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Selling is getting tougher for one key reason. Many customers have invested in their procurement
function in order to be smarter buyers of goods and services. Ever since the great recession,
organizations of all sizes and types have learned to use procurement as a strategic profit lever.
Unfortunately, many sales teams haven't figured out how to keep up with this new threat. Often the
result is lost sales, margin erosion, and frustrated salespeople. It doesn't have to be this way.Based
on direct experience working in procurement leadership for a Fortune 50 business, experience in
key account management, and research, the author presents a playbook for sales professionals to
decode the modern procurement organization.This is a concise e-booklet (about 65 pages in printed
form) packed with insights. It is intended to compliment your existing sales and negotiation
methodologies. Get beyond the procurement tactics you see to understand what drives
procurementâ€™s behaviors. Learn how to spot emerging threats from procurement that could cost
you the next deal. Find hidden sales opportunities by understanding procurementâ€™s goals.
Exploit their fears and needs in your next negotiation. Gain confidence in using your value in selling
to procurement. This is a field guide to empower sales professionals to better handle procurement
to achieve sales success in an increasingly challenging environment.
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As a medical technology professional in the B2B marketing space, selling to increasingly
professionalized procurement people is one of the hardest parts of the job. A big challenge is really
figuring out what's on the mind of the procurement person and how to convince him/her to buy.Mr.
Provines' book is a departure from a lot of other pricing books on the market as it looks at the
psychology/motivations/drivers of procurement. This really helped me understand what was going
on from a procurement perspective. Further, the book provides some insights and strategies on
negotiating with purchasing.If you are looking for a practical how-to-manual for getting the best out
of a negotiation with procurement, this is a must-have.

Anyone who has spent any time in sales knows how difficult purchasing people can be. It seems
like it is only getting tougher to deal with these people. This is not a selling or negotiating "book." It
helps to open the curtain to show what is really going on in purchasing. Here are some of the things
you will learn.Purchasing has goals. Obviously, hammering you on price is one of them. But there
are many others. Some of these goals were new to me and I now see how I could use these in
helping to close business.The other thing I learned is that the negotiating games and tactics you see
from procurement are just part of their normal purchasing process. This book helps you get behind
the scenes to learn why they are using the tactic and how you can deal with them.Some of the
people who I have to deal with in purchasing are really difficult. They seem like back office people. I
now realize that part of this has to do with the maturity of the procurement organization. The book
gives insights into purchasing maturity and how to use this in your selling strategy. More mature
purchasing organizations expect different things from their suppliers. You need to be prepared. Less
mature purchasing organizations don't have much influence. Don't let them fool you.In larger
accounts, there are often lots of people in procurement who try to get involved in the buying
decision. The book helps to identify who all these people are and what makes them tick. I've
encountered these category managers before from purchasing, but did not really understand what
their job was. I now know what they do and how to use this in selling.Overall, great insights and
good advice on how to deal with purchasing or procurement. I ended up wanting more, but maybe
that's a good sign. It's well worth your time!

It fairly quick to read this book on Kindle and it gave me a good insight on how procurement people
think and what goals and strategies they live with. I'm looking for customers who genuinely believe
that BeeMobile as a supplier can provide insights around what is crucial when looking for

professional software development services. Earlier I just avoided procurement, but reading this
book gave me confidence to approach them head on. I even approach Chris Provines on LinkedIn
and he was happy to take my call and gave me even more details on how to go forward with a really
difficult account and it's seem like I might be able to turn it around. It's a huge account and it's one
of the more difficult ones in our industry and location.
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