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Review your nego strategy 
and settings 


This checklist summarizes the questions to be reviewed before to engage a yearly negotiation with Buymanager. Their goal is to review your negotiation strategy and so the settings to apply in Buymanager. 
All these questions must be reviewed by key user / purchasing director, and require an admin account on Buymanager to apply settings. 
The Supplyframe team remains available to help you through this process. 

Please note that some of the documentation below are available in French, you need to click on “Français” on the top right of our Help website. 
	Question
	Suggestion / Explanation
	Customer’s decision
	Status

	Which purchasing commodities will be negotiated with Buymanager ? 

	Recommended commodities : 
· Electronic (active/passive)
· Electro-mecha
· Cable
Not recommended commodities : 
· PCB
· Custom parts (mechanic, plastic…)
Indeed, these 2 commodities usually consist in only  few hundreds of parts to negotiate with a lot of specificities and parameters to analyze in quotations. The cons are usually more important than the pros to work with BM : 
· Pros : all commodities are in BM (statistics) + may be easier to send RFQs + better traceability 
· Cons : lot of time spent to structure data (in the dataset) + quotation analysis & awards done in Excel (BM not adapted to handle specificities) 
	
	

	How many parts ? 
	· How many active parts do you have in ERP ? 
· How many of them must be negotiated ? 
· How many per commodity ? 
· And/or how many per classification ? 
	
	

	Which perimeter to negotiate (for each commodity) ?
	Usually, not all parts are negotiated with suppliers. The decision of parts to negotiate can be done based on : 
· Classification ABC : 
· In global among all commodities (but it means Passive parts may never be negotiated if the decision is to focus on classes A and B). 
· Per commodity
· Per manufacturer
· Expected spend per part (ref 1 unit price x expected qty for year to come) : spend below XX € will not be negotiated
· Client 
· Specificities : 
· Protect design : should they be included in the Nego ?
· LOA (customer controlled prices) : usually removed from the Nego
	
	

	Will the parts be consolidated ? 
	BM can consolidate parts based on a same source to negotiate on higher volumes.
Consolidation is : 
· Nego per Nego (can’t consolidate only few parts for the same Nego)
· Based on the same source : MPN + Manufacturer code 
· Optional
Decision to consolidate is based on : 
· Do I have common sources across different part codes ? 
· Can I have the same price for these different part codes ? 
· Reasons why not : protect design, LOA, sites location (Europe & Asia) … 
See the documentation to know more (point 1.e.)
	
	

	How to split Negos in Buymanager ?
	In Buymanager, 1 Nego is : 
· 1 dataset 
· 1 buyer assigned 
· 1 consolidation strategy (consolidate or no) 
· 1 currency rates 
· 1 RFQ sent to suppliers 
· 1 award reports at the end
A yearly negotiation can be organized in BM with : 
· Only 1 Nego with all lines to negotiate 
· 1 Nego per commodity 
· 1 Nego per buyer 
· 1 Nego per consolidation strategy 
· 1 Nego per classification A B C 
· …
NB : Each part must be in only 1 Nego, to avoid sending the same part several times and not having the full vision of prices. 
Pros & cons on having 1 Nego with all lines : 
· Pros :  
· Complete vision of savings, spends…
· Suppliers receive 1 RFQ only
· Cons : 
· Difficult to organize among buyers
· Can’t have different consolidation strategies
· May consist in a huge amount of lines (more than 10k) which can be more complex for buyers to analyze + generate performance issues
Pros and cons are reversed for having several Negos. 
	
	

	Who creates Negos ? 
	Who will create Negos, define the Nego settings and upload dataset ? Depending if there are several or 1 Nego.
· 1 user creates all Negos & adjust their settings & upload all datasets
· 1 user creates all Negos & adjust their settings, but dataset is uploaded by each Nego owner (buyer)
Each Nego owner creates its own Nego & adjust its settings & upload the dataset
	
	

	Which reference prices ?
	Up to 3 reference prices, used for savings calculation.
Frequent reference prices : 
· Current negotiated price (from N-1 Nego) 
· LPP (Last purchasing price) 
· WAP (Weighted average price) 
· Previous negotiated price (from N-2 Nego)
And which one will be the reference 1 price (most important) ? 
See the documentation to know more (point 1.c.)
	
	

	Which target price ?
	Will you have target prices ?
If yes, how they will be defined ? 
· Reference price 1 minus X% ? 
· Minimum between reference prices 1 2 3 ? Minus X% ? 
· Other ?
See the documentation to know more (point 1.d.)
	
	

	Which savings threshold ? 
	The savings threshold enables to take in consideration the transfer cost from a supplier to another. It’s a spend value (not a %), and it impacts the Best Of calculation. 
· Is there a savings threshold ? 
· If yes, on all Negos or only on some ? 
· What is the value ?
Usually, a threshold is defined for all Negos, with a value between 100 and 300€. 
See the documentation to know more (point 1.f.)
	
	

	Which currency rates ? 
	Currency rates can be managed Nego per Nego or in global for all Negos.
· What is the default Nego currency (EUR for example) ? 
· What are the currency rates values ? 
· Will they be modified during Negos ? (because Negos could take several months) (in that case, it may have an impact on the savings and Best Of calculations)
· What is the strategy regarding currencies : choose in priority EUR prices, accept USD prices but define additional charges to cover the currency rate evolution risk, etc.
See the documentation to know more (point 1.f.)
	
	

	Which automatic Nego comments ? 
	Up to 4 automatic Nego comments can be defined, they can be used by buyers during Face to Face negotiation with suppliers. Examples : 
· To be requoted 
· Price updated in F2F 
· Can’t propose a better price
· Excluded 
· Price info (MOQ, LT…) updated
See the documentation to know more (point “Global settings”)
	
	

	Which customized names ?
	Reference prices names and reports names can be customized. 
Which names to define ? 
· Reference prices : usually the name of the reference prices 
· Reports : usually 1 report is for ERP, the other for buyers 
See the documentation to know more (point “Global settings”)
	
	

	Which dedicated Nego settings 
	Several settings can be adjusted for each Nego :
· Savings calculation 
· Indicators displayed in F2F interface
See the documentation to know more (point “Settings in General Info”)
	
	



If needed, here is the documentation of the whole Nego process (steps 1 to 7)
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