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MAKE SUPPLIERS PLAY FAIR



When confronted by a
knowledgeable Purchaser,

suppliers have little choice but to
agree to price reductions
when costs go down.
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Increases negotiating leverage/drive down costs

Widens span of price control

Reduces suspicion & acrimony/are sustainable & fair
Attracts low-cost producers

Frees up valuable time
e Tour suppliers’ plants
* Improve market knowledge
e Join associations

Leads to re-engineering projects with suppliers
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Strengthens the supply-chain
&
Creates competitive advantage
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LONDON METALS EXCHANGE (LME.COM)



Theplasticsexchange.com



WWW.propurchaser.com



