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m Today's Presenter:

Jeoff Burris

Principal, Advanced Purchasing Dynamics

» >30 years manufacturing purchasing experience
Founded APD in 2004

Helps clients make their investment in
purchasing a competitive advantage
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m Today's Producer:

Jon Homrich

Client Support,
Advanced Purchasing Dynamics

» Project Management Leadership for Consulting
and ProcureForce Implementation

» Helps clients make their investment in
purchasing a competitive advantage
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m Introducing APD

Enhancing the capabilities of

your purchasing team

» Purchasing Placement
(direct hire or contract)

» Buyer skill development

training:

» Strategic negotiations
» Commodity leadership

» Understanding and
managing costs

Unlocking savings with big
data analytics for purchasing

E-sourcing tool simplifies
quoting and supplier
management

» Develops should-be cost

models for side-by-side
quote comparison

» Identify opportunities for

savings based on variance
analysis of supplier quotes

>

Implementing projects that

improve the bottom line

Savings roadmaps with
specific cost savings actions
for each commodity

Should-be cost model
development

Strategic sourcing
implementations for
sustainable savings

Customized solutions; There is no one size fits all approach.
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We Help Clients Implement Knowledge-
Based Cost Management in Three Ways . . .

Turn-key Projects that provide the
maximum leverage of our expertise

. Bendix,  7Exieer
and time

wr  Stryker
Execute-and-Mentor where we Q(’ =
deliver the early stages and guide LRRT
the client’s staff to complete the &> amcor TawWw=nR
project while internalizing R
capabilities

Technology Transfer approach that | | INTEVA
relies on the client organization to
execute

©2017 ADVANCEDPURCHASINGDYNAMICS
Bl S



-

» Building » How Collaborative » Metrics that Matter:
AI|gnmen’§ with Cost Processes Measurements that
Your C-Suite, Deliver Results and Demonstrate
Stakeholders and Build Alignment Purchasing Value
Suppliers

http://www.apurchasingd.com/knowledge-center/



http://www.apurchasingd.com/knowledge-center/
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a Two things came together for us...

A 2013 IBM study found that companies who
have built high performing purchasing teams
achieve 22% higher margins.

A purchasing executive in a multi-billion
manufacturing company questioned the
competence of his suppliers’ purchasing practices.



apd ...which made us question:

BT

How is purchasing viewed by the CxO suite?
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m Agenda

» Overview of Results

» Insights -- How High Performing Purchasing
Organizations Address



We expanded focus this year:

President

2016 2017

» Concerns v/ V

» Support for Purchasing \/

» Purchasing Priorities \/

» Company Challenges
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Launching new products

Improving our internal processes
Reducing risks

Improving the technology in our products

Increasing sales volumes

Company Challenges
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Adding value to the company's bottom line
Working better with other functional areas
Reducing risks inherent in our supply chain
Improving relationships with key suppliers

Helping us win new business

2017 Purchasing Priorities
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and

Company Challenges

Launching new products

Improving our internal
processes

Reducing risks

Improving the technology
in our products

Increasing sales volumes
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Purchasing Priorities

Adding value to the company's
bottom line

Working better with other
functional areas

Reducing risks inherent in our
supply chain

Improving relationships with
key suppliers

Helping us win new business
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Advanced Purchasing Alignment with Sales

» New Business Pursuit

» New Product Launch

» Strategic Sourcing

“Our Purchasing and $ales Teams Don’t Seem

to be Headed in the Same Direction”
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m What CEO’s Want

» 90% want
purchasing to work
better with other
functions in the
company
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a Poll Question 1

Our Sales Team Runs Effective Cross
Functional New Business Pursuit Meetings
to Ensure Everyone's on the Same Page
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apd Our Sales Team Runs Effective Cross
Functional New Business Pursuit Meetings to
Ensure Everyone's on the Same Page

Strongly Agree

Agree

MNeutral

Disagree

Strongly Disagree
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m Best Practices in Advanced Purchasing

» Cross functional business pursuit meetings
» Purchasing Owns Material Costs

» Key metrics for
» Win/loss
» Timeliness of customer quotes
» Timeliness of activities that support customer quotes
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“We need to do a little better job of hitting our target.”

» “Expected margins on
new business do not
materialize. Material
costs are almost
always the issue.”
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Cost Tracking

» Purchasing should be able to cost walk the why's of
price movements for a customer program

Program Impact Analysis - Purchased Material
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Key Negotiation
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m Quote to Customer Requirements

» Purchasing understands customer commercial
requirements:
» Volumes
» Economic level dates
» Index pricing
» Commercial Terms

» Supplier terms mirror customer terms

©2017 ADVANCEDPURCHASINGDYNAMICS



23

a What CEQO's Said

‘| expect Purchasing to support sales by:
1. Knowing best cost

2. Understanding where we are vs. best cost
3. Having a plan to get to best cost”
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. Knowing the Gap

Supplier Quote Should Be Cost Quote to Model
Model Variance

Injection Molding Cost Breakdown
Raw Material Costs
Resin Spec/Description ABS v v v
Shot Size in oz | 1.2000 | [1.0000 | min (Edit) | 0.2000 |
Resin $/Ib | 1.2500 | 12000 st (Edit) | 0.0500 |
Resin Cost per Shot 0.0938 0.0750 0.0188
Regrind % Allowed (in decimal form) | 0.1200 | [o.1000 | min (Edit) | 0.0200 |
Regrind Credit 0.0113 0.0075 0.0038
Total Resin Cost per Shot 0.0825 0.0675 0.0150
# of Cavities per Shot | 2.0000 | 20000 | min (Edit) | 0.0000 |
Total Resin Cost per Part 0.0413 0.0338 0.0075
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m What CEO’s Said

» “Purchasing should know
what costs should be”

Attribute Based Should Be Cost Model

Steel Tube Physical Part Attributes

Length of Tube (ft)
Diameter of Tube (in)
# of Bends

mm of MIG

Non-Delivered Sell Price

3.0558

4.2400

4.1200

12.2200

4.3272

avg (Edit)
avg (Edit)
avg (Edit)

avg (Edit)

avg (Edit)
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a What CEO’s Want

100% of CxO’s want
purchasing to deliver
bottom line value In

2017

“Upset that 'm not seeing the impact on the
bottom line? 0 course not.”
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a Polling Question #2

In Our Company Purchasing Supports New
Business Pursuit by:

» Tracking performance in providing timely responses on cost
» Providing estimates when supplier quotes are not available
» Tracking purchased material costs by program

» Tracking variances in customer to suppler commercial terms
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In Our Company Purchasing Supports New
Business Pursuit by:

Tracking performance in
providing timely responses on
Cost

Providing estimates when
supplier quotes are not available

Tracking purchased material
costs by program

Tracking wariances in customer
to suppler commercial terms
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BOB IS THE DIRECTOR
OF PURCHASING. HES

Best Practices In HERE TO DESCRIBE OUR
. NEW PROCUREMENT
Purchasing — Sales PROCESS,

Partnership
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m Working Better on New Business Pursuit

» Defined cross functional process
supported by:

» Key metrics

» Competitive advantage purchased material
costs

» Estimation capabilities
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Jeoff Burris

Founder & Principal

Advanced Purchasing Dynamics
Jburris@apurchasingd.com



