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Introduction
Cost Reduction & Value Optimization through Supplier Strategy Training Course shows
procurement and supply chain leaders how to take cost out of the business without
damaging quality, delivery, or relationships. It starts with spend analysis and cost
breakdown, then moves to the levers that genuinely shift the cost base: specification review,
consolidation, total cost of ownership, and supplier-led innovation. Participants examine
negotiation preparation, value engineering, and should-cost modelling as practical
techniques. Furthermore, the programme covers demand management and category
strategy, which often deliver more savings than price pressure alone. In addition, it
addresses savings tracking, benefit realisation, and governance. As a result, attendees can
build a cost programme that holds its value.

Cost Reduction & Value Optimization through Supplier
Strategy Course Objectives
- Conduct spend analysis and cost breakdown across categories and suppliers.

- Apply the Kraljic portfolio matrix to prioritise cost reduction effort.

- Build should-cost models that reveal the real drivers of supplier pricing.

- Apply total cost of ownership analysis instead of purchase price comparison.

- Use value engineering and value analysis to reduce specification cost.

- Apply demand management and standardisation to reduce consumption.

- Prepare and execute structured supplier negotiations with clear objectives.

- Consolidate the supply base and leverage volume without creating risk.

- Track savings through benefit realisation and cost avoidance reporting.

- Build category strategies that balance cost, risk, quality, and sustainability.

Course Methodology



- Case studies on cost reduction programmes across different categories.

- Hands-on spend analysis and should-cost modelling exercises.

- Negotiation simulations with preparation, tactics, and debrief.

- Group work on value engineering and specification challenge.

- Benefit realisation workshops with savings tracking templates.

Who Should Take This Course
- Procurement and category managers.

- Supply chain and sourcing leaders.

- Cost engineers and value analysis specialists.

- Finance business partners supporting procurement.

- Operations and manufacturing managers.

- Contract and commercial managers.

- Consultants advising on procurement cost programmes.

Cost Reduction & Value Optimization through Supplier
Strategy Course Outlines

Day 1: Cost Structure and Spend Analysis
- Understanding the cost base: direct, indirect, and overhead.

- Spend analysis by category, supplier, and business unit.

- Cost breakdown structures and cost drivers.

- Price versus cost versus total cost of ownership.

- The Kraljic portfolio matrix applied to savings potential.

- Setting cost reduction targets and baselines.



- Workshop: building a spend analysis and opportunity map.

Day 2: Should-Cost Modelling and Price Analysis
- Building should-cost models from raw material to delivered price.

- Cost elements: materials, labour, overhead, margin, and logistics.

- Benchmarking and price index tracking.

- Market intelligence and commodity price monitoring.

- Cost transparency and open-book costing approaches.

- Identifying cost reduction opportunities from model gaps.

- Exercise: building a should-cost model for a manufactured part.

Day 3: Value Engineering, Demand, and Specification
- Value engineering and value analysis principles.

- Specification review and standardisation programmes.

- Design for cost and early supplier involvement.

- Demand management: reducing consumption and waste.

- Make versus buy analysis and outsourcing decisions.

- Life cycle costing and maintenance cost considerations.

- Workshop: running a specification challenge on a high-spend item.

Day 4: Negotiation and Supplier Leverage
- Preparation: objectives, concession planning, and BATNA.

- Negotiation tactics for price, terms, and total value.

- Volume consolidation and tiered supplier strategies.

- Supplier development as a cost reduction route.



- Managing supplier resistance and relationship risk.

- Contract terms that protect savings: price adjustment clauses and indexation.

- Simulation: negotiating a framework agreement with savings targets.

Day 5: Savings Tracking and Category Strategy
- Distinguishing hard savings, cost avoidance, and soft savings.

- Benefit realisation plans and savings validation with finance.

- Category strategy documentation and implementation roadmaps.

- Risk, quality, and sustainability balance in cost decisions.

- Governance of cost programmes and executive reporting.

- Continuous improvement and lessons learned.

- Capstone: presenting a category cost reduction strategy.

Conclusion
By successfully completing Cost Reduction & Value Optimization through Supplier Strategy
Training Course, participants will gain a practical command of spend analysis, should-cost
modelling, value engineering, and supplier negotiation. They will acquire the ability to build
category strategies, challenge specifications, track savings credibly, and protect value
through contract terms. As a result, they can deliver cost reduction that survives audit and
does not damage supply relationships. Gentex Training Center delivers this programme with
a strong focus on applied analysis and measurable savings.

FAQs for the Cost Reduction & Value Optimization
through Supplier Strategy course



Q1  What is the "Cost Reduction & Value Optimization
through Supplier Strategy" course about?
It teaches how to reduce cost and increase value through supplier and category strategy,
covering spend analysis, should-cost modelling, value engineering, demand management,
negotiation, and savings tracking.

Q2  What are the key benefits of the "Cost Reduction &
Value Optimization through Supplier Strategy" course?
Participants identify savings that price negotiation alone would miss, build should-cost
models that strengthen negotiation positions, and track benefits in a way finance accepts.
They also protect savings through contract terms and avoid damaging supplier
relationships.

Q3  What skills will I gain from the "Cost Reduction &
Value Optimization through Supplier Strategy" course?
Spend analysis and cost breakdown across categories and suppliers; should-cost modelling
and price analysis using cost drivers and benchmarking; value engineering, specification
challenge, and demand management; and structured supplier negotiation with benefit
realisation and savings tracking.



Q4  What tools, methods, or standards are covered in
the "Cost Reduction & Value Optimization through
Supplier Strategy" course?
The course covers the Kraljic portfolio matrix, spend analysis and cost breakdown
structures, should-cost modelling, total cost of ownership analysis, value engineering and
value analysis, design for cost and early supplier involvement, demand management and
standardisation, make versus buy analysis, life cycle costing, open-book costing, price index
tracking, BATNA-based negotiation preparation, price adjustment and indexation clauses,
and benefit realisation and cost avoidance reporting.

Q5  How is the "Cost Reduction & Value Optimization
through Supplier Strategy" course applied in real-world
practice?
Participants build a spend analysis and opportunity map, construct a should-cost model for
a manufactured part, run a specification challenge on a high-spend item, negotiate a
framework agreement with savings targets, and present a category cost reduction strategy
work that mirrors procurement teams delivering annual savings targets.


