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Rapid Sustainable Profit Growth 

Strategic Supplier Management 
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Rapid profit growth 

 

Counter cost pressures 

 

Sustainable strategies 

 

Profitable relationships 

Why you’re here 
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Why listen to me? 

Buying and Strategy 

Retail and Manufacturing 

Exclusive, Licensed and P.L. 

£30m+ client value over 3 years 
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Free resources: 

 

 www.binleydrake.com 

 

 60 Second Negotiation 

 

 Teleconference Feb ‘12 

Like what you hear? 
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Own Brand Proposition 

Exclusive 

 

Licensed 

 

Own Brand 
Differentiated 

 

Alternative 

 

Entry Level 
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Customer Imperative 

Fact: 

... and ultimately will 

If they could, they probably would... 

If you can buy the same for less 

you are not serving your customer’s interests 
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Routes 

1. Target buyers 

 

2. Volume based 

 

3. Across the board 

4. Segment led 
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Supplier Roles 

1. Innovator 

 

2. Cost Leader 

 

3. Service Provider 

Categories 

Price 

Points 

Purpose of a private label? 

Where do you need innovation? 

Focus 

Stretch 

Challenge 
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Preparation 

Technology before category 

Consolidation #1 opportunity 

Product Technology Component Value Chain 

Step 1: Identify Strategic Lots 
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Four Strategies 

Relationship Value 

Number of  

Alternatives 

Competitive 

Zone 

Breakout 

Zone 

Creative 

Zone 

Lean 

Zone 
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Competitive Zone 

Short term cash opportunity 

Consolidate and tender 

International trade-off 

Retain a get-out 
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Lean Zone 

Slow-burn cost opportunity 

Long term relationships 

End-to-end VCE 

Shared benefits 
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Breakout Zone 

Shift relationship or shift business 

Prioritise risk / reward 

Deepen understanding 

Alternatives and leverage 
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Creative Zone 

Radical opportunity space 

Joint problem solving & partnerships 

Ecosystem potential 

Passionate, perceptive, principled  
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Rapid and Sustainable 

Launch 

Engage 

Embed 

Central, Strategic, Focused 

Align, Prioritise, Communicate 

Structural, Visible, Accountable  
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Rewind... 

Cost reduction is a customer imperative 

Supplier Roles vs Technology Lots 

Four Generic Strategies 

Three Steps to Success 


