-
\.
!




L. D. MILES
SEDGEFIELD R 5 B 840
EASTON, MD. 21601

4/7/78

DDC INSTRUCTORS SEMINAR

Tidewater Inn, Easton, Md. Apr 27 1978 - 10: am until 3: nm
PURPOSE - "INFORMATION, INSTR'ICTION, INSPIRATION" =~ FElmer Hassell

1. "Good Morning" comments from each.,

2. "Tell me what you want to know".

3., The organizations and people we work with. Chapters,Units,SD's,
ASD's, Regional office, Field coordinator,AARP,NRTA,Adelle Milone,: -.
Michael Seaton,

4. Inter-relations with other IDC teaching agencies. Costs, advertizing,et

5. Proposed system of Trainer scheduling of CDC's and supolyinag of VAX's,

6. Proposed computer membership solicitation, and enormous challeﬁgé‘
to DNC teachers to provide sufficient classese.

7. Probability of special course, taylored to needs of "after 55". Less
time spent on Whisky, more on medication and changes in siaht,
hearing reaction time etc. Probably da better job in 6 hours,
instead of 8.

8. Getting DPC siagnupse.
9. Other as indicated.

10. Ad journ.
Respectfully,

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

Experience is showing that DIC instructors want and like this tvpe

of get-together. The knowledge gained is very helpful to them. There

is no budget for it. As with other volunteer work. comino is ootional.

I do have authority to "buy lunch" so - "you-all come - and eat".
Larry

Also invited are SD's, ASD's, Field Coordinator, Regional office
Jim Eden and/or others.
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Is

"gyy Functions'" the whole storv of VA in Purchasina?

For answer, consider another question. Is "The Fnaine" the whole story of

success in a fine automobile? Of course the answer is "No", but there is no

good automobile without a aood enaine., It will run down hill with no enaine.

Name some other purchasina va technig'ue essentials.

1.
Re
3e
4,
5.
6.

Letermination to buy for lower costs.
items
Willingness to learnmuch more about £AZN/{{#w purchased.
Ability ¢¥£ to understand whats beina bought.
Ability to recognize and end roadblox.
Getting information from the best source.
Knowledge of potential suppliers,

Use of good creativity

Use of qood information search,



If the reader says"Isnt that interesting?", 1've wasted mv time.
I've lost the battle. If he says "I can do that", I've made first
base. S0 - not just the examples - bhut to tie them into some
system the reader will use. So, my § system is to nrovide a
system. Teach the approaches. Tre onportunities. The pitfalls,
then Illustrate with examples. Fxamples might be 1/3 or % at

the most.

“What--have -l got--to teach them?

That thev are in a position to make an added contribution -

2 That if they dont make it, noone else can or will.

- That it will be "up-hill work".

“:vThat if they try they'll make some surprisina achievements.

¢ That its the "Trowel to build and the sword to ¢ efend the riaht

to builqd"

Great achievement in any field never has come without qgreat

-, opposition. S
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Then the specific technique and steps of doina it.
/¥now the function,

R AT e

5-Cet Info from onlv best socurces
¢ Allow skilled vendors to know and work on function
7 Know diff kinds of functions

Know and use the VA step-bv-step joh plan



POSSIBLE NAMES FOR BOOK ON PURCHASING VA USE.

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

Lo you want your buyer to cost or pay

Dollars left on the table

Wasted money

Found money

Profits lost in purchasing

biggest profit maker is waking up

down the drain

1000 ways the buyer flushes profits down the drain
If lost earnings could talk -

Cutting costs with buyinag technicues
Cutting costs with brilliant buying
Cutting costs with new buying techniques
Best buyers now using new techniques
Best Buyers -

Best buyers barely qualify



What ¥nowledge do I need?

nowl of the use that comes from the matls rrcess ard services that
I buy - of the functions that are accormplished hv ea exnentiture.

of diff means for accomp. them

of diff supoliers who have diff ways to acc them

of differire dearees of acc s diff nmeans

o7 nears othearsg se o accony them re

of some new nmeans Tor acc them, which are on the horizon.

of how the f would he nerf if the snec means became upavailable

Knowl of costs to acc eac* funct
of costs to acc ea increment of f
of costs of acc f bv differing means
of sunnliers who would acc it hy d?Y?i%ggAg, and nf thre acnst of ea
of costs comnet are navirnag to acc tre f
of costsyizhi w 'l aprlv 5o newver means of acc
of costs which would annly if snec means hecare nravailahle
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What MNow?

L

Hav e told them buy function buy function buy function,
What else do I tell them?
How

Why

When

When not to

For whom{

whose help

what timing

what embarrassment

how handle embarrasment

how find out function

when start function thinking
how buy in construction

how buy in services

how buy in hospital

how buy in administrative exp.
How buy in R & D

How to learn to buy function
What other stopoers to expect and overcome
What help do you need

how to solicit help

how in software

how in low volume

how in maintanence

how in recreation

how in winter

how in summer

how in aesthetics

how in Use

how,when blocked

how with much boss support
how with no boss support
why,who wants it

how accurate evaluation

how to buy paint

how to buy chemicals



Alternate theory and practice

Keep it telling how to

fill in some easy to read stuff

make difficulties interesting - exciting if possible
avoid hum-drum monotonous stuff

build the buyer up when can

swing into the st rt with a little story

talk about some functions



Variations on the¢ theme of

BUYING FUNCTION

They wont let you buy function
how to get opprortunity to buy function
kinds of function to buy

What function , and what extra cost does each item of the spec bring?
What other expense is required to make what I buy accomp. its funct.

What if the sellers wont sell functien?

Divide function, and c.sts carefully between use and aesthetic
How do I know I'm paying right price for function? Comparison.

Buying function that is not used is waste
Buy function in - various things
packaging
etc
Sometimes buy two functions - drier ozone and light bulb
Buy sellers standard item
Let tne facts (costs) speak for themselves comparison
dryer pulley small and large
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divide use and aesthetic f buy separutely

Buy aesthetic function 3 2
Overcomd difficulties in getting op to buy function

Specifics detailed facts. get into them and buy f

what to do whun vendor doesnt went to sell function
buying several grouped function s

eliminating other expence reyd to make pur rat achieve f
buying f for right price comparison

buying f that is not used, is waste

buy f in various tuings packaging etc

sometimes buy more than one f in cne price

buy sellers standard items

In buying f let th. facis,cousts speax for themsclves
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Pva is cold hard di.cipline. It is pus ing sanc cgainct the tide
all of the time. llard work with tremendous yield

ot a talking discipline - it's a doing discipline. ow docs tue
buyer start, and what coes he do.

Buyers who read this column will achaieve more krow.cdge, tecanicue
and skill, and will prov cly devclop more initiative

The buver wi 1 develop cvledge  The tech will show him how to  use
5 “ . by s B . o T - o 2 L 4k
that knowl va tech show nim hew Lo dev, Lhe un.wl anc use 1T,

Ho 1 e will think spccifics, act spociiics decl in specifics.
No 2 He will learn function. le will lewa n what function each
cundle oy ne spends brings to .is employer. e will buy “unction

Lssence of all va tech is securing function. itesigin function,mfg
function buy function - always tae proper needed function at tae
proper costs,

Cur opp in purchasing is to buy ti. proper nceded function at the
proper c.stys

incw the p oper y that provides the nceded £ ( in mabterdal)
now the worikx «nd cost th

at wust be spent on pur icem to sccure ned f
Know £ cought oy each increment of cost

Determine prcper cost fcr ea f purch by comrtarisons



How to appr.ach tae jobr

Wonat am I rea.ly trying to do?

Create something of value thet will cause people to say,'"That's goodiand there-
by make me feel good (important - maybe).

Get some stuff used tnat I created and know is .o0od and isnt used.
rake some more money.

Allow my brain to get relaxed witnout getting rusty.

S50 How do I do it?

Jrite some ei{fective stuff in short catchy sentences.

lhake 1t easier to reac than to pass over,

Put some stuff in each that they can use rigut now.

Have & master plan so that in a sensible way, all of the good stuff gets covrd.
Put it in a formso it can be picked up and put into an effective book later.

some important guestions.

How do I involve some important people - to Lhe success of this, soon?

How much do I reach for the buyer, and how mucia for the Pi?

How do I taiiec my stuff which is 20 years old and make 1t sound new?

How do I organize everything I want to say so it clearly fits under the title
0of "Purchasing Velue Analysis Technigues?
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More knowledge

more technigue

another Jjackpot for purcaasing

tae 20 tech

cdont be stopped

ans pezt sources

write 1nouctiwvely tell story sroncip les after

Jitto then wind up with a sensicle group of vrinciples zs a whole
take the kickoff from a havieening then make us a communacative story

vne profitv buycer
tne value conscilous buyer
tae perceptive purchaser
tne man who makes tne profit
for one tuyer in 1.0
wortn his weignt in golc
100U cteps to obuying proiitably
purcnasing pays he proiit
purchasin,. skills from examples
purchnasing technigues your ouyer dJdcesnt now
tne tecanicues that make ..e dollars in purcnasing
a dollar for cvery minute of readin_:
How buyers are losing your profitls
you can ouy for iess
purchasing v a
bett.r buying
ouy the function
vilve g ram s
|
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2. HANDBOOKS AND CATALOGUES CCML UP ©C ONLY 85% OF TELLING THE WHOLE S.ORY
OF WHAT IS AVAILA LE



5. PRICL LISTS ARE WRITTLN ON THE BASIS OFf GuNERALITIES, SPECIFIC PURCHASE
SITUATIONS AR OFTaN DIF ERLNT,



L. wHk SELLER CFTEN HAS A BEUTER MATERIAL OR PRODUCT OR S:RVICE FOR A PRECISE
USE CR FUNCTICH OF THE BUYLER,BUT HE OFTLN DOES NOT KNCW , LM USEFUL TLERMS,
WHAT THIS FUNCTION IS. Tiu BUYER CAN OFTLN Kuow.



5. SPuCIALIZED SKILLS,MATERIALS AND PRCDUCLS ARL OFTEN SUPPLIABLE BY SELLERS
WHICH ARE UNKNOWN TO THE BUYER WIC NEEDS 1THEM,



6. HUMAN FACTORS PROVIDE A STRONG FORCE TO "DO AGAIN WHAT JE DID sSEFCREM,NOT
TC ADALUATELY SEARCH FOR A PROZADLE SETTER ANSYER,



7

THL SELLER OFTEN IS UN-IMAGINATIVE,CONUINUEING TO SELL PRODUCTS AS~IS, WVHLN
MODIFICATIONS OR ADAPTATIONS “OULD FIT THudM MUCH BETTER TCU TH: BUY.RS NEEDS.



8. ALL SELLERS,CF SUCCESSFUL oUSINESSES, MUST SKBLL fOR THL PRICE WHICH IS TH.L
HIGHEST THEY CAN SECURE I THii COMPETITIVE HMARKET, THE BUYER IS THE GOALIE.



9. BUYERS Ar: LIMITED TO THE USE OF SUPPLIsRS THEY KNOW, MORE KNOWLEDGE OF
SUPPLIERS AVAILABLE OFTEN PAYS A GOOD RETURN,



11, MORE SUYLR KNOWLEDGE BRINGS LOJVER COSTS.

ik



1

12. WHAT THE BUYER DCESNT KHOW JONT HURT HIM ,BUT IT MAY HURT Tk BARNINGS



13. WHAT THE BUYwR DOES'NT DO MAY NOT HURT HIM,BUT IT MAY HURT EARNINGS.



14, UNOBSERVED AND UN-NOT&D FACTORS MAY REDUCE EARIINGS



15. BUYER BRILLIANCE OFTLN BRINUS VALUE el PERFOAMANCE AND TIME ARE TUE ESSENCI



Purchnasing VA knowledge 07 product,and of competitive supnlier nariset
e T ———— . - — T T ——

produce 750,000 £ZAY added contribution to ezrnings.

- ) ~ e

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



