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3. DOUBLE GUARANTEE

OTHER TRAININGS

If you’re not thrilled after attending, just let us know. Call or 
email our office & just tell us. You’ll get a full “no questions 
asked” refund. And we’ll thank you for having the courage 
to attend this event. You’ll either love everything about this 
training class or You’ll get it for free.

After the training the 2nd guarantee kicks in. We’ll ride with 
you for the next 365 days, 1 full year where you have the 
opportunity to use the strategies that you learn. If you find 
that what you learn in this training does not work in real life 
then just tell us. We’ll still refund your money back within 
365 days after the training class date. 

First, You Must Be Thrilled Guarantee 

Second, 365 Days Guarantee

25 - 26 October 2018  
The Ritz-Carlton Hotel, Kuala Lumpur, Malaysia

Register Now

Mini MBA for 
Procurement Professionals

15 - 19 April 2018 

Category Management 
in Procurement

24 - 25 September 2018

Contract Administration:
From Award To Completion

18 - 19 July 2018

Cost Price Analysis in 
Procurement & Contracts

16 - 17 July 2018

Innovative Trends in 
Technology Contracting

6 - 7 December 2018

From Tactical to World 
Class Procurement
23 - 24 October 2018

Leading Strategies in 
Competitive Bidding
26 - 27 September 2018

3-Day Expert 
Strategic Sourcing
3 - 5 December 2018

5WHY THIS IS A MUST ATTEND TRAINING COURSE!

1. PRACTICAL COURSE THAT IS WORTH YOUR MONEY!

2. WORLD CLASS INSTRUCTOR! 

When you attend you will discover  knowledge & strategies that are practical, simple 
to use & flat out work that all are worth your money.

Robi Bendorf - CPSM, MCIPS, Lifetime CPM
This training program is conducted by Robi Bendorf, who’s 
probably one of the best in the world. He has been called “True 
Guru of Purchasing” by a client.

“Perfect! It’s worth every penny for 
knowledgeable exchange! 
I wish I could attend earlier programs!”
~ Duong Nu Quynh Nhu -  Asian Procurement 

Manager - Invivo NSA Asia,Vietnam

“[Robi is] One of the best instructors 
we had so far. Please join, the content 
of the training is excellent.”
~ Owen A. Rebollos - Senior Buyer - 

 Qatar Foundationt

“Best practices based in industry 
business case that is practical and 
able to be applied.” 
~ Wendy Tan - Purchasing Manager - 

Scania - Malaysia 

“With Robi’s experience all around the 
world gives us a glimpse of what’s 
happening in the procurement world.”
~ Loganathan R. - Procurement Manager - 

WASL - Dubai, UAE
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4. HANDS ON WITH DISCUSSIONS, INDIVIDUAL             
& GROUP EXERCISES

5. UPON COMPLETION OF THIS SEMINAR, 
PARTICIPANTS WILL BENEFIT BY LEARNING

How would you determine if you are an “A”, “B”, or “C” 
category customer?  
Define the issues that could be negotiated in some common 
purchase order or contract provisions.
Participants will be assigned a buyer or seller side in team 
exercises.

Group Exercises: 

Individual Exercises:

Group Discussion:

Develop the “should cost” for a service and a part.
Apply the Economic Price Adjustment formula to an actual 
case to determine the results.

What type of historical negotiation information exists in 
your department?
Applying Variable & Fixed Cost to Quantity
Other than the issues to be negotiated, develop a list of 
areas that could influence either side in a negotiation.

The criticality of preparation and planning in successful price 

negotiations.

Advanced negotiation skills sets.

Methods in preparing to negotiate the price and other issues.

About cost drivers and market changes that can impact the price. 

How best to negotiate in a volatile market.

Combining price negotiations with other important issues.

The elements of cost that make up the price.

Defining the negotiation objectives.

Establishing initial positions.

Thru the negotiation of actual sample cases.

“Excellent and relevant material. Covered a ton of subjects! “

“Great workshop.  Excellent content and dialog. The real world 
examples and discussion was great!”

“Excellent presentation - Exercises were appropriate for our industry.”
~ Multiple Participants from Genentech Corp, U.S.A

WHAT  OTHER  CLIENTS
SAY  ABOUT  ROBI . . .

“I must say ‘You shall not miss this’. It is a ‘MUST’ 
to attend!”
~ Sukri Bin Morshidi - Sr. Exec. Procurement -                      

JX Nippon Oil & Gas Exploration (M) Ltd, Malaysia

“Frank, real, practical procurement experiences.”
~ Ranse Savit John Ahwang - Procurement Manager -         

JX Nippon Oil & Gas Exploration (M) Ltd, Malaysia

“I attended the course with the fear that this would 
be a math session where all we did was do math 
exercises. I was extremely happy with the material 
& the delivery and for the first time in a decade or 
so of attending trainings in the region I am greatly 
satisfied”
~Mohammed Khaled Al Gussyer - Logistic Manager -          
Saudi Basic Industries Corporation

“This training is amazing and it can change your 
mindset how you look at your  procurement position 
& improve yourself to be world class.”
~ Leong Lai Jean - Category Buyer - Campbell Cheong Chan 
(Malaysia) Sdn Bhd

“Best practices based in industry business case that 
is practical and able to be applied.  Excellent training 
for purchasing professional to attend to enhance 
commercial and negotiation skills. Obtained and 
learned a lot on price  analysis and supplier pricing 
strategy.”
~Wendy Tan - Purchasing Manager - Scania, Malaysia

“Easy Language, practical. Go for it.  Now, I know 
how suppliers work on their costing.”
~Nur Salina Saaya - Procurement Executive -             
Petroliam Nasional Berhad (PETRONAS), Malaysia
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COURSE OVERVIEW

The price is the most common issue negotiated between buyer and seller.  
But according to salespeople, the strategy of most buyers is to do little 
more than say the seller’s price is too high and must be reduced — a 
strategy that sellers are very prepared to deal with.  Buyers must level up 
their negotiation skills by being able to sell the supplier on why the seller’s 
price is too high. This is the strategy used by procurement personnel with 
advanced skills to bring significant savings to their organization. This 
seminar is designed to provide advanced techniques and tools to create 
expert negotiators who bring high confidence and abilities to negotiations 
with suppliers and contractors.

“I am greatly satisfied attending this course.”
~ Abdul Wahab Thiraj Mohamed
Senior Procurement Administrator
Wasl Asset Management Dubai

“Really I am very much happy to attend this 

course. Very knowledgeable person. It will 

help much enhance my negotiation skills.”
~ Nandakumar Kanjikattu
Procurement Officer
University of Calgary in Qatar

“Robi is an experienced professional in procurement and I learnt a lot about 

negotiation skills from him. He is very good in making the audience understand 

things that he says.”
~  Assistant Director, Procurement
Malaysian Communications & Multimedia Commission (MCMC)

“Everything is good! We have better 

understanding regarding negotiation session.”
~ Procurement Manager
Tenaga Nasional Berhad

ON-SITE/IN-HOUSE TRAINING

WHAT’S IN IT FOR YOUR ORGANIZATION?

WHAT’S IN IT FOR YOU?

Participants will gain from a combination 
of instructional methods including lecture 
by an experienced practitioner and 
consultant, exercises, negotiation of model 
cases, and group discussions covering 
current practices and their relationship 
to the implementation of concepts and 
techniques discussed.

Managers and professionals involved in:

This training program can be conducted 
exclusively for you/your organisation, if 
there are 9 or more people who would 
benefit from attending. 
Contact us at onsite@ppc-inc.com or go 
to http://ppc-inc.com/onsite

TRAINING METHODOLOGY

WHO SHOULD ATTEND

The organization will benefit by:
Higher productivity of personnel involved in procurement activities 
Reduced total cost of ownership for purchased materials, equipment, 
and services
Improved productivity of the entire organization by better on time 
delivery of high quality goods and services
Improved supplier performance and relations
Greater strategic focus of those involved in supply management

The organization will benefit by:
Increased skill sets in purchasing
A greater sense of professionalism
Knowledge of world-class purchasing practices
Greater ability to lead continuous improvement programs
Increased recognition by the organization due to improved performance 

projects, contracts, purchasing, 
contract administration
operations, maintenance, engineering, 
quality, 
and other company activities that expose 
them or their staff’s to negotiations 
with contractors and suppliers and who 
want to improve their competency in this 
critical area of performance.
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Segment 1 discusses how preparing for negotiations with an 
advanced perspective takes a great deal of time.  How to get 
this time in an already overloaded work day will be explored.   
This session also covers our bargaining position as it relates 
to what category we are to our suppliers. 

Segment 5 brings additional strategies to increase the 
options that can be very beneficial in a negotiation.

In this segment 6 we will explore how in advanced 
negotiations the expert develops many issues to be covered.

Segment 7 covers issues that are critical in either basic or 
advanced negotiation settings. 

Segment 8 puts into practice the fact that there is probably 
no better way to gain experience in negotiations (other than 
really doing them) than to role-play actual scenarios. 

Segment 2 stresses that being expert in negotiations requires 
an in-depth knowledge of business and your suppliers cost 
structure

Segment 3 explores important tools to have in the 
negotiation toolbox.

This session will focus on a typical method of preparing for             
a negotiation that usually results in great results.

PROGRAM OUTLINE

Advanced negotiation skill sets
Just asking for a better deal, 
What to negotiate?
The ABC analysis
Are we an “A”, “B”, or “C” customer?

Understanding Market Indexes
How best to negotiate in a volatile market, 
How to work with economic price adjustment clauses 
Steps in resisting price increases

The history of past negotiations
Requesting and evaluating supplier cost Information

Defining the issues
Winning with a credible BATNA

Understanding the supplier’s cost structure
Determining the major cost drivers

 Developing the “should cost” to use in the negotiation

DAY 1 DAY 2

Segment 1:  The Criticality of Successful        
Negotiations

Segment 5:  Powerful Advanced Tools to Pro-
vide More Options in Negotiations

Segment 2: Steps in Negotiation Preparation 

Segment 6:  Developing Options

Segment 3: What We Should Know 

Segment 4:  How to Develop “Should Cost”

Small Group Exercise
 How would you determine if you are an “A”, “B”, or “C” 

category customer?  

Small Group Exercise
Define the issues that could be negotiated in some common 

purchase order or contract provisions.

Group Discussion
 What type of historical negotiation information exists in 

your department?

Small Group Discussion
Other than the issues to be negotiated, develop a list of 

areas that could influence either side in a negotiation.Group Discussion
Applying Variable & Fixed Cost to Quantity.

Team Exercises
Participants will be assigned a buyer or seller side in 

team exercises.Individual Exercise
Develop the “should cost” for a service and a part.

Individual Exercise
Apply the Economic Price Adjustment formula to an actual 

case to determine the results.

Determining initial positions
Negotiation objectives diagram
Negotiations planning forms 
Determine strategies
After the Negotiation

Segment 7:  Defining the Negotiation Objectives

Segment 8:  Role-Play
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Robi has over 35 years of purchasing and sales experience, 
involving domestic and international activities, for a broad 
range of manufacturing and service businesses. He has 
extensive experience in consulting & training in purchasing, 

contracts, reengineering the supply management process, the management of 
procurement functions, global sourcing of materials and components, reducing 
cost of purchased materials and services, and negotiation of complex transactions 
and contracts. 

He has held purchasing and contracts management positions in high volume 
manufacturing, subcontract, job shop, and service operations, involving gas 
turbine manufacturing, power generation, nuclear and fossil power plants, 
electrical distribution and control, air conditioning equipment and global sourcing 
services.
Prior to becoming a full-time consultant in 1994, he served as Manager of 
Customer and Supplier Development for the Westinghouse Trading Company.  
He has given presentations on numerous purchasing and contract management 
topics to the Institute for Supply Management (ISM/NAPM), major universities, 
and numerous in-house seminars for industrial & services clients in the US and 
over 170 public seminars internationally.  

He was selected to present seminars at the last 17 Institute for Supply 
Management International Conferences and is the contributor of numerous 
articles published in Purchasing Today and Inside Supply Management.  Robi 
was selected as ISM’s National Person of the Year in both Global Resources and 
in Education/Learning.

 Robi is a lifetime C.P.M., and has received ISM’s new certification, the CPSM, and 
also holds the MCIPS Certification as awarded by CIPS. He has an undergraduate 
degree from the University of Texas, and a Masters Degree from Penn State 
University. 
His energetic and enthusiastic style, combined with extensive functional 
experience, makes him an excellent consultant, trainer, and facilitator of 
change.

Some of Robi’s numerous clients are:
Clients include Ethicon Endo Surgery (Division of J&J), Knoll Furniture, Florida 
State University, Duquesne University, American Air Filter, Tippins Steel, Dormont 
Manufacturing, Medrad Medical, Westinghouse Electric Corporation, The Elliot Company, 
IDEX, Blue Cross Blue Shield of Minnesota, SAE International, Bettis Atomic Power, 
Industrial Scientific, C-COR Electronics, Allegheny Teledyne, Duquesne Power & Light, 
Ferno-Washington, Johnson & Johnson Medical, Human-I-Tees, Sony, American Video 
Glass, Stanley Furniture, Mannesmann Rexroth, Atlantic Packaging Company, The Walt 
Disney Company, Total Safety Inc, Calgon Carbon, Argo-Tech, Piper Aircraft, Vistakon 
(Div of J&J), NCS Pearson, Ohio Wholesale Company, Schering - Plough, Curtiss-Wright 
Electro Mechanical Corp., DePuy Orthopaedics, Alcon Labs, Graco, Cordis (Div of J&J), 
Chevron Texaco, the Institute for Supply Management, U.S. Fuel Division of Westinghouse 
Electric Company, the Russell Corporation, JC Penney Company, Centocor (Div. of J & 
J), GKN Aerospace, IDL Merchandising Solutions, Creative Technology, Allegheny Energy, 
Bre Properties the American Society of Materials, Animal Rescue League, Petronas.

ROBI  BENDORF
CPSM, MCIPS, Lifetime C.P.M., M.ED

World Class Instructor Profile

 
 

 
 

HERE’S WHAT OTHERS
 SAY ABOUT ROBI:

“Robi had delivered the training in a very 
effective manner and opened my eyes… 
about how important cost analysis is.” 
~ Cheok Iong Jer - Procurement Engineer 
- Hanwah Q-Cells Malaysia  

“[I liked] the examples given and the com-
prehensive handouts. Detailed explanation. 
Very useful for future reference. Just go 
and attend.” 
~Tamilarasan Anjan - Senior Procurement 
Engineer Xyratex Malaysia (Seagate)  

Robi has covered my concerned areas. 
Doing the exercises makes learning more 
easy to absorb.”
~Juraida Abd Jalil - Expense Reduction Analys  

“He [Robi] is very knowledgeable and en-
lightened me with the right fundamentals of 
cost analysis.”
~ Amberina Gee Shwu Chyn - Procurement 
Specialist Prudential Services Asia 

“Very Practical training course that provid-
ing more insight on carrying out an effective 
procurement price/cost analysis.” 
~ Leong Shiaw Mei  - Procurement Project Spe-
cialist - Xyratex  Malaysia (Seagate) 

“I feel so refreshed knowing I’ve learned new 
tools that could be applied in my work.” 
~ Fadzillah Md.Fadzil - Lead Procurement Analyst  
- Tenaga Nasional Berhad

“I attended the course with the fear that 
this would be a math session where all we 
did was do math exercises. I was extremely 
happy with the material and the delivery and 
for the first time in a decade or so of at-
tending trainings in the region - I am greatly 
satisfied!”
~Mohammed Khaled Al Gussyer 
- Logistics Manager

“Trainer is very knowledgeable & experi-
enced.”
~Janice Wong  - AVP Procurement - HSBC Bank  


