Pricing and Cost

Analysis in Purchasing

Live Audio Conference ¢ November 10, 2011 ¢ 1:00 pm - 2:30 pm EST

EXPRESS REGISTRATION

Sign up at
www.lorman.com/ID388694

Live Audio Conference ID: 388694

Presented by:

W.C. Benton Jr.
The Ohio State University

The Edwin D. Dodd Professor of Management,
and Professor of Operations and Supply Chain
Management in the Fisher College of Business at
The Ohio State University

Teaches courses in purchasing/supply
management manufacturing planning and control,
operations analysis, facility design and the
business of health care to M.B.A. and doctoral
candidates

Partner in Supply Chain Solutions, a supply chain
management consulting firm

Published more than 120 articles in the areas of
purchasing management, inventory control, supply
chain management, quality assurance, materials
management and health care

Frequent speaker and recognized operations
management researcher

Doctorate in operations and systems
management and quantitative business analysis,
Indiana University in Bloomington, Indiana

Can be contacted at 614-292-8868,
www.supplychain-mgt.com or Benton.1@osu.edu

Continuing Education Credit:

* CPE 1.5
* ISM 1.50

For detailed credit information visit us at
www.lorman.com/ID388694 or contact us at
866-352-9540.

*Visit www.lorman.com/ID388694 for a complete
list of states approved.

One of the most important and complex decisions a business or organization has to
make is how much to pay for its items or services. The buying professional should be
able to easily detect prices that are too high. Thus pricing decisions must be given
careful consideration when buying industrial products and services. The price of a
product or service should be expected to cover cost of production, promotion and
distribution, plus reasonable profit. In order to obtain the most efficient and acceptable
price the purchasing professional must make sure that they are aware of market
conditions and prices associated with quality levels required for the buying firm’s needs.
The effective buyer must become an expert for the items that they purchase. The
objective of price-cost analysis is not to get the lowest price, but to obtain the best value
with consideration for delivering time, acceptable quality levels, in the appropriate
quantities. In general price is important; however, remember it is only one of many
variables that are included in purchasing decisions.

Price-Setting Strategy (Economic)

“The ability to
learn faster than

Price-Making Strategy (Psychological) your com petitors

Discounts may be the only
e Cash .
 Trade Discounts sustainable
e Quantity Discounts competitive
Price Analysis adva ntage.”

— Arie de Geus

Cost Analysis
e Direct Material
e Direct Labor
* Tooling (If Relevant)
* Overhead (Manufacturing or Project)
¢ General and Administration
e Profit

The Learning Curve
¢ Direct Material Costs
¢ Direct Labor Costs

The Price/Cost Analysis Process
e Example
* Negotiations
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Live Audio Conference Tuition (Includes Free Manual With Attendance)

[] Yes! | would like to attend. ($199 per person)

[] Yes! | would like the Best Value discount.
($268 per package [$199] plus CD recording [$69*] of this seminar)

1 am unable to attend but | am interested in:
[[] cb/Manual Package* ($199 per package)

Amount Enclosed

$ Tuition Subtotal

$ Shipping & Handling ($8.95 first item, $1.00 each additional)
$ Sales Tax (If tax-exempt, please include your certificate.)
$_ TOTAL

*Add $8.95 shipping & handling plus applicable sales tax to product orders. Please allow four to six weeks after the date of the live
audio conference for delivery.

Payment Information

Total amount enclosed $

[] Check enclosed payable to Lorman Education Services
[]Charge to credit card __AE _MC __VISA Signature
Card number

Exp. Date

Names of Attendees

PRIORITY CODE DISCOUNT CODE

NAME

TITLE EMAIL

NAME

TITLE EMAIL

Firm Information

FIRM NAME

ADDRESS

CITY STATE ZIP CODE

TELEPHONE FAX WEBSITE

Approving Manager

NAME

TITLE EMAIL

© 2011 Lorman Education Services. All rights reserved.

GENERAL INFORMATION:

« This live audio conference may be recorded by Lorman.

« If you need special accommodations, please contact us two weeks in advance of the program.

* Lorman Education Services is not approved to offer self-study CPE credit for accountants; therefore, no CPE will be given for this
program if ordered as a self-study package.

CANCELLATIONS: Substitute registrants can be named at any time. A full refund, less a $20 service charge, will be given if notification is
given six or more business days in advance. Notification of less than six business days will result in a credit that can be applied to any
Lorman product or service. If you do not cancel or attend, you are responsible for the entire payment.

EXPRESS REGISTRATION

Sign up at
www.lorman.com/ID388694

Live Audio Conference ID: 388694

How Do | Register?
EMAIL: customerservice@lorman.com

WEBSITE: Www.lorman.com/ID388694
TELEPHONE: 866-352-9539
FAX: 715-833-3953

MAIL: Mail this form with payment information to:
Lorman Education Services
Dept. 5382, P.O0. Box 2933
Milwaukee, Wl 53201-2933

SEMINAR ID: 388694

Who Will Be There?

This live audio conference is designed for
purchasing managers, buyers, contracting
and materials managers, procurement
managers, presidents, vice presidents,
accountants, bookkeepers, financial
professionals and attorneys.

BEST VALUE

Receive an additional manual and CD
package of this program for only *69
with your seminar attendance!
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