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1.  Plan, prepare and carry out e ec ve nego a ons and assess their e ec veness
2.  Apply a range of contractual terms and tenders with a strong understanding of how they a ect direct and indirect

expenditure
3.  Apply benchmarking and monitoring techniques at organisa onal, func onal and individual levels and understand how to

create targets for improvement at all levels
4.  Use techniques to manage rela onships and understand how to exploit opportuni es to maximise the e ec veness of

the supply chain
5.  Develop and employ best prac ce principles in a diverse range of sectors

Study s, r Support And ce Ex

Each unit should take about 50 hours of guided learning (lectures, tutorials and prac cals) 30 hours of which will be in the 
classroom and 20 hours of assignment wri ng in addi on to about 70 hours self-study per unit. The nal days of each unit will 
have an exam orienta on during which students will go through a series of past papers. 
Post the units the Course Director Ian Moody will o er con nuous support and set assignments for comple on. Evidence 
shows that delegates who work closely with their Course Director increase their exam success considerably. It is essen al that 
delegates prac ce wri ng exam ques ons and discuss these with Ian – this is normally done electronically. 

CIPS Diploma In t And 

The CIPS Diploma n t   is a higher level quali ca on. It has been accredited by the O ce of 
Quali ca ons and Examina ons Regulator (Ofqual) and appears on the Na onal Database of Accredited Quali ca ons, please 
refer to www.accreditedquali ca ons.org.uk

The Diploma n t   consists of ve compulsory units and these exam prepara on courses for each unit 
can be taken in any order:

CIPS nce 
D1
D2
D3
D4

Unit 
Contexts f Procurement  Supply 
Business Needs n Procurement  Supply 
Sourcing n Procurement  Supply 
Nego a ng  Contrac ng n Procurement Supply 
Managing Contracts  Rela onships n Procurement  Supply D5

es e ed   all  units within o 

 rma And Our  e sponsible 
ademic Study On am on 

•  Organising academic study courses to equip you to a empt the
CIPS examina ons

•  Supplying fully quali ed and approved tutors to conduct class 
sessions in line with the CIPS syllabus

• Maintaining the standards and integrity of CIPS quali ca ons
• Providing you with addi onal informa on to the study texts
• Advising you of addi onal reading
• Se ng and marking prac ce assignments post each unit
• Providing support un l the examina ons

CIPS s, ship And on d 
• Registering you as a Student Member with CIPS
• Paying CIPS for your 1st year student membership fees
•  Registering you with CIPS for each unit’s examina ons at the next 

available sessions
•  Paying CIPS for the examina on fees for your rst a empt per unit. 

You will be responsible for booking, and paying your examina on 
center fees separately at the examina on center allocated to you by
CIPS

•  Purchasing the CIPS books which will be provided to you on Day
One of each unit

Unit Timings: Registra on will be at : 0 on Day One of each unit. Sessions will start promptly at 8: 0 and end at 14:30 each 
day. There will be two short breaks for refreshments and lunch will be served at the end of each day’s sessions.
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Chartered Ins tute of Procurement  Supply (CIPS) 

Diploma n t Supply 
am 

On successful comple on of this series of units you will have received assistance to gain your Diploma. Once you have the 
quali ca on you will be able to: 

 Our es e sponsible 
ademic Study 

• A ending all lectures of the academic study courses
• Comple ng your assignments
• Comple ng your self-study me
• Liaising with your tutor and Informa
•  Comple ng all documenta on within the deadlines provided by

Informa, the relevant examina on centre and CIPS
•  Booking your examina ons at the examina on center allocated to 

you by CIPS and paying their center fees on me
•  20 hours of assignments, a er the courses, that are marked and 

commented on by the tutor

CIPS ship And on d 
•  You will be responsible for booking, and paying your exam centre 

fees separately at the examina on center allocated to you by CIPS



13 – 17 August 2017* • Venue TBC, Dubai, UAE13 – 17 August 2017* • Venue TBC, Dubai, UAE

+971 4 335 2437   register-mea@informa.com    www.informa-mea.com

 our Expert se 

Ian Moody BSc, 
Lead r –  
Ian has over 30 years of business experience ranging from senior management posi ons, in such companies 
as Ericsson to founding and selling his own companies. Ian designs and delivers training programmes globally 
with par cular a en on to the GCC na ons. He works in many elds including both accredited and 
non-accredited courses for example:

• CIPS • Financial skills
• ACCA • Leadership skills
• CIM • Personal development skills

Ian divides his me equally between the Middle East and the UK. In the UK Ian is a lead professor at London Met University 
and the University of West London specialising in working with students to gain their membership to the Chartered Ins tute 
of Procurement and Supply.

The d  of t and Supply  is an interna onal organisa on 
serving the purchasing and supply profession. Established in 1932, CIPS has grown to become 
the central reference for industry best prac ce and their code of conduct is the standard 
around the world. In 1992 they were awarded a Royal Charter in recogni on of their status as 
a centre of excellence and support for the profession.

Dedicated to promo ng good prac ce, CIPS provides a wide range of services for the bene t of members and the wider 
business community. CIPS exists to promote and develop high standards of professional skill, ability and integrity among all 
those engaged in purchasing and supply chain management.

Everything CIPS does is underpinned by the development of knowledge and understanding around purchasing and supply. 
This knowledge is integral to their long-term strategy and reputa on as a leading authority on procurement issues.

 About 

• The world’s largest procurement and supply professional organisa on

• A global organisa on, suppor ng corporates and SMEs in all sectors and loca ons

• Promo ng and developing standards, skills and abili es

• O ering best prac ce tools and techniques

• Leading edge thinking, for everyone in procurement and supply management

• Recognised throughout the world as the voice of the procurement and supply management profession

Centre Registra on Number: 005461424

 our Expert se 

Kieran McGregor, BA MBA FCIPS
Lead r –  
Kieran McGregor is a Fellow of the Chartered Institute of Procurement and Supply (FCIPS) and a Senior 
Assessor for the institute. He has 20 years of experience as a practitioner in procurement and supply in the 
public, private and not-for-profit sectors.

He worked as a Buyer for the London Regional Transport company (TFL) for five years, and later as a Senior Buyer for 
Massey Ferguson in France. He then moved to an organisation involved in procurement and supply chain management in 
developing countries, working in pharmaceutical and health supply. He has consulted for UN agencies and the World Bank.

More recently, Kieran has been teaching, training and consulting and is a visiting lecturer at a number of universities in the 
UK. He has delivered courses for globally renowned companies notably in the oil and gas sector. He is a Senior Assessor for 
CIPS and as a tutor, he has delivered CIPS courses and related management courses in over 20 countries.
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Contexts f Procurement  Supply
Unit 

5 y Learning 
1. Understand the added value that can be achieved through procurement and supply chain management

2. Explore the stages of sourcing processes in crea ng added value outcomes that can be achieved with suppliers

3.  Appreciate the main aspects of organisa onal infrastructure that shape the scope of a procurement or supply chain
func on

4. Understand the need for compliance with requirements when undertaking procurement ac vi es in di erent sectors

5. O er advice and guidance to main stakeholders on the applica on of the sourcing process

1.0   and The Added alue  Can Be 
d ough t And Supply 

Chain t  

1.1   Explain The ries Of Spend  An on 

y hase 

•  De ni ons of procurement and purchasing and

supply

•  Typical breakdown of organisa onal costs

represented by procurements of goods, services or

construc onal works

• Stock and non-stock procurements

• Direct and indirect procurements

• Capital purchases and opera onal expenditures

• Services procurements

1.2   e The t ces Of Added alue In 

t And 

• The ve rights of procurement

•  Achieving the right price for procurements from

external suppliers

•  De ning total life cycle costs or the total costs of

ownership

•  Achieving quality, mescales, quan es and place

considera ons in procurements from external

suppliers

•  Other sources of added value such as innova on,

sustainability and market development

• De ning value for money

1.3   e The Concepts Of t And Supply 

Chain 

•  De ni ons of procurement, supply chains, supply

chain management and supply chain networks

• The length of a supply chain

• De ni ons of logis cs and materials management

•  Comparisons of supply chain management with

procurement

1.4   e The   A t Or 

Supply Chain on y 

• De ning stakeholders

•  Examples of stakeholders for a procurement or

supply chain func on

•  Mapping stakeholders for a procurement or supply

chain func on

2.0   nd The es Of cing ocesses 
In ng Added alue omes  Can Be 

d With   

2.1  Explain The Main Aspects Of cing 

•  De ning the stages of a generic sourcing process

from iden ca on of needs to contract and supplier

management

•  Analysis and planning, tender management and

contract management

•  Di eren a ng between pre-contract award and

post-contract award stages

2.2  se The Main es Of A cing 

•  Stages of the sourcing process that relate to

de ning needs, crea on of contract terms, supplier

selec on, contract award and contract or supplier

management

•  The purpose and added value that is created by

each of the stages of the sourcing process

Unit 

Exam Prepara on Course
5 - 9 August 2018* • Dusit Thani Hotel, Dubai, UAE



2.3   Explain How onic ems Can Be Used  
t es Of The cing 

•  E-requisi oning, e-catalogues, e-ordering,
e-sourcing and e-payment technologies

•  The impact of electronic Purchase to Pay (P2P)
systems on the sourcing process

2.4   se The onship een Achieving 
Compliance With ocesses And The  Of 

•  Organisa onal needs for structured sourcing
processes

•  The rela onship between process compliance and
the achievement of added value outcomes

3.0   nd The Main Aspects Of onal 
 Tha  Shape The Scope Of A 

t Or Supply Chain on  

3.1   Explain The Main Aspects Of e rnance 
Of A t Or Supply Chain 
• Con icts of interest
•  The need for documented policies and procedures

for procurement
•  Organisa onal accountability and repor ng for

procurement roles and func ons
•  The status of procurement and supply chain

management within organisa ons
• Codes of Ethics in procurement
• The CIPS Code of Ethics

3.2   se The Impact Of onal olicies And 
es On t  

•  Aspects that can be included in procedures for
procurement and supply such as responsibili es for
procurement, regula ons rela ng to compe on,
levels of delegated authority, responsibili es for the
stages of the sourcing process, invoice clearance
and payment

•  The use of procurement policies, procurement
strategies and procurement manuals

•  The involvement of internal func ons and personnel
in the sourcing process

•  Responsible purchasing and the Interna onal
Labour Organisa on core conven ons

3.3   e The t Structur s Of A Pr t 
Or Supply Chain 
• The use of centralised and devolved structures
•  Hybrid structures of a procurement or supply chain

func on (such as consor um structures, shared
services, lead buyer structures, and outsourced)

• Interac ng with other people and building rapport
•  The need for customer service and value for money

outcomes

3.4   Explain The Common IT ems  Can Be Used  
A t Or Supply Chain 
• P2P systems
• Systems for inventory management
• Enterprise Resource Planning (ERP) technologies
•  Communica ons systems for internal and external

use

4.0  and The Need r Compliance With 
ts When aking t 

es In t Sect

4.1  fy t onomic And trial 
•  Economic classi ca ons including public and private

sectors, chari es, not-for-pro t and third sector
•  Industrial classi ca ons and sectors such as

manufacturing, retail, construc on, nancial,
agriculture and service

•  Codes of Ethics in procurement including the CIPS
Code of Ethics

4.2   Explain How onic ems Can Be Used  
t es Of The cing 

•  Objec ves of public sector organisa ons such as
improving services, communi es and corporate
social responsibility

•  Regula ons that impact on procurement and supply
chain opera ons

•  Need for compe on, public accountability and
value for money

4.3   se The Impact Of The e or On 
t Or Supply Chain oles 

•  Objec ves of private sector organisa ons such as
pro tability, market share, shareholder value and
corporate social responsibility

•  Regula ons that impact on procurement and supply
chain opera ons

• The importance and role of branding

4.4   se The Impact Of The t Or d 
or On t Or Supply Chain oles 

• Objec ves of the not-for-pro t or third sector
• Regula ons impac ng on chari es
• Need for regulated procurement exercises
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Business Needs n Procurement  Supply

5 y Learning 
1. Devise a business case for requirements to be sourced from external suppliers

2.  Understand the fundamentals of speci ca ons and Key Performance Indicators (KPIs) that are included in contractual
arrangements made with suppliers

3. Explore the main clauses that are included in formal contracts

4. Appreciate the main implica ons of outsourced work or outsourced services for procurement

5. Adopt prac ces that help achieve value for money solu ons in procurement

Unit 

1.0   and How  Devise A Business Case 
r ts  Be ced om rnal 

1.1   se How Business Needs uence Pr t 
Decisions 
•  Type of purchase such as new purchase, modi ed

re-buy, straight re-buy
•  Implica ons of the business needs on the types of

procurement
• Procurement’s role in developing a business case

1.2   Explain How s And Prices Can Be d r 
t Ac

•  Types of market data that can provide informa on
on costs and prices

• Direct and indirect costs
• Producing es mated costs and budgets
•  Approaches to total costs of ownership/total life

cycle cos ng

1.3   Explain The eria  Can Be Applied In The 
on Of A Business 

•  Examples of criteria typically applied in the
produc on of a business case: costs, bene ts,
op ons, alignment with organisa onal needs and

mescales
• Benchmarking requirements

1.4   Explain The on Of Financial s r The 
ol Of 

• The purpose of nancial budgets
• Cost entries and mings of cash ows
• Performance and control of budgets
• Dealing with variances to budget

2.0   and The als Of ons 
And y ormance s  e 
Included In ctual ts Made 
With 

2.1   Assess t Types Of Speci ons Used In 
ts Of Products Or Ser ices  

• De ni ons of speci ca ons
•  Examples of speci ca ons such as drawings,

samples, branded and technical
• Conformance based speci ca ons
• Output or outcome based speci ca ons

2.2   Explain The t Of ons r 
ts    

•  Dra ing speci ca ons and developing market
dialogue with suppliers

• The use of standards in speci ca ons
• Typical sec ons of a speci ca on
•  Standardisa on of requirements versus increasing

the range of products
•  Including social and environmental criteria in

speci ca ons
•  The role of informa on assurance in developing

speci ca ons

2.3   elop amples Of y ormance s In 
ctual 

• De ning contractual performance measures or KPIs
• The use of service level agreements
•  Typical KPI measures to assess quality performance,

meliness, cost management, resources and
delivery

Unit 

Exam Prepara on Course
29 April – 3 May 2018* • Conrad Hotel, Dubai, UAE



3.0   The Main Clauses  e Included In rmal 
cts  

  Explain ces Of ctual rms r cts 
 e d With rnal 

• The use of express terms
•  The use of standard terms of business by both

purchasers and suppliers
•  The use of model form contracts such as NEC, FIDIC,

IMechIEE

3.2   t amples Of ctual rms ally 
ed  cts  e d With 

rnal ons  
•  Main terms in contracts for indemni es and

liabili es, sub-contrac ng, insurances, guarantees
and liquidated damages

•  Terms that apply to labour standards and ethical
sourcing

3.3   Assess The Main ypes Of Pricing ts In 
ial Agr

• The use of pricing schedules
• The use of xed pricing arrangements
•  Cost plus and cost reimbursable pricing

arrangements
•  The use of indexa on and price adjustment

formulae
•  The use of incen vised/gainshare pricing

arrangements
• Payment terms

4.0   nd The Main ons Of 
ced rk Or ced ices r 

t  

4.1   e cing om Other ypes Of 
t  

• Make or buy decisions
• De ning outsourcing
• Outsourcing non-core and core work or services

+971 4 335 2437   register-mea@informa.com    www.informa-mea.com

4.2  Assess How cing Can Impact On t  

• Costs and bene ts of outsourcing

• Risks in outsourcing

• The market development and growth of outsourcing

•  Regula ons a ec ng employees’ terms of

employment

4.3   elop A Plan r ocuring ced rk Or 

•  Determining core competences and outsourcing

opportuni es

• The procurement process for outsourcing

• Developing a business case for outsourcing

• Express contract provisions for outsourcing

• Establishing exit plans for outsourcing

“Ian provided me with the 
knowledge I needed. His  

was d in the way he 
erred his knowledge. He 

provided amples, used  
ools, and d ons  

ensure that we unders ood the 
subject. The ourse t  

ts. I  w things 
which I n now onnect with other 

s in  
Alanazi , IT Applica ons Specialist,

, KSA

“Ian n easily approach y area that 
has a link  the subject and  it 

 t  unders and. He brough  his 
own e s as e amples and 
helped me clearly and the 

” 
ad , Purchasing Supervisor,

l als C , Oman

ould ou e  run 
se 

The in-house training division
of Informa

Tel: +971 4 407 2624 • Email: cts@informa.com
www.informa-mea.com/cts
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5 y Learning 
1. Understand the main op ons for sourcing of requirements from suppliers

2. Develop a plan for sourcing goods or services from external suppliers

3. Assess the nancial stability of poten al suppliers

4. Adopt the main processes that can be applied to the sourcing of requirements from external suppliers

5. Understand compliance issues when sourcing from suppliers

Unit 

1.0   and The Main ons r cing Of 
ts om 

1.1   Explain The cing ocess In on  
t  

• De ni ons of sourcing
•  Supplier pre-quali ca on or criteria for supplier

appraisal
• Strategic and tac cal sourcing
•  Forming teams with stakeholders for the sourcing

process
• Vendor or supplier performance management

1.2   e The Main oaches  The cing Of 
ts om   

• Sole sourcing
• Single, dual and mul ple sourcing arrangements
•  The use of tendering: open, restricted and

nego ated approaches to tendering
• Direct nego a ons with suppliers
•  Intra-company trading and transfer pricing

arrangement
• Implica ons of interna onal sourcing

1.3   elop on And d eria  Can Be 
Commonly Applied When cing ts 

om rnal 
•  Typical selec on criteria such as: quality assurance,

environmental and sustainability, technical
capabili es, systems capabili es, labour standards,

nancial capabili es
•  Typical award criteria such as: price, total life cycle

costs, technical merit, added value solu ons,
systems, resources

• Balancing commercial and technical award criteria

1.4   Explain The Main Consequences On Supply Chains 

When cing ts om 

• Sourcing internally

•  Sourcing from Small and Medium sized Enterprises

(SMEs)

• Sourcing from third sector organisa ons

• Ethical sourcing and the fair trade movement

• Supplier ering and supply chain networks

2.0   Be Able  elop A Plan r cing Goods Or 
ices om rnal   

2.1   Choose  on eria  orm The 

on Of  rnal  In 

The cing Plan  

•  Typical selec on criteria such as: quality assurance,

environmental and sustainability, technical

capabili es, systems capabili es, labour standards,

nancial capabili es

2.2   Choose A Balance Of ial And al 

d eria In The cing Plan  

•  Typical award criteria such as: price, total life cycle

costs, technical merit, added value solu ons,

systems, resources

•  Balancing commercial and technical award criteria

2.3   oduce A Plan r The cing Of Goods Or ices 

om rnal   

•  The structure of a plan for sourcing goods or

services from external suppliers

Unit 

Sourcing n Procurement  Supply
Exam Prepara on Course

8 – 12 July 2018* • The Address Hotel, Dubai Marina, Dubai, UAE



3.0   Be Able  Assess The Financial ability Of 
al 

3.1   fy The Main ces Of on On 
al ’ Financial 

• Financial reports
• The role of credit ra ng agencies
• Secondary data on markets and suppliers

3.2    es Of   , 
 om  Financial  On al 

   
•  Financial statements such as the pro t and loss,

balance sheet and cash ow statements
•  Measures and ra os of pro tability, liquidity,

gearing and investment

3.3    The Financial ormance Of al 
 Using  Financial   

•  Ra o analysis to make conclusions on pro tability,
liquidity, gearing and investment

• The limita ons of ra o analysis

4.0   nd The Main ocesses  Can Be 
Applied  The cing Of ts om 

rnal 

4.1   Assess Commonly Used ces Of on On 
   Can Impact On The cing Of 

ts om rnal 
• The importance of analysing markets
• Compiling data on expenditures on suppliers
• Indices that measure economic data
• Secondary data on markets and suppliers
• Commodity pricing
• Analysing poten al sales

4.2   Explain The Main ocesses Used r aining 
ons And  

• Adver sing requirements
• Requests for informa on or quota ons
• The opera on of tendering
• Formalised arrangements for tendering
• Decision criteria for dispensing with tendering

4.3    The eria  Can Be Commonly Applied 
 The t Of ons Or 

• Assessment of suppliers’ proposals
• The use of weighted points systems for assessment
• Recommending sources of supply

4.4   Explain How onic ems Can Be Used  
Help The cing Of ts om rnal 

 
• E-requisi oning and purchase ordering systems
• E-catalogues on intranets and the internet
• The use of e-auc ons
• E-tendering systems

5.0   and Compliance Issues When cing 
om 

5.1   se The Main , ry And 
onal ts When cing In The 

t, e And Public 
• The use of compe ve tendering processes
• The impact of mescales on tendering processes
• Procedures for contract award
• Regulatory bodies that impact on the private sector
•  Organisa ons that impact on product and safety

standards

5.2   se The Main , ry And 
onal ts When cing om 

onal   
• Documenta on rela ng to imports
• Import du es and tari s
• Payment mechanisms
• The use of incoterms
• Customs control and clearance
• Ethical sourcing fair trade standards
• Currency regula ons
• Applicable law
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“Ian is a y good, essional 
 He used  s  

plain the subject 
Jihad M , Specialist Strategic Sourcing,

Saudi abian , KSA

“Ian plained the subject in  
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His y yle made it   

and the 
Abdulaziz Al , Sourcing Specialist,

Zamil oup Holding , KSA 



5 y Learning 
1. Understand the legal issues that relate to the forma on of contracts
2. Adopt the main approaches in the nego a on of commercial agreements with external organisa ons
3. Prepare for nego a ons with external organisa ons
4. Understand how commercial nego a ons should be undertaken
5. Recognise the use of legal terms that should regulate commercial agreements

Unit 

1.0  and The al Issues    The 
on Of 

1.1   Explain The on  Can Comprise A 

ial t r The Supply Of Goods Or 

• Invita on to tender or Request for Quota on

• Speci ca on

• Key Performance Indicators

• Contractual terms

•  Pricing and other schedules (such as for health

and safety records, details of suppliers sta , use

of sub-contractors, non-disclosure/con den ality

agreements)

1.2   Assess The al Issues    The on Of 

ial ts With s Or   

• Invita ons to treat or invita ons to nego ate

•  Rules rela ng to o er and acceptance,

considera on, inten on to create legal rela ons and

capacity to contract

•  The ba le of the forms and precedence of contract

terms

•  Risks presented by contrac ng on suppliers’ terms

or through oral contracts

•  The Vienna Conven on on the Interna onal Sales of

Goods

• Misrepresenta ons made pre-contract award

1.3   Explain The Main ypes Of ctual ts 

Made een s And 

• One-o  purchases 

• Framework arrangements and agreements

• The use of mini-compe ons

• Call-o s

• Services contracts

• Contracts for the hire and leasing of assets

2.0   nd The Main oaches In The 
on Of ial ts With 

rnal 

2.1   se The on Of ial ons 

In The rk Of t And 

• De ni ons of commercial nego a on

•  Nego a on in rela on to the stages of the sourcing

process

•  Sources of con ict that can arise in the work of

procurement and supply

•  Team management and the in uence of

stakeholders in nego a ons

2.2   e The ypes Of oaches  Can Be 

ued In ial ons    

• Win-win integra ve approaches to nego a ons

• Win-lose distribu ve approaches to nego a on

• Lose-lose approaches in nego a ons

•  Se ng targets and crea ng a Best Alterna ve To a

Nego ated Agreement (BATNA)

2.3   Explain How The Balance Of r In ial 

ons Can ect omes 

•  The importance of power in commercial

nego a ons

• Sources of personal power

Unit 
Nego a ng  Contrac ng n

Procurement  Supply
Exam Prepara on Course

30 September –  4 October 2018* • The Address Hotel, Dubai Marina, Dubai, UAE
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•  Organisa onal power: comparing the rela ve power
of purchasers and suppliers

•  How suppliers gather informa on on purchasing
organisa ons

•  How purchasers can improve leverage with
suppliers

2.4   se The t ypes Of onships  
Impact On ial ons   
• The rela onship spectrum
•  Building rela onships based on reputa on, trust

and jus ce
• Repairing a rela onship

3.0   nd How  e r ons 
With rnal 

3.1   s And Prices In ial 
• Types of costs: direct and indirect, variable and xed
• Break even analysis: cost volume pro t formulae
•  Cos ng methods such as absorp on, marginal or

variable and ac vity based cos ng
•  Volumes, margins and mark-ups and their impact on

pricing
• Nego a ng prices

3.2   Explain The onomic s  Impact On 
ial 

•  The impact of micro-economics and the types of
markets on commercial nego a ons

•  Macro-economics and its in uence on commercial
nego a ons

•  Sources of informa on on micro and macro
economics

3.3   Explain The Main riables  Can Be Used In A 
ial  

•  Se ng objec ves and de ning the variables for a
commercial nego a on

• The bargaining mix
• Posi ons and interests
• Openings and presen ng issues

3.4  e The ces ed r A on  
• Choice of loca on
• Involving appropriate colleagues
•  Use of telephone, teleconferencing or web based

mee ngs
• Room layout and surroundings

4.0   nd How ial ons 
Should Be 

4.1  Explain The es Of A ial on     

•  De ning the stages of a nego a on such as

prepara on, opening, tes ng, proposing,

bargaining, agreement and closure

•  How behaviours should change during the di erent

stages of a nego a on

4.2    The Main thods  Can uence The 

 Of ed 

• The use of persuasion methods

• The use of tac cs to in uence the other party

4.3    The Main on Skills  Help 

 ed omes 

• Types of ques ons

• E ec ve listening

• Push and pull behaviours

• Nonverbal communica on

• The in uence of culture in commercial nego a ons

4.4   Explain How  e The ocess And omes 

Of The ons  rm  

• Re ec ng on performance

• Opportuni es for improvement and development

• Protec ng rela onships a er the nego a on

 se is t from his 
wide range of e  in various 

elds and 
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1. Apply methods to improve supplier performance
2. Recognise the need for a structured approach when dealing with performance and rela onship issues
3. Understand the dynamics of rela onships in supply chains
4. Understand the legal aspects rela ng to the performance of contracts
5. Adopt the main approaches and techniques to achieve the management of contracts and suppliers

2.0  and The al Aspects ng T  The 
ormance Of 

2.1    The ts Of A ally Binding 

•  Contract terms that regulate commercial
agreements and rela onships

• Oral statements and representa ons
• Model form contracts
•  The use of standard contracts versus nego ated/

bespoke contracts
• Applicable law and de ned terms

2.2   e Implied And ess rms  ect 
ormance Issues

• De ni on of express terms
•  Implied terms through legisla on, case law and

custom
• Implica ons of interna onal law

2.3   Explain The ses r ormances In 

• Vital and non-vital contract terms
• Iden fying non-conformances/breach of contracts
• Assessing damages
• Limits of liability
• Procedures for termina on

2.4   Explain The Main oaches  ict on 
In ial cts  
• Nego ated se lements
• The mechanisms of alterna ve dispute resolu on
•  Other mechanisms for dispute resolu on,

adjudica on, arbitra on and liga on
• Contractual provisions for dispute resolu on

Unit 

1.0  and The Dynamics Of onships In 
Supply 

1.1   Classify ypes Of ial onships In Supply 

• Internal and external rela onships
• The rela onship spectrum
• The rela onship life cycle

1.2   Apply olio sis chniques  Assess 
onships In Supply Chains  

• Probability and impact assessment of risks
•  Matrices to iden fy supply, supplier and purchaser

posi oning
• Developing ac on plans

1.3   Classify The  es  Impact On 
onships In Supply 

• Sources of compe ve advantage
•  Compe ve forces: sources of compe ve rivalry,

bargaining power of buyers and suppliers, threat of
new entrants and poten al subs tutes

•  STEEPLE factors that impact on supply chains
(Social, Technological, Economic, Environmental,
Poli cal, Legisla ve, and Ethical)

1.4   e The ces Of Added alue  Can Be 
d ough Supply Chain 

•  The link between rela onships as a process and the
achievement of added value outcomes

•  Sources of added value: pricing and cost
management, improving quality, mescales,
quan es and place considera ons in procurements
from external suppliers

• The link between organisa ons in supply networks

Unit 
Managing Contracts  Rela onships n

Procurement  Supply
Exam Prepara on Course

 5 y Learning 
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3.0  nd The Main oaches   
The  Of 

3.1  Assess The Main ypes Of ctual Risk  
•  Risks that can impact on contracts, such as internal,

market, economic, legal, ethical sourcing and
performance based risks

• The role of informa on assurance
• The assessment of contractual risks

3.2   t Financial, al And ormance  
ng T  The P ormance Of Con  

• Data that relates to the performance of contracts
•  Interpre ng data rela ng to the performance of

contracts
• Contract administra on

3.3  Assess The es F r Con ct Manag
•  Responsibili es for contract management:

procurement or non-procurement role
•  Contract implementa on plans and on-going

demand management
• Planning and governance for contract management
• Resources required for contract management

3.4   Explain The Main es Of A Con ct 

•  Performance management and ensuring compliance
to agreed standards

• Payment responsibili es
• Risk assessment and management
• Contract development
• Rela onship management

 4.0   and The Main chniques r The 
 Of cts And 

4.1   e ct t And Supplier 
onship 

•  De ni ons of contract management and supplier
rela onship management

•  The management of individual contracts compared
to the management of rela onships with suppliers

4.2   Explain The Main chniques r Supplier 
onship 

• Supplier selec on
•  Team selec on and responsibility for supplier

improvement
• Supplier performance measurement
• Crea ng targets and assessment of performance

4.3   Explain The Main chniques r Supplier 

• Approaches to supplier development
• De ning quality assurance and total quality
• Approaches to quality improvement

4.4  Explain chniques r onship 
• Con nuous improvement
• The opera on of Balanced Scorecards
• Rela onship assessment methodologies
• Value stream mapping

“Ian is a wonderful  The 
ourse was very e ng with 
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Course fee includes documentation, lunch and refreshments. Delegates will receive a Certificate of Attendance from Informa

PERSONAL DETAILS:

Company: .......................................................................................................................................................................................................................................................................................

Address (if different from label above): ............................................................................................................................................................................................................................................

..............................................................................................................................  Postcode: ..................................................  Country: .......................................................................................

Tel: .........................................................  Fax: .....................................................

No. of employees on your site:

■ 0-49    ■ 50-249    ■ 250-499    ■ 500-999    ■ 1000+

Nature of your company’s business: .................................................................................................................................................................................................................................................

■ Yes! I would like to receive information about future events & services via email.

My email address is: .....................................................................................................................

© COPYRIGHT INFORMA MIDDLE EAST LTD

Avoid Visa Delays – Book Now 
Delegates requiring visas should contact 
the hotel they wish to stay at directly, as 
soon as possible. Visas for non-GCC nation-
als may take several weeks to process. 
Due to unforeseen circumstances, the programme 
may change and Informa reserves the right to 
alter the venue and/or speakers.

SN/MB PROCUREMENT & SUPPLY

Event Venue
Dusit Thani Hotel, Dubai, UAE Tel: +971 4 343 3333 
Conrad Hotel, Dubai, UAE Tel: +971 4 444 7444 The 
Address Hotel, Dubai Marina, Dubai, UAE
Tel: +971 4 436 7777
Kempinski Hotel, Mall of the Emirates, Dubai, UAE
Tel: +971 4 341 0000

Accommodation Details
We highly recommend you secure your room 
reservation at the earliest to avoid last minute 
inconvenience. You can contact the Hospitality 
Desk for assistance on:
Tel: +971 4 407 2693 Fax: +971 4 407 2517
Email: hospitality@informa.com

Title First Name Surname Job Title Department Email Mobile

To assist us with future correspondence, please supply the following details:

1st Delegate

2nd Delegate

3rd Delegate

4th Delegate

Head of Department

Training Manager

Booking Contact

For further information and 
Group Discounts*

contact 971-4-3352483 or 
email: a.watts@informa.com 

*Group discounts are only applicable
on the full event price

Register For:

25 days
20 days
15 days
10 days

US$ 18,775
US$ 15,080
US$ 11,085
US$ 7,390

US$ 21,675
US$ 17,380
US$ 12,885
US$ 8,590

US$ 23,575
US$ 18,880
US$ 14,085
US$ 9,390

Final FeeCourse Fee 11 Weeks 
Before 1st Course

Course Fee 8 Weeks 
Before 1st Course

COMBINATION DISCOUNTS:

Diploma in Procurement & Supply
Exam Prepara on

Chartered Ins tute of Procurement and Supply (CIPS) 

The in-house training division of Informa Middle East

SAVE UP TO 40% 
If you have 6 or more people interested in attending, and would like 
to customise this training course to suit your team and business, 
contact our Training Consultants on +971 4 407 2624 or 
email cts@informa.com.

FIVE EASY WAYS TO REGISTER
+971 4 335 2437

+971 4 335 2438

register-mea@informa.com

Informa Middle East Ltd.  
PO Box 9428, Dubai, UAE

www.informa-mea.com

  YES, I want to register for:
BC7118/BC7180/BC7276/BC7024/BC7081

BC7024

BC7081

Contexts of Procurement & Supply

Business Needs in Procurement & Supply

Sourcing in Procurement & Supply

Negotiating & Contracting In Procurement & Supply

Managing Contracts & Relationships in Procurement & Supply

5 – 9 August 2018*

29 April – 3 May 2018*

8 – 12 July 2018*

30 September – 4 October 2018*

16 – 20 December 2018*

US$ 4,495

US$ 4,495

US$ 4,495

US$ 4,495

US$ 4,495

US$ 4,995

US$ 4,995

US$ 4,995

US$ 4,995

US$ 4,995

US$ 5,495

US$ 5,495

US$ 5,495

US$ 5,495

US$ 5,495

Code

Code

Code

Code

Code

Course

Course

Course

Course

Course

Dates

Dates

Dates

Dates

Dates

Final Fee

Final Fee

Final Fee

Final Fee

Final Fee

Course Fee Before 27 May 2018

Course Fee Before 18 February 2018

Course Fee Before 29 April 2018

Course Fee Before 22 July 2018

Course Fee Before 3 October 2018

Course Fee Before 1 July 2018

Course Fee Before 25 March 2018

Course Fee Before 3 June 2018

Course Fee Before 26 August

Course Fee Before 7 November 2018

Payments
A confirmation letter and invoice will be sent upon receipt of your registration. Please note that full 
payment must be made upon receipt of the invoice and prior to the event. Only those delegates 
whose fees have been paid in full will be admitted to the event. You can pay by company cheques or 
bankers draft in Dirhams or US$. Please note that all US$ cheques and drafts should be drawn on a New 
York bank and an extra amount of US$ 6 per payment should be added to cover bank clearing charges. All 
payments should be made in favour of Informa.

Cancellation
- If you are unable to attend, a substitute delegate will be welcome in your place
- Registrations cancelled more than 15 days before the Event are subject to a US$ 250 administration fee
- Registrations cancelled between 14 – 8 days before the Event are subject to a 25% cancellation fee
- Registrations cancelled 7 days or less before the Event must be paid in full
-  All registrations are subject to acceptance by Informa Middle East which will be confirmed to you in writing
-  Due to unforeseen circumstances, Informa reserves the right to cancel the course, change the programme, 

alter the venue, speaker or topics
- For full details, please visit www.informa-mea.com/terms-and-conditions-for-delegates

BC7118

BC7180

BC7276




