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L. D. MILES 

GEDCEFIELD R 5 L3 840 

EASTON, MD. 21601 

4/7/78 

Tidewater Inn, Easton,  Md. Apr 27 1978 - 10: a a  until 3: Dm 

PURPOSE - "INFOR~..MTIOT\',INSTR~ICTI@N,INSPIR.~TTION" - Elmer Yassell 

II Good Morning" comments from each. 

"Te l l  me w h a t  you want t o  know". 

The organizations and people we w o r k  with. Chapters,Units,SCTs, 
ASGrs, R e g i o n a l  o f f i c e ,  Field coordinator,A&.i?,NRTA,Adelle Y i l o n e , ,  1: 

Michael Seaton, 

Inter-relations with other frX: teaching agencies. Costs, adver t  i z i n c l . e t  

Proposed  system of Trainer schedulina of CDCrs and supolyina of ~ ~ ~ V s .  

Proposed com~uter membership solicitation, and enormous c h a l  " 

to CDC teachers to provide sufficient classes. 

Probability of s p e c i a l  course, taylored to needs of " a f t e r  55". Less 
t i m e  spent on Whisky, more on nedication and changes in s i g h t ,  
hearing reaction t h e  etc. Probably cba bett~r job in 6 hours, 
ins tead  of  8. 

Getting PPC s i a n u p s .  

Other as indicated. 

Adjourn. 

Larry Miles, Trainor for 
area codes 216,218,219 

Experience is showinp thtt DPC. instructors want and like this t v ~ e  
of g e t - t o g e t h e r .  The knowledge gained i s  very helpful to them. There 
is no budqet for it. As with o t h e r  volunteer work. c o ~ i n a  is o~tional. 
1 do have a u t h o r i t y  to "buy lunch" so - "you-al l  come - and e a t " .  

Larry 

Also invited are SDrs, A S P ' S ,  Field Coordinator, R e g i o n a l  o f f  ice 
Jim Eden and/or others. 







Is "%v F t lnc t ions"  the whole s t o w  of \!A i n  Pmchasino? 

For answer, consider another awstion. Is "The Fnoine" the whole s t o w  of 

success in a fine a u t o m o b i l e ?  Of coarse t h e  answer i s  "Vo", but there is no 

pood automobile without a oood ennine. It will run down hill with no ervir)~i. 

Nme some other ~urchas ina v a  techniq'cue essentials. 

1 .  Determination to buy fcr lower costs. 
item 

2. Wi 1 1  ingness to learnmuch more about h&b~/,ft!#& purchased. 
3 .  Ability )!6d to understand whats beinp Souqht. 

4. Ability to recognize and end roadblox. 

5. Gett t n a  i n f o r m a t i o n  froa t h e  best source. 

6.  Knowledge of potential sunnl iers. 

7. Use of qood creativitv 

R. !JSP o f  QOOC? information sear&. 

9 



I f  t h e  r e a d e r  s a y s f ' I s n t  t h a t  i n t e r e s t i n a ? " ,  I 've  was ted  nv t ime .  
I ' v e  l o s t  t h e  b a t t l e .  I f  he  s a y s  " I  c a n  do t h a t " ,  I ' v e  made f i r s t  
base .  So - n o t  just ? b e  examples - but t o  t i e  t5em i n t o  some 
s y s t e m  t h e  r e a d e r  w i l l  u s e .  S o ,  nv s y s t e m  is  t o  n r o v i d e  a 
s y s t e m  Teach the aporoaches .  TLe o n n o r t u n i t i e s .  The  pitfalls, 
t h e n  I l l u s t r a t e  w i t h  examples.  Fxanol~s m i g h t  be 1/3 o r  4 a t  
t h e  most. 

/ 

' ~ + - . * - m . Z  a-ot to t e a c h  them? 
i T h a t  t h e v  a r e  i n  a  p o s i t i o n  t o  make an added c o n t r i b u t i o n  - 
? T h a t  i f  t hey  don t  make i t ,  noone e l s e  can o r  w i l l .  
r7 Tha t  i t  w i l l  be " u p - h i l l  work". 

- . / ' h a t  i f  t h e y  t r y  t h e y ' l l  vake some s u r n r i s i n a  a c h i e w m m t s .  
.- T h a t  i t s  t 5 e  "Trowel t o  b u i l d  and t h e  sword t o  d e f e n d  t h e  r i a h t  
\ / 

t o  b u i l d "  
G r e a t  achievement  i n  anv f i e l d  never  ? a s  cone w i t h o ~ l t  q r e a t  

- o ~ p o s i t i o n .  
i i 

" ?. . 

.-! Fva u g t q  %net l o r ?  
-,:I R P ~ Y ~  h a n ~ u $ ~ ~ b ~ ~ r s .  

Get I n f o  f rom o n l v  b e s t  sources ' II 

C A l l o w  s k i l l e d  v e n d o r s  t o  know an?  work or? f u n c t l o n  
/'Know d i f f  kinds oC f u n c t i o n s  

h o w  and use t,he ''/A s t e n - b y - s t e p  lob p l a n  



POSSIBLE Nm.4ES FOR BOOK ON PURCFTAS ING VA USE. 

Name should catch attention and $, need not apply to subject matter 

Do you want your buyer to cost or pay 
Collars left on the table 
Wasted money 
Found money 
Prof its lost in purchas ing 
biagest prof it maker is wakinq up 
down the drain 
1000 ways the buyer flushes ~rofits down the drain 
If lost earnings could talk - 
Cutting costs with buyino techniaues 
Cutting costs with brill iant buying 
Cutting costs with new buying techniques 

Best buyers now using new techniques 
Best Buyers - 

Best buyers barely qualify 



b o w l  of c o s t s  t o  a c c  eacl- f m c t  
of c o s t s  t o  a r c  e a  i n c r e w r t  of f 
of c o s t s  oQ acc  f bv d i f f ~ r i n q  mems 
o f  s1:nnl i e r s  wv)o would act :, 'y cITY?~AE!QA!?, 3 r d  ni t r - Q  . n i t  of e a  
o f  c o s t s  c o r ~ x t  a r p  - ? . a ~ r b q  t o  a(.x t tv? f 
3 c 3 I .  i ' , 1 I-. ,: ne -ye  t r~-ieans o f acc 
of c o s t s  wh i c k  . J J ~ I J ! , ; '  a n n l y  i f w q c  q e q n q  h e c a - ) e  v - a v a k l a N e  



What Vow? 

Hav e t o l d  them brly f u n c t i o n  buy f u n c t i o n  buy f u n c t i o n ,  
What e l s e  do  I t e l l  them? 
Wow 
Why 
When 
When n o t  t o  
For  whom4 
whl se  h e l p  
what  t i m i n g  
what  embarrassment  
how h a n d l e  embarrasrnent 
how f i n d  o u t  f u n c t i o n  
when s t a r t  f u n c t i o n  t h i n k i n g  
how buy i n  c o n s t r u c t i o n  
how buy i n  s e r v i c e s  
how buy i n  h o s p i t a l  
how buy in a d m i n i s t r a t i v e  exp. 
How buy i n  R & D 
How t o  l e a r n  t o  buy f u n c t i o n  
What o t h e r  s t o p ~ e r s  t o  e x p e c t  and overcome 
What h e l p  do you need 
how t o  s o l i c i t  h e l p  
how i n  s o f t w a r e  
how in l o w  volume 
how i n  ma in tanence  
how i n  r e c r e a t i o n  
how i n  w i n t e r  
how i n  summer 
how in a e s t h e t i c s  
how in Vse 
how,when blocked 
how w i t h  much b o s s  s u p p o r t  
how w i t h  no b o s s  s u p p o r t  
why,who w a n t s  i t  
how a c c u r a t e  e v a l u a t i o n  
how t o  buy p a i n t  
how t o  buy c h e m i c a l s  



Alternate theory  and practice 

Keep i t  telling how t o  

fill in some easy t o  read stuff 

make difficulties interesting - exciting if p o s s i b l e  

avoid hum-drum monotonous stuff 

b u i l d  t n e  buyer up when can 

swing into the st rt wi th  a little s t o r y  

talk about some f u n c t i o n s  



V a r i a t i o n s  on thi: thtnie of 

They wont l e t  you buy f u n c t i o n  
how t o  g e t  o i l po r tun i ty  t o  buy func t ion  
k i n d s  of  f u n c t i o n  t o  buy 
What f u n c t i o n  , and what e x t r a  c o s t  does each i t em of t h e  spec  b r ing?  
What o t h e r  expense i s  r e q u i r e d  t o  rnair:, w h a t  I buy acconp. i ts  func t .  
What i f  t h e  s e i l e r s  wont s e l l  f u n c t i i n ?  
Divide  f u n c t i o n ,  and c  sts c ~ r e f u l l y  between use  and a e s t h e t i c  
How do I know I ' m  paying r i g h t  p r i c e  f o r  f u n c t i o n ?  Comparison. 
Buying f u n c t i o n  t h a t  is  no t  used is  waste 
Buy f u n c t i o n  i n  - v a r i o u s  t h i n g s  

packaging 
e t c  

Sometimes buy two f u n c t i o n s  - d r i e r  ozone and l i g h t  bulb  
Buy s e l l e r s  s t anda rd  i t em 
Let t ~ l e  f a c t s  ( c o s t s )  speak f o r  thetiiselves corcpr i son  

d r y e r  pu l l ey  small ond l a r g e  
bbirlrz(ls rd/k 

d i v i d e  u se  and a e s t h e t i c  f  buy s e p a r d e l y  

Buy a e s t h e t i c  f u n c t i o n  5 5 
Overcomd d i f f i c u l t i e s  i n  g e t t i n g  op  t o  buy f u n c t i o n  

S p e c i f i c s  d e t a i l e d  f a c t s .  ge t  i n t o  them amd buy f 

what t o  do w h . ~  vendor doesnt  w a t  t o  s e l l  func t ion  

buying s e v e r a l  grouped f u n c t i o n  s 

eliminating o t h e r  expence reLid t o  make pur ~ m t  achieve f  

buying f f o r  r i g h t  p r i c e  comparison 

buying f t h n t  i s  no t  used,  is  waste 

buy f i n  v a r i o u s  t h i n g s  packaging e t c  

sometimes buy more t han  one f i n  [-.me p r i c e  

buy s e l l e r s  s t anda rd  i t e m s  

I n  buying f l e t  t h .  f a c ~ s , c u s t s  spea:i f o r  t hen i sdves  



Ilot a t d i i i n l ,  discipline - it's 2 d o i n , ,  discipline. oi:r d o ~ s  t:e 
buyer skart , ad what does  he d o .  

i :ssence o f  a l l  va tech is sccurir.,; f u n c t i o n .  .! mi;- .n  func t ion ,n f f ;  
f u n c t i o n  buy f u n c t i o n  - a lxays  t :lc p w p e r  needed. i 'unct lon ai: the 
p r o p e r  co:;ts, 

Cur opp i n  p u r c h a s i ~ i g  i s  t o  buy A proper n ~ e d e d  function zt the 
-i7rOper c sts 

,'"'1OT;[ Jc:,)e -.*' . T,?' 
Li , . .a .., .-: i,tr JT Klt2.t . i ; ; r~v ide  ,, ,=- t h e  nceded f ( i;.: 1_:al,erdal) 
. v I <, he T:io;~l; L , ~ ~ 2 ,  cost tha t  i ; u ~ t  bc z2ent on pur  i. ,.,,en t c  ;ccu.re ned f 



 ON t o  a p p r .  ach t , le  job'; 

;I/iiat am I r e a . 1 ~  t r y i n g  t o  do?  

,*nd t h e r e -  C r e a t e  someth ing  of v a l u e  t n ~ . t  wil l -  c a u s e  r j ~ o p l e  t o  s a y , l " l ' n a t l s  good"- 
b y  make a e  feel ~ o o d  ( i m p o r t a t  - maybe). 
Cet some s t u l ' f  u s e d  ti1a.t I c r e a t e d  and k n o ~  i s  ood and i s n t  used .  
~\,ake some rnore lmney, 
Allow my b r a i n  t o  g e t  r e l a x e d  ; ~ i l t i l O ~ t  ge ttin;, r u s t y ,  

So liza do I do i t ?  

! ' / r i t e  some e : ' f ' e c t i v e  s t u f f  i n  short c a t c h y  s e i k e n c e s .  
Lake i t  e a s i e r  t o  r e a k  t h a n  t o  p m s  ove i t e  
P u t  some s t u f f  i n  e a c h  t h a t  they can  u s e  r i d ~ i t  now. 
Bave 2 m a s t e r  plan s o  t h e t  i n  a s e n s i o l e  aay, a l l  of t h e  good s t u f f  g e t t  covrd.  
Pu t  i t  i n  a formso It ca;; be piclred uJ1 and p u t  i r i t o  ai2 e f f e c t i v e  book l a t e r .  

Some in lpor tan- t  q u e s t i o n s .  



!arc. l.;noivled:,e 
x o r ?  uechnique 
a n o t h e r  j a c k p o i  f o r  pu-caasin,, 
L:lc 20 L c c h  
d o n t  be s t o p p e d  
2.2 o e - - t  z o u r c e s  
;:rite l.15u.c tiaael:; t e l l  st or;^ &,ivc  r . n c i p  les af t;.r 
j i ~ t o  -i.,hcYn 1:jinG ~ 1 7  . j i ta 2 s e n s i . , l e  ,rou7*i I-, o f  , - , r ; n c i ? l ~ s  TL ;: X ~ I O ~ C .  

t & ; ~  ~,,ile : ; ickof f fro11 a na: d n i n k  t h e n  iL;a.:c u-- s c;n-..un.,  cat^ re ~ t 0 r y  
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3. 1 , A ' i l , ]  1 1 A i *J , I  ; 1 , SPdCITIC pUz;[IAS;I: 
SITUATIONS A d d  OFTdI  011. , 2R :,ii:l', 





5. SPACIii1,IZEJ SiCILLS , i\:A'ihI!IALS B1.I U 1 W D U  C'I'S AHU OOFT?; SUPPLI?,k3LK BY S X I J L ~ R S  
WHICH ARE UNKNOIJ?J TO THE BUYXI? JiiO NEZDS 'L'IIXN, 



6. HUMRii FRC'II'ORS PROVIDE A STIIONG J1CIHCg TO "DG A G A I i l  ./HAY Jii: DID ,iEFOi3iL" 
TO AD,!4.GUA'I'.iiLY SLhllCH FO;i A P~GsAL~LI?: ..2t3T1L'~R Aiili , lZR.  

9 fi'OT 



1 1  i LA T I !  S L L ~ l i  OFTEN IS U p ~ - I l ~ i d C ; I i ; A Y ' ~ V E ,  C ( j N ' l i I N U E I i  iG 'iiO SiLL PZUDUCTS AS-IS, .!HdN 
~ ~ ~ ~ Q , I ~ ~ ~ ~ ~ ~ ~ ~ ~ I I ~ ~ ~ ~  oL3 i i ~ > , p f n  1% LJ~LLCII\JS - l/OULD 3'12' '~'II.ii?~J I~iUGII,  dU2T.%[< 'Tt, i.%, BIJYLW H.GEDS. 





9. BUYE;iS A i < i  LIMITED TO TliE USE Ojj' i;'UPPLIdRS 'l':ig"$ K'Oyi. MORX ]I:N(j;/LEDGE OF 
SUPPLIERS AVAILAL3L.E 0Fr1'EIN PAYS A GOOD RETUr:N, 







13. Y U T  TIIE BUYhR DOLS'NT DO MAY NOT HUk?T HIM,BUT IT MAY IIURT EARNINGS.  



1 4. UNOl3SXRVUD APID UN-NGTdD FACTORS MAY HbDUCE EARIv E d G S  





, Purchzsis~YA knov;:ledge of' p roduc t ,  and  of  conpetitive s u p l i e r  oarket 
I - -- 

------------;--- -c.------ 
-- 

a supplier furnished regulators for a high price. Due 
to inferior equipment and indifference, only slight reductions in price 
were quoted. Work was started with another supplier who produced regu- 
lators on an efficient assembly line. A period of development with him 
r e d t e d  in better regulators at about half the cost, saving $50,000. per 
Ye= 


