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Negotiation for Modern Procurement & Supply

Presented by: Mr. Cheocharn Ratanamahatana, c.p.M., A.P.P., MCIPS
Founder and elected President of the Purchasing and Supply Chain Management Association of
Thailand (PSCMT) for consecutive 18 years

Course Objectives:
v Create awareness among participants that every business transaction involves negotiation,

both explicit and implicit, in structured and unstructured forms. Lacking proper negotiation skills

may lead to business losses or missed opportunities.

v Help participants understand the principles and methods of effective negotiation.

v Enable participants to negotiate efficiently and achieve mutually beneficial outcomes.
v Foster an understanding of team negotiation strategies.

Seminar Contents:

® Adjusting the mindset: Effective negotiation is not about confrontation, winning or losing,
meeting halfway, or compromising personal positions.

® Both buyers and suppliers are in business for profit; learning the Win-win negotiation

approach is crucial.

Strategies for conceding certain points to gain something in exchange.

credit terms. Many aspects can be negotiated for the mutual benefit of both parties.
Understanding how each supplier perceives us.

Examples of preparation and homework before entering negotiations.

Utilizing different types of questions during negotiations.

Active listening during negotiations.

Do's and don'ts in each phase of negotiation.

Strategies for persuasion and motivation.

Effective team negotiation.

Q&A.
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Negotiating in modern procurement and supply involves more than just focusing on price and
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