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Cost Reduction Workshop
Monday 27th September 2010 

Room 1, Regional Partnership Centre,

Edward House, Quay Place, Birmingham, B1 2RA
	Start Time
	9.30am

	1st Break
	10.45am

	Lunch
	12.45pm

	2nd Break
	2.45pm

	Finish
	4.30pm


Overview
At its simplest a strategy is built on a series of questions: where are we, where do we need to get to, who will help us, how will we do it, how will we know when we have arrived, how do we protect the benefits.

This training programme supports that process.
1. Introduction - Sets the scene for the day, and focuses the delegates on the Council's expectations of how the training is to be used in the workplace..
a. Context and Purpose

b. Overview and use
2. Process
a. Identifying and Targeting Opportunities - Shows the tools and the thought process for  the where are we, the opportunity analysis, and the creation of interest within the supplier base. 
i. Using Kraljic and Supplier Preferencing - to understand the relationship from both sides.
ii. Identifying and filtering opportunities

iii. Conditioning the suppliers

3. Negotiation

i. Negotiation in a public sector environment – constraints and clarification

(including sources of information on PTN, the Remedies Directive, and the concept and risks of "Material Change" in a contract .
ii. Preparation and Planning – the “negotiation cycle”
iii. Identifying and trading variables

4. Purchase Price and Cost Analysis

i. Sources of cost and value

ii. Cost drivers and cost levers

5. Tools and Techniques - the skill set  to support and deliver the teams objectives
a. Category Analysis

b. Supply Chain Analysis

6. Cost Reduction Ideas - While the supplier base should have the knowledge and skill to come up with creative cost reduction ideas, these will add to your arsenal in negotiation
a. 36 ideas for reducing cost

i. Do we have different solutions for the same need?
ii. Could we use less/fewer?
iii. Could we change the specification?
iv. Could we improve or reduce the level of quality?
v. Can we bundle this work with something else?
7.  Assembling the Team - Strategic change requires a multi-disciplinary team approach this is about getting the right team, buy-in at senior level, problem solving, objective setting, and the formal recording of that in the team charter so all parties are clear what the agreed approach is. 

i. Team formation
ii. Develop and agree Team Charter

iii. Develop and agree approach, identify targets

b. Meeting Management - the process to ensure actions progress.
i. Roles and responsibilities, timing and location

ii. Setting expectations and desired outcomes; managing the message

iii. Gaining agreement and support from the supplier

iv. Conducting meetings

v. Documenting and actions and managing follow-up

8. Group work

A practical session using the negotiation planning template to prepare for a real life negotiation.

To maximise value from the group work, delegates must nominate, in their application to attend, two or three suppliers that they would like to work on in the practical session, identifying the market sector they are in (e.g. FM, Social Care, Transport etc.), and if they feel there might be some value in a co-ordinated approach with other councils.
Co-ordinated approach could be a joint strategy or negotiation, or it could be separate action with a common approach, to influence the market.
The IEP will then select a number of suppliers for the delegates to work on in the Group work, and will notify delegates which ones have been selected so that they can come prepared.
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