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1) unuanuavdadalumsasiviilsavAns (Procurement as a Profit Engine)
@ UNUNUDY Procurement ciond>WuawisalunmsudvduuavavAns (Role of procurement in corporate

competitiveness)

® Procurement AiUKWans:NUCNISUDVDVANS (Procurement impact on corporate profitability)
@ misaadiunu vs Mstwurils (Cost Saving vs Profit Improvement)

° IUloamSHS‘louamuao Procurement (Procurement Value Creation Model)

® S:AUWCUUNNISUDVDVANSIOED (Procurement Maturity Model)

2) inaiinms31as1:Heaald918 (Spend Analysis for Cost Reduction)

@ LudAQ Spend Visibility (Spend visibility concept)

® N1s31AS1:H Spend Cube (Spend Cube Analysis)

® MSYQKUIQHYNSIGIY (Spend Categorization)

® INATAMS3LAS1:HUDYaMsYQBD (Procurement data analysis)

[ ) msnum[amafumsaomur]u (Identifying cost-saving opportunities)

® MisAHUQNagns Category Management (Category strategy development)

3.) lasvasodunuuavdwwaiutdas (Understanding Supplier Cost Structure)
o lnsvasrwodunuuovdwwanelaos (Supplier cost structure)

® (luNUNIVASVUAAUNUNVDDU (Direct cost vs indirect cost)

® dunuAvNua:aunurlulls (Fixed cost vs variable cost)

e Uvdsnidwacodununmswaa (Manufacturing cost drivers)

@ DuAUs:NPUAUNUHANUDVBWWANELDDS (Major supplier cost components)

4) inatn Should Costing - s1AiAIsa:10u (Should Costing — The Price That Should Be)
@ LwudAa Should Cost (Concept of should costing)

@ 35n1saswluiaa Should Cost (Should cost model development)

® MsUs:uIEuAUNUANSWAQ (Production cost estimation)

e misldUoyanaraiws Benchmark s1A1 (Market price benchmarking)

® MsWSeuLnau Should Cost AUSIALEUD (Should cost vs supplier quotation)




5.) ms3ias:Hs1MAlauaua: Cost Breakdown (Price Reasonableness & Cost Breakdown Analysis)
® N1S3LAS1:HADIVAUIHAJUWAUDVSIA (Price reasonableness analysis)

@ 55MSJLAST:H Cost Breakdown (Cost breakdown analysis)

] msa'luZULHUE)S‘lmuaovwwawlaas (Reading supplier quotations)

® msqsaaausm'lnaolnuoso (Detecting overpricing)

° msfuuaualwaauuauumsnoaulooova (Data-driven procurement decisions)

6.) nagnsn1swsddsavaduddyadunu (Cost-Based Negotiation Strategy)
@ MSLOSgUTDYanduUNSLISY1 (Negotiation preparation)

e mistosolasidioyadunu (Negotiation using cost data)

® NAgNSNISIOSIMUU Win-Win (Win-win negotiation strategy)

@ N1s(3 Should Cost lun1stosv1ciosov (Using should cost in negotiation)
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