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Strategic  

&  

wrongly assigned commodity 

1 

mailto:szymon.tochowicz@eveneum.com


©  All rights reserved Eveneum Sp. z o.o. Sp.k 

What is it going to be about? 

Low    - Complexity of the market -     High 
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source: Universal Pictures 

source: wvco.com 

Story no. 1 

Story no. 2  
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• How it was before & the challenge 

define strategy and coordinate activities globally 

• Reasons 

 growing importance of composites 

 reduce dependency 

 BackDoor Selling 

 improve governance over category 

 respond to behaviour of competitors 

 avoid the bottle neck 

• Solutions 

 support and monitor collaboration on development 

 invest in JTD programs 

 offer access to non-competing markets 

 … buy supplier 

Conclusion:  
 purchasing are  from Earth and scientists are from Mars… 
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Strategic - the best way to predict the future is 

to create it 
Abraham Lincoln or Peter Drucker 

source: Universal Pictures 



©  All rights reserved Eveneum Sp. z o.o. Sp.k 

•Buyer perspective 

 market dominated by one supplier 

 alternatives exist but very immature 

 tough obligations toward the Client 

 time pressure & late involvement 

 maintenance objective to reduce diversity 

•Supplier perspective 

 buyer position in the market 

 what competitors are doing 

 supplier market & customers’ segmentation 

•Consequences 

 relationship is more INTERDEPENDENCE rather that SUPPLIER DOMINANCE 

 change in negotiation strategy 

 identify options to save „face” and improve conditions 

 
Conclusion: 
 more supplier’s perspective in the buyer’s job 
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Escape from the Bottle-Neck 
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Customer segmentation - supplier perspective 

Low   - Value of the business -   High 
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Defend 

& 

take care 

Expand  

&  

seek 

opportunities 

Low attention 

& 

no regrets 

Seek short term 

advantage 
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Be invited! 
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Szymon Tochowicz 
T: + 48 533 439 393 
E: szymon.tochowicz@eveneum.com 

• Negotiation 

• Business advisory 

• Processes & Organisations 

• Sourcing  

• Due diligence 

• Cost models & cost optimisation 

• Competences 

• Workshops 
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Rafał Dados 
T: +48 504 039 823 

E: Rafal.Dados@eveneum.com 

www.eveneum.com 

www.whypurchasing.com 

www.negocjacjeimediacje.biz 

www.my-essa.com 
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