contract Adminigtration, Spend Analysis and Management;
Effective P-CARD Program; Fundamentals of Sourcing,
Bidding and Negotiation; Corporate and Service Procurement;

Outsourcing Management, in addition to C.PM. Training
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Adjunct Professor, Dept of Economics, Shenzhen
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Mk:  http://www.scmconsult.net

(021> 5820.6920

E-mail: service@scmconsult.net
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