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Negotiation in the Purchasing Process
ÌÌ What is negotiating? 
ÌÌ How to communicate properly in negotiations
ÌÌ Active listening as a key part of communication

First Things First: Planning and Preparing Your Negotiation
ÌÌ Establishing negotiation targets and objectives
ÌÌ Identifying important facts about your supplier
ÌÌ How to use a preparation checklist
ÌÌ The art of successful negotiation: What leads to success or 

failure? 

Fundamental Steps in the Negotiation Process
ÌÌ Opening moves: how to start 
ÌÌ Body language 
ÌÌ Using the right questioning techniques 
ÌÌ Opening offers and counteroffers
ÌÌ Offer submission: active listening 
ÌÌ Successful price negotiations 
ÌÌ The follow-up of a negotiation

Employing Effective Negotiation Techniques
ÌÌ Improving preparatory skills
ÌÌ How to be more precise during the negotiation
ÌÌ Questioning techniques
ÌÌ Giving and taking
ÌÌ Argumentation techniques
ÌÌ Summarizing the results

Useful Arguments 
ÌÌ The value proposition for buyers and suppliers 
ÌÌ Neutralizing objectives presented by the counterpart 
ÌÌ Dealing with objections/pretexts
ÌÌ Dealing with “dead-end situations“

The Win-Win-Approach: Requirements and Process
ÌÌ Benefits of the win-win-approach
ÌÌ Mutual success: seeking common ground
ÌÌ Developing different options 
ÌÌ Preparing the negotiation process 
ÌÌ Determining the supplier’s motives, objectives and constraints
ÌÌ Building trust 
ÌÌ Showing flexibility

Negotiation Skills for Purchasing
Skills, techniques and tools you need to negotiate effectively

You understand and practice the negotiation process and develop or improve important negotiating skills that will 
enable you to negotiate with more confidence. 

Target Group: (Newly appointed) buyers, purchasing/procurement officers as well as executives in materials management and 
logistics functions negotiating with suppliers

Training Methods: Short presentations, group sessions, exercises, videotaped role plays 

Trainer: Benedikt Elles

  bme.de/eng-NEG

Topics

04. – 05.07.2019	 Wiesbaden	 Radisson Blu Schwarzer Bock	 351907026
16. – 17.10.2019	 Hamburg	 Courtyard by Marriott Hamburg Airport	 351910042

1st Day:  09.30 – 17.00 Uhr
2nd Day:  08.30 – 16.30 Uhr

1.295,- EUR +VAT

I nternational            T rainings         and    C onferences        

http://www.bme.de/eng-NEG
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Participation Fee
The participation fee for seminars, including VAT, is due
upon receipt of the invoice, at the latest 14 days be-
fore the start of the event. A 10% discount is appli-
cable for all other participants as long as the seminar is 
booked on the same date and time. Discounts cannot 
be combined. Included in the participation fee: Seminar 
documents, lunch, coffee/tea and soft drinks. With the 
publication of this catalogue all previous publications 
lose their validity.

Registration Confirmation
Once we receive your registration form you will recei-
ve a confirmation. Please check the correct spelling of 
your name and company name. The registration confir-
mation will include the address, telephone/fax number 
of the conference, hotel and the invoice.

Hotel Reservations 
We have reserved a limited number of rooms in the 
respective conference hotel. Please make your room re-
servation under the keyword "BME Akademie GmbH". 
The address of the hotel is found in your registration 
confirmation. Please note that room bookings are only 
possible for a limited period of time and within the 
limits of the available reserved rooms. You, the par-
ticipant are responsible for cancellation or rebooking. 
If the room availability is exhausted or has expired, it 
may be cheaper to use an online portal for your hotel 
booking.

Changes to Programme
If a speaker is absent at short notice due to illness or 
other unforeseen circumstances, BME Akademie GmbH 
may, in order to avoid the cancellation of the event, 
change the speaker and/or change

Cancellations
Please note that a processing fee of EUR 150.00 will 
be charged for cancellations of up to 2 weeks before 
the start of the event. For later cancellations or failure 
to turn up to the event, the full registration fee will 
be charged. If you are unable to attend the forum, a 
substitute participant may attend in your place. Cancel-
lations must be submitted in writing.

Copyright
Official documents handed over during our events are 
protected by copyright and may not be reproduced or 
used commercially – not even in extracts – without the 
consent of BME Akademie GmbH and the respective 
speakers.

Data Protection
Information on how we handle your personal data can be
found at www.bme.de/data-protection.

General Terms and Conditions
The General Terms and Conditions of the BME Academy 
can be found at www.bme.de/agb. and are subject to 
change without notice.

Picture Sources: BME-Bildarchiv, iStock.com, 
shutterstock.com, stock.adobe.com, fotolia.de

Yes, I will register for:

Event-/Product-Title 

Event-Nr. 

Location Date

Participant 1

Name 	 Surname

Position 	 Department

Phone Fax	 E-mail 

Participant 2

Name 	 Surname

Position 	 Department

Phone Fax	 E-mail 

Company	

Industry/Sector 	

Street/P.O. Box 	 Zip code/City

Phone Fax

Date/Signature

Different Billing Address

Department

Street/P.O. Box 	 Zip code/City

BME Akademie GmbH · Frankfurter Strasse 27 · 65760 Eschborn

  I agree to recieve information by e-mail

  I agree to recieve information by e-mail
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