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Uszinnzasmisade (Categories)

daulsznauaasduAI (components)

ImgAu (raw materials)
furrfildlunnasudiwess (Operating supplies)
gunsalaniuayw (SUpporting equipment)
gunsalsfiunis (Process equipment)

usn1s (Services)
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(6 Rights; Principles of purchasing management)

= Buying Material at right QUALITY.

= In the right QUANTITY. Purchasing Mix

= From the right SOURCE. |: 6 R’s

= At the right PRICE.
= Delivered at the right PLACE.

= At the right TIME.
Coach'l?r?;

BRS wannN1sUSHISIINIAY

(6 Rights; Principles of purchasing management)

Right QUALITY. 3 %a‘lﬁ’lﬁqmmwﬁm”aems
Right QUANTlTY->%a‘lﬁ’mamuﬂ%mmﬁgnm”aa
Right SOURCE. » #iaannunasfitusnzas

Right PRICE. > %alm”lummﬁqﬁsssa

Right PLACE. 3> denaumsmaaaiuiisnsnis

= Right TIME. > donaunialurianfisiaenis
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v simfivilvasAnslalssumenisaaia
v simiiazauiieisnisindana

v saniiuanslvdiiudunulaasan(TC0)
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What are the elements of TCO ?

¢ Purchase price — The amount paid to the supplier for the product, service, or
capital equipment.

¢ Acquisition costs — All costs associated with bringing the product, service, or
capital equipment to the customer's location. Examples of acquisition costs are
sourcing, administration, freight, and taxes.

¢ Usage costs — In the case of a product, all costs associated with converting the
purchased part/material into finished product and supporting it through its usable
life. In the case of a service, all costs associated with the performance of the
service that are not included in the purchase price. In the case of capital
equipment, all costs associated with operating the equipment through its life.
Examples of usage costs are inventory, conversion, scrap, warranty, installation,
training, downtime, and opportunity costs.

¢ End-of-life costs — All costs incurred when a product, service, or capital
equipment reaches the end of its usable life, net of amounts received from the
sale of remaining product or the equipment (salvage value), as the case may be.
Examples of end-of-life costs are obsolescence, disposal, cleanup, and project
termination ,Residual costs.

Coach'l?r?;
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ANSWEINTAUAIINABINISYD

.nd c
JOMNTIINWEINIEN

o Formal Methods
nswensainuudinannis (Formal forecasting technique)

O LAIAMATIN (Qualitative) 1o
Uszaunisal ANIEN AINS FuMBal §1579
ATNAALRY

O 13sUsua (Quantitative) [t

HRANNISNIIADH

[ Coachlony

ANSWEINTAUAIINABINISYD

.nd c
JOMNTIINWEINIEN

o Formal Methods --- systematically reduce
forecasting errors;

mswensaluuvaynsaeaan (Time series forecasting)

e mangnsniuuuAadeUsuseuadiadie(Simple Smoothing Average)

* mangnssiuuuAnadeUsussuLuudieimin(Weighted Smoothing Average)

o mangnsniuuuUsuiSsuwuudndluifisdea (Exponential Smoothing)

o mswennssiuuuindsaasioeiigaidadu(Linear Least Square)

o mswennsaiuuuindsaesisfigauuuidndluifimdea(Exponential Least Square)
nswensaliBeananwus (Correlative forecasting)

* msiiAszvinsannae (Regression Analysis)

Coach'l?r?;
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ANSWEINTAUAIINABINISYD

.nd o
IBNTINYINIEY
o Naive Methods --- eye-balling the numbers;

o Formal Methods --- systematically reduce
forecasting errors;

I o Time series models (e.g. exponential
| smoothing); l

o causal models (e.g. regression).

Coach'l?r?;
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ANSWEINTAUAIINABINISYD

Time Series Components

Trend Cyclical

Seasonal Horizontal
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Time Series Components
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Time Series Components
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unasdaya Commodity & Suppliers

1) dayslagasearngus
2) dayannunaianarsae
3) dayannuiisaIunan
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unasdaya Commodity & Suppliers

1) dayaleansenngne

= Company Profile = Material Specification
= Annual Report = Web site

= Site Visit Interview » Face book

= Brochure = Quotation or Proposal
» Catalogue etc.

» Material Data sheet

= Exbhition

Coach'l';vrél)y

unasdaya Commodity & Suppliers

Internet search
engines :

2) YaYANINUKATISITME

Internet commodity
specific portals:
- Worldrefractories.com

- Oilnews.com
etc

Internet databases:

Google = europages.com
Yahoo = cnnfn.marketguide.com
Bing = bloomberg.com Internet Market reports :
Alta Vista = hoovers.com = frost.com
etc = companiesonline.com = freedoniagroup.com
= freeedgar.com = globind.com
= carol.co.uk = datamonitor.com
— = dialog.com = euromonitor.com
m}ﬁ%’,ﬁ = dub.com = gartner.com
= thaibuilt.com etc
= yellowpages.co.th
{0} | = thailandpages.com
BusistsOnline = BOL.coth
—— CoachTony
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unasdaya Commodity & Suppliers

2) AANAVINUBAIFITITME

Investment
banking
reports

Magazines

goldmansachs.com
invest.com
nexis.com
reuters.com
bloomberg.com

{/ndustrial
%g

) o
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unasdaya Commodity & Suppliers

3) dayannmihranuna
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ettt et iy A =, Department of International Trade Promotion
dous — NSUWIUISSNONISAT % ‘
nINFNATNGAFMNTTH NS:=NS2IUNCTTE st P Beitbmeid Ministry of Commerce, Royal Thai Government

'DEPARTMENT OF INDUSTRIAL PRONOTION

pEP

Department of Export Promotion . .
Ministry of Commerce Royal Thai Government FUNITUNIATEIINIG

Business Online
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Keep Market & Supplier Research current!
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samdaanaaaaulmuas Vendor (A
aae (“UP to date’)

o supplier annual reports
o regular meeting with suppliers

Coach'l?r?;

* nagnsuazmaladiAgylunisieseinesas

23



w¥ ¥ yadg ¥ g
311 3131 330 LUNaYnNs

a ¥ = 7
a3 UNAINNVUS

Coachlony

#ala 2 Usens

= 14
* nswmseudoya
* NAYNSNITLATINNDTDY

Coachlony

2/24/2016

24



#la 2 Uszn1s e nsaseudaya
s1wn1sasan (Negotiation Check List)*

1. \Rearunm

2. Agafusnienils

3. a@aunasai(The Situation)
4, Fuwusnnseuinedasine

*Simons & Tripp, 1997, p. 35, Cornell Hotel & Restaurant Administrative Quarterly 38 no. 1. -)
Coachlony

Wla 2 Usen1s  « mawdeudoys
srennstasan (Negotiation Check List)
1. \Rearunm

a) Wwanelassau (Overall Goal)

b) Uszihudymndneg (ISSUeS) - Besdunasliazuuu

C) wdazUsziiuiinnuddnyediels

d) ezlsAennadeniiaiigalunisasan BATNA (@est Alternative Toa

Negotiated Agreement)
e) eslshegaduniuvawiu (Mezeeuiunisiasan)

Coach'l';:bwlél);
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wala 2 Usens nsaseudaya
srennstasan (Negotiation Check List)
2. Renfiudndhenile

3) wdazUsuduiianuddniudndevddsesasls s
b) Usziulnsifidneenilanudi

C) ozlsAa BATNA waaan

d
e

) azlsAogaduniuvesen (Mezeausunisiasan)
) = v

gamude 1, 2 waz 3 -ezlshauth (Target) vosna

Coachlony

Wla 2 Usen1s  « mawdeudoys
srennstasan (Negotiation Check List)
3. aaunnsad(The Situation)

a) ezlsAe Wume@adninna fuuaan duuanaigeie
Pdeuilhada: Deadling) laslaids (wgavda, Feldioanu:
Impatient) snnndnfu

b) eslshe ussiinguiiedsssu wegnldidugadredald
oy & o a v o a '

C) wadeazlsusafanuivinudesnsmaniaes uazviiuaz
nauauatatdlsliagnaiuds

Coachlony
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Wla 2 Usens  « mawdeudoys
srennstasan (Negotiation Check List)
4. Fuwusanseninsdosee

a) mswsaanRatusiennvieli dld,e¢lsRonafiazanuanves
usiaznagns gmss visenisnszinivinuindeiansan

b) vinul3andladneeviela exlsvinufiReafusninednde
ndaviuviels

C) viwderlsieafualaduazgnsisvasdndie

d) ezlsde dedrinvasdiisruradndie

e) Uinwdewirdamaasanaasvirdudniie

CoachT;NIél);

"l 2 UINIT * nagnsnnsasarseses

1. nagws Salami tactics
nagnsuUULNULAEUFUR
NagNSNITNINUALTUANY
nagnsnsnatiwiaen
NagNSNITINADIUIG
NaYNIN1INBUAD

CoachT;NIél);
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"l 2 UINIT * nagnsnnsasanseses
nagns Salami tactics

“ansldmgnisalfisiaaudrdgyen (low-

level incident) waznsudadsguuuusing q
sniuuauluGeny”

Coach'l';wlél);

"l 2 UINIT * nagnsnnsasarseses
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wegdladhensatulivinvselilviviesls
UNBE19INNE81989  WUUBAUNABURUR " Auwn
Jusgnauu o819l 1y Basvindyaniegsial sy

I 1 v a
uulguens Aaualneases

¢ dauunisi dnasldlanad uwiuransaldhenssdnuanasin

' oA o  ak
—I nsAasasraLia lilaulsednefdy M
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"l 2 UINIT * nagnsnnsasanseses
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1) agindanisiasan
2) aenlazlslasnsy

3)

4) egifuusigndy

b) sgnasaniuglaifisrunadadula

2U1LIUIIYANY

Coach'l';:bwlél);

CORANLAY

1) uansvirfiaanaiiuly
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® 25 LUINIINISRNNLS

25 wuannelunisiiunals

1.

Alternative materials
* Develop new source

\

0.

/

Blanket order

= Call-off contract

» Open-ended order
= Standing order

/

]

CoachTony
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25 wuannelunisiiunals

a _ I
3. Fixed contract

* onger term contract

4. Rebate agreement

/5. Centralized purchasing h
VS

Decentralized purchasing
\ 4D

25 wuannelunisiiunals

[6. Consignment purchasing

. .

7. Mode Transportation review
» Delivery frequency

» Consolidate delivery

8. Consortium purchasing
» Pooled purchasing

[ Coachlony

v
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25 wuannelunisinunals

9. Credit term negotiation
(shorter / Longer)

10. Customer service level
Review
» Safety stock review

Coachlony

25 wuannelunisinunals

.

s .
11. Early purchasing involvement

(EPI)

= Early supplier involvement (ESI) )

12. e-Procurement

= e-Auction

A\

13. EOQ review

(Economic order quantity)

S
CoachHlTony
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25 wuannelunisinunals

14. ROP review (Re-order point)

/

-

15. Inventory optimization

» Hand-to-mouth buying

= Just-in-time (JIT)

* MOQ negotiation
(Minimum order quantity)

~

]

CoachTony

25 wuannelunisiiunals

N

/16. Specification review

(Over & under)
= Internal standardization

v

17. Systems contracting

18. Online purchasing

]

CoachTony
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25 wuannelunisinunals

19. Lead time negotiation

'20. Maverick buying Elimination A
* Non-compliance report (NCR)
= Purchasing exception report

\

/21. Non-value added

N

» Packaging elimination

Coachlony

25 wuannelunisiiunals

22. Pareto (ABC) analysis

= Supply positioning
determination

Coachlony
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25 wuamslunisinunals
23. Total spend
VS
Managed spend
CoachTony
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25 wuannelunisinunals

£24. Single source vs Dual source |

LZS. Beware a one — size-fits-all }

procurement model

CoachTony

® 1A59939

¥ [
Q/

AYRNAUSLANT AN
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Qs

LASadNaIRTaNNUSZENS AN

Anda IRl UsEENSNTNIRTasaaLT e

e-Sourcing tools

e-Procurement tools

e-Payment tools

Management Information tools

CoachTony

LASadNaIRTaNNUSZENS AN

]

e-Sourcing tools

» e-Tendering

* e-RFQ

 e-Auction

» Supplier Adoption
 Demand Management
 Purchasing Intelligence

CoachTony
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LASadNaIRTaNNUSZENS AN

{ e-Procurement tools }

» e-Catalogues

» Automatic Purchase Order
( Auto-PO)

» e-Marketplace

Coach'l?r?;

LASadNaIRTaNNUSZENS AN

{ e-Payment tools }

* e-Invoicing

» e-Payment
 e-pretty cash

e Procurement card
« e-Banking

2/24/2016
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LASadNaIRTaNNUSZENS AN

{Management Information tools

« Auto-Benchmarking
« e-Contract management

» Supplier Performance
management

» e-Performance Management

— Spend Analysis

CoachTony

msﬁ'mmq MUATNITUIATD

YAFINS } ‘n'szmums’ ‘ Lﬂ%iax‘lﬁél
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